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DEXTER 


Designed for your profit. 


You can’t help but profit when you sell these Dexter key -in-knob sets, with rugged, 
lifetime service and striking beauty af popula price And installation is simplicity 
itself. Illustrated above: No. 600 Pin Tumbler evlinder set for the ultimate in 


security; and (below) No, 300 Dise Tumbler evlinder set, for dependable security 


where price is a factor... now available Master Keyed. Write for a Dexter Fd 
factory representative to call on vou, m 
; I ~« \ 





DEXTER LOCK COMPANY 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


Mlarurfacturere of America’s Fret Jubular Lock 


In Ceneda: Dexter Lock Canada itd., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $.A. de c.v., 
Monterrey, Nueve Leon 
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HANDY 
CLOTH 


FALL CLEAN UP MADE EASY! 
NOT THIS... 


SE BUr THIS! 























Maybe leaf gathering the standard way isn’t 
quite this bad, but we know leaf clean up with a 
Handy Cloth is a heck of a lot easier! We figure 
it must be 78% easier and most of your customers 
will probably agree. Anyhow, the Handy Cloth 
has been a fast seller spring, summer and fall 

. and it’s probably good for a lot of jobs we 
haven't thought of. 











The King Cotton Handy Cloth is made from strong 
cotton duck, each corner has a strong carrying 
loop, cut size is 7% feet by 72 feet. Each Handy 
Cloth is individually packaged in a reuseable, 
heavy gauge polyethylene drawstring bag. 


Mr. Jobber—Send for prices, catalog pages, 
photographs, or electros for your catalog. 


OTHER 


HANDY 


USES FOR GROUND CLOTH 
HANDY Ab 
CLOTH CHILDREN'S TENT ’ 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET > NEW YORK 8,N. Y. 
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Brother Dealers -9 aduise 
FORD "a 


they Please My Customers & 
Make Me a Good Profit 


Because They Are: 


ATTRACTIVE = true grain of selected lumber 


WELL MADE - inside and out — 22 ladders 
2 lock blecks 











MADE IN INTERIOR & EXTERIOR MODELS — 
All Standard Sizes 
DELIVERED PROMPTLY 


ACTUALLY COST LESS 
for a 


BETTER DOOR 


DISTRIBUTORS — Valuable Ford Flush Weod 
Doors franchises still available in some areas 
' Write today for complete information about this 


| 


‘4 \\ \\ : fit rtuni 

i We J 

DON’T DELAY - WRITETODAY smn 
FOR FULL INFORMATION 


RETAILERS—Ask us for the name of your nearest 
distributor 








NORTHPORT ‘wsxwoon voor company 


hel Shalge) Smiles licy-¥, | PHONE 2322 
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NEWS BRIEFS 





HOME BUILDING SLOWS MORE ‘1 i;}AN SEASONAL .. . and 
financing gets the chief blame. Builders 
August will lag behind 1952, continuing a t: 
the tight VA, FHA mortgage market of 
financing for houses to be built now and 
ranged then. 


eve new homes started in 
i evident in July. They say 
st spring is responsible 

*r this year had to be ar- 


LENDERS STILL HOLDING OUT... feeling that 5° to 6% con- 
ventional loans are preferable to VA and F!'A, from their point of view. 
The situation could improve during the remainder of the year. Mortgage 
money competes with other forms of investments . . . there are lots of 
signs that business generally will require less capital. Personal savings, 
too, are at an all-time high and could eventual!) outrun mortgage demands. 


HOW MANY JIN THE PIPELINE . 
through all speculation on new home prosp¢ 
real pay-off comes when a house is sold. One thing can be said—the 
market is definitely getting competitive ani many builders are already 
shaving prices in almost every city reporting 


. is the big “if” that runs 
ts. Starts are just that; the 


CONGRESS CUTS BACK PUBLIC HOUSING ... with both houses 
approving a reduction in number of public housing units to 20,000 for the 
current year. The bill requires that 20,000 units must come from 62,600 
units now under contract. While this just about ends public housing as 
such, the basic need for some form of low-cost housing is still with us. 
The road is now open for private enterprise to systematically produce a 


workable answer to public housing. Just being against it isn’t enough. 


MORE PLYWOOD SUPER MARKETS .. . are opening in many 
of the larger cities. Newest one reported is in Minneapolis where a specialty 
store will offer 100 stvles and surfaces of domestic and imported plywoed. 
Finishes, decorator doors, hardboard and kitchen cabinets will also be 
featured. Particular attention, in these stores, is being paid to the do- 
it-yourself customer. 


FORM SPECIAL MILLWORK ASSN... . and some 40 represen- 
tatives of firms manufacturing architectural! and special millwork took 
stens to begin a nermanent association recently. The organizational meet- 
ing is scheduled October 15 at Chicago. 


RETAIL SALES EDGE TP... recording a 6% increase in June over 
the same month a year ago. Highest gain was by retailers selling new 


ears. 15%. The lumber, building materials retailer on the average was 
up 2%. 


HHFA AGENCY BREAKUP ... is being considered by Housing 
Administration Cole. Best guesses: public housing is slated for Mrs. 
Hobby’s Health & Welfare Depvt., FHA and the Home Loan Bank Board, 
in the Treasury. There’s top level support for the idea. 


RECORD JULY EMPLOYMENT ... with non-farm jobs at a seas- 
onal high of 49.4 million. This was 2.3 million above the 1952 figure. Con- 
tinued high industrial activity is responsible according to the Bureau of 
Labor Statistics. 


PAINT ROLLER BAN ILLEGAL... that was the recent decision 
of the Detroit Circuit Court against a local union fighting use of paint 
rollers. The union had restrictive clauses in their contracts against 
rollers. Detroit contractors brought the court action declaring that they 
were being priced out of husiness by the unio 


han. The case will probably 
have nation-wide repercussions. 


REDWOOD INVADES FASHION FIFLD ... and San Francisco 
designers featured the rich colors of the wood in their autumn lines. The 
fashion exhibits found 26 stores cooperating 


LIGHTNING STARTS 1,500 FIRES . just in the one week 
period ending August 17. The prolonged drought in Montana, Idaho. Cali- 
fornia, Washington and Oregon has made the woods tinder dry and good 
fuel for lightning strikes. 
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Housing Starts 
96,000 in July 


Housing starts, totaling 96.000 
in July, declined by 7% (7,000 
units) from June, according to pre- 
liminary estimates of the U. S 
Labor Department's Bureau of La- 
bor Statistics. Although the de- 
crease was widespread geograph- 
ically, it was about the amount that 
might be expected for this time of 
year. 

Privately owned dwellings were 
down from June by 5% to 95,600 
starts—5,500 under July 1952, but 
more than in any other July ex- 
cept the record high of 1950. The 
400 public housing units put under 
construction in July 1953, repre- 
sented the lowest monthly volume 
since March 1948, when 100 were 
started. The June 1953 figure was 
2,600, and that for July a year ago 
was 1,500. 

During the first seven months of 
this vear, 674,500 new permanent 
non-farm dwelling units were he- 
gun, slightly more than the 668,- 
400 units for the comparable 
months of last year. Private hous- 
ing in 1953 was 22.900 units above 
the 1952 total, while public hous- 
ing was lagging by 16,800 units 
when the first seven months are 
compared. Altogether, new private 
dwellings started thus far in 1953 
totaled 645.700 units and_ public 
housing, 28,800 units. 


Eastern Building 
Set ‘53 High in July 


Construction awards in July in 
the 37 Eastern states were the 
highest for any month this year, 
according to F. W. Dodge Corp., 
construction news and marketing 
specialists. 

The total was $1,793,342,000, 
compared with $1,115,509,000 in 
June and $1,511,285,000 in July, 
1952. Awards for commercial 
building and for educational and 
science building were the highest 
monthly totals recorded _ since 
Dodge began to compile such sta- 
tistics in 1919, the firm said. 

Residential awards, at $653,- 
107,000, last month hit their sec- 
ond highest total this year, sur- 
passed only by April, with $673.,- 
887.000. In 1952 the figure was 
passed only by April and May. 

The non-residential building to- 
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tal of $764,393,000 contained 
awards of $200,133.000 for com- 
mercial buildings; $176,418,000 for 
educational and science buildings, 
and $206,702,000 for manufactur- 
ing structures. 

Heavy engineering totaled $375.- 
542.000, nearly douhle the June 
figure of $193.195,000 and about 
10% greater than the $340,521.- 
000 reported in July, 1952. 

Dodge reported the July figures 
brought the seven month-total to 
$9 701,180.000, 5° above the like 
1952 period. 


Hardwood Convention 
Oct. 6-8 at Chicago 


Talks with a “sales accent” will 
feature the 56th annual conven- 
tion of the National Hardwood 
Lumber Association, October 6-8 
at Chicago's Morrison Hotel. 

Sneakers include George §S 
Bowie, author and humorist. Fire- 
stone Tire & Rubber Co., and Gene 
Flack, director of advertising, 
Sunshine Biscuits, Inc. Both speak- 
ers represent firms that have 
achieved success in competitive 
merchandising and the men will 
stress the importance of aggres- 
sive selling in today’s market. 

Special tours have been arranged 
to visit the World of Hardwoods 
exhibit at the Museum of Science 
and Industry. 

Stanley Horn, editor, Southern 
Lumberman, will moderate an open 
forum session’ and members will 
be given the opportunity to dis- 
cuss problems and exchange ideas 
on the manufacture and sale of 
hardwoods. 

Additional speakers include K 
O. Roos, president, Canadian Lum- 
bermen’s Association and Harry 
D. Gaines, president, NHLA, who 
will speak on the subject, “Let's 
Stick Together.” 


Free Handyman Plans 
Coming In Cereal 


The kiddies are being pushed 
aside in favor of Father in a triple 
threat premium promotion late this 
fall. 

If it works out as its sponsors 
hope, the sales beneficiaries will be 
Post’s Grape - Nuts Flakes, the 
Douglas Fir Plywood Assn. and the 
Mall Tool Co. 

The common meeting point of 
these dissimilar products is the 
current do-it-yourself boom which 
has already given most homes a 
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fair sized workshop. Very obvious- 
ly the fathers who operae these 
workshops and turn out ‘urniture 
and other items, eat | reakfast 
food. Thev also use wooc includ- 
ing p'vwood, ard most of ‘hem are 
interested in adding to the:r power 
tool eauinment. 

So. bervinning Nov. 16, ‘he Post 
Cereals division of Geners! Foods 
Corn. will include “built-it-vour- 
self’’ patterns in Post Grine-Nuts 
flakes packages. The patt+rns, in- 
cluding full size temnla‘es, will 
make it easy for anvhovy with 
nower ecuipment to build a Wil- 
liamshure wall shelf. a Pennsyl- 
vania Dutch tulin knife box, a Pil- 
grim cradle. a footstool, a wall box 
or 2 “courting” mirror. 

The Post Cereals division is 
starting the offer with a hich sneed 
Novembker promotion campaien, 
and it will get generous argsists 
from the Dong'as Fir Plwwood As- 
sociation and the Mall Too! Co. 


Woodwork Jobbers 
Plan Annual Meeting 


The twelfth annual meeting of 
the Woodwork Johhers Service Bu- 
reau will he in New York's Stat- 
ler Hotel, September 14-16, A. J. 
Jordan. Jr., president, has an- 
no'need, 

Led hv WJSRP hoards the morn- 
ing session on the onening dav will 
cover many angles of charting the 


=fie 
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A New Service 
For Readers 


With this issue American Lum- 
berman & Building Products 


Merchandiser inaugurates a 
new reader service designed to 
make it quicker and easier for 
readers to obtain addit‘onal in- 
formation about any product or 
service advertised in this maga- 
zine. or described in the New 
Products, New Literature, New 
Equipment, Sales Aids depart- 
ments, 


For complete details, turn to 
page 241. 
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future course of the woodwork job- 
ber. The session will discuss wheth- 
er the metal product development 
in doors and windows requires the 
woodwork jobhers to add to his 
service by wholesaling these metal 
products. President Jordan will re- 
port to the membership on_ this 
session during the afternoon. 

On Tuesday, September 15, Mil- 
lard Bennett, business and_ sales 
consultant, will speak on “Success- 
ful Sales Management.” Robert 
Jones, association managing of- 
ficer for the retail dealer custom- 
ers, will discuss ‘“‘How the Jobber 
Can Help the Dealer to Bigger 
Sales."’ Concluding speech for this 
morning session will be by Erle 
tacey, secretary-manager of the 
American Wood Window Institute, 
who will reveal how “creative sell- 
ing’’ can increase sales for both 
retailers and jobbers. 

On the final day of the meeting. 
Rov C. Wenzlick, St. Louis, famed 
business analvst, will discuss “How 
good will mv business he over the 
next 12 months 
why.” 


FHA Head Hits 


Emphasis on New Homes 

Federal Housing Administration 
Commissioner Guy T. Hollyday is 
convinced that too much attention 
has been paid to entirely new house 
construction in the postwar period. 
The building industry will have to 
revise its thinking and consider the 
40 million plus homes that consti- 
tute the inventory of existing hous- 
ing in the U.S. 

Must Change Thinking 

He thinks the attention of build- 
ers and financiers should now be 
turned to some extent away from 
new housing and new gadgets, and 
concentrated more upon improv- 
ing the older homes. 

“We must change our thinking,” 
Hollyday said. “We want to go 
into older areas of cities with FHA 
assistance.” This aid, he explained. 
would come largely in the form of 
helping to make private capital 
available for rehabilitation pro- 
grams. His agency is planning to 
give city authorities a pattern 
when it is worked out—for apply- 
ing FHA assistance to these older 
areas. 

Rehabilitation in Hollyday’s vo- 
cabulary, means bringing a single 
house, or a small group of houses, 
up to standard. Conservation, he 
said, requires an intense education 
program first, and a rigid law en- 
forcement plan second. 


and the reasons 
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THE NATION IS BUILDING 
HOUSING PROJECTS WITH: 


yet light, Wes st- 
Sree Spruce holds 
nallibenat speeds building. 


This lumber is clean, 


dry, easy to handle and 
free from resin. 


building boom of all time . . . thousands of 
homes are being built to last of Western 
White Spruce. Contractors select it for general, 
all purpose work at every stage of construction 
.. for joists, flooring, studding, rafters, sheath- 
ing and siding. Carpenters find that Western 
White Spruce is easy to saw, to nail and to handle. 
Painters prefer it as an ideal surface to which 
paint adheres readily. For one 
house or a hundred... plan 
to build with Western White 
Western White Spruce resists exporure, Spruce. Supplies are avail- 
cue comnd Se any aieate able for fast delivery to all 
parts of United States. 


[WRITE FOR FREE saontT > 


R= across the country ... . in the biggest 





/OEAL FOR LIGHT 
AND HEAVY BUILDING / 
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Carpenters Split 
With A. F. of L. 


The recent withdrawal of the 
United Brotherhood of Carpenters 
from the American Federation of 
Labor will not, general contractors 
believe, affect the relations be- 
tween the organized carpenters and 
their employers . 

A spokesman for the Associated 
General Contractors of America 
said members expected no disrup- 
tion in their dealings with carpen- 
ters as a result of the bolting ac- 
tion announced in Chicago recent- 
ly. 

In other quarters, however, some 
concern was expressed over the 
possibility of an increase in work 
stoppages. AFL President George 
Meany has said he is following or- 
ganization procedure in notifving 
all state, central and trade affili- 
ates to remove the carpenters from 
their lists. 

Those who see possible trouble 
developing after the carpenters are 
struck from these lists point out 
that many projects would have to 
shut down if other building trades 


refused to work with the carpen- 
ters. 


Outline Revised 


FHA Requirements 


Builders will now be able to de- 
sign one- and two-family homes 
with windowless bathrooms and 
still obtain FHA mortgage insur- 
ance, 

As a result of FHA’s latest re- 
vision of its Minimum Property 
Requirements, field offices are 
permitted to approve mortgage in- 
surance for one- and two-family 
houses with windowless _bath- 
rooms, provided there is adequate 
mechanical ventilation. Skylights 
need not be installed if there is 
proper artificial lighting. 


New Law Would 
Replace “Fannie May’ 


What does Rep. Stringfellow 
(Utah) hone to accomplish bv his 
bill providing for a National Mort- 
gage Association? 

For one thing, he claims that it 
would break the bottleneck of 
mortgage funds in rural and re- 
mote areas and supply a constant 
source of funds to all sections. 
In addition, he holds it would: 1) 
aid industrial expansion, 2) avoid 
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undue fluctuations in the supply of 
mortgage money, and 3) bring 
about early liquidation c° Federal 
National Mortgage Asso :iation. 

The measure was_ introduced 
just before Congress «djourned 
and should be considered at the 
second session. 

Rep. Stringfellow explained his 
plan as follows: 

The CNMA would be a corpora- 
tion with capital stock of $1 mil- 
lion subscribed by the Treasury of 
the U.S. The CNMA would levy 
assessments on regional associa- 
tions for administrative expenses. 
The assessment would be so fixed 
as to assure early retirement of the 
government stock. The initial $1 
million subscrintion would pro- 
vide administrative expenses prior 
to CNMA’s receiving assessments 
from its regionals. 


FHA Liberalizes 
Loans for Trade-ins 


To encourage more extensive re- 
conditioning of trade-in houses 
FHA Commissioner Guv T. 0. Hol- 
lyday announced that the FHA in- 
sured mortgage plan had heen lib- 
eralized to assist in financing re- 
pairs to older houses as well as re- 
financing the existing mortgage on 
them. 

Under FHA’s new rvling the 
builder taking in an old house as 
a trate-in on a new heme mav get 
a firm commitment from the FFFA 
to insure 80°. of the first $700 
va'ue p'us 60% of the halance of 
the va'uation. The total morfeove 
amount mev not exceed $10,400 
and is further limited to amorvnt 
of the evisting mortgage plus the 
cost of the pronosed repairs. minus 
anv cash received by the builder 
in the trade-in transaction. 

The more liberal provisions will 
make it possible for builders to do 
a more economic job on trade-in 
houses and this action was taken by 
the FHA as a result of the experi- 
ments that have heen carried on in 
connection with the trade-in house 
program. 

Analvses of trade-in house deals 
have shown that it pays to do a 
thorough reconditioning job on the 
old dwelling rather than just tak- 
ing care of the bare necessities. 
When the trade-in house is put as 
nearly as possible in a new house 
condition the economic value is in- 
creased. This increase mav well be 
over and above the actual costs of 
the repairs and modernization. 


1954 CONVENTION DATES 


January 

11-12-13, Kentucky, Louisville, Brown 
Hotel 

12-13-14, Northwestern, Minneapolis, 
Auditorium 

17-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
Hotel 

19-20-21, Ohio, Cleveland, Public Au- 
ditorium. 

25-27, Northeastern, New York City, 
Statler Hotel 

25-26-27, Western Retail, Spokane, 
Wash., Davenport Hotel 
27-29, Southwestern, Kansas 
Mo., Municipal Auditorium 


City, 


February 

2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel 

3-4, Western Pennsylvania, 
burgh, Wm. Penn Hotel 
3-4-5. Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Tllinois, Chicago, Hotel Sher- 
man 

10-11-12, Mountain States, 
Shirlev-Savoy Hotel 
16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19. Virginia, Old Point Comfort 
(no exhibits) 

22-23, West Virginia. Charleston 
W.Va.. Daniel Roone Hotel 

24-25-26, Nebraska, Omaha, City Au- 
ditorium 


Pitts- 


Denver, 


March 

2-3, North Dakota, Fargo, City Au- 
ditorium 

2-3-4, Indiana, 
Temple 
19-11-12, Towa, Des Moines, Exhibit 
Bldg. 

16-17-18, Carolina, 
rangements pending 
17-18, Louisiana, New Orleans, Jung 
Hotel 

17-18-19, Indenendent Retail Assn., 
Minneapolis, St. Paul Auditorium. 
24-25, South Dakota, Sioux Falls, 
Coliseum 

24-25-26. New Jersey, Atlantic City 
N.1.. Hotel Claridge (No exhibits) 
25-26-27, Tennessee, Memphis, Audi- 
torium (no exhibits) 


Indianapolis, Murat 


Charlotte, ar- 


April 

5-6. Mississippi, Biloxi, Buena Vista 
Hotel 

8-9-1N,. Florida, Jacksonville. George 
Washineton Hotel (no exhibits) 
11-12-13. Texss. Fort Worth, Will 
San Marcos Hotel 

20-21-22, Southern § California, Los 
Anceles, Statler Hotel 

22-23-24. Arizona, Chandler, Ariz 
Sam Marcus Hotel 

23-24, Northern California, Yosemite 
National Park, Ahwahnee Hotel (no 
exhibits) 


All conventions have exhibits unless 
noted in the listing 
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‘‘In first 4: days...sales of 
GOLD SEAL LINOLEUM TILE 


$3,500!" 





Bill Levy shows how easy it is to display and sell 24 patterns of 


tile in only 5 sq. ft. of foor space with the 


Buitpinc Propucts MERCHANDISER 


old Seal Tile-O-Matic. 


ee 


—says Mr. William Levy 
of Jacob Levy and 
Brothers, Inc., Louisville, 
Kentucky 


Here’s how it all started. In a nut- 
shell, Bill Levy was fed up with 
selling tile on price alone. He had 
an idea he could trade his cus- 
tomers up to linoleum, from less 
expensive asphalt tile, IF he could 
find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor” 

atterns in Gold Seal Linoleum 

ile—put them right up front in 
this Gold Seal Tile-O-Matic where 
his customers could see a complete 
color range. 

Did it pay off? From the opening 

ong, it started averaging 300 sq. 
ft a day—at full mark-up! \t quickly 
threw his asphalt tile in the shade, 
proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Mr. Levy apologizes for only be- 
ing able to supply us with this one 
picture. He would have taken 
more, he says, but customers were 
waiting to buy the product. 

Are you interested in increasing 
your sales? 


Congoleum-Nairn Inc. 
Customer Service Dept. AL 9 
Kearny, i 2 
Yes, 1 am interested in increasing my 
sales of Gold Seal Tiles with the Tile- 
O-Matic. Please send details. 


Traos-mank © 
FLOORS AND WALLS 
CONGOLEUM-NAIRN INC., Kearny, N. J. © 1963 
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SCHLAGE G300 


Selling. and Storm 


Screen and Storm DYefe: r Rela'4 


Door Lock 
= NOW IN HEAVY GAUGE RUSTPROOF Luster 0/60 soumin: 


Schlage is again manufacturing this easy-to-install screen and storm door 


lock. Now it's ready for prompt delivery to you, with this complete G300 
merchandising kit that means fast turn-over and big profits for you! 


SCREEN and | SALES-PACKED DISPLAY 
STORM DOOR LOCK | CARTON! — ors+<tirrs 


display carton on your 
DEMONSTRATOR! counter and double your 

. SCHLACE screen and storm door 
For window or in-store dis- " lock sates the eusy way. 
play. On your counter, cus- 
tomers can see and try the 
lock just as it will be in- 
stalled on their own screen 
or storm doors. 








BRILLIANTLY COLORED NATIONAL 
FOLDERS! zy ADVERTISING! 


For self service put these on your > E 
counters with the display car- OD, Full ny sr — 
tons. They answer all customers’ rei . caaeae cae ie. tiie 
questions about the G300, and y i 

pave the way to quick easy Ag fi the ee to sou buyers 
sales. Or... as envelope stuffers across the country. 

... they bring in new business. 


ew 
¥Y (poe 
r ' 
“Luster Sealing is not a pleting process. Through electrolytic action the 
G) aluminum is given @ glass-hord finish thet will retain its original beauty 
‘o) for @ lifetime without polishing. 


*An adaptation of Alcoa's Alumilite process. 





AMERICA’S MOST PREFERRED LOCK See your Schlage jobber for this fine 
Schlage Lock Company, 220! Bayshore Boulevard, San Francisco screen and storm door lock, made with the same 
Schlage Lock Company vf Canada Ltd., Vancouver, B.C quality materials and expert craftsmanship 
that produce Schlage cylindrical locks. 





WASHINGTON REPO ?T 


Industry Has Uneasy Feeling as St: 


Tired of reading reports on new 
housing starts and guesses about 
annual totals? Better keep an eye 
on them. They can be a reflection 
of things to come. So suppose we 
do a quick run-down of the official 
figures for July. 

Labor and Commerce tell us the 
starts for that month reached a 
total of 96,000. That’s a prelimi- 
nary estimate. It’s the total made 
up of 95,600 privately owned units 
and 400 public housing efforts. This 
public housing report is the small- 
est since March, 1948, when the 
figure was 100. The public hous- 
ing figures for June, of this year, 
were 2,600; and for July, of last 
year, they were 1,500. 


High July 


The July total of private and 
public starts is 7,000 less than the 
June figure. Private housing for 
the month was 5,500 starts fewer 
than for same period a year ago. 
However, except for two July re- 
ports—one in ’52 and the other in 
’D0—the private housing figure for 
the seventh month this year was 
tops for July, since statistics have 
been kept. 

For the first seven months of 
this year the new dwelling units 
numbered 674,500; a gain of 6,100 
over the same months in '52. But 
if again we separate the private 
sheep from the public goats we find 
that privately owned units show a 
gain of 22,900; while public hous- 
ing dropped back by 16,800. For 
the first seven months the private- 
ly owned starts numbered 645,700; 
the public housing starts, 28,800. 

Although the total of new resi- 
dences, through July of this year, 
is ahead of the figures for the 
same months of '52, here is some 
uneasiness hanging over the fact 
that for three straight months 
there’s been a decline in the num- 
ber of new starts. It hasn’t been 
large; but except for the Pacific 
states it’s appeared pretty much 
all over the country. 


Everybody Guessing 

So, the old guessing game: How 
many starts for the year asa 
whole? The Federal agencies guess 
cautiously that the number may 
taper off a little during the next 
four months; but not much, since 
they talk of 1,100,000 for the 
year. Twenty-seven thousand fewer 
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than st 


year. Some _ industry 
leader 


say it'll be about the same 
year; others, not quite so 
, talk of a million for this 
near that figure. The fact 
that these estimates stay about as 
they hive been is in itself impor- 
tant news, 


as las 
sangu 


vear ¢ 


General Business Stays High 


The Department 
feels | 


of Commerce 
tty good about all business 
prospects; says that up to now 
they're above the achievements of 
any previous summer. Defense 
spending will carry on for quite a 
while at its present high level; 
wage payments have continued to 
rise, and so has consumer spend- 
ing. 

Our own industry expects Ko- 
rean veterans to build a lot of 
houses for their families. About 
the only cloud in the immediate 
skies of our industry is that per- 
sistent little decline in housing 
starts these recent months. For 
that matter (if this really is an 
encouraging sign) the slightly 
smaller number of houses built this 
year are expected to cost 5°, more 
than those built last year. 


Record Debts 


Another thread of uneasiness, 
not confined to our industry, is the 
increasing amount of private and 
corporation debt. Sure enough, it’s 
been the money hired by individ- 
uals and companies that has put 


ts Drop for Third Straight Month 


The total dollar volume of all 
new construction this year will ex- 
ceed that of last vear by about 6%. 
Farm construction may not hold 
up; a most uncomfortable lapse for 
this industry, which should be 
added to the disturbing effect ‘of 
declining residence starts. 


much of the jazz into the boom. 
But that big parade seems to be 
slowing down a bit. Could be the 
somnolence of dog days. But, when 
the frost is on the pumpkin, will 
the march pick up speed again? 
The Department of Commerce 
seems to think so. However, there 
is that load of borrowings. 

Uncle Sam’s debits haven't in- 
creased much since World War II; 
but during the same period private 
and corporation debts have more 
than doubled. Americans have 
hired $84 billion to buy themselves 
houses. Industry has _ borrowed 
$200 billion to expand and modern- 
ize. Consumer credit stands at $27 
billion, which is supposed to be 
peanuts; but it’s increasing at the 
rate of half a billion a month. 

On a percentage basis this is a 
more rapid increase than any other 
form of debt is showing; and it’s 
going up a lot faster than are the 
personal incomes that'll have the 
job of paying it off. Installment 
obligations are more than _ three 
times as high per family at pres- 
ent as they were seven years ago. 


FHA Begins “Trade-in” Experiments 


Washington is one of half a doz- 
en cities in which the FHA is try- 
ing out a program suggested by 
the National Association of Home 
Builde an effort to encourage 
builders to accept used houses or 
whatever you want to call them on 
a trade-in basis, agreeing to re- 
condition these older houses for 
resale by means of FHA mortgage 
insurance. 


How It Works 


Something like this: An owner 
and a builder want to fix up a 
trade-in. of an old house on a new 
one, with FHA financing. The FHA 
valuation of the house and the cost 
of the improvements are _ deter- 
mined in pre-application confer- 


ences. The builder can file for a 
conditional commitment of insur- 
ance to cover the costs of these 
improvements; and this conditional 
affair can be converted to a firm 
commitment when a purchaser is 
found. 

The improvements are financed 
by means of a Title I insured prop- 
erty improvement loan, and this 
loan can be paid when the house is 
sold. The equity the owner can ap- 
ply as a down payment on the new 
house is determined by subtract- 
ing from the value of the trade-in 
home, with the improvements add- 
ed, the estimated costs of the im- 
provements and the amount of the 
outstanding mortgage. 
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YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
ARKANSAS 
CENTRAL ReQeW DISTRIBUTORS OF ARKANSAS 
North Little Rock, Arkansas 


CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC 
Richmond, Fresno, Sacramento 
T. M. COBB CO 
Los Angeles, San Diego 


COLORADO 
LUMBER DEALERS, INC 
Denver, Colorado 


CONNECTICUT 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


DELAWARE & DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 

FLORIDA 
V. E. ANDERSON MFG. CO. INC, 
Bradenton, Fla 


GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 
IDAHO 
BOISE SASH & DOOR, INC 
Boise, Idaho 
JOHNSON BROS. PLANING MILL CO. 
idaho Falls. tdaho 
a 
—E. ANDERSON MFG. CO., INC 
hE Kentucky 
IMSE-SCHILLING SAS H & DOOR CO 
St. Louis, Missour 
ReQeW WINDOW CO 
Joliet, Ilinois 


INDIANA 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentucky 
ReOeW WHOLESALE. DISTRIBUTORS, INC 
Norwood, Ohio 
ReQeW WINDOW CO 
Joliet, Wlinois 

1OWA 
ANDREW A. KINDEM & SONS, INC 
Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT CO 
Merrill, Wisconsin 


KANSAS 
MARTIN MATERIAL CO. 
Kansas nt Missouri 


KENTUCK 

Vv. E. ANDERSON yg CO., INC 
Owensboro, Kentuck 

ReOeW WHOLESALE. DISTRIBUTOR, INC, 
Norwood, Ohio 


MAINE 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC 
Baltimore, Maryland 


MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


MICHIGAN 
FLINT SASH & DOOR CO. INC. 
Flint, Saginaw, Michigan 
PORTER-HADLEY CO 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO 
Royal Oak, Michigan 


MINNESOTA 


ANDREW A. KINDEM & SONS, INC. 
Minneapolis, Minnesota 


MISSOURI 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 
. : MARTIN MATERIAL CO. 
One man can handle installation of an Kansas City, Missouri 
R-O-W window. Sash lift out entirely to MONTANA 


lighten the unit and prevent glass break- ain Ay lh ha ceeliaaal 
age. More important, from the standpoint INTERSTATE LUMBER CO. 
of builders, homes equipped with R-O+W WESTEnN BUILDERS 
windows sell faster—build customer sat- Billings, Mortana 
isfaction and--more sales. NEBRASKA 

THE SOTHMAN CO. 

Grand Island, Nebraska 


NEW HAMPSHIRE 
e 7 ° GENERAL WOODCRAFT CO., IN 
you can lift it out entirely North Bergen, New Jersey 
NEW JERSEY 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


JOHNSON & WIMSATT, INC 
Westville, New Jersey 

















R*O°W SALES COMPANY 1338.-68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 
A. ROBERSON & SON, INC 
Binghamton, New York 
THE WHITMER-JACKSON CO., INC 
Buffalo, Rochester, New York 


NORTH CAROLINA 
DALTON-BUNDY LUMBER CO., INC 
Norfolk, Virginia 
MILLER MILLWORK CORP 
Charlotte, North Carolina 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


NORTH DAKOTA 
JACK R. KINNARD & CO. 
Minot, North Dakota 


OHIO 

FABROW MFG., INC 

Toledo, Ohio 

THE MAHONEY SASH = DOOR CO 
Canton, Youngstown, Ohi 

ReOeW WHOLESALE DISTRIBUTORS INC. 
Norwood, Ohio 


OKLAHOMA 
LUMBERMEN’S SUPPLY CO. 
Oklahoma City, Oklahoma 


OREGON 
ACME ry ed _ 
Kirkland, Washingt 
SPOKANE SASH” & "DOOR co. 
Spokane, Washington 


PENNSYLVANIA 
ADELMAN LUMBER CO 
Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 
A. ROBERSON & SON, INC 
Binghamton, New York 


RHODE ISLAND 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


SOUTH CAROLINA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO. 
Watertown, South Dakota 


TENNESSEE 
V. E. ANDERSON MFG. CO., INC. 
Owensboro, Kentucky 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


TEXAS 
CHUPIK WOOD MFG. CO., INC. 
Temple, Texas 
KRITZER SUPPLY CO; 
Amarillo, Texas 
LUMBERMEN’S SASH & DOOR CO. 
Dallas, Texas 
SOUTHWEST SASH & DOOR CO 
Houston, Texas 
H. E. WOODRUFF CO 
Corpus Christi, Texas 


UTAH 
R. W. FRANK & CO 
Salt Lake City, Utah 


VERMONT 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


VIRGINIA 
DALTON-BUNDY L@MBER CO., IN 
Norfolk, Virginia 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


WASHINGTON 
ACME MILLWORK, INC 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


WEST VIRGINIA : 
att ees gece Now that buyers have an opportunity to 
ount, irginua a6 - = 
Pred . “select”? homes, again, they demand the 
WISCONSIN WINDOW UNIT CO real conveniences— the functional advan- 
Merrill, Wisconsin tages of well planned dwellings. That's 


wre — why they select homes with the REMOV- 

a + sel ABLE WINDOW that is built to look 
CANADA better —fit better-—iast longer. 

CALGARY SASH & DOOR CO A 

aie Alberta, Canada 

BROOK SASH & DOOR CO. 

Cranbrook, B. C., Canada 6 . 

HAYWARD BUILDING SUPPLIES, LTD 

Edmonton, Alberta, Canada wash both sides indoors 

MT. PLEASANT SASH & DOOR CO 

Vancouver, B. C., Canada 

D. PORTER & SON 

Stellarton, Nova Scotia 

CUSHING MILLS, LID 

Calgary, Alberta, Canada 


R*O°W SALES COMPANY 1338--68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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Better 
Siding Sales 
with 
\l " 








Nu-6RAIN 
abestos- coment Siding 


Siding sales come easy when you're offering ‘““Century’> NU-GRAIN shingles, 
because this quality siding has everything a home builder 


——_ eee 


SS ee 


or remodeler is looking for beauty. durability, and economy! 

Just look at these sales features: 

“Century” NU-GRAIN shingles are made from asbestos fiber 

and portland cement—which makes them as permanent as stone itself. 
They won't burn, rot, or corrode; they can’t be damaged by insects 


eee 
es = 


Le se 


— 


or vermin; they are « ompletely weather resistant. 

To make the attractive NU-GRAIN shades long-lasting, KRM embeds 
colored slate granules into the shingles under hydraulic pressure 
There's no paint or protective coating to peel or wash off—and no 

such finish need ever be applied. Both the cclor and the distinctive 
wood-grain pattern are designed for a lifetime. 





So 


RS 


What's more, because they are low in cost and easy to install 

on a new home or on an older one, NU-GRAIN shingles appeal 
to the greatest number of potential buyers. To maintain this wide 
acceptance, these shingles are regularly advertised (in color) in 





Ale. 


Fe 
i 
i 
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a. 


— 


Better Homes & Gardens— the nation’s leading home magazine. 


= 


_——Se eee 


Ask your K&M distributor to tell you more about these sales-making 
shingles, or write directly to us for complete information, 


ee 


———— 


These attractive shingles are made in four distinctive colors: 
NU-GRAIN gray, green, whitetone, and brown (illustrated) 


KEASBEY & MATTISON 


COMPANY © AMBLER © PENNSYLVANIA 


{merica’s first maker of asbestos-cement shingles 
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TIE IN... CASH IN WITH 


AMERICAN 


btd! tek At MERE ALE OSPR SRE EU MA THT CMAP NIL 


More and more . . . “Do-it-yourself” customers are 
renting sanders, and buying seals, finishes and paint 
in growing volume wherever easy-to-use American 
Machines are displayed! 


Dealers from coast to coast report paint sales zoom 
15% to 40% when a sander rental department is set up 
with American Machines, Abrasives and Finishes. 
You can do it, too! Rent ’em and reap plus profits! 


LOW-MAINTENANCE means MORE PROFIT! 


Experience has proved that American Sanders are 
top-profit producers in the rental field—due to rugged 
dependability and extremely low maintenance. The 
popular Little American 8” Sander is practically 
tamper-proof . nothing to worry about! No 
brushes, no fan belt, no fan bearings, no wind- 
ings in the armature. With its compact sturdy con- 
struction and fully guaranteed motor, this machine 
is designed to produce professional results! 


Complete Profit-Plan. A 12-page booklet tells all about 
this highly successful American Sander Rental Plan 
and shows you how it can make money for you. Send 
for it, without obligation ... use coupon. 


BuiLpInG Propucts MERCHANDISER 


RENTAL BAR INCREASES PROFITS 


Here's how an Ohio hardware store builds business—by 
setting up a “Rental Bar’? which features AMERICAN 
Sanders, Edgers, Deluxe Polishers and Belt Sanders. 
This is one of many successful ways used by hardware, 
paint and lumber dealers from coast to coast...to make 
sander rentals with American a BIG PAY proposition. 





-AMERICAN 


FLOOR MACHINES—PORTABLE TOOLS 


The American Floor Surfacing Machine Co. 
521 So. St. Clair St., Toledo 3, Ohio. 


() Send 12-page free booklet showing bow to make money 
in the floor sander rental business. 


CJ Send latest catalog on the following, without obligation. 


Floor Sanders () Floor Edgers C) Floor Finishes 
Floor Maintenance Machines () Abrasive Papers 


Name 
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DOUBLE YOUR POWER TOOL SALES 


Now! Give away © 
_~l0 every SK/Z 
K<&®¥ 


Shaping and 
Molding Unit 


Orum Sanding 


Easily Converts Unit 


to Table Saw 


Your customer buys any one of six SKIL Home 


YO U R C U $T 0 ME R B U Y 5 Shop or Homebuilders Saws at list price. He gets 


a Gift Merchandise Certificate in the package worth 


A N Y 5 K ! L H 0 M E 5 AW— $20 on table and accessories that complete his saw, 
shaping and sanding “‘shop” an all-purpose 
$ AV ‘ 5 $ ? 0 0 N combination tool set-up. Nothing extra for you 


to stock— no inventory problem w= Te paper work! 


COMBI NAT 10 N 5 H 0 P T 0 0 L SKIL handles all the details! 


Prices and specifications subject to change without notice 
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WITH THE SKIL “S! CRET WEAPON” 


Merchand se Certiticate 
Ee saw et or 


enters x Pe NP a Ya 
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Merchandising dynamite that... 
e BUILDS STORE TRAFFIC 
e TURNS PROSPECTS INTO CUSTOMERS 
e SELLS POWER TOOLS 
e MAKES BIG PROFITS 


LLP 


It took SKIL—biggest and best hobbyist—82.000,000 national SKIL is the Biggest Line 
accepted line in the home shop — magazine readers—about the Saw in the Home Shop Field 
-ld—top anam rp ? ot ? > ‘ a" 
field—to put such an amazing port Prom yr" oleae MOSt with 22 SKIL tools in the Home 
i IALEN— Wi appear in ~ 
; jull page PE Shop Line, you never miss a sale 
hands of the hardware dealer—to — these magazines October, Novem ' . 
cae ; ‘ because SKIL gives you a tool 
bring you this “Secret Weapon ber, December during our ‘Secret ‘ , 
: ss ina price range... for Every Buyer! 
Campaign! Read all about this Weapon” campaign ’ 
. Merchandise Certificates wll sell 
great plan—now—and be frit with ‘ 
} sau's—Saw Sales create other tool 
riggest sales, Most profits in your 


able power saw promotion in the — of the 





Life + Saturday Evening Post + Bette 
Hom J Gard nye Homecraft G the 
trading area. It’s a sure-fire plan, pape Quner « Popular Science + Pop 
one designed to protect your mar ular Mechanics © The Famity Handy Call Your SKIL Wholesaler with- 
man + The Home Craftsman 


sales— Boost accessory volume! 


xin on saw sales, yer give your Cus- 


out a minute's delay —or send cou- 
tomers the most for their dollars 


Plus! THIS WEEK + PA pon direct to SKIL Corporation 
SKIL is the Best Advertised Line RADE + Locally Distributed Suppl for important details on this amaz- 


in the Home Shop Field! ments to Deliver 


a ‘Sunday Punch ing fall and winter promotion— 
We're telling every handyman and = Your Market 


delay can cost you money! 


SAW PROMOTION BEGINS SEPTEMBER 15...ENDS DECEMBER 31, 1953. 
ACT NOW OR YOU'LL MISS BIG SALES, BIG PROFITS! 


LL Lh bas N\\S20ZZGNSSS VOLS Ls 
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SKIL Corporation, Dept. Al-93 
5033 Elston Avenue—Chicago 30, Iinois 


Please send me FREE Complete SKIL Merchandising Kit with window bonners, 
window spots, cotalog sheets and full information on SKIL's ‘Secret Weapon" 
Campaign 


HOME SHOP TOOLS 


Made only by SKIL Corporation, formerly SKILSAW, Inc 
5033 Elston Avenue, Chicago 30, Illinois 
3601 Dundas Street West, Toronto 9, Ontario 
Factory Branches in All Leading Cities 


Nome 


Address 
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“S-a-a-a-y, | can EVEN see the dancing girls now that 


EVERYTHING HINGES ON. HACER /<" 


ok 





20 


FREE! i: you enjoyed laughing at Ed Nofziger’s mirth-making cartoon this *® 
month, send for Hager’s new book containing 28 full-size popular “Everything 
Hinges on Hager” cartoons! It’s FREE! Just address 
nes 
C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience * 
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Columbia-maties the only 


TENSION SCREENS on the market 





that are automatically self-adjusting! 





Don’t confuse Columbia-matics with ordi- 
nary tension screens! Columbia-matics are 
the newest, safest, most modern way to 
screen a double-hung window. 


Exclusive features make them su- 
perior to anything on the market 


Columbia-matics are full length, yet frame- 
less . . . use Only a top and bottom rail. 
Bottom rail is spring-loaded . . . automat- 
ically puts right amount of tension on 
screening. Keeps it drum-tight to blind 
stops at all times . . . automatically com- 
pensates for unevenness in sill, tempera- 
ture changes. Screen can’t sag or ripple. 
Easy-open tension locks anchor screen 
firmly, flip up to open. Both spring-loaded 
bottom rail and locks are patented Colum- 
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bia-matic exclusives . 
ather screen! 


. available on no 


No out-of-yard service—9 out of 10 
homeowners can measure and install 
them. Ready to mount from inside. Only 
seven screws. No template. With today’s 
booming ‘‘do-it-yourself*’ market, 
Columbia-matics are a sales natural. 


A packaged item—no bulky inventory 
14 sizes take care of 90% of your mar- 
ket. Special sizes on 48-hour order from 
convenient assembly points. 


Customer satisfaction assured Precision- 
made for perfect fit. Can't swell, stick, 
warp. All aluminum—won't rust or 
drip-stain house. No painting, mainte- 
nance. No hardware on sill to snag 
clothing. Roll up for compact storage. 


Don’t make 
@ move 
until you read 
all about 


Columbia Spring 
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It’s the 
most powerful 
advertising and 
promotion plan 
ever put behind 

a window screen 





Send 
the coupon 


now for 








Columbia Mills, Inc. 
Dept. M-9 
Syracuse 2, N. Y. 

Please send complete details on 
Columbia-matic Tension Screens. 


Name 





Company 





Address 





City 








ee ee ee ee ee ee ee ee oe ee ee ee oe 


(To obtain more data on advertised products see page 241) 





Karlen-Davis Co. proudly observes their 25th Anniversary 
of continuous growth and responsible service .. . supplying 
quality lumber products of Douglas fir, West Coast kemlock 
and Western Red cedar from select mills operating 


in the forest stands of the Pacific Northwest. 


KARLEN-DAVIS COMPANY 


Wholesalers of West Coast Lumber 


@ 


711-716 TACOMA BUILDING, TACOMA 1, WASHINGTON 


Write for the name of our representative in your area 


LOCATED OFFICES 


3 STRATEGICALLY l TACOMA, WASHINGTON PORTLAND, OREGON EUGENE, OREGON 


(Main Office) (Buying Office) (Buying Office) 
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. 


Now! A new /ireak for the driver 


...isa “‘break” for your delivery N OR DOR A 
costs! The world’s most comfor’=ble »/ 15.second SIT DOWN TEST 


truck cab cuts driver fatigue ! in FORD'S new Driverized Cab 


Keeping the driver happy by reducin 
driver fatigue is not the only virtue of t} 
new Ford Truck DRIVERIZED Cas. 


Easier driving, for example, mea: 
safer driving! Easier driving mean 
greater efficiency in terms of more trip 
more stops, more deliveries per day 
which means a more profitable operatio: 

The new Ford Truck DRIVERIZED Ca) 
is just one of many new time-savin; 
features that help get jobs done fast! 





For sustained speed travel, Ford pro 
vides new LOw-FRICTION power in V-# 
or Six. For faster, easier handling, Ford 
provides Synchro-Silent transmissions in 
every model-——and new “‘short-turn”’ front 
axles. 

Both Standard and Deluxe DRIVER 
IZED Cass offer all the features men 


tioned on this page. See your Ford Driverizep DeLuxe cab shown in 
Dealer for full details. photos available at slight extra cost. 


SWING open the new, wider doors! Door HOIST your size 12’s into the cab! Plenty of SLIDE into the wide, comfortable seat. 
handles are the easy-operating push- room between the seat and door pillar. Bounce on it to test the super-cushion- 
button type... like you get in quality No need to do a toe dance gettin ng. into ing action of Ford’s exclusive seat shock 
cars. Door latches are new rotor-type. or out of a Ford “Driverizep Cas!” snubber and new non-sag springs. 


ES: RR a, 
SWEEP your eyes across the new one- -piece GLANCE hack through the 4-ft. wide rear STRETCH your arms into big cab roominess. 
windshield. With picture-window visi- window. Heads right or left, you can With more hip-room than any of the 5 


bility like this you can really navigate. see the space you’re backing into. Why other leading makes, Forp Driverizep 
Safer driving, of course! Less eye-strain! pay extra for rear quarter windows? Cass banish that “squeezed-in” feeling. 


World’s most powerful FORD 
Pickup truck with the 

world’s most comfort- 

able cab. 6%-ft. box, ECONOMY 
over 4 ft. wide. Clamp- 


tight tailgate. Choice of 


V-8 or Six engine. TRUC Ke 


SAVE TIME! SAVE MONEY! LAST LONGER! 
Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 241) 23 





GILT- WELL 


SUPERIOR UNIT WOOD WINDOW 


Absolutely the best double hung window... 
there's never been another window of equal 
simplicity for assembling—for unsurpassed ease 
of installing—for free sliding and snug fitting 
qualities. Here's a KD, bundled, semi-assem- 
bled, completely prefitted, fully weather- 
aaah sh ol-te Molohbband-ta of VE-Valol-toMh abate toh 2ta-T- (ch an ae) 
assemble by Jobber, Dealer or Builder. Compare 
its superiority with any window—feature for 
feature, point for poin.) Herein will be the proof 
of its superiority: The patented Superior jamb- 
liner weatherstrip is the heart of the 

Bilt-Well Superior Window Unit. 

Another Bilt-Well triumph! A 

‘ must in today’s home. Write 

» for a free copy of the new 

\ Superior Window Booklet. 


well 


UJ ees 
cakes 
Wood ¥ WORK 





Twice as weather- 
tight... with only 
‘hoth the lifting 
effort! 


Here's a list of 
the BILT-WELL LINE 


+ Superior Unit Wood Windows «+ 

Nu-Style & Multiple-Use Cabinets « 

Carr-deor Garage Doors « Sectional 

Overhead Garage Doors + Combination 

Doors + Screens & Storm Sash + 

Basement Unit Windows « Shutters 

« Exterior Doofts + interior Doors + 

Entrances + Louvers & Gable Sash + 

Corner Chine Cabinets « Ironing Board Cabinets 
+« Mantels « Telephone Cabinets + Stair Parts 





Manufactured b See our products in Sweets Ar- 
: -- chitectural & Builders Catalogs 
CARR, ADAMS & COLLIER COMPANY 55 Pre roam H/CA and 100/04 


Be 
me eg a ae 

1068 JACKSON STREET, DUBUQUE, IOWA Go SS 
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1 Cupil 
2 YARD 
UARANTE 
1 
TO COMPLY 
MIXER MANUFA 
BuREAU 


5 tuBil 


8125 to 8925 Ibs. weight of this model 
6'/2 HMD, depending on equipment, is 
achieved without resorting to short-lived 
construction or use of unacceptable non- 
standard drum. 


If it fell in the river, this truck mixer 
would actually float... 


We’re not kidding. This complete 614 yard unit, 
including 12,200 lb. truck of 195” wheelbase, not 
only weighs thousands of pounds lighter than the 
same cubic volume of water, but also has a water- 
tight and air-tight drum. 


To fit your type of operation, this same MIX-PLUS 
model is also available with either sealed end-loader 
or light open-end loader equipped with Jaeger’s ex- 
clusive “Back Away” gate, and water system to suit. 
All models offer the same advantages of faster charging, 
The positively sealed top-loading door and rear dis- mixing and discharging with Jaeger’s “Dual Mix” 
charge door are designed for wet-mix plants, to enable drum, faster spotting with 

them to transport full drums of pre-mixed concrete Jaeger’s 13 ft. ‘To-the- 

completely protected from loss of moisture and ex- 


Spot” chute, and quicker 
posure to weather, 


tempering on the job with 
You may never require such a sealed dsyum. Millions Jaeger’s high pressure 
of people have never seen one. But the fact is that water jet, located in the 
a substantial number of ready mixed producers in head of the drum. 

the Eastern and Centra! states need this type of 
equipment. And Jaeger alone, as the leader of the 
industry, provides it. 


For full information, see your 
Jaeger distributor or send 
for Catalog TMH-2. 


THE JAEGER MACHINE COMPANY 
160 Dublin Avenue, Columbus 16, Ohio 


era Hk, 
t Pe Rien] 


ey 5) = (A 


ARS RW hi gi 
i Xe (ace ae (Ge 3 te 
(Om “Ox : FEO Mops aa e oy 
COMPRESSORS 


PUMPS LOADERS | CONCRETE MIXERS TRUCK MIXERS PAVING MACHINES 
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KEYBEAD 


GALVANIZED REINFORCING CORNER BEAD 


FOR STRONG, ECONOMICAL, 
‘*TRUE’’ PLASTER CORNERS 


Soon your lathers, plasterers and contractors will demand Keybead 
for their jobs. It’s one of the most important developments in 
corner bead that’s been made in years. 





Keybead is the third important development made by Keystone 
for better, stronger plaster. It’s one basic product in the Keystone 
line of galvanized reinforcement for plaster. 


We're telling your customers about these developments with a 


forceful advertising and promotion program in the leading publica- 
tions of the building industry. 





Be prepared to meet the demand for Keybead, the “far better” 
corner bead, as well as for Keycorner and Keymesh. For complete 
information about these products, and the merchandising program 
to introduce them, see your Keystone distributor or representa- 
tive, or write Keystone Steel and Wire Company, Peoria 7, Illinois. 


ia. Keybead is another contribution to stronger 


we plaster by the makers of Keycorner and 
a ~ 


4% 
a 


% Kevmesh — galvanized plaster reinforcing. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, illinois 


KEYMESH * KEYCORNER * KEYBEAD * KEYSTONE NAILS 
KEYSTONE TIE WIRE + KEYSTONE NON-CLIMBABLE FENCE 
KEYSTONE ORNAMENTAL FENCE 











53 Notice how the plaster flows through 


Keybead providing a generous bond of 
plaster to lath. The steel wire mesh is 


thoroughly embedded producing strong 
reinforcement. 
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WHEN YOU SELL 


® ef 
MWELD_ =< 

















Take this average three bedroom house — 
look at the possibilities for selling AMWELD’s 
line. Here is a line of quality products so 
attractive, so neat and trim in appearance that 
builders will use them in expensive homes and 
apartments. Yet their low installed cost which 
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Ye 


is usually less than hand-fitted types isa selling 
point to cost conscious builders of moderately 
priced homes. 


At present dealerships are open in certain 
areas. For complete information about the 
AMWELD line, write to us today. 


AMWELD" 


Interior Steel Doors 


and Frames 








Show builders how to cut costs on every 
room entry with AMWELD™ Steel Flush 
Doors and Frames—no mortising, fitting, 
or drilling required. Choice of “K-D" 
Inter-Lok steel frames or factory as- 
sembled and welded. Primed with grey 
baked-on enamel and available in all 
standard sizes. 


AMWELD” 
Sliding Closet Door 
and Frame Units 





Modern homes require closets with slid- 
ing doors and wise builders specify 
AMWELD™ Sliding Closet Door Units. 
Easy-to-install—all hardware snaps in 
place. Doors furnished in either grey 
prime coat or handsome Birch Finish. 
All steel construction—will not warp, 
shrink, crack, or chip—doors operate 
smoothly and silently on lifetime nylon 
rollers. 


Choice of “K-D" or assembled frame 
units—sizes 3’, 4', 5' and 6' wide 
openings—6'9'2"' high. Builders can 
use them anywhere—closets, wardrobes, 
pantries, attic, basement and garage 
storage. 


and the newest addition 
to the AMWELD line 


the SLIDE-AWAY 
Pocket Door and 








Frame Unit 


For kitchens, bathrooms, bedrooms— 
wherever space is limited—recommend 
the AMWELD" SLIDE-AWAY. A flush 
door when closed —this attractive pocket- 
type door opens by sliding into wall 
recess—out of sight, out of the way. 


Available with handsome brass finger 
pulls or latch sets. Framing unit is de- 
signed to take standard AMWELD™ steel 
flush doors without fitting or mortising. 
Also sold for use with wood doors. 


Frame furnished in two sizes—2'6'’ and 
2'8'' widths for 1¥%"' thick, standard 
6'8"’ doors. 


Ly AMWELD BUILDING PRODUCTS DIVISION 


THE AMERICAN. WELDING & MANUFACTURING CO. 320 pierz roan WARREN, OHIO 


(To obtain more data on advertised products see page 241) 


September 7, 1953, AMeRicAN LUMBERMAN & 





this warranty 
helps you sell | 


= cAbesto mar aoc 
secatenn Cap. tomer, win tar ane eae ® 
me of 


ce Abesto protective materials 


Today’s quality-conscious buyers are demanding 
“proof of quality” before they spend their hard 
earned money. 


For nearly a quarter of a century, Abesto Products 
have carried a guarantee of satisfaction. Now, for 
the first time, it has been printed in certificate form. 
This new certificate is free insurance to them and 


guarantees that Abesto Products will do the job. It 
is also an assurance to the dealer that his good 
reputation will be secure. 


WRITE TODAY! for your free supply of these sales- 
clinching guarantees. Use them to sell Abesto 
“apply-it-yourself’ products. Increase your sales 
volume . . . and profits! 





LUMICLAD 
A reflective roof coating high in aluminum content. Contains 
asbestos fibre, synthetic resin and Abesto Liquid. Summer 
heat reflection — winter heat retention. 

ABESTO CHEMICAL TERMITE CONTROL 

Soil poison and wood preserver. Ortho-dichlorobenzene re- 
leases gas toxic to wooed invaders. Pentachlorophenol remains 
in treated areas preventing termite habitation. 

ABESTO LIQUID 

An extremely adhesive, molasses-thick adhesive coating. For 
COLD built-up roof construction, foundation dampproofing 
and roof coating. 

ABESTO QUICK-SETTING PLASTIC 

A permanently pliable and elastic application for flashing and 
counter-flashing te parapet walls and sky-lights in Cold Appli- 
cation Built-up Roof Construction. 

ABESTO SEALER 

Fast drying asphaltum paint. Applicable to any dry surface. 
Tough, pliable and heat resistant. For priming porous roof 
surfaces before coating and reroofing. 





ARE YOU OFFERING YOUR CUSTOMERS ALL OF THESE HIGH-PROFIT* - Abesto PRODUCTS? 
CATALOG AND DEALER PRICES ON REQUEST 


* All Abesto Products are priced to allow MORE PROFIT than almost any other item you have to sell! 


ABESTO SEMI-PLASTIC 

Somewhat “softer” than Quick-Setting Plastic. Used chiefly 
for trowel-on basement dampproofing and special roof repairs. 
ABESTO FIBERATED 

A roof coating material. The addition of asbestos fiber to this 
material retards any “creeping” of heavily applied coatings. 
CLEARTOX 

PENTA wood preservative made especially for the treatment 
of all wood surfaces which are to be painted later. Resists 
water invasion. 

STAINTOX 

Wood preservative and finish that is highly water repellant. 
Carries pentachlorophenol and other preservative agents deep 
into the wood to be treated. Rich brown color. 
ABESTO-GLOW 

All purpose aluminum paint. Interior and Exterior. Heat 
resistant. May be applied to any dry surface. 
ABESTO-BRUSHES, SQUEEGEES and HANDLES 


Are available for the convenience of your customers . 
and extra profits for you! 








... makers of quality building specialties since 1933 


ec Abesto 


_MANUFACTURING CORPORATION 
MICHIGAN CITY, INDIANA 
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Sure way to 


attract home buyers 


rhe popularity of a Bruce Ranch Plank Floor is 
easily explained: It gives a home the natural 
charm and lifetime durability of solid oak plus 
the interesting, decorative design of walnut- 
pegged strips in random widths. The rich Deco- 
rator Finish (factory-applied) accents the mellow 
beauty of a Bruce Ranch Plank Floor—makes it 
so easy to keep clean and lustrous at all times. 


Bruce Ranch Plank Floors 


his floor is easily laid by blind nailing over 
wood subfloor or old floor. The installed cost is 
about the same as for regular strip floors sanded 
and finished on the job. 

Bruce Ranch Plank Floors mean extra sales 
and extra profits for you. You make your usual 
flooring profit plus a profit on the factory finish 
Write for prices and literature with color photos. 


PRODUCT OF E. Lt. BRUCE CO., MEMPHIS, TENN. 
World's Largest Maker of Hardwood Floors 








RI FFIN WI | Ewery 0OOR NEEDS THREE 
MANUFACTURING COMPANY 


ERIE «© PENNSYLVANIA 
REPRESENTATIVES 
WILBUR H DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue e vice 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, iIlinois Sam Bene iern 99 Calif Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charlies Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlante, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S$. ALDER COMPANY AUSTIN & EDDY INC E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y Boston, Massochusetts Datias 5, Texas Kansas City, Missouri St. Louis 9, Missouri 


DUCTS 
4 
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A TROE FORTAN OD] 


THE WHITEST WHITE CEMENT 


D 


*“CERTAINLY...we always Keep 


a good supply on hand”’ 





Your trade knows the good results obtained with Trinity white 
cement. The raw materials are carefully selected—then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. It is a true portland cement 
that meets all Federal and ASTM specifications. It is continuously 
advertised to all architects, builders and contractors. 

Keep an adequate stock on hand! 


as white 2 
= 


Jum 


Meets all Federal and A.S.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. + Chicago - Dallas - Chattanooga - Tampa - Los Angeles 
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New, Amazing 


DAPTA-LOCK 
9-way lock ensemble 


One Case... Can be used in three 


FT _ diferent positions Meets 95% of the demand for 
| Cabinet and Drawer locks 


| EASILY ADAPTABLE TO: 
; | </ 54 major applications. 
Aj { | V 6 different thicknesses of wood or metal. 


Case—No. 215 Door V Drawers %” DROP for Drawer use is easily changed 


P P to 1” BACKSET for Left or Right Hand Cabinet doors ..« 
‘ot, applied fer 


sim releasing a slide and rotating cylinder! 
Three Interchangeable imply by releasing a slide end rotating ey 


* 
: , A STOCK OF ONE CASE AND THREE 
Cylinders easily adjustable to INTERCHANGEABLE CYLINDERS 
varying thicknesses of wood 


x Drower - —%" to 1%", in Ye” steps 
amend Wiese r pli) teft Hond V Left or Right Hand Cabinet Doors 


CAN MEET ANY ONE OF THESE CONDITIONS: 


No. 215A pea APPLICATION 
4 pin key (Blank No. 8632) 


Adjustable for wood 
thicknesses: 


Yi" —— Vg” me 1” 





LH, 
Cabinet 
Door 

x 

x 

x 






































No. 215B 
5 pin key (Blank No. 8618) 


Adjustable for wood : y This small inventory L215A......... 6 toa box 
thicknesses: 7 gives TOP sales coverage 1 215B8................ 6to a box 
ith FAST turnover! 1 215C 3 to a box 
7, ” n 1 ” with 
Vy —1"—1 Ve Shipping Weight 3% Ibs. per doz. 


No. 215C 
5 pin key (Blank No. 8618) 


MASTER-KEYING: 
To order Locks Master-Keyed, use the following numbers; 
Adjustable for wood Cain Md L215SA-MK (which is L215A Master-c<eyed | 
thicknesses: é % L215B-MK (which is 12158 Master-keyed) 
” , L215C-MK (which is L215C Master-keyed) 
1 — 1 _ oon i" Y 
1% 1% 1% Can be Grand Master-keyed. 


L215A is No. 215 case with 
No. 215A Cylinder 
L215B is No. 215 case with 


L215C is No. 218 cowe win N CORBIN CABINET LOCK 


No. 215C Cylinder DIVESTEs 
CASE OR CYLINDERS CAN THE AMERICAN HARDWARE CORPORATION, NEW BRITAIN. CONN ,U. Ss. A 
BE ORDERED SEPARATELY 


Locks Furnished With Cy ‘inder Adjusting Tool 
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Advertisement 






POINTERS Homemokers realize savings 


FOR CLARKE’S 25,000 DEALERS REPORT 
PROFITS 
DO-IT-YOURSELF PROFITS GROWING 







: Income from rental of floor equip-| formance. The P-11 is a basic rental 
Duo and Smoothie ideal tools ment is increasing for dealers through- machine and one you’ll find your > 
to rent or sell | out the country, according to the Clarke | customers asking’ for. 





Sanding Machine Company of Muske- 
You build two-way profits when you | gon, Mich. 

handle Clarke’s popular Duo, a handy Clarke’s more than 25,000 dealers re- 

6-in-one tool, and the fast-moving | port their rental business also is step- 

Smoothie Sander. Many dealers rent| ping up sales of related items such as 

these two fine tools, sell many to home| sandpaper, sealers, varnish and waxes. 

craftsmen. 










A recent survey made for Clarke dis- 

- losed one out of every three American 
gre —s i. ) ‘ rice 

_ | home-owners has been a “Do-It-Your- 
self” customer due to the high cost of 
professional floor service, 

Such interest in rental floor equip- 
ment, Clarke dealers report, has in- 
smootnie | creased store traffic and, in addition to 
sales of related items, has helped boost 
sales of general merchandise. 


UL 
















DUO 





The Duo also sands, buffs, grinds, | 

polishes, wire brushes. And each tool 35th Anniversary line offered 
builds store traffic. These are two of| 4 pioneer and leader in the manu- 
the most popular rental tools available | facture of floor maintenance equip- 
today. ment, Clarke offers its new 35th Anni- | 
| versary line: 














Put this Clarke rental program 


Important repeut-rental volume is built by the 


FLOOR SANDERS The Clarke EC-8| P-11 Floor Maintainer. Women find 
to work for you Floor Sander is the standard of the | ere ie eae ttested rental machine that 
rental trade, brings in at least $4 daily 


they can 







will bring you customers. 


Look how simple it is to start the| in rentals. Easy to handle, the EC-8 is | — ¢ 
Clarke rental lane in your store: |nearly vibrationless, doesn’t veer. CLARKE C-S EDGER ee For that fast trim- 
| Floors can be sanded to satin smooth- | UP ending a floor sanding job, oe edge: 
ness, quickly made ready for complete | '5 the machine to have. The Clarke C-5 
new finishing. The EC-8 is a basic unit | does a top-notch sanding job along 
for your rental department. edges, in corners, on stair treads. It is 

’ an essential companion rental machine 
»| to the EC-8. 

The flat top on the C-5 makes chang 
ing sandpaper easy and fast. Con- 
venient hand grips allow user to move 
}over floors with a minimum of effort 
This high-powered edger rents for ap 
| proximately $2 per day. 






1. Get started with a Clarke floor 
sander, an edger and a floor main- 
tuiner for your rental customers. 















. 






2. Allocate a relatively small amount} 
of floor space for the machines | 
where your customers can see them. 

























Clarke will provide you floor dis- 
plays, window streamers, strong: | 
selling newspaper display ad mats, 
colorful envelope stuffers, ‘“How-to- 
Do-It” folders, mailing cards. 















Sales in related lines show 
big gains with machine rentals 





A rental department for floor care | 
machines is highly profitable in itself, a 
dealers report, but even more profit Any householder can learn to operate the EC-& 


Floor Sander in minutes. Sandpaper changing | @ 
results from sales of related items. is eusy. Notice how sander removes all old | 4% 
scarred, worn finish 








Kach rental customer is a prospect | 
for sandpaper, floor varnishes, sealers, . 
brushes and other products used with | CLARKE FLOOR MAINTAINER ~ Women 
Clarke machines. quickly learn that hours of hand polish- 

ing can be eliminated with the Clarke 

In addition, each customer attracted| P-11 Floor Maintainer. It handles 
by your Renta-Clarke department is} easily, quickly polishes, waxes, scrubs 
exposed to all types of displayed mer-| or steel wools floors. This lightweight | 
chandise. Many dealers report sizable| machine has a high repeat-rental| 
increases in sales of general merchan-| record. Usual rental is $1.50 to $2 daily. 
dise as a result of store traffic gener The 
ated by the rental department. 






















P-11 is pe ec , safe to use A professional-like job at much less cost is 
e = : I : rfectly sa to | -..| assured with the C-5 Edger. The unit is espe 
stores in a square foot of space, gives 


| cially suited for use in closets, narrow hallways, 
| week after week of trouble-free per-| any hard-to-reach flooring. 

















CLARKE SANDING MACHINE COMPANY 
4er tust Clay Avenve Muskegon, Michigan 










Please send me FREE the colorful 


, ‘ / 
16-page | >. w 
booklet detailing the Renta-Clarke plan | 
“NG 

Company - —— sf ¢ ,) 

m 

¥ 

a ; . 


(«) 
ncn 4 FORSRENTAL PROFITS A eA 


Case a ty 
SEND COUPON NOW! é y 


Gow wit 


Attention 


Address 





City 






Stote_ 
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Mr. Orlan C. Moore, majority stockholder of the 
Akron Lumber Company, Akron, lowa, has been 
selling pressure-creosoted posts for almost 40 years 


... lead to sales of other items 
for Akron Lumber Company, AKRON, IOWA 


Orlan C. Moore, majority stock- 
holder of Akron Lumber Company, 
Akron, Iowa, has been Belling pres- 
sure-creosoted fence posts for almost 
40 years and knows what a sales 
leader they are. 

Stacks of creosoted fence posts in 
the yard of the Akron Lumber Com 
pany call them to farmers’ attention 
“T stack them out where everybody 
can see them,’’ Mr. Moore says 
“When a farmer stops to look at 
posts, he often drives away with a 
truckload of other things besides. 

“It’s good business keeping a sup 


ply of pressure-creosoted posts on 
hand,” he points out. ‘When a man 
buys fence posts, he usually buys 
fencing, too. And nails and staples. 
Besides, I can almost count on more 
orders from a man who has bought a 
hundred posts or so from me.” 

Mr. Moore’s sales of fence posts 
range from large to small, but he an- 
nually handles an average of 6,000 
to 7,000 posts. 

“Sometimes,” he says, ‘‘a farmer 
drops in for a few posts. He’ll usu- 
ally end up buying a dozen or so. 
But often big land-owners want their 





Helping to bring in business 
are the stacks of pressure 
creosoted posts inthe Akron 
Lumber Company's yard 
Here Mr. Moore writes the 
order as R_ J. Tucker ex 
amines a post 











entire farms refenced. Then I sell 
fence posts by the truckload.” 

Mr. Moore’s customers are his 
neighbors as well and he knows what 
the endurance power of pressure- 
creosoted posts can mean to a 
farmer. 

‘Take for instance the farms down 
by the river just west of here,’’ he 
says. ‘‘In damp sandy soil like that, 
a regular untreated wooden post 
wouldn't last more than four or five 
years. But you can stick pressure- 
creosoted posts into the ground and 
forget them.” 


MAIL THIS CARD TODAY — NO STAMP NEEDED! 


United States Steel Corporation 
Room 2817-L, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


guide, “Fences That Pay.” 


seer steer eerste eee 


Name 
Address 
City 


State 


eeeere tee eeeeee et ee 


I’m interested in handling pressure-creosoted fence posts. Pleas 
send me more information and put me in touch with pressure 
treaters who produce this product. And include a copy of your nev 





— 


-- 


RESSURE-CREOSOTED FENCE posts 


: . i 5495 W. ©. Mees, 
owner of Mile-Away Fa 
rms, 
Southern Pines, North Carolina 


ADVERTISING This month, advertising in leading state 


and regional farm papers again is telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts. 


FENCE CONSTRUCTION 


Ask for F 
The makers of US'S Creosote have pre- is “wo vss cnconene “ste 
pared a guide to the best approved methods Cats pa ese 
of fence construction. It deals with prob- : oe ial 
lems farmers encounter in building fence, 
and it shows how pressure-creosoted posts 
save time and money. 
When you mail the card below, we’ll send 
you a sample of this guide, “‘Fences That 
Pay.”’ Look it over. If you’d like copies 
later for your farmer customers, your pres- 
sure-treater who uses U-S’S Creosote can 


supply you. 


LOCAL If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 
ADVERTISING pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 
name and address. 


UniteD cy, 
on jarves ovens nee 


United States Steel is a major producer of Creosote used by many producers of You've heard ab t th 
pressure-creosoted fence posts. When your supplier tells you he uses U’S’S ! 


Creosote, you can be sure a quality preservative has been used. You've read about them! 
FIRST CLASS PRESSURE-CREOSOTED fence posts 


Permit No. 3117 
(SEC. 34.9 P.L.&R) @You've heard about pressure- 
. creosoted posts from 
Pittsburgh, Pa. bors. . . you've read ech 
= pr farm magazines. Pres ae te Ms forced deep 
posts to buy over the » > ee longest possible life "Thenean 
lees labor in setting ton guesswork involved no 
> oO 

Y= tient” “> Som the gunpean i one 
posts cost you 

Why are pressure creosoted he ue than any other wood 
posts your best buy? Becouss post you can use. Come in and 


they are the engineered pro- —_— other information 


Your headquarters for PRESSURE-CREOSOTED posts 
DEALER SIGNATURE 
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of modern wood treating 
Just the right amount 














BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United Stotes 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2817-L, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 
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When your customers 
get the urge to 


"“do-it-themselves”’... 


SW thane Male lebocuele! 


Here's just what your handyman customers are looking 
for when they get in the mood to remodel kitchens, 
bathrooms, utility and recreation rooms. 


Sell them Marlite — the world’s leading prefinished oes 
wallpanel. Its durable baked finish never needs painting; ee 
cleans with a damp cloth. And you can show this 

versatile remodeling material in a wide range of colors 

and patterns . . . including new Woodpanel. 


Easy to install, stays clean and bright for years — MM Lat ( 
Marlite means more profitable sales, ar. i e 
more satisfied customers hy) PREFINISHED 


WALL AND CEILING PANELS 
MARSH WALL PRODUCTS, INC., Dept. 941, Dover, Ohio 
SUBSIDIARY OF MASONITE CORPORATION 
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We’ve made Rocket Sliding Door Hardware 


EASIER TO USE... 


We started at the bottom... by making 
what builders wanted: inexpensive, 
well made, easily installed hardware. 


Builders and home-owners found that sliding doors could be put 
up faster than ever before (as little as six minutes in quantity 
construction), looked fine and worked perfectly. Because the 
Rocket filled a real need with honest quality its acceptance was 


Fast installation! Parts and 
cut-to-size track in kit ready 
to use. Installation in as little 
as six minutes! 


Easy operation! Nylon rollers 
provide noiseless, feather- 
touch operation. Sturdy de- 
pendable construction. 


immediate and widespread. 


Standard Kits! Rock 

Door Hardware made fo 

gle, multiple and bi-parting 
doors, for 4’, 5’, 6’, 8’ openings. 


Handsome appearance! Clean 
line of track provides self-fac- 
ing architectural trim. Head- 
room is low, parts hidden. 


Dealers found that Rocket 
Sliding Door Hardware was 
easier to handle ...easier to 
stock ... because of prepack- 
aging in standard sizes. The 
sturdy red tube with its com- 
plete cut-to-size and ready- 
to-use hardware meant fast 
selling. 


~ Sliding Door 





...And now we're making it 


_ EASIER TO SELL! 


We now offer you the most complete 
and most effective set of selling 
aids ever prepared for the field. 


Because we’re sure the Rocket 
can mean still greater profits 
for you (and for us!) we have 
prepared a remarkabie kit of 
sales aids for you. There’s no 
nonsense about it: used prop- 
erly it can and will do a 
selling job for you. And 
it will help you sell more 
than Rocket Sliding 
Hardware. Send the 
coupon and reserve 
yours now! 





Grant Pulley and Hardware Corporation 
31-97 Whitestone Parkway, Flushing, N. Y. 


Gentlemen: Please reserve for me (and send as soon as they 
are off the press) one copy of your free Rocket Sales Kit. 


Hardware ane 


Address 








City State 





Company Position 





(0 Have your nearest distributor call on me. 
() Send me complete price list and information. 








THIS CATALOG 
SENT Free! 


We pioneered the development 
of threaded nails, and revolu 
tionized fastening methods. Get 
the story! Catalog and techni 
cal data free on request. Write! 


Better fastenings 
Pasteling Tracer 


vite’! 


wRtad 





we & scntw 


Better Fastenings 


FOR THE 


You'll build business with Stronghold and Screw-Tite Nails. They’re 
engineered to do the job better—to hold tighter—permanently tight. 
They’re backed by a continuing program of laboratory and on-the- 
job testing. Our 40 years’ experience as quality nail makers is behind 
them-—and our reputation as the largest manufacturers of threaded 


nails in the United States. 


Gtronghold NAILS 


For Every Phase of Construction 


Stronghold Nails add strength, hold perma 
nently, save maintenance costs. Wood fibres 

lock” with the scientifically designed 
threads. Nails can't loosen. Any length to 
6°; any diameter to .310—in any metal, any 
finish, for any purpose 


SCREW -TITE Hoorn 


or “Squeak-Proof” Floors, Stairs 


Floors laid with Screw-Tite Flooring Nails ore 
tighter, smoother, longer lasting—never buckle, 
squeak or become springy. Screw-Tites are 
made of high carbon steel, heat treated and 
tempered—won't bend or break. A size for 
every floor 


=| 





Stronghold-Screw Fasteners 
FOR DRY WALL CONSTRUCTION 


Give permanently trouble-free fastening for gyp 
sum lath and Dry Wall construction. Never “pop 
to cause plaster cracking of unsightly “bumps 
under paper of paint; can't work out or loosen 

ever! Treated to resist rust) Available in any 
4 


sire any metal or finish 


STRONGHOLD UNDERLAY FLOOR NAILS 


A “must” for laying smooth, tight underfloors for 
linoleum, asphalt or rubber tile or carpet. Strong- 
hold Nails can't work up to cause “bumps” or 
make holes in floor covering. Floors never get 
squeaky or springy. Specified by leading manu- 
focturers of floor covering materials—used by 
prominent floor covering applicators from coast 
to coast 





SCREW-TITE‘ MASONRY NAILS 


for Fastening to Cinder and 
Concrete Blocks, Brick, Mortar 
end similar materials 


Made of high-carbon steel, heat 
treated and tempered—won't bend 
or break in hardest matericss. The 
scientifically designed threads aid 
driving —add to ho!ding power 





Cedar Shakes and Insulated 
Brick Siding 





Never “pop” or loosen; hold per- 
manently tight. In bronze, stainless 
steel, aluminum and other metals. 
Available in matching colors in 
boaked-on lacquers that won’, chip 
or come off 


STRONGHOLD NAILS 
for Asbestos Siding Shingles, 


INDEPENDENT NAIL and PACKING CO. 
Me Stronghold Line 


BOX N-224, BRIDGEWATER, MASSACHUSETTS, U. S. A. 





40 (To obtain more data on advertised prodects see page 241) 


September 7, 


1953, AMmRICAN LUMBERMAN & 





i Gig Profit Ahead when. 


you 








Advertising in your local & This attractive premium 
newspaper, promoting you, to be given to your “’Do It including counter display, 
your firm and AFCO. Yourself’ customers i 


; instruction books and mail 
, _ J pieces. Dy, 


Now you have something to attract the ‘Do It Yourself’’ customer—and it 
doesn’t cost you a thing. AFCO furnishes everything, and you will profit by the 
sale of AFCO products and other building supplies. The ‘Do It Yourself’’ market 
is a big one — and here is your opportunity to get your share of its profits. Don’t 


Delay! Be the first in your area with this customer-pulling promotion. For further 
details, use the coupon below. 

















A GF TILEBOARD CO., INC. “Do It Yourself Dept” 
§ Alexandria, Louisiana Room 101 


Please send me details on your “Do It Yourself’’ program, with- 
out obligation. 


Name___ a 
Company— 

Address_ 

City 
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Ozan Arkansas Soft Pine is a natural profit-emaker! No other lumber 
excceds its ease of workability, careful manufacture and bright clean 
appearance—qualities preferred by builders for all construction and 
remodeling purposes. 


Manufactured in accordance with the latest methods and equipment, 
Ozan Pine is straight line lumber—edged after kiln drying. It’s per- 
fectly squared, 100% kiln dried (timbers excepted) and kept com- 
pletely under cover in storing and loading. Steel strapped in place, 
each Ozan carload reaches you in spotless condition, ready to serve 
your builders with the lumber that means easier, better building for 
them. 


There’s no better way for you to increase lumber sales than to stock 
Ozan Soft Pine. Available in all standard building items. Place your 


order today. 


LUMBER COMPANY 





PRESCOTT, ARKANSAS — 
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itil Masking Tape 
SCOTCH masking tape Sing 


144" WIDTH 
DISPLAY NO. 188 


12 roll counter display of 14%4x 300- 
inch rolls. Each roll mounted in in- 
dividual holder. 


— 


morcet wre Ore 


eco" CWA Masking Tore 


Masking 7ope 


y 
pets sae pacens toile ose SLUT 





Scorcn Masking Tape 


DEAL H-2 


Scorn A real masking tape headquarters. 
Yellow wood cabinet takes no more 
Masking ToPe | 
ee ane us counter space than 3 gallon cans 
Gr of paint. 
e int ORDER FROM YOUR WHOLESALER... 
DO IT TODAY! : 
Includes 24—35¢, 12—59¢ and ce ° 
12—89¢ rolls. List price $26.16. ScoTc he 
gibesive tapes made te USA ta Minessts Mitsing 6 big Go, Bt, Past Balen ole eetee at See M AS K N G 


also makers of “Scotch” 
Sound Recording Tape, ‘‘Underseal” Rubberized Coating, ‘‘Scotchlite’”’ Reflective Sheeting, ‘‘Safety-Walk” 


Non-slip Surfacing, “3M” Abrasives, ‘‘3M’’ Adhesives. General Export: 122 E. 42nd St., New York 17, N. Y. TA "4 . 
In Canada: London, Ont., Can. 


AND REMEMBER: 3M’s Simplified Sandpaper Program makes ordering and selling sandpaper easier. Just 8 grits fill 99% of all 
customer needs. Stock up now— it’s an ideal tie-in with “Scotch” Brand Masking Tape with every paint sale. 
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WINSTED EDGE TOOL WORKS WINSTED, CONNECTICUT 


Sales Representatives: JOHN H. GRAHAM & CO., INC., 105 DUANE STREET, NEW YORK 8,N. Y. 
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NEW SHATTERPROOF TRANSLUCENT REINFORCED GLASS-FIBER 


BUILDING PANELS FOR STRUCTURAL AND DECORATIVE USES WITH 
EXCLUSIVE, DISTINCTIVE 246818 ED DESIGN SO EASY TO INSTALL. 


. the new shades — “FROSTED GREEN" and “COPPERGLO” — 
especially created for patio use where glare and heat are undesira- 
ble. Give restful, glare-free light. Heat rays screened out by exclu- 
sive new Chem-O-Filter Compound "XO." Also in natural blonde 
and marbled yellow. Colorful. Colorfast. Virtually indestructible. 


CHEM-O-GLAS UPS SALES — Outdoor showroom of J. A. Eisele 


Soles, Inc., one of west coast’s largest Lincoln-Mercury deolers, 
showing utilization of CHEM-O-GLAS ribbed structural panels as 
roofing for structural steel carports. 


Everlasting ...Everlovely... 


= 
CHEM-O-GLAS (pronounced Kem-O-Glass) is precision molded in 8’ 
lengths, 32%"' wide, (32° wide from c/c of outside ribs when over- 
lepped). Some jobber-dealer territories stili open 


CHEM-O-GLAS is available in flat sheets or the distinc- 
tive new RIBBED design. Many architects and builders 
have found ribbed CHEM-O-GLAS the answer to inside 
and outside structural and decorative problems where 


Hundred. 4 y y £ D, canvas, porcelain, tile, wood, plastic, glass, aluminum 


or plywood have proved impractical. Inquiries invited. 


CUSTOM MOLDING: Manufacturers are invited to sub- 
No need to paint-or repaint - ever! mit production problems to us for estimate. 


‘*Your first cost is your last cost”’ 


em Write for information today 


CHEMOLD COMPANY, DEPT. 4\-? 
2310 Broadway, Santa Monica, Calif. 


C) Send details on CHEM-O-GLAS 


NAME 





FIRM 
ADDRESS 
city 








LARGEST MATCHED METAL MOLD PRESSES IN THE WEST 





Burtpreo Propucrs MErcnraAnpisEer (To obtain more data on advertised products see page 241) 





DONT INSTALL 
ANY MORE 


UNTILYOU VE SEEN THE 
GREAT NEW LOW COST 


CORBIN 
Guardian 














46 (To obtain more data on advertised products see page 241) September 7, 1953, AMERICAN LUMBERMAN & 





No MATTER WHAT locksets you're installing now, 
you owe it to yourself and your customers to see the 
new Corbin Guardian locks. These locks are unbeat- 
able for economy and ease of installation . . . un- 
matched in their price class for beauty, for trouble- 
free operation, for the prestige that the name 
“Corbin” means on a lock. 

Inside and out, the Corbin Guardian was designed and 
built to bring a standard of quality never before known 
in the low-price field. 

We know your time is valuable. But . . . it’s worth 
your while to visit your Corbin dealer and see these 
new Corbin Guardian locks. We firmly believe they 
are the best value in the low price class . . . and we 
back up that statement with a guarantee of our work- P. & F. CORBIN Division 


manship. The American Hardware Corporation 
New Britain, Connecticut 
See your Corbin dealer . . . soon! 


Corbin also makes DEFENDER standard duty cylindrical 
locks, heavy duty cylindrical locks, Unit Locks, mortise locks, 
and a complete line of builders’ hardware, 


@ It’s in the lowest price class! 
@ 2-hole installation — easy, economical! 


@ Guaranteed by Corbin, makers of the world's 
most widely-used builders’ hardware! 


@ It’s a trade name your customers know and tryst! 
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NEW, RUBBER-BASED PRIMER! 


ME QUALITY | 
CEMENT FLOOR 
MER ice Stine 


KK It’s alkali-resistant 


4 It’s moisture-resistant 


4 It provides a better bond for the finish coat 
pAINTS 
= Now, another outstanding product has been added to the 
ACME Acme Quality Floor and Porch Enamel line—new Cement 
y ay Floor Primer in gray. 

QUALI T 3 Because of its exceptional resistance to alkali and moisture, 
it’s the perfect primer for new or uncoated cement and con- 
erete floors. And it’s your perfect—and profitable—answer to 
the many requests for an easy, foolproof way to condition 
cement and concrete floors. 


Order, stock and sell this Cement Floor Primer. And, for the 
finish coat, sell ever-popular Acme Quality Floor and Porch 
Enamel, now available in 9 attractive colors. 


NEW COLOR CARD 


BIG NEW PROMOTION 
FOR ACME DEALERS 


JUST OFF THE PRESSES, and just right to mail or 
hand out. Has space for your imprint. Contains 
chips of the 9 Acme Quality Floor and Porch 
Enamel colors, including rich, new Indian Red, 
Pine yo and Gulf Blue. Also plugs new 

“Mies 49 Cement Floor Primer. Order your cards now 
Porch Enamel? Send coupon for : from your Aeme jobber. 


Interested in a promotion that will 


sell and sell and sell Floor and 


the facts. 


Advertising Dept. A 
Acme Quality Paints, Inc. lam interested in the Acme Floor and Porch 
Detroit 11, Michigan Enamel Promotion. Rush me the details. 


Nome | 


Store Name 


ACME QUALITY PAINTS, INC. 


DETROIT 11, MICHIGAN Address 


City 
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GREAT, NEW, WALL AND CEILING FINISH! 
ACME QUALITY 


STAINS 


varnis 














Decorates interior walls and ceilings with both color 
and texture in a single coat. 


Beautifies and protects dry-wall construction, plaster, 
wallboard, plasterboard, interior masonry, etc. 


Seals and covers dry-wallboard seams, plaster cracks, 
dents, blemishes, unevenness and other minor im- 
perfections in new and old walls. (Open cracks should 
first be filled.) 


@ Comes ready-mixed in white and in 7 popular colors. 


As you know, there has long been a need for a good, 
one-coat, dry-wall finish. New Acme Quality Texture 
Paint fills this need to a “T.” 


It’s perfect for wallboard, plasterboard . .. any new 
or previously painted surface. It offers your customers 
a durable, one-coat paint that covers imperfections and 
gives color and texture, too. It offers you a chance to 
profit from the growing popularity of stippled surfaces. 





Ask for Acme Quality Texture Paint from your regular 
Acme Paint supplier right away. 


BEAUTIFIES, COVERS AND 
SEALS...IN ONE COAT! 3 


Pe 


COLOR CAR 
ACME QUALITY PAINTS, INC. sxcaune sas creo mio tnt otc your eutaners 


Jescribes new Acme Quality Texture Paint; tells how to use; shows 

colors available and pictures some of the textures which can be 

DETROIT 11, MICHIGAN easily obtained. Order these handy cards from your jobber with 
your order of Texture Paint. Order today! 
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B&T brings you 


the new 


CHROMEDGE SURE FIT BACKSPLASH 


sure fit 


‘atent Applied For 


IDEAL with 
CHROMEDGE 
Svink- lok 


“< 


U.S. Pat 
No. 244074) 


Sink-Lok Frames do triple duty! They support the sink. . 
ings down permanently 
Coverings don't have to be scribed and cut to hairline accuracy 
for the simk needs no mortising 
the counter top N 
easily at any time without damage to the covering 
tops from % 


costs, 


boost your profits with Chromedge Sink-Lok. Available 


steel or extruded aluminum, Write for details. 


AS ALWAYS~— CHROMEDGE 


in meeting moulding needs 


B & T pioneered in the develop- 
ment of mouldings for all floor 
and wall covering needs. Today, 
Chromedge Metal Trims include 
more than 800 shapes and sizes! 


50 


clamp cover- 
. seal all edges watertight to stay! Easy to install. 
. The cutout 
There are no screws or bolts to put through 
No special tools needed. Frame can be removed quickly and 
Two sizes fit all plywood 
g-inch to l-inch covered with any material up to Yg-inch, Cut your 


(To obtain more data on advertised products see page 241) 


Look at these Cost- Cutting 
Time-Saving features 


@ A complete, preformed backsplash including top, 
cove and side mouldings all in one! 

© Continuous snug fit against out-of-square walls 

@ No wide, flat top ledge to collect dust 

@ Settling floors or cabinets won't pull backsplash 
away from the wall 

®@ No need to fasten backsplash to cabinet top 

®@ No sharp, square corners or corner fitting 

® No soldering or buffing required 

@ No need for template 

®@ No heavy, bulky materials to handle or haul 

@ Fast, easy installation slashes labor cost 


1 





IC hyphal 


Ends of backsplash not butted against wall can 
be neatly capped with right and left end stops! 
Nos. 3000-RES and 3000-LES. Corners for re- 
turns are easily mede with inside corner unit 

«— No. 3000-IC. 


In one clean sweep, B & T’s sure fit 
Backsplash does away with almost every 
known backsplash headache! It reduces 
measuring, cutting and fitting needs to 
the bone ... ready made corners sim- 
plify backsplash returns... right and 
left end stops can be installed in a jiffy 
where needed. Includes “dustproof”’ cap 
trim, cove moulding, and back support 
all in one. And out does any other type 
of backsplash for beauty! Stock lengths 
— 8, 10 and 12 feet. Fits 3/,-inch ply- 
wood tops with any 1/16-inch plastic 


laminate covering. 
Metals Co. 


Write today for de- 
Columbus 16, Ohio 


in stainless 


LEADS 





tails on B & T's 
sure fit Backsplash. 
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FE GEE modern wood windows 


Bee Gee Windows open your home 
to nature's air and sunlight! And 
Bee Gee's “Pressure Vacuum Venti- 
lation” is scientifically engineered to 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 
° modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling touch 
for any type of construc- 
tion,..any kind of interior. 179 
styles and sizes of all-wood casement, 
picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can “Clean the Outside from the Inside”. 


aa CET 
Bes 


“ribbon- styled”... long—low— beautiful! 
New type construction 

... designed to emphas- 

ize the modern lines of 

ranch-type and con- 

temporary homes, with 

all the warmth, charac- 

ter and practical advan- )/f)*)'> 

tages that only wood i ——— 

windows provide. 





pull in fresh air from any of 3 direc- 





at the same time...the 


on the market to give this truly 
complete room ventilation. 


ease of installation spells economy 


A Complete Window. Ready to Set in the Wall. Nailed in Place... 


BROWN-GRAVES CO. 


Buitpinc Propucts MERCHANDISER 


tions of wind and exhaust stale air 


every window available in 2 styles 


only window 





Style “A’—a brilliant expanse of unob- 
structed glass. Style “B"—the glass di- 
vided to give you long horizontal lines. 
Choose the style that best fits your home. 





-+ 





























STYLE A SYYLE B 


BROWN-GRAVES CO. 
Nept. AL-107, Akron 1, Ohio 


Please send my FREE Bee Gee Window Cotelog 
with complete date and specifications. 


toma [] builder [] architect [] dealer [] jobber 
NAME 


GET 
YOUR 
FREE 


BEEGHE 


CATALOG 


| 


ADORESS 
AKRON 1, 


ro} ire) ox 


Dicealeicetie 


(To abtain more data on advertised products see page 241) 





Connorville 
+ 
Marquette 


Laona e 


White Lakes 


: : MWeusau Oconto 


x) 3 qpMarshfield 
1c % 
t 


vw 
o Milwaukee » 


t 


Se ~ oe Say YA 


ee 
hee oe 


r,s 


") 
a 
=F 


Neenah . 


Piel we 
iy A 
Pd bd al 


TL * 
e2) 


&- My, 

ie. 
wagowooo 
FLOORING 


‘} 2 
exw” 


LAKE MICHIGay, 


For well over 50 years Northern Woods have been recognized tor their high quality. The 


Northern Lumber Mills are better equipped today than ever beiore to serve you with well- 
Consult the firms on this page for your 


manufactured, accurately-graded Northern Wocds 
requirements in Northern Woods 


Marshfield & Park Falls. Wis. 


“Abbott Fox Lumber Co. iron Mountain, Mich. 


Manutaeturers and Concentrators of Hardwoods, Hemiock and 
White Pine. Planing Mills. Dry Kilns. 


* Mills: Laona, Wis.) Sales j 
tConnor Lor. & Land Co, ifills: taona, Wis.) Sales Marshfield. Wis. 
K. D. & A. D Hardwoods, Hemlock, W. Pine—Cedar Shingles. 
Posts. Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. 


Schneider Bros. Lumber Co. . . . Marquette. Mich 


Nerthern Hardwoods and Hemlock, Hardwood Dimensions. 
Reugh Hardwood Turnings. Hardwood Pallets—any size. Plan- 


ing Mill and Dry Kilns. 


. 
tHolt Hardwood Co. =. sts Oconto. Wis. 
Mapie. Birch. Beech, Oak Flooring. Strip. Assembled Block 
Herringbone, Parquetry types: all types Heavy Duty Flooring. 


“+d. W. Wells Lumber Co. Menominee, Mich. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, 


rough 


Edward Hines Lumber Co. Chicago, Ill. 
Mill at Bergland, Michigan 


Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns 


° ' 
Boehm-Madisen Lumber Co Mitwaukee 3. Ws. 
Mill: Lake Linden, Mich. Mfrs. Hardwoods LCL. shioments 

kiln dried hardwoods from stock at Thiensville, Wis. 


Cadilac-Seo Lumber Ca. 
Hemlock. White 


Nosthern Hardwoods. Hard Mapbe a Specigity. 
Pine. Modern Dry Kilns. Facilities for Surfacmng. Resaweng. etc. 


tMember Maple Flooring Mire. Aesn. 


~ me 


“Roddis Plywood Corporation 


. Ironwood, Mich. 


“Ahonen Lumber fo. . . . 2... 


Sault Ste. Marie. Mich. 


Roddis Lumber & Veneer Co. of Mich. 

Roddis Lbr. 6 Veneer Co.. Ltd... Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine. Cedar Prod., Maple. 
Birch. Fig. Hdwd. Ven'r'd Doors. Plywd. Mod. Dry Kiln facil. 


Ironwood, Mich. 
Spruce. Planin 


Hemlock. White Pine. 
“AAA” bran 


Sales agents for the 
Flooring. 


Northern Hardwoods, 


Mill—Modern Dry Kilns. 
MFMA Hardwoo 


*Copeland Lumber Co. Chicago, Ill. 
Mile ice CHICAGO — 138 S. Le Salle St. 


Sales Office — 
Hardwoods, White Pine and Hemloc 


“C. M. Christiansen Co. — Phelps. Wis. 


An outstanding Wisconsin lumber manutacturer — Hardwood, 
te Pine, Hemlock and Cedar Products. 


Neenah, Wis. 


* Mills at Soles 
Wm. Bonifas Lumber Co. ( Marenisco, Mich. / Office 
Northern Hardwoods, White Pine, 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . Goodman, Wis. 
Northern Hardwoods, Hemlock, White Pine, Basswood, Hard- 
wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 


Newherry, Mich. 


Old Faithful Hemlock. NORTH- 
PINE and Piling. Excellent 


*Michigen Pole & Tie Co. 


Northern Hardwood Lumber, 
ERN WHITE PINE. NORWAY 
Transit Millworking Faoilities. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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brushes can’t 
be beat! 


CROSS-SECTION of Pittsburgh 
developed feather-tip Neoceta bristle 
—showing molded-in grooves for 


superior paint carrying capacity. 








OR FAST SALES, satisfied customers and 

repeat business, among professional paint- 
ers and homeownersalike, Pittsburgh Red Stripe 
brushes are your best bet! Red Stripe combines 
hogs’ bristle with scientific Neoceta, Pittsburgh’s 
new wonder-bristle designed specifically for 
painting. Both bristles wear at the same rate— 
your customers’ assurance of smoother, neater, 
faster work! And when your customers are 


happy, your sales show it! 


For the address of the Pittsburgh branch 


nearest you, write: PirtsBURGH PLATE GLASS 
Brush Division, Dept. C-9, 3221 


Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 


ComPANY, 


Here’s why Pittsburgh 


Kad Stipe 


PITTSBURGH BRUSH 
FOR EVERY HOME 
AND INDUSTRIAL USE 


THERE’S A 








\ 


Enamel 
& Varnish 
Brushes 


q 


Wall 
& Floor 
Brushes 


% 














here’s your 
newest sales 
booster — 
the all 


new 


New meto! 
ferrule locks 
doobled 
bristles 
securely 


= Metal ferrule 
as PAINTING KIT 


te| featuring the 


4 Hine 
WALL COATER ! 


suggested retail price: $3.69 


It’s easy to sell Pittsburgh's new Home Painting Kit, 
containing all the tools the homeowner needs for room 
painting! It includes the 7-inch wide FleetWing Wat 
Coarer; a l-inch Neoceta brush for trinm @ Kire-On 
pan for attaching to ladder; and a booklet describing 
the care and use of the FleetWing and Neoceta 


13s DUie sexes 


BRUSHES ° PAINTS ° 


GLASS ® 


CHEMICALS 


° PLASTICS °@ FIBER GLASS . 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


BuiLpinc Propucts MERCHANDISER 
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FORDYCE 


Framing of 


AQ ARKANSAS SOFT 
F PINE.. Cuts Costs, 
Holds Customers 


Dimension, boards and sheathing dried to 
mandatory moisture required for each 
grade (they’re grade-marked). 

All stock double end-trimmed and paraf- 
fined (4-square ends, trade-marked). 

No time lost cutting out defects (there are 
none). 

Natural light weight enhanced by correct 
kiln drying (no case hardening). 

Clean, bright, straight soft-textured stock 
expedites assembling and nailing (no split- 
ting). 

No returns come back to cut into your 
mark-up (customer likes and keeps any 
surplus for his next job.) 

To cash in on these Fordyce bonus values, 
avoid the risks of lumber anonymous— 





—e. 


Buy Brands You Know 


LUMBER COMPANY .FORDYCE, ARKANSAS 


54 (To obtain more data on advertised products see page 241) September 7, 1953, AMERICAN LUMBERMAN & 





“What's that 
you've got 
there?” 


“The way you went 


by me up that hill 


—I figured you must 
have a load of 


feathers!” 


That’s what other drivers are 
saying about the Autocar V8. 
Its amazing performance on or 
off the highway makes them 
want to look under the hood. 
Its economy and low mainte- 
nance costs are giving owners a 
new idea of how to haul at a 
profit. The Autocar V /8 is the 
greatest thing in heavy-duty A U TO CAR T Q U C KS 
The Autocar Company, Ardmore, Pa., U.S.A. 
ESTABLISHED 1897 


hauling. 
Find out for yourself what 
the Autocar V /8—200 horse- 


power pulling a new lighter- Factory Branches and Distributors from Coast 
to Coast in the United States and Canada 
Export Division: Drexel Building, Philadelphia 


6, Pa., U.S.A 


weight chassis—can do for you. 





4 
The Autocar V/8 


Send for the 
Autocar V/8 booklet 
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000 


N61-380 


(Ur terenianen 


The Only Tutch Latch Made in U. s. A. 


@ Thousands of installations prove the outstanding popularity of National 

Tutch Latch. Hard usage day after day points up the fact that Tutch Latch provides 
positive latching action...assures years of trouble-free service. Completely 
concealed from exterior view, Tutch Latch brings modern beauty to 

every kitchen. It is quickly and easily installed on side, top or bottom of wood 
cabinets. National Tutch Latch is individually packaged, complete with 

strike and screws. FREE compact counter demonstrator is available to help you 


sell. You pay only for the applied hardware. Order this sales-builder NOW. 


Order all these other profitable items from your jobber 


NATIONAL NO. 24 WOOD SCREW 


N-60 CONCAVE A-80 BRASS 
LOCKset / ASSORTMENT 


) KNOBS ASSORTMENT 
] 


distinctive hardware...all from | source 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS °* 


_ \ 


MERCHANT SALES DIVISION 
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This can of Lowe Brothers Paint 
contains 


2 special 
INGOM EC? 


This “plus” ingredient has built one of the na- 
tion’s greatest paint dealer organizations. 

It has created outstanding consumer acceptance 
for Lowe Brothers products. It has brought maxi- 
mum turnover and a profitable paint business to 
dealers everywhere through greater sales. It has 
produced steadily increasing sales volume year 
after year. It has united these dealers as 
one in the feeling that says “I’m glad P’m 
in the paint business with a line that 
moves ... and moves profitably!” 

This priceless ingredient is SKILL. 
When you place your faith in that, how 


can you possibly go wrong? 


BurLpiInGc Propucts MERCHANDISER 


. T 
* STANDARD GALLON *' 


—— 
- 


The continued loyalty of thousands of Lowe 
Brothers dealers year after year attests the im- 
portance of this “plus” ingredient. Our files of 
their successful histories are open for your in- 
spection. Now—today, write or wire for details 
about a Lowe Brothers agency! 


The Lowe Brothers Company « Dayton 2, Ohio 


lowe Brothers 
PAINTS * VARNISHES 
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These glass “whiskers” 


GIVE YOU A NEW AND IMPORTANT 
REASON FOR STOCKING 


BESTWALL waitsoarp 


and 


|PeATHER-SHIELD SHEATHING 


NOW—the best gypsum wallboard and sheathing has glass ‘*whiskers”’ 

long, strong, incombustible threads of Fiberglas in the gypsum 
core that mean better nailing qualities, greater resistance to crack- 
ing, shattering and breakage in use, handling and service. Anexclusive 
Certain-teed development, this Fiberglas reinforcing acts on the 
principle used in reinforcing concrete. It has 3 specific advantages: 


1. BETTER NAILING 

The new, improved Certain-teed gypsum boards nail better—and 
hold the nails better. Less brittle than ordinary gypsum board, they 
do not shatter under heavy hammering 


2. GREATER FLEXURAL STRENGTH 

The increased resilience provided by the glass fibers means greater 
resistance to stresses and strains of handling in transit and in use. 
Laboratory tests show up to 80 percent greater resistance to shock. 


3. EASIER HANDLING AND APPLICATION 

These panels can be quickly scored and snapped, or sawed, and 
always break clean—especially important when trimming out for 
electrical outlets, etc. This means better, faster construction for 
builders . More satisfied customers 


Remember, on/y Certain-teed gypsum wallboard and sheathing are 
reinforced with Fiberglas. It’s another “first” by the company that 
gave you famous Firestop Bestwall, the first gypsum wallboard with 
a |-hour fire resistance rating in single-layer application. Write now 
for full details on this important new development. 


*T.M. Reg. U.S. Pat by Owe sf 


Certain-teed 


Reg. U.S. Pat. Off 
CERTAIN-TEED PRODUCTS 
ARDMORE, PENNSYLVANIA 
Export Department: 100 East 42nd St., New York 17, N.Y. 


P\\ 1/7 
\Grtain-teed ) 
he bn A oe tt 
BUILDING 
PRODUCTS 


CORPORATION 
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Photograph shows broken edge of 
Bestwall panel with new Fiberglas* 
reinforced gypsum core. 


Quality made Certain . . . Satisfaction Guaranteed 


ASPHALT ROOFING + SHINGLES + SIDINGS + ASBESTOS CEMENT ROOFING 
AND SIDING SHINGLES « GYPSUM PLASTER + LATH * WALLBOARD «+ 
ROOF DECKS + ACOUSTICAL TILE INSULATION FIBERBOARD 
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From border to border and coast to coast... 


housewives 


ha anet. 
a no-stretch 


COTTON CLOTHESLINE 


OWENS CORNING 


FIBERGLAS 
Boi! ye op 


i F Guerantecd by: 
Good Housekeeping 
ALAMOSA, COLORADO C 401 4s ite’ CHENANGO BRIDGE, NEW YORK 

“I find it very satisfactory.” i So “Put the No-Sag Clothesline to a rigid 
—Jj. L.C. test, washed slip covers, crocheted 
rugs, which are quite heavy, 
LONG BEACH, CALIFORNIA and it worked beautifully, 
“After I have ‘eaiat to get no sag ag with others. 
my washing out I have a per- MRS. W. H. L 
fect line to hang it on.”’ 2 


: aes : LONG ISLAND, NEW YORK 
MES. J.D. A. : - : **] have used it and find it wonderful, 
ALBUQUERQUE, NEW MEXICO ; ee Ee ae heavy slip covers 
We think yours is just about we —MRS. H. A. I. 
perfect. There is no stretch and 
the ‘feel’ in hanging up (clothes) ath) ROCKFALL, CONNECTICUT 
is a revelation.’ =i. 0 “This is a pleasure to use, runs so 
8 ita ahs , smooth and easy back and forth 
on the pulley, stays up so firm 
CHICAGO, ILLINOIS and strong, even with wet, 
**My lines are as tight as the heavy clothes.’’ 
day they were put up, the knots ee —MRS. R. F.M 
are easily tied and really hold.”’ o 3} p te 
—MRS. A.C. W. | clonbestin SCRANTON, PENNSYLVANIA 
| ao | Brernoun® “ ; é , 
ST. LOUIS, MISSOURI t I ae it definitely does 
‘Now that my wife has your new —MRS. I. O. 
no stretch line this worry (sag- : 


ging) is eliminated.” Lg ~* lie PORTSMOUTH, VIRGINIA 
—Jj. j.G. t one “ ; 
es One never has to worry about it 
plane cloth = making a dark mark or iron rust 
HILLSDALE, MICHIGAN om Sree on the clothes and puts an end 
“We find it exceptionally fine—in te the worry of the heavy 
fact it exceeds your description of 


wash ... dragging on 
it.” ‘ o- the ground.” 
—MRS. M. M. \ ; 


—MRS, A. D.H 
NORWOOD PARK, ILLINOIS sh eat . pla p WATERTOWN, NEW YORK 
“. . . am quite thrilled with it.” peg st) 8 


es , “It is our thought that here is an item 

—MRS. E. M. mgs ; we have looked for, for a long 
ip time. 

CHICAGO, ILLINOIS —Jj.F.L. 
“‘Have hung heavy bedding, as mattress i 
covers and pads, plus other laundry and —— 2 PECK VILE, PENNSYLVANIA 
rugs and your ‘‘no-stretch”’ line proved , The clothesline is a bargain at any 
itself.” +, price.’ 
—MRS. A. M. a 


—MRS. W. E.R 
ADRIAN, MICHIGAN SCRANTON, PENNSYLVANIA 
“Pm sure no other clothesline would stand 


| 4 . « I wouldn’t recommend it to 
a test like that.’ : i, others if I wasn’t satisfied with it 
—MRS. J. R. ait myself. 


et —MRS. J.B 
CHICAGO, ILLINOIS , clothesline yO g 
“You may be sure that it will be recom- }  **\ cer - ; MOTTVILLE, NEW YORK 


mended to our friends.’ “It certainly doesn’t stretch!"’ 


—MRS. O.R 3 —MRS. C. M.N. 
DISTRIBUTED NATIONALLY! 


planet Jnkditins am ts te 8 an 
Sree” PURITAN CORDAGE MILLS, 1. 


SoecV tS Vitti@geag ENT UC KY 


cw“ 
wo sett 
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indersen Casements now also available in sash width 41/0" wider than illustrated here. 


For built-in beauty 
and comfort... 

















A CHANGING 
beauty always greets the home owner ai 
this desk. Architects Thorshov 
Inc., planned it that way, when they specified 
a WINDOWALI 





iinet eh titnanimrermenesttaiee ta 


_ 





Picture Window Unit. They planned for 
comfort, too. Andersen WINDOWALLS are 
famous for their beauty as windows, 
famous for their weathertightness when they 
serve as wall sections. 


TRADEMARK OF ANOERSEN CORPORATION, WINDOW SPECIALISTS FOR SO YEARS 


Andersen Corporation - BAYPORT « MINNESOTA 


COMPLETE WOOD WINDOW UNITS 


For information see your WINDOWALL distributor or write Andersen Corporation. 











WINDOWALLs For 
Remodeling Profits 
Use WINDOWas Ls 


eee 
0 OD Pa ee a 
Cs 


MORE BUILDERS, EVERY DAY, FIND IT’S 


100% SANITARY 

100% WATERTIGHT 

EASILY INSTALLED 
COMPLETELY SELF-SEALING 


BIG REASONS 


WHY BUILDERS PREFER HUDEE 


1. Patented installation makes completely self-sealing unit. 
2. A sink frame that is 100% watertight — 100% sanitary. 
3. A continuous welded frame with an inconspicuous weld. 
4. Easy to install —no rabbeting, scribing or special tools. 
5. Installed with equal efficiency in-the-shop or on-the-job. 
6. You confidently guarantee every installation with Hudee. 
7. Used with any top-covering — linoleum, rubber, plastic. 
8. Installed after all top-covering material is applied, bow! may 

be removed at any time without damage to top-covering. 





MANUFACTURERS AND DISTRIBUTORS 


CHICAGO 10, 1LLINOIS 
IN CANADA, WALTER E. SELCK AND CO., LTD., TORONTO 











TO INSTALL SINK FRAMES - 
WITHOUT RABBETING, SCRIBING 
OR SPECIAL TOOLS - WHEN THEY 
USE THE... 


mM ZZ 
MMO =D 


Hudee is the amazing Sink Frame that has earned the 
enthusiasm of Dealers, Builders, Architects, Cabinet Manu- 
facturers, Plumbers and Home Owners. The eight reasons 
for Hudee superiority, as listed at the left, justify its ac- 
claim as the “World's Finest Sink Frame." 


Builders particularly appreciate the Easy-To-Install feature 
of Hudee and its great saving of time. Actually, the Hudee 
is installed in four easy steps: 


(1) Using the frame itself as a template, mark the location 
of the cutout for the sink bowl. This can be done either be- 
fore or after covering material is installed. (2) Cut out the 
hole as marked, using an ordinary keyhole saw. (3) Place 
the bowl and Hudee frame into position. (4) Space lugs 
around frame and tighten lug bolts. The Result—A Perfect 
Installation Every Time. 


The Hudee Ideal Sink Frame System is sold through Lumber 
and Building Material Wholesalers everywhere. 


WRITE TODAY FOR LITERATURE AND PRICE LIST 
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Luxurious MATICO CORK TILE FLOORING 
OPENS RICH NEW MARKETS FOR YOU 


GIVES BIGGER PROFITS, BIGGER DOLLAR VOLUME! 


You get ‘champagne business’ when you stock MATICO CORK, the smart new tile 
flooring made of luxurious cork. Cork is always in style, and its amazing durability 
gives it important economy value. That's why it’s the preferred flooring for so many 
exclusive floor (and wall) installations. 


EMPHASIZE THESE SALES POINTS: Light and random shades of lovely cork (dark 
on request) harmonize perfectly with every type of decor and color scheme. Only 
cork provides true ‘walking on air’ comfort and resiliency with its 50% air-cushion 
structure. It’s a wonderful sound-proofer ...and it’s easy to maintain. 


Don’t miss this opportunity for new business... get full details on handling profit- 
able MATICO CORK Tile Flooring today. 


MASTIC TILE CORPORATION OF AMERICA 


Joliet, Minois Long Beach, California Newburgh, New York 


GET i il te ee 


MASTIC TILE CORP. OF AMERICA 
DETAILS! ‘Waser 
. Newburgh, N. Y. 
: Please send me complete details on handling profitable 
MATICO CORK. 


Mail Coupon Ao 
Now! _— 


Zone I iciricsinsnenniaiintl 





1. VAPOR BARRIER 
WITH NAILING FLANGE 


Vapor barrier on room side 
protects against condensation. 
Tough flange for speedy sta- 























pling or nailing. 





3. AIR SPACE 


Between reflective surface and 
exterior wall sheathing, for 
maximum insulating efficiency. 














2. THICK LAYER 
OF ROCK WOOL 


Fireproof, permanent. Insu- 
lates efficiently for life of the 
building. 





4. REFLECTIVE SURFACE 


Reflects radiant heat. Has 
high insulation value. Non- 
corrosive, non-conductor of 
electricity. 


























5. BLANKET ENCASED 


For clean, easy handling and 
secure installation. 

















Celotex National Advertising sells for you...Here’s proof! 


Edgar J. Clark, Mgr., L. A. Thise Lumber Co., Inc., 
Lafayette, Indiana, writes 
sults, we are convinced Celotex’s national advertising 
is doing the outstanding job for the lumber dealer. 
Through your ads in THE SATURDAY EVENING POST 
and other magazines you have supplied us with many 
excellent leads. For example, one lead you sent us has 


“Purely on the basis of re- 
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resulted in the sale of an entire house job.” 

How about you? Are you getting your share of the 
business that goes to alert building materials mer- 
chants who feature famous Celotex Building Prod- 
ucts? Ask your Celotex representative how you can 
tie in with Celotex’s powerful national advertising 
program. He's ready to help you. 
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more tusulation business 


NEW, IMPROVED 


Celotex Reflective Rock Wool Blankets 








Here's the great new 2-in-1 insulation bargain New Celotex Reflective Rock Wool Blankets 


more and more builders and homeowners are buy- 
ing—because it provides more insulation per dol- 
lar, helps keep costs tn line! 


New, improved Celotex Reflective Rock Wool 
Blankets are designed for faster, easier application. 
Reflective surface faces exterior side, vapor barrier 
surface faces room side—for greater efficiency. 
Approximately 2” of rock wool PLUS a non-corro- 
sive reflective facing insulate against both conduc- 
tive and radiant heat. 


are clean and easy to handle, quick to apply. Re- 
quire minimum cutting and fitting. Handy 8’ 
lengths assure continuous, unbroken vapor barrier 
from ceiling to floor. Also available in 2’ lengths. 


So, if you are not already cashing in on the de- 
mand for this popular 2-in-1 insulation value— 
now is the time to start. Stock, display and promote 
new, improved Celorex Reflective Rock Wool 
Blankets without delay. To see samples, contact 
your Celotex representative now. 


BARRIER 
SUR 


. ia oo aati cusaTuune 


Wall Application—Apply planket from room 
side, Reflective eurface is faced to outer wall 
sheathing. Staple or nail flanges on vapor 
borrier surface to wood framing, spacing sta- 
ples or nails about 6°’ ac., allowing on air 
space between fhe reflective surface and outer 

















varOe BARRIER 
- SURFACE 
—— 


Ceiling Application —Yopor berrier surface 
is always foced to room, reflective surface is 
faced to rodt. 


THE CELOTEX CORPORATION, 





Altle Floor Application—No stapling or 
noiling. Simpty bend flanges fiat agains? bion- 
ket and install between floor joists, with vepor 
barrier surface down toward rooms below. Re- 
flective serfoce is exposed fto,.cttic interior. 


Sales come easier—when you feature genuine 


CELOTEX 


REG. U. S. PAT. OFF 


BUILDING PRODUCTS 


120 S. LASALLE ST., CHICAGO 3, ILL. 


NOTE — Celotex Reflective Rock Wool Blankets ore currently available in areas served by our plants in Red Wing, Minnesote, Lagro, 
Indian and Birmingham, Alabama. If you are not sure of your shipping point, esk your Celetex representative, of drop us a card, today 


BuiLtpinc Propucts MERCHANDISER 
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@ Yes, it pays to stock Wheeling Metal Lath because 
your customers know that rigid Wheeling Metal Lath 
handles easily, goes up faster. And as a plaster base it is 
ops! That's because its rugged steel construction makes 
a positive, flat bond for lasting crack-free plastering. So 
be sure to scock Wheeling Metal Lath—and the full line 
of Wheeling building supplies—the outstanding choice 
for over 60 years 





The Complete Line of Wheeling Building Materials Includes: 





Diamond Lath Strip Lath Metal Picture Mould 
Standard and Bantam Mesh for strengthening joints Casing and Corner Grounds 
Bar-X-Lath Bar-Z-Partitions 


with solid steel ribs Studs, Track and Shoes 
Flat Rib Metal Lath Cold Rolled Channels 
%” and %” Rib Lath Stucco Binder Mesh 


Ashpit and Clean-out Doors 
Coal Doors 
Tri-Rib Roof Deck 


E ded Metai 
Combination Lath Expansion Corner Bead eciagenec ei 


Diamond or Bar-X-Lath Flat Apron Corner Bead 


eke Sealten Olne Corner bond Anti-Skid Expanded Metal 
for extra fire resistance Bull Nose Bead 


Flattened Expanded Metal 


Corner Lath Straight and Curved Point 
an improved cornerite Base Screed 








BUILDING MATERIAL DIVISION 


WHEELING CORRUGATING COMPANY + WHEELING, WEST VIRGINIA Wh 3 Plana y 


ATLANTA BOSTON BUFFALO CHICAGO COLUMBUS DETROIT HOUSTON KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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is the word for 
R-W Silver Streak vanishing door hardware 


Quiet it is. Noiseless, smooth and 

so easy to operate with a minimum 
of effort. That’s R-W Silver Streak 
Vanishing Door Hangers and Track. 
It’s the sliding door hardware 

built for extra comfort, extra 
convenience and space economy 


demanded by modern living. 


Silver Streak is designed for 
installation in standard 2x4 studded 
walls for more living space, more 
efficiency to every home. Its easy, 
noiseless operation due to precision 
ball bearings, molded bakelite 
wheels and extruded aluminum 
track makes it first choice with 
builders and home owners every- 
where. For complete information 
on all the exclusive features of 
SILVER STREAK Hangers and 
Hardware, write for illustrated 
leaflet complete with architectural 


I sketches of installation methods. 
Notice how sliding doors permit full utiliza- i 
tion of every inch of space in this limited | 
holl area. There's no conflict between doors. 


" Richards-Wilcox Mfg...” 


“A HANGER FOR ANY DOOR THAT SLIDES" 


SUDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES © GARAGE DOORS & EQUIP- 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS © 


ELEVATOR DOOR OPERATING EQUIPMENT 226 THIRDB STREET, AURORA, ILLINOIS 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 241) 





Ul0-40 


aE demand is up! 
production is up! 


Demand is up because more builders are finding houses equipped 
with Ludman windows sell faster, easier and more profitably ! 
iS And no wonder! Ludman windows have more sales features that count than 
any other window! This, plus Ludman’s national advertising to 
TO homeowners, builders, architects, school, hospital and other building 
officials is building demand even bigger! 


AWNING 


Production is up because we are now producing in our new plant... 


the world’s largest, most advanced and 
WINDOWS completely equipped plant 


manufacturing awning windows 


a and jalousies. 











Ludman Helps You Sell... 
Sav ihinataesaiabiincidinen With Sales Aids That Count! 
Every Auto- Lek 


Auto-Lok jobber, write 
Window is menv- 


tactured in Colorful folders, 
accordance with 


attention getting 
an mailing pieces 
mater a ’ 
tobrlcation Uu 
= ~ ae L Or AN newspaper mats, 
’ cooperntive local 
Oialione advertising, 
floor samples and 
Box 4541, Dept AL-9, Miami, Florida many more. 


UDMAN — WORLD’S LARGEST MANUFACTURER OF AWNING WINDOWS AND JALOUSIES 
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EviTOoORIAt 


You CAN Maintain Your October 
Sales Level Throughout the Winter! 


i 








| 

+ 

| 
WOME LY ANE. 


Do You Want This Sales Curve? 





Forty 
Interior Packages Selling 
For $100 or More 


tepairing 
Modernizing: 
Living rooms 
Kitchens 
Bisements 
Attics 
Bathrooms 
Porches 
Stairways 
Entrances 
Picture windows 
Home hardware 
Breakfast nooks 
Storage walls 
Closet lining 
Modern doors 
Powder room 
Garage lining 
Insulation 
Ventilation 
Music walls 
Book cases 
Shelving 
Wood floors 
Composition floors 
Play rooms 
Weatherstripping 
Valances 
Jalousies 
New ceilings 
Vanities 
Mantels 
Fireplaces 
Lighting fixtures 
Storm sash 








Storm doors 
Linoleum 

Shding doors 
Cupboards 
Ornamental iron work 
Unpainted furniture 


Each of these items may be set 
up on a monthly payment basis 
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Lumber, Building Materials & Hardware 
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Or This? 


The traditional winter time sales slump as shown on the left hand 
chart just ‘‘ain’t necessarily so!’’ The usual winter-time downward curve 
in lumber yard sales can be reversed. The basic fact is that 55% of all 
structural improvements are made inside of buildings where weather does 
not interfere with the work. 

Especially favorable conditions will exist this fall for dealers who de- 
termine to capitalize on the Fall and Winter Market: 

Practically every able bodied man who wants a job is employed (64 
million total). 

Purchasing power is at the highest point in history. 

Monthly payment credit money is plentiful. 

A big part of the miraculous do-it-yourself demand is for interior home 
improvements. 

Building mechanics accustomed to weather layoffs from new construc- 
tion are ready and eager to do interior jobs. 

Every house in your market could use something in the way of im- 
provement that you have to sell. Every other house in your trading area 
needs some interior repair or maintenance item. 

Here are ten steps for eliminating a winter sales slump: 

1. Plan a specific six months’ sales campaign to start October 15, built 
around the forty interior packages shown in attached column that 
sell for $100 or more. 

Figure 1144.% of last October sales and invest this sum in adver- 
tising in each month from October to March inclusive. (If you now 
have limited consumer traffic location add 14% to this.) 
Advertise monthly payment price of each package two ways: 
(1) materials only, (2) materials and labor complete, using the 
terms “as little as’’ or “as low as.” 
Acquaint your carpenter contractors and other building mechanics 
with the program, and line up capable and responsible workmen to 
perform the labor on such packages as the consumer doesn’t wish 
to handle himself. 
Advertise that you have carpenters and building mechanics available 
whom you can recommend for jobs. 
Send out a direct mail piece telling your sales and service story to 
every owner-occupied home in your trading area. 
Develop an incentive plan whereby your sales and other employes 
will get extra rewards for better individual and group performance 
than last year. 
Hold stimulating sales and training meetings twice each week. 
Teach consumer package and monthly payment selling. Tie-in 
manufacturers’ fall and winter campaigns. 
Make your sales room a Christmas store for the month of Decem- 
ber. Play up impulse merchandise and interior package “gifts” 
for the home. 

10. Relegate merchandise used on home exteriors to the rear of the 
store and put out front ideas and merchandise for interior finishing. 

The dealer who will accept the challenge to increased fall and winter 
sales volume and who will steam up and back-up his organization by put- 
ting these ten steps to work will reap a handsome reward. --ART HOOD 
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“DO-IT-YOURSELF” FAMILY 


FOR MEN — #5854 


tow Qum 
mM SET OF TOOLS 
THE MOST WELCOME GIFT FOR LADIES 


# 
4 INTERESTING AND INSTRUCTIVE... --- ESPECIALLY AS A WEDDING PRESENT. MO2 
10 Every Boy sHoutn OWN THis ‘SET. 


JUNIOR ME-KAN-IK 


EDUCATIONAL SETOFTOOLS 





ASK SALESMEN OF THE WHOLESALE DISTRIBUTORS 
WHO CARRY OUR PROFIT-MAKING OFFERINGS 


THE PECK, STOW & WILCOX CO. * SINCE 1785 s SOUTHINGTON, CONNECTICUT, U.S.A. 


10P X53 
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Business Is Good, but You Can Make It Better! 


How is business with you? As good as last year? Better? Worse? 

Most dealers agree that business is still good. Just how good depends in a 
large measure on you yourself—how hard you are willing to work to make it 
good: 

1. By carefully analyzing your market to see how to expand for the great- 

est profit. (Be sure to read “20 Ways to Sell the Contractor” on page 106 
and “They Go After Do-It-Yourself Business” on page 152.) 

By improving the physical layout of your store and yard, making it both 
attractive and efficient. 

By providing services that the competition can’t match. (See ‘““How Many 
of These Special Services Do You Offer?” on page 170.) 

By teaching your men how to do a more effective sales job. 

One live-wire eastern dealer recently told us about a series of building 
clinics he is holding for homeowners, Over-all business, he says, is 20% ahead of 
last year. But he adds, “neighboring lumber companies are sounding the wall for 
an echo of business.” 

A midwest dealer who is doing 90% consumer business in a suburban com- 
munity told us his July business is 25% ahead of July, 1952. Why? This increase 
didn’t just happen. No, this dealer staged the first home show ever held in his 
community. He has expanded his advertising program; he plans to add a lift 
truck to speed materials handling and cut labor costs. 

What it all boils down to is that dealers who are doing the most business 
at a profit are the ones who are looking their operational problems in the eye 
and doing something about them before it is too late. They are making money 
because they planned it that way. 

Good management is another word for it. The problems of pricing, inventory 
control, personnel training, credits and collections and wages are the ones upper- 
most in dealers’ minds today. These are the hot subjects at management clinics 
in which American Lumberman editors have participated. 

How good business will continue to be again, to a considerable degree, de- 
pends upon the efforts of the individual dealer—how he solves his management 
and merchandising problems. 

That is where American Lumberman’s Fall and Winter Merchandising Issue 
comes in. The entire content of this issue is planned to help keep your sales 
curve moving upward at a time when business normally drops off. (Don’t miss 
the important graphs that accompany the editorial, page 69.) 

We sincerely believe this issue will help you improve your competitive posi- 
tion. Study the contents well. See how many ideas you can use profitably. 


And then, if you think we can be of further service, please write us about 
your individual problem. 


THE EDITORS 
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BILL GILLIGAN, president of the Sheffield (Mass.) Lum 
ber Co. studies the local newspaper stories for job leads 
The firm’s construction affiliate, Gilligan Brothers, han 
dies a wide variety of light construction jobs 


TOWN HALL RECORDS, Bill Gilligan discovers, offer 
excellent sales leads. Realty transfers are found here; 
records also show when a mortgage on a piece of un- 
improved property is cleared up 


BILL KEEPS A RECORD of sales leads in a ledger. 
some dealers prefer card index files. (See article for 
details of recommended card index system.) 
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Tuning Up 


This article tells you how to get sales 
leads; how to capitalize on specialty products 


to get new customers, reap greater profits. 


By Graham Rohrer 
Director of Specialty Sales 


Georgia-Pacfiic Plywood Company 


The situation facing every building materials dealer 
today calls for increasingly resourceful management. 
In spite of the greatly augmented consumer purchas- 
ing power, the rise in material and labor costs has 
created buying resistance among all groups of cus- 
tomers, affecting development builders, contractors 
and owners and renters of business properties. 


Yet this very situation also constitutes an oppor- 
tunity for the dealer who really knows his products. 
He can increase his sales by showing customers and 
prospects how they can accomplish what they want 
at the lowest cost with maximum quality. 


However, this valuable knowledge of materials, 
especially of the newer building specialties which 
manufacturers have developed to meet today’s mar- 
ket requirements, can be fully capitalized upon only 
as a dealer extends his contacts both with the trade 
and with promising commercial and home-owning 
customers. 


To widen profitable contacts and build up sales, 
dealer should: 


1. Systematize his search for leads. 
Keep accurate records of jobs coming up. 
Help his contractors get new business. 


Build up his reputation by featuring his spe- 
cialties. 


How to Find Leads 


Few lumber and building materials dealers are so 
fortunately situated that they have enough regular 
customers contractors, speculative builders, and 
owners of large commercial properties to provide 
them with all the orders they can handle. But assum- 
ing you are this fortunate, even you cannot afford 
to sit tight. For no matter how firm its trade may 
be at a particular moment, no yard can hold all of 
its present customers forever. Some will quit. Some 
will go out of business. Some will die. 


Even to hold his present position, a lumber dealer 
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_ for More Business 


must find new customers to replace those he is cer- 
tain to lose, through no fault of his own. And any 
dealer who hopes to grow must do more than merely 
replace the trade that drifts away. He must find new 
jobs to be done—jobs created by time and by commu- 
nity change and growth. 

Any successful effort to bring in more business 
must be based on getting more leads. Most estab- 
lished yards already have their own planned adver- 
tising, their own bank and real estate contacts and 
subscribe to one or more of the recognized informa- 
tion services. While all of this is excellent, there is 
nothing here that your competitors can’t match. Your 
big opportunity is in getting leads in ways that your 
competitors are not using or are using only sporadic- 
ally or half-heartedly. 

Of course many lumber yards do no contracting 
themselves. They supply materials to contractors, 
builders or jag trade. The unfortunate fact is that 
most of these dealers are not aggressively sales- 
minded, They tend to wait for business to come to 
them, instead of going out after it. Even if you do no 
contracting yourself, you can do more business by 
helping all these people get work: and get it at figures 
which will enable them to pay vou a reasonable price 
for materials they need. And the most effective way 
to help them get business is to give them plenty of 
good leads. 

By going about this task systematically. any dealer 
who will make the effort, can get all the leads he needs 
to build up sales. You can get promising leads from 
items in the local newspaper: from town and country 
records; from personal observation and from present 
and former customers. 


Watch Local Newspapers 


City newspaper items or realty transfers often con- 
tain leads on alteration jobs. Small town and country 
papers carry news items about plans of families or 
business firms to build. Marriage notices, if about 
people of known financial standing. constitute worth- 
while leads on possible home-building. Today. with 
the increased purchasing power of the average familv 
and the easy financing terms available to voung mar- 
ried veterans, most of them can manage to build. 

The town clerk’s records of realty transfers should 
be checked regularly; so should mortgages on un- 
improved building lots. When a mortgage on such 
property has been substantially reduced, or paid off. 
the owner is in a position to build. 

By driving through your community, you can eas- 
ily spot houses that need repair sagging steps 
patched roofs, peeled paint, worn doors or rotted 
window sash. Over 20,000,000 of this country’s homes 
were built more than 33 years ago, and most of them 
have never received needed repairs. 

The dealer who keeps good card records on his 


(continued on next page) 
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GOOD REMODELING PROSPECT is spotted by Bill as 
he travels around town. Casual observation will develop 
many such sales possibilities. There are over 20,000,000 
homes over 33 years old in the country 


SPECIALTY PRODUCTS, properly displayed and pro- 
moted will increase your overall sales. Motel owner lis- 
tens to Bill describe advantages of wall paneling, which 
he later installed in all his buildings 


a eet — nee ie age eg 
vedi miliaZ Sieh eeimanme ca 
NEW HEADQUARTERS of Sheffield (Mass.) Lumber Co. 
of Colonial design has helped them in their program 
of “Tuning Up for More Business.” 
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TUNING UP 
(begins on page 72) 


former customers also has a rich source of leads on 
new jobs. If that restaurant owner who had a new 
floor installed two years ago remarked that if busi- 
ness proved to be good he would have his walls pan- 
eled, and if you noted this, you can go back to him 
now and probably sell the job. Or if the farmer out 
in the valley had his barn reroofed, and said this 
spring he was going to finish off a room in the attic, 
there is a lead for you. If you have not made a record 
of this, you have probably forgotten about it. And 


this brings us to a second step towards getting more 
business. 


Keeping Records of Up-Coming Jobs 


If you are not keeping a card record file on cus- 
tomers likely to need more work, it will pay you to 
start one. Set up a card for each customer and for 
each prospect you would like to have for a customer. 
Such a list is certainly necessary for your direct mail 
promotion. And it can be used effectively for personal 
follow-up calls. 

Such a card file should include the customer’s 
name, address, phone number, a brief description of 
the kind of work he does if he is a contractor or 
builder; of his property if he is a commercial cus- 
tomer, prospect or homeowner; his credit standing; a 
summary and dates of his past orders; and what fu- 
ture work he is likely to need. 

For your “‘tickler” file, get 12 ordinary guide cards, 
one for each month of the year. Keep these in a sep- 
arate tray. When you learn that someone, previous 
customer or not, has a job to be done, set up a sepa- 
rate card with his name and address, a word or two 


on what he should be sold, and when. Drop this card 
in the tickler file behind the guide card for the month 


in which the contact should be made. This record 
will keep you constantly informed of where to go, 
whom to see, and what to talk about. 


Helping Your Contractors Get Business 


Most lumber yards depend on contractors and de- 
velopment builders for the bulk of their business. The 
more business your contractors and builders get, the 
more materials they can buy from you. But if you 
help them get business, on that particular job they 
are under an obligation to give you the materials order 
without forcing you to underbid for it, giving you an 
opportunity for a good profit. 

Here is how a Massachusetts dealer gets new busi- 
ness without having to worry about a competitive 
yard quoting the contractor a lower price: 


Last spring this dealer got an order for a few feet 
of kitchen flooring from the owner of a summer hotel 
in which a small fire had occurred. During their con- 
versation, the hotel owner mentioned the stiff com- 
petition he was having from a newer and more mod- 
ern hotel. The dealer suggested a remodeling job 
for his cocktail lounge. He put the card in the tickler 
file to come up for attention after Labor Day. That 
was when the hotel’s season ended and when the 
owner would have cash. 

When the card came up in September, the dealer 
called in a local contractor whose business he had 
been trying to get. He showed the contractor the 
card and suggested he make the call. He showed this 
contractor a sample of a specialty plywood paneling 
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that he felt would appeal to the hotel owner for his 
lounge and gave him a folder with pictures attrac- 
tively illustrating the product used in this way. He 
carefully explained to the contractor why this panel- 


ing could be installed at a price close to the cost 
of ordinary plaster. 


Sell The Features 


The contractor made the call. The hotel man readily 
agreed that this paneling would create the luxurious 
effect he wanted, but he doubted if he could afford it. 
The contractor then explained how the panels came in 
4’x8’ panels, could be nailed quickly and easily di- 
rectly to the studs, and were factory-treated with 


primer so that they required only one coat of stain 
for finishing. 


These features, he explained, made it possible to 
do the job at a cost close to that for plaster. When 
the owner realized he could get exactly the effect he 
wanted at the same nrice he had expected to pay for 
a less impressive job, he gave the contractor the 
work. And the dealer of course got the order for the 
material—and without anv competitive bidding. More- 
over, he tied up this contractor for future business 
While this contractor does ouality work. he is nof 
himself a go-getting salesman: but given this kind of 
help, he can bring in plenty of profitable orders. 

In this case the dealer did three specific things: He 


showed the contractor where to go, what to sell and 
how to sell it. 


Play Up Your Specialties 


Customers today are glad to learn how they can 
get the results they want in spite of the high costs 
of materials and labor. The greatest opportunity for 
suggesting annealing new effects at minimum cost lies 
in pushing the specialties which manufacturers have 
developed expressly to meet today’s market situation. 

These specialties include the several types of com- 
position wallboards, the plywoods, composition siding 
and shingles, the resilient tile floor materials, new 


plastic tiles and wall coverings, new paints and other 
materials. 


One of the surest ways to develop wider contacts 
and increase business is to feature these specialties 
in all your promotion and selling. These are the items 
that are given the big play in the consumer maga- 
zines, They are what people have heard about, even 
if they have not yet seen some of them. 


Display Specialties in Special Area 


By knowing your specialties and promoting them, 
you can give your customers what they want at prices 
they are willing to pay. You capitalize on the impact 
of national advertising. 


Specialties should be grouped and displayed in a 
separate part of the showroom. This will stamp you 
in vour community as headquarters for the newest 
in building materials. Both trade and consumers will 
gravitate to you for advice and help. And, as in the 
case of the sale to the hotel owner, the dealer who 
can help his contractors get more business by making 
sure that they know and can talk persuasively about 
the new building specialties will not only get more 
business, but will get it at prices which yield him a 
worthwhile profit. 
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METAL LATH FOR STRENGTH... 
Plaster for Beauty 


Milcor 
Steel Stud 


Milcor 
Metal Lath 


Miicor 
Bull Nose 
Corner Bead 








Milcor 
Metal Base 


... for lasting corner-protection in hospitals, schools, and institutions 


Wherever a job requires round corners — extra — Broad face available in %" radius, 1” face; 11/2” 
strong — to meet traffic conditions in rooms and radius,:2” face; 2” radius, 21/4” 
corridors, Milcor Bull Nose Corner Bead is the 


bead to install. 


Here’s how Milcor Bull Nose Corner Bead gives 
straight-line beauty to broad, rounded corners: 


face. 

Strong, rigid design — made from TiCo galva- 

nized steel — gives you straight-line beauty. 
Milcor offers you the widest selection of cor- 

ner beads, from the industry’s most complete line 

of metal lath and accessories. For details, write 

today for your copy of our new Catalog No. 252. 


Integral expansion wing provides an effective 
plaster bond right up to the nose of the bead. 





<INLAND>STEEL PRODUCTS COMPANY 


4027 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 


BALTIMORE 5, MD. — 5300 Pulaski Highway e BUFFALO 11, N. Y. — 64 Rapin St. © 
CHICAGO 9, ILL. —4301 $. Western Bivd. © CINCINNATI 25, OHIO — 3240 Spring Grove Ave. 
© CLEVELAND 14, OHIO — 1541 E. 38th St. © DETROIT 2, MICH. — 690 Amsterdam Ave. © 
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@ NEW YORK 17, N. Y. — 230 Pork Ave. © ST. LOUIS 10, MO. — 4215 Clayton Ave. 
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“HERE’S ONE BIG 
REASON WHY 
I LIKE TO BUY 
FROM EVANS !” 


ibutors and dealers with ag- 


bocks distr ' 
oi d promotion material. 


gressive merchandising an 


4. Evans, on Associate Member of the National 
Plywood Distributors Association, actively par- 
ticipates in plons and programs to enhance the 
stability and strengthen the structure of the estab- 


lished manufacturer-distributor-dealer method of 
plywood distribution. 





“I’m a Douglas Fir Plywood distributor. I 
buy from Evans because they’re on record 
as following a policy of selling through 
recognized distributors. 

“That makes solid sense to me and to 
my dealers too. It means top service and 
it means real stability.” 

When you see the “Evaneer” brand you 
can be sure it identifies Douglas Fir Ply- 
wood made from Evans’ own stands of 
timber . . . produced in Evans’ own mills 
. . . distributed in accordance with sound 
and progressive merchandising policies. 
Available in all standard grades, Interior 
water-resistant and Exterior water-proof. 





Evans Products Company, Western 
Division, Dept. S-9, Plymouth, Mich 
Mills at Coos Bay, Ore.; Roseburg, 
Ore.; Vaucouver, B.C. 


MEMBER * DOUGLAS FIR PLYWOOD ASSOCIATION 


EVANEER - EXT- DFPA - PLYSHIELD - A-C 











DOUGLAS FIR PLYWOOD ond WOOD PRODUCTS 
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Selling New Homes 


n 


Pape: 


” 


Courtesy Insulite Div., Minnesota pf Ontario Paper Co. 


Industry Expects a Million Starts this Year 


Builders this month could look 
back on the past six months with 
satisfaction but their feelings for 
the remainder of the year are in- 
creasingly cautious. 

The total number of new non- 
farm starts for the first seven 
months of 1953 reached 674,500, 
about the same as 1952, wher 668,- 
100 homes were begun. With new 
public housing eliminated the fig- 
ures are actually even more favor- 
able. Private home building this 
year was 645,700 units, 5% ahead 
of 1952, during each of the first 
and second quarters. 


New public housing has declined 
sharply in volume since March, 
and by the end of June totaled 
about 28,000 units, a 37% drop 
from the 44,100 houses begun dur- 
ing the first half of 1952. 

The National Association of 
Home Builders in a statement pre- 
pared exclusively for American 
Lumberman predicts: 

“We anticipate that prospects 
for the last six months of 1953 will 
be about the same as during the 
equivalent period in 1952.” 

If the present rate for starts 
continues the Bureau of Labor Sta- 





Month 
January 
February 
March 
April 


1950 
78,700 
82,900 

117,300 

133,400 

May 149,100 

June 144,300 

July ; 144,400 

August 141,900 

September 120,600 

October 102,500 

November 87,300 

December 93,600 

Total 1,396,000 





Home Starts 1950-53 


1951 
85,900 
80,600 
93,800 
96,200 

101,000 

132,500 
90,500 
89,100 
90,400 
90,000 
74,500 
60,800 

1,091,300 


1952 1953 
64,900 72,100 
77,700 79,200 
103,900 105,800 

106,200 110,000 

109,600 107.000 

103,500 103.000 

102,600 96,000 
99,100 

100,800 

161,100 
86,100 
71,500 


1,127,000 674.500 
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tistics estimates that the final fig- 
ure for the year will be about 
1,063,000 homes. 

The caution expressed by build- 
ers for the rest of 19535 is a real- 
istic view of the uncertainty of all 
business today. They are encour- 
aged by reports of record employ- 
ment continued industrial expan- 
sion and a conservative adminis- 
tration in Washington. They are 
worried by the increasingly criti- 
cal attitude of potential home buy- 
ers and the tightening mortgage 
picture. 

Builders are moving 
competitive selling period with 
legitimate assurance that they 
have built a hard-hitting trade as- 
sociation that has _ intelligently 
stressed research and good public 
relations both locally and on a 
national level. The National Asso- 
ciation of Home Builders is ready 
to fight their battles with progres- 
sive new building techniques that 
will go a long way in creating bet- 
ter homes with customer appeal. 


See pages 84, 88. 92 for the latest 
home building ideas. 


into this 
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sSUST TURN HEAD TO RIP 


No need to disassemble and 
reassemble when changing from 
cross-cutting to ripping. Just turn 
head 90° .. . you're all set to rip! 


ie ~~ MOTOR INCLUDED 


EXCLUSIVE 
COMBINATION 
MITRE GAUGE 
& RIP FENCE 


(Available at extra cost) 


Self Contained Motor 


FULL-ROTATING ARMATURE At last! A really rugged 20-inch jig saw with self-contained motor! 
AC MOTOR Not a solenoid or a vibrator, but a full-rotating armature, powerful 
AC motor. 

A husky professional power tool that cuts up to 2!4” stock with 
ease, this newest of all power tools makes precision woodworking 
actually easy. And talk about value! This Shopmaster is a QUALITY 
tool, through and through, combining convenience with the power 
of a full-rotating armature motor... at an 
unheard of low price! For complete infor- 
mation and name of nearest distributor write 
Lingg Shopmaster, Inc. Room 55C 


FAMOUS UNIVERSAL 1216, South 3rd St., Minneapolis, Minn. 
COMBINATION TOOL the complete power tool you can sell complete for 





OTHER FAMOUS SHOPMASTER TOOLS 


eter included 
Slightly higher in zone 2 
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cAre you getting your share of 
the profitable new business in 
aluminum combination doors? 


MORE PEOPLE BUY MOLONEY -vcatteD 
ALUMINUM COMBINATION DOORS 
THAN ANY OTHER MAKE! 


It's quality that counts! 


cAct now— 
stock and sell the fasrest 
selling door in the 
industry 
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THE MOLONEY COMPANY 
2410-A Terminal Tower, Cleveland 13, Ohio 


' 
Please give me all the dealership facts on the 
| Moloney All-Weather Door. 


NAME 





ADDRESS 


(To obtain more data on advertised products see page 241) 
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THIS BIGGER, STRONGER 


Use these 


DEALER HELPS 


Nothing sells garage materials 
for you like a full-size Strand 
dispiay door, available in 9 x 
7’ and 8 x 7’ sizes. Painted 
white with two-color lettering. 
Special price only $35.00, f.0.b. 
Newport, Ky. Order from your 
Strand jobber. 


Colorful free Strand counter 
card—12” x 18%”~—has a door 
that projects. 


Free 2-color folder pictures and 
describes all five Strand doors, 
and tells how to build garage 
door openings. 


Two-page 82” x 11” Strand 
catalog sheet is available for 
your salesbooks. 


Strand newspaper ad mats are 
furnished in various sizes. 


Four-piece postcard mailing 
campaign is availoble with 
place to display your own 
Strand selling prices. ~- 


Two-page, 8'2” x 11” reprints 
from Strand’s new Plan Book 
are offered with space for 
dealer imprint. Each of these 
features a rendering of one 
Garage, floor plan and material 
list. 


For limited-time display at ex- 
hibitions and home shows, 
there's a striking 6’ high Strand 
illuminated display that really 
gets attention, 


See your Strand distributor 
for any of these sales helps 


STRAND @A\annesico 


PROGRAM OF _Zz= 


Material Lists, Blueprints! 


Strand’s new 32-page book, “Garage Plans and 
Ideas,” includes 12 designs and floor plans by 
nationally known designers, how to build 
instructions, material lists, driveway sketches, 
etc. Quantities of this book, and blueprints of 
individual garage plans, are available at low 
cost at Strand distributors’. 


National Consumer Ads! 


Strand ads appearing in national publications 
will tell the public about the many advantages 
of the Strand garage door. Each ad carries a cou- 
pon offering the new book of Garage Plans and 
Ideas for 10c, to pay postage and handling. Books 
will be mailed from the factory and the names 
and addresses passed along to Strand dealers by 
Strand distributors. 


National Builder Ads! 


Strand continues the program of advertising in 
leading trade publications, that has been going 
on month after month, year after year. Builder 
ads, too, carry a coupon offering the plan book, 
to be mailed from the factory, with names of in- 
quiring builders passed along to Strand dealers. 
When you offer builders the Strand Door, you 
sell a known quality product — backed by con- 
tinuous advertising. 


To make the most of Strand’s new promotional 
plan, put it to work for YOU, make sure you tie 
in by using the many effective sales helps avail- 
able at your Strand distributor’s. What you do at 
point-of-purchase, and in your own ¢ds, deter- 
miaes the benefit to you from Strand’s national 
advertising. 


Cs oe 


OVERHEAD 


IS GEARED TO MAKE PROFITS FOR YOU! 
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GARAGE DOORS 
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ALABAMA 
BIRMINGHAM 
Birmingham Sash & Door Company 
MOBILE 
Underwood Builders Supply Co. 
MONTGOMERY 
Building Products, Inc. 


ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Glass Compeny 


ARKANSAS 
LITTLE ROCK 
Southland Bldg. Products Company 


CALIFORNIA 

FRESNO 

Building Material Distributors, Inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, Inc. 
HAYWARD 

Pacific Coast Aggregates, Inc. 
OAKLAND 

Pacific Coast Aggregates, Inc. 

Wholesale Building Suppty 
SACRAMENTO 

Pacific Coast Aggregates, Inc. 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc, 

COLORADO 

DENVER 

C. A. Crosta, Inc, 
GRAND JUNCTION 

The Biggs-Kurtz Company 


CONNECTICUT 


Contact Detroit Stee! Products Company 
District Office & Warehouse, New York 
DELAWARE 
DOVER 
Layton & Co. 
DISTRICT OF COLUMBIA 
WASHINGTON 
Central Building Supply, Inc. 
FLORIDA 
JACKSONVILLE 
Huttig Sash & Door Company, Inc. 
MIAMI 
Huttig Sash & Door Company, inc. 
GEORGIA 
ATLANTA 
Addison-Rudesal Company 
MACON 
Binswanger & Company, inc. 
McNair Lumber & Supply Company 
SAVANNAH 
Neal-Blun Company 
IDAHO 
BOISE 
Morrison-Merrill & Company 
POCATELLO 
Morrison-Merrill & Company 
TWIN FALLS 
Morrison-Merrill & Company 
ILLINOIS 
CHICAGO 
Reserve Supply Coop. Corp. of Chicago 
DANVILLE 
Material & Fuel Co. 
MT. VERNON 
Alexander Supply Co. 
PEORIA 
Lucas Sales Division 
SPRINGFIELD 
Material Supply Co. 
INDIANA 
EVANSVILLE 
indiana Wholesalers, inc, 


STRAND GARAGE DOOR DIVISION | 


DETROIT STEEL PRODUCTS CO. © 2244 E. Grand Blivd., Detroit 11, Mich.! 


DISTRICT OFFICES OF DETROIT STEEL PRODUCTS COMPANY 


* Chicago, Ill. + Cincinnati, Ohio + Cleveland, Ohio + Dallas, 
* New York City, N. Y. © Oakland, Calif. ¢ Philadelphia, Pa. 
Pittsburgh, Pa. * San Francisco, Calif. ¢ Seattle, Wash. © St. Louis, Mo. ¢ Washington, D. C. 


Atlanta, Ga. + Boston, Mass 
Texas ¢ Los Angeles, Calif 
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STRAND JOBBER LIST 


FORT WAYNE 


International Lumber & Supply Co, 
INDIANAPOLIS 

Building Materials Service Division of 

Capital Paper Company 
HAMMOND 


Standard Equipment & Supply Corp. 
SOUTH BEND . 


E. R. Newland Company, Inc. 


IOWA 
CEDAR RAPIDS 
Harper—Mcintire 
OTTUMWA 
Harper-Mcintire 


KANSAS 
WICHITA 


Wichita Building Material Co., Inc. 
KENTUCKY 
LEXINGTON 


Midsouth Supply Co. 
LOUISVILLE 
Huttig Sash & Door Company, Inc. 


LOUISIANA 

ALEXANDRIA 

Davidson Sash & Door Company 
LAFAYETTE 

Davidson Sash & Door Company 
LAKE CHARLES 

Davidson Sash & Door Company 
MONROE 

Allen Millwork M f 
NEW ORLEANS 

Cole Manufacturing Company 
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New Orleans Sash & Door Company, Inc. 


SHREVEPORT 
Allen Millwork Manufacturing Company 


MAINE 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
MARYLAND 
BALTIMORE 
Central Building Supply, Inc. 
MASSACHUSETTS 
Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 
MICHIGAN 
DEARBORN 
Smith-Orr Company 
GRAND RAPIDS 
Acme Corp. 
Porter-Hadley Company 
KALAMAZOO 
Miller Sash & Door Company 
SAGINAW 
Saginaw Sash & Door Co. 


MINNESOTA 
ST. PAUL 
Stott Bidg. Supply 


MISSISSIPPI 
JACKSON 
Allen Builders’ Supply Company 
Jackson Sash & Door Company, Inc. 
MISSOURI 
JOPLIN 
Southwestern Sash & Door Co. 
KANSAS CITY 
Martin Material Company 
ST. LOUIS 
District Office, St. Louis 
SPRINGFIELD 
Farm & Home Supply Company 
MONTANA 
BILLINGS 
Building Specialities Company 
NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc. 
NEVADA 


RENO 
Flanagan Warehouse Company 


(To obtain more data on 


NEW HAMPSHIRE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 


ELIZABETH 
Bildisco 


NEW MEXICO 


ALBUQUERQUE 
New Mexico Company 


NEW YORK 


BROOKLYN 
Alpert Woodworking Co 
Herb Helmus Hardware Corp. 
Parschelsky Brothers, Inc. 
BUFFALO 
Door Engineering Company 
LONG ISLAND 
Royal Glass Works Corp. 
Empire Millwork Corporation, Northern & 
Willet 8t. Bivds, Corona 
Queen Door Co., South Ozone Park 
YONKERS 
Octavius Leon, Inc. 


NORTH CAROLINA 
CHARLOTTE 
Huttig Sash & Door Company, Inc. 
FAYETTEVILLE 
Binswanger & Company, Inc. 
GREENSBORO 
Binswanger & Company, Inc. 


NORTH DAKOTA 


Contact Detroit Steel Products Co, 
District Office, Chicago 


OHIO 

CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

District Office, Cleveland 
COLUMBUS 

Huttig Sash & Door Company, Inc, 

Morris Door Company 
MUNROE FALLS 

Cueni Construction Company 
TOLEDO 

National Const. Co. 
WAKREN 

Ohio Glass & Sales Company 


OKLAHOMA 
ENID 
Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 
TULSA 
General Sash and Door Co, 


OREGON 
PORTLAND 
C. E. Sand Plywood Company 


PENNSYLVANIA 
BRADFORD 
A. Miller & Sons Lumber Co, 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
SHEFFIELD 
McMillen Builders Supply Co, 


RHODE ISLAND 
Contact Detroit Stee! Products Co. 
District Office, Boston, Mass. 
SOUTH CAROLINA 
COLUMBIA 
Binswanger & Company, Inc. 


FLORENCE 
Binswanger & Company, Inc. 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Co., AL-9 
42244 E. Grand Blvd., Detrcit 11, Mich. 


Please 


Nome 
, Address 
City 


send 32-page 

arage Plans and Ideas 
10¢ for postage and handling 
C) Send free literature describing Strand 
All-Steel Garage Doors 


SOUTH DAKOTA 


Contact Detroit Stee! Products Co., Dis- 
trict Office & Warehouse, St. Louis, Mo. 


TENNESSEE 

KNOXVILLE 

Huttig Sash & Door Company, Inc. 

Wilson-W eesner- Wilkinson Company 
MEMPHIS 

Fischer Lime & Cement Company 
NASHVILLE 

Huttig Sash & Door Company, inc. 

Nashville Sash & Door Company 


TEXAS 

AMARILLO 

Long-Bell Lumber Company 
AUSTIN 

Davidson Sash & Door Company 
CANADIAN 

Santa Fe Sash & Door Company 
DALLAS 

Huttig Sash & Door Company, inc. 
El PASO 

Booker- Walker Supply Company 
FORT WORTH 

Texas Sash & Door Company 
HOUSTON 

Houston Sash & Door Company 

George C. Vaughan & Sons 
LUBBOCK 

Lubbock Sash & Door Company 
NEDERLAND 

George C. Vaughan & Sons 
SAN ANTONIO 

George C. Vaughan & Sons 
SWEETWATER 

Sweetwater Sash & Door Company 
waco 

Stevens Sash & Door Company 


UTAH 


SALT LAKE CITY 
Morrison-Merrill & Company 


VERMONT 


Contact Detroit Stee! Products Company 
District Office & Warehouse, Boston 


VIRGINIA 
BRISTOL 


Bristol Steel & lron Works 
DANVILLE 

Binswanger & Company 
NORFOLK 

Eico Lumber Company, Inc. 
RICHMOND 

Binswanger & Company, Inc. 


WASHINGTON 

SEATTLE 

Paimer G. Lewis Co. 
SPOKANE 

Lumbermen’s Supply Corporation 
WENATCHEE 

E. T. Pybus Company 
YAKIMA 

Aves Millwork Company, Inc, 


WEST VIRGINIA 
CHARLESTON 
Oscar F. Henry Co, 
WHEELING 
H. L. Seabright Co. 


WISCONSIN 
MILWAUKEE 
Jackson & Foster 


WYOMING 


Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings 
Montana 

« 


CANADA 
LONDON 


George H. Belton Lumber Co., Ltd. 
SARNIA 

Belton Lumber Company, Ltd. 
TORONTO 

Ontario Lumber & Supply 
WINNIPEG 

Walter Wray, Ltd. 

i ietinimanaititeaiaieniai 
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Note the smart, modern 





flush surtaces of these new 
Curtis cabinets. Hardware 
is furnished and hinges 
applied, Installation ume 
is cut to a Minimums 


dealer 








protits 


direct trom 


the 'BOSS” 


with the new Curtis Wh tute aig kitchens 
CurtiS 


WOODWORK 





“Why didn’t somebody think of it 
before?” That's what women all over 
the country are saying about the new 
Curtis woman-designed kitchens. For 
here, at last, are beautiful wood kitch- 
en cabinets embodying the 53 features 
which Mrs. Housewife, “Boss” of the 
kitchen—wants most. 


There's a big trend toward natural 
finish kitchen cabinets—and so the 
new Curtis kitchens are available in 
natural birch or finish coated in white, 
ready for decoration in colors of the 


owner's choice. And under the beau- 
tiful surface of these wood cabinets, 
there’s a host of ultra-modern conven- 
iences—revolving shelves, swing-out 
shelves, special tray units, special 
“island” cabinets, and many others. 


With these new Curtis kitchens and 
many other new Curtis Woodwork 
products, Curtis dealers today are 
offering the most modern kitchens 
and other woodwork available. No 
wonder they're in a position to get 
the cream of the business. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 
A Department of Curtis Companies Incorporated 
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Clinton, lowa © Wausau, Wis. 


@ Chicago, Ill. @ Sioux City, lowa 


Lincoln, Nebr. ¢ Topeka, Kan. © Minneapolis, Minn. © New London, Wis. 
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FAST RAIL SERVICE MEANS PROMPT DELIVERY 


C. D. Johnson rail orders are promptly filled and 
shipped direct from huge covered loading sheds at the 
Toledo mill. These promptly filled shipments arrive 
at destination in the same prime condition in which 
they left our mill... easy to check, unload and 
dispatch. For rail lumber shipments to any point in 


the country, contact C. D. Johnson first. 








Mixed cars a specialty. 











Oxfot— 


re. Asioia 
aah GP) GLORGIA— act PLYWOOD COMPANY 











C.D. JOHHSON LUMBER CORPORATION” 


Manufacturer: WEST COAST LUMBER 
Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 
Sales Offices: AMERICAN BANK BUILDING, PORTLAND 5, OREGON 


(To obtain more data on advertised products see page 241) 
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Selling New Homes 


LIVING ROOM in the “‘Trade Secrets” house shows sweep of open floor plan through 


which makes it 
extra bedroom. 


Pet et ee ki sz 


into library with a folding door 


possible to open library wide into the living room for greater space or close it off and use it as an 


New Techniques Increase Home Sales 


Builders are meeting growing competitive conditions by giving their homes more 
livability and cutting costs with new construction ideas. They are keeping crews together by 
building right through the winter and increasing their emphasis on semi-finished homes. 





Millions Pour Into Research 
For Better Homes 

The new building develop- 
ments discussed on the pages 
that follow are the “pay-off” of 
years of intensive research by 
universities, manufacturers and 
the builders themselves. 

And this is just the begin- 
ning. The additional research 
programs begun in recent 
months are both encouraging 
and a promise for a profitable 
future for retail dealers and 
builders. 











Early in January of 1953 the 
readers of Life magazine had their 
first glimpse of the $15,000 “Trade 
Secrets” house developed by the 
members of the National Associa- 
tion of Home Builders. 

The builders had incorporated in 
the home the newest building 
techniques after a full year of re- 
gional meetings held throughout 
the country. In these meetings 
builders had shared previously 
jealously guarded secrets’ that 
made homes cheaper to build and 
more appealing to home buyers. 

The “Trade Secrets’ house is 
essentially a composite of good 
building ideas that are being used 
at least in part, for all modern 
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homes erected today. Here are the 
most important highlights of this 
advanced home. 

Builders say that “open plan- 
ning” has been the most success- 
ful feature of the “Trade Secrets” 
house, but they point out that this 
is a trend that dominates the ma- 
jority of homes erected in 1953. 
They believe that this style of 
building creates interiors that pro- 
vide more space and livability for 
the actual square feet of floor 
space available. 

Still another development is the 
tendency of builders to include 
storage wall and cabinets, book- 
cases and bedroom shelving in the 
houses built this year. Built-ins, 
too, save valuable floor space and 
mean that the home buyer has less 
furniture to buy. The “Trade 
Secrets” house typified the trend 
and specified the use of prefabri- 
cated storage walls. 

Extensive, efficient use of glass 
areas to give desirable light and 
ventilation was still another idea 
incorporated in the “Trade Se- 
crets” house and thousands of 
other less dramatic homes built 
this year. Sensible orientation of 
picture windows for maximum pri- 
vacy, usually facing rear areas, 
gained in popularity with archi- 


tects, builders and home buyers. 

Successful opening planning re- 
quires truss roof construction with 
all weight placed on outside walls 
and this has definitely been a year 
that has produced new trusses that 
are cheaper to build and erect. 
Many retail lumber and building 
material dealers are now fabricat- 
ing trusses for their contractor 
customers and reporting excellent 
profits on the operation. 

Pre-cutting and site assembly in 
large size framing units is still an- 
other technique coming into wide- 
spread use as a_ result of the 
“Trade Secrets’ house. Workmen 
tilt walls into place in a matter of 
minutes. Windows in the “Trade 
Secrets” house slip into areas pro- 
vided so that no extra fitting is 
needed above them. 

The roof construction in the 
“Trade Secrets” house is especial- 
ly interesting. After the roof 
trusses are secured in place, plv- 
wood is applied over them. Felt 
roofing paper is then installed and 
mopped with asphalt. Marble 
chips or light colored aggregates 
then go on providing both durabil- 
ity and effective protection against 
the sun’s rays. This technique is 
cheap because the materials can be 
applied so quickly. 
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KITCHENS designed for the “Trad 
Secrets”’ house are convenient, car 
ry out the open planning idea. The 
serving bar is easily accessible from 
the dining Note that both 
conventional cabinets and cabinets 
with sliding doors are combined in 
this kitchen. 


space. 


Protection of men and materials key to winter construction 


Home buyers today need have 
no fear of having anything but 
sound structures constructed dur- 
ing the winter months. And build- 
ers can maintain schedules through 
the winter months. The key is in 
giving necessary attention to the 
protection of materials, equipment 
and the workmen themselves. 

Getting a house under roof as 
soon as possible is always a first 
objective in wintertime so _ that 
protection of building materials 
and construction is simplified. 

3eginning with the foundation 
work, coarse and fine aggregates 
used in concrete and mortar are 
kept heated and transit-mix con- 
crete is protected from freezing 
until it has its initial set, to avoid 
complications from bad weather 
One of the important ways to pre- 
vent trouble with frozen masonry 
is to make certain that the water 
content is controlled to the safe 
minimum. Foundation and exte- 
rior masonry walls above grade 
can be provided with overnight 
protection by the use of tarps or 
other temporary cover. 

Protection of workmen against 
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freezing wind blasts is accom- 
plished many times by use of tarps 
or similar covering materials on 
exterior scaffolding. In particular- 
ly severe climate areas, salaman- 
ders or other portable heaters are 
used to provide sufficient heat to 
protect materials, construction and 
workmen. 

Builders have worked out sim- 
ple, efficient practices on the site 
to protect materials and equip- 
ment temporarily stored. Cement, 
lumber, plumbing and heating 
equipment, exterior and _ interior 
finish and covering materials are 
either stored in site buildings or 
provided temporary cover. 

As soon as the house skeleton 
structure is completed, including 
the foundation and exterior walls, 
rough window openings are either 
glazed or covered and heated by 
portable equipment used in the in- 
terior. From that point on, all ne- 
cessary construction is relatively 
simple. 

Where interior plaster finish is 
used instead of drywall, careful 
attention is given to prevent freez- 
ing of the plaster and provision 


BEDROOMS are large and all have 
roomy storage walls. In the master 
bedroom, left, drawers are also built- 
in, eliminating the need for bed- 
room furniture and saving valuable 
floor space, 


made for sufficient heat to accel- 
erate the drying-out period. For 
this reason many home owners 
moving into new houses find evi- 
dence that the fireplace has been 
used during the construction stage. 

Should any freezing occur in con- 
crete or masonry work or interior 
plaster, it is very easy to detect 
and normally easy to. correct 
where small areas are involved. 
The great majority of responsible 
builders today undertaking con- 
struction operations in severe win- 
ter climate regions have worked 
out efficient and reliable winter 
construction controls. 

Local building inspection people 
as well as FHA and VA inspectors 
also provide effective checks on ne- 
cessary precautions for winter 
construction. 

Safeguards needed to assure 
sound constructicn in winter cli- 
mates are in most cases, no more 
difficult than precautions needed 
to assure good results in extremely 
hot weather—which can also cause 
equally serious difficulties unless 
competent attention is given to 
proper protection. 

(continued on page 86) 
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INTERIORS of homes built during the winter are fre- 
quently heated with the fireplace during the construc 


ion stage 


WINTER building is both safe and economical today in 
even northern parts of the country. The home above is 
under construction in a Chicago suburb 


Salamanders and other portable heaters are 
also used to protect workmen and materials 






Semi-finished homes growing in popularity with builders 


One of the more significant 
trends that has developed during 
the past year has been builder erec- 
tion of semi-finished homes for 
completion by the owner. 

While overall figures are not 
available the National Associa- 
tion of Home Builders reports that 
builders are actively promoting 
semi-finished homes in Chicago, 
Oklahoma, Texas and scores of 
other areas. 

Probably the most active city 
is Detroit where about 2,500 fami- 
lies have found a way to get a new 
FHA-approved house for about $36 
a month—slightly more than $1 a 
day—or at a total cost of from 
$5,250 to $6,290 by buying semi- 
finished homes. 

The condition in which they are 
sold makes these homes different 
and inexpensive. A buyer moves 
into the house with interior walls 
unpainted, doors unhung, rough 
flooring, no window casings, no 
sidewalks or driveways, no wood- 
work, no kitchen cabinets. He fin- 
ishes the house himself while he 
lives in it. 
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Some 35 Detroit area builders 
are building and selling homes this 
way. A few finish the house more 
than the FHA required minimum, 
putting in walks or flooring. FHA 
insures mortgages on the unfin- 
ished under a special 1950 law. 

A visit to a group of these homes 
reveals home owners busy paint- 
ing, sawing, sanding and pounding 
since most of them do the work 
themselves. Buyers come from all 
walks of life—industrial workers, 
teachers, business and professional 
men. Many could well afford a 
higher-priced home but seek the 
challenge and self-satisfaction of 
finishing it themselves, as well as, 
to their individual taste. And many 
are primarily concerned with the 
economy of the purchase and the 


savings realized by finishing it 
themselves. 
Some builders have designed 


their houses with a second floor so 
the owner can finish off that space 
to make a four-bedroom house. 
One builder points out that 
monthly payments on his houses 
run $37.50. “That is $1.20 a day 


With the heating plant in 
stressed winter comfort in taking people through. 





OPEN HOUSES in the wintertime are now widespread. 
Builders have discovered that prospects will turn out 
if they are reached by consistent newspaper advertising. 
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SNOW covered the ground when this Flint., Mich., build- 
er opened his first ‘“‘Trade Secrets’’ house to the public. 


operation the contractor 


and you can’t park your car 
for $1.20 a day,” he says. 

FHA insures loans for this type 

of houses built under Title I of 
the National Housing Act. 





INTERIOR finishing with modern 
materials is easily done by the fam- 
ily handyman. Builders usually sell 
only the shell; buyers must turn to 
the retailer for information, mate- 
rials to complete the house. Many 
dealers are selling everything re 
quired as a package. 
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of machine work is a Kinzus 
All Kinzua products are made 
standards 


Moisture Register double-checks moisture con- 
tent and kiln-drying efficiency 


of shop lur 
Thorough inspectic 


ym like this enables 
maintair ts Quality Guaranteed” 
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: YOU CAN STAMP 
KINZUA PRODUCTS “SOLD” 


Stock Kinzua Pine products and let your builders take over! 
Soft texture and easy workability are builder buywords—and 


Kinzua lumber has these qualities and many more to win new 
and repeat business. 


Kinzua Pine products: are offered to you on a Quality Guaran- 
teed basis: a policy protected by continuous inspection to make 
lumber is clean and attractive — accurately 


certain that all 

graded — 100% kiln dried direct-from-the-saw 

and stored and loaded under cover. Manufac- 

ture is precise, and the vast Kinzua tree-farm 

provides a large reserve of 

-_— ee choice timber for basic 
ot porageny’ high quality. 

. Ws “yi For unfailing satisfaction 

: . for proved profits - 

be a Kinzua dealer today! 
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STRAIGHT 
Architect ‘Deigned Frame," “ OR MIXED CARS 


Quality Finished Lumber @ Architect 
Designed Window and Door 
Frames @ Trim @ Finish @ Moulding 
@ Base @ Casing @ Ceiling @ 
Paneling @ Selects @ Common @ 
— a Fir Dimension @ Furniture 


Specialties @ Glued-Up Specialties 
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Selling New Homes 


INCOMPLETE BASEMENT HOME looks like this. With 
such “‘foundation-homes” dotting the rural landscape, 
the DeVille Lumber Co., Canton, Ohio is cashing in by 
arranging financing and supplying materials for a com- 
plete job 





BASEMENT-HOME CONVERTED TO A NORMAL 
HOME looks like this. A three-point financing plan 
completed this home for residents, who were overjoyed 
at being able to leave their “‘cave.’’ The firm has spotted 
scores of such prospects. 


Profitable New Business Finishing Basement Homes 


Among other tips, this Ohio dealer’s 
plan tells you: 
1. Where to look for prospects 
2. How to start a job with a short-term loan 
3. How to complete with a long-term loan 
4. How to continue to attract new customers 


Furnishing plans, specifications, materials and fi- 
nancing to complete basement-only dwellings will 
bring you snowballing profits and chain-reaction cus- 
tomer satisfaction. That is the experience of the 
DeVille Lumber Co., Canton, Ohio. 

Paul DeVille, president, and John R. Zengler, office 
and credit manager, say: “Customer resistance in 
selling completion jobs on basement houses is almost 
nil. During and since the war thousands of founda- 
tion dwellings have sprung up on the outskirts of 
cities and in rural areas. A housewife who has lived 
in a basement home will practically knock you down 
with eager questions when you tell her you can give 
her a completed house with no downpayment and 
small monthly payments.” 

Since the firm started on the basement-house-com- 
pletion plan last spring, four homes have been com- 
pleted, three are in the closing stage and more than a 
dozen active prospects are in the files. 

Here is how the plan works: 

1. Field salesmen spot basement-only homes 
while on calls or deliveries. The men stop and 
talk with the residents and briefly explain how 
they can have their house completed. Interest 
on the part of the homeowner is usually sufficient 
to lead to an appointment for another discussion 
when the sale is closed. 

2. If work is needed to complete the basement 
itself to bring it up to standard so a long-term 
loan can be arranged, the firm grants the owner 
necessary materials on a 90-day installment-note 
basis. 

3. Next, DeVille gets the owner an FHA Title 
{i home improvement loan (limit, $2,500) to get 
the shell and the roof up. To secure this loan, the 
basement must meet certain building require- 
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ments; the owner must prove he has lived in the 
dwelling for at least one heating season. No down 
payment is necessary for a $2,500 FHA Title I 
loan. The loan may run for a miximum of three 
years; maximum monthly payment is $79.85. (As 
a major selling point, the firm draws up the plans 
and specifications for the house and handles all 
the details of getting credit reports and the loan 
at no charge to the customer.) 
Work is Done by Owner 

4. Most of the actual work on the home is 
done by the owner himself (who probably built 
his own basement to begin with). Often, several 
neighbors who are completing basement homes 
will help one another. 

5. When the shell and the roof of the house 
is complete the firm gets a lump-sum check from 
FHA. Of course, the firm gets the entire lumber 
and related materials sale on all basement home 
completions. If the owner needs materials that the 
firm does not handle, he buys them where avail- 
able from local dealers who, by prearrangement 
are paid by DeVille when the FHA check comes 
through. 

6. By the time the rocf and shell of the house 
is complete, the owner has demonstrated his 
ability to pay and the house has a considerable 
value. Therefore, arranging for a 17-to-20-year 
mortgage loan for finishing the house is relative- 
ly easy. The long-term loan may be FHA, VA, 
bank or building and loan association. 


The Customer Is Satisfied 

Curtis G. Ruegomar, first customer for whom the 
firm completed a basement house, told the American 
Lumberman: 

“I tried for three years to get a loan to complete 
my home. It probably would have taken me ten years 
to complete the house bit-by-bit. DeVille got the 
whole thing signed, sealed and under a roof in 30 
days. Now we’re living in the home while we're 
paying for it.” 

Turning to credit manager Zengler, Ruegomar said 
“By the way, do you guys still go to bat for people? 
O.K. I’m bringing in another ‘cave dweller’ tomorrow 
to talk to you about finishing his house.” 
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Accurate bevel gauge in use. 
Rips, cuts mitres, too. 


Lathe hinged to 
bench. Moved 
upright, it’s o ver- 
tical drill press! 


Between-center turning. Tool 
rest and face plate furnished. 


Drum and butt sand- 
ing. Grinds, sands, 


Portable drill detachable polishes wood or metal. 


for use anywhere. 


only 3 &9 95 


retail 
Power Unit Included 





The 8-in-1 
Wonder Tool! 


Until now, two things have prevented 
the average man from buying a com- 
plete set of bench tools. One has been 
high cost. The other, lack of space. 
Now, for the first time, both ob- 
stacles to your greater profit have 
been eliminated. In the amazingly 
flexible PET Shopmate, you offer the 
first truly budget-priced, all-purpose 
bench tool. And it’s so compact, it will 
fit the smallest workshop! 
So be first in your area to cash in on this hottest of all “do-it-yourself” 
items. Many a man has been waiting for this. Let them buy from you! 
Check your jobber on the new PET Shopmate now. Or write direct to us 
for full details and prices. 


INTRODUCING A TRULY ACCURATE LIGHTWEIGHT SAW! 


Electric Saw ..”,. [RU-GUIDE! 


MODEL 411 


Value-priced 
to retail at 
Only 


$3900 


* 


The perfect answer to the needs of the many men who want 
good all-around electric saw utility at a modest price. 
Light (only 6 lbs.), this saw is ideal for overhead work. 
Yet it’s solidly built of aluminum die castings for ruggedness. 
This new saw with 4” blade has a dynamically balanced 
armature, trigger switch, automatic safety guard, adjustable 
rip guide, and many other salesmaking features. 
Check with your jobber now or write direct for full details. 


*Guideand level 
index calibrated 
after each saw is 
assembled 
TRU-GUIDE 
guarantees 
right-to-the-linc 
cutting! 


Only 6 lbs. Ideal for overhead work. Cuts panels, sheathing, all interior trim. 
Cuts any angle 90° to 45°. Cepth of cut, “2” to 1%”. 
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Free $1 Book! 


Cc 
Mail This Coupon For Yours! ‘ details on Panty orders for my customers. Supply name 


‘ 
$ 


PORTABLE ELECTRIC TOOLS, INC. 

Dept. AL-93 320 W. 83rd St., Chicage 20, Ill. 

Please send me free my personal copy of the new 64-page 
“Portable Power Tool Guide,” retail price $1. Also send 


of nearest PET distributor. 


—_— 


Name __. 





PORTABLE ELECTRIC TOOLS, INC. { 
320 W. 83rd St., Chicage 20, iil. | 
in Canada: Portable Electric Tools, Ltd., 
425 Birchmount Rd., Toronto 13, Ont, g 


BOOTH 56B-57 


BuILpING Propucts MERCHANDISER 


Street. 
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A NEW "ALL-SEAR” PRODUG 
: ieSTAR” LINE 


18 Constructional Features 
and Refinements 


5 Popular Functions 


Here is an economy line of residential locks and latches 
that offers new standards of performance and service-life. 
Eighteen constructional features and refinements put the 
“Homegard” line at the head of its class. These features 
include: (1) concealed screw roses on both sides of door 
Two entrance _ 4 a , , 
cylinder locksets, Sey (2) inside rose that snaps on, outside rose that’s an 
with turn buttons ie integral unit cupped over lock case (3) knob retainer 
pce Shag 9 a, positioned in side of knob shank for easy installation; knob 
Patio Rec 8 snaps on by direct push on spindle (4) all cylinder entrance 
push button ... ; door sets equipped with the exclusive Russwin ball bearing 
piuin tne euteide. 5 pin tumbler cylinder (5) all-steel internal working parts, 
zinc-plated and dichromated. No die-cast parts of any kind. 


* Available in wrought °* Durable finish 
brass, bronze and * Backed by the Russwin 
Bedroom- : aluminum Nome. . . nationally 
Bathroom locksets : Modern styling known and advertised. 
with emergency 


keyhole outside, 


push button inside. Check and compare the new “Homegard” line from every 


angle. Isn't this what you've been looking for ... an 
economy line made to Russwin standards of quality and 
backed by the Russwin name? Stock the new “Homegard” 
Line and get more hardware business by giving more 
quality for the money. Russell & Erwin Division, The 


Passage and be 24 American Hardware Corporation, New Britain, Conn. 
Closet Door Set a 


with Plain Knobs 


THE ULTIMATE ACHIEVEMENT Gi MODERN PRODUCTION METHODS AND EQUIPMENT 





Selling New Homes 


eal 





HOME PLANNING ROOMS, like this one at Sawyer’s 


s, Worcester, Mass., 





help young couples solidify their dreams for 


a home and at the same time furnish sizeable material sales for the dealer. 


Four Ways Dealers Use Home Planning Rooms 


Here’s how these Departments worked to: 
Increase floor traffic by the hundreds 
per year 
Augment a financing system 
Renew interest in the natural beauty 


of wood 


Obligate customers to buy 


Home planning departments should be effectively 
tailored to help increase your sales of specific services 
and building materials. 

Here are thumb-nail sketches of how four Mich- 
igan dealers accomplish this: 


Home Planning and Community Room 


The home planning “idea” 
Lumber & Coal Co., 


room of the Little Rock 
Alma, also doubles as a commu- 


92 


nity meeting room. Earle Brenneman, manager, is a 
member of several social and civic organizations; he 
encourages all office and sales personnel to be active 
organization members. 

The firm's idea room—which wiil comfortably ac- 
commodate 12 to 15 people—is used constantly by 
local groups and committees for afternoon and even- 
ing meetings. In an average month, the room will 
house from 100 to 150 persons ranging from bowling 
committees to building committees of churches. 

Brenneman says, ‘Our home planning room is built 
of the interior finishing materials which we handle in 
our showroom. To get to the room, visitors walk 
through our display rooms and they can’t help but 
see the products we have for sale. Almost every 
meeting produces at least cne inquiry about a product 
on display, or questions about materials for a spe- 
cific remodeling job. By getting several hundred 
people in the habit of coming here, this is the first 
place they think of when they need building mate- 
rials. 

“Encouraging employes to become active members 
of organizations—and then encouraging the organiza- 
tions to meet here,’’ says Brenneman, “is one of the 
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CONVENIENT PLAN BOOK TABLE 
in the home planning room of the 
Connecticut Lumber Co., Waterbury, 
Conn., allows the whole family to AN 
view bulky plan books and blue- 
prints in comfort. Notice the unusual 
lisplay of model houses, and mill 
work samples make a quick 
home buyers. 


most highly productive sales programs that we have 
ever used.”’ 


Complements Financing Service 


The Stiles, Inc., Grand Rapids, home planning room 
is called a “gallery of homes” and lives up to the 
name. The 60x40 room contains an elaborate, tapered 
table where customers may view plan books, maga- 
zines, blueprints, etc.; picture files of sample homes 
at several locations of the walls; models of homes 
attractively arranged on display tables; and toys for 
customers’ children. John R. (Jack) Stiles, president, 
says the room is used to augment the firm's financing 
plan. 


“Most of our business is with contractors,” says 
Stiles, ‘so the room is used by contractors who bring 


their customers in to discuss their projects. When 
the prospective home-buyer has decided on what he 
wants with the help of the material in the room, we 
then draw up the plans for FHA and arrange the loan. 
The home planning room helps our financing service 
which writes more than $1,000,000 in mortgages an- 
nually,” Stiles said. 


Pushes Wood Paneling Sales 


W. J. Burgess, president of the Rikerd Lumber Co., 
Lansing, says, “The majority of our sales used to be 
custom millwork and wood paneling. When we built 
our contractor-conference room and offices on the 
second floor we decided to instali as much wood panel- 
ing and molding as possible. During conferences with 
contractors, the men can see the neauty of the wood 
all around them. For the conference room proper we 
went to great lengths to use panels constructed only 
of Michigan woods.” 

3urgess explained, “In the adjoining office area, 
more wood panels—all commercial—line the walls. 
The panels are 8x4 and they are removable so chang- 
ing of the paneling displays is easily accomplished. 
Contractors from miles around bring customers into 
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ATTRACTIVE 
RACK is a “must” 
planning center. 


LITERATURE 
for the home 


The well-stocked 
rack at the W. R. Shaw Lumber Co., 
St. Paul, Minn., helps this salesman 


RELAXED FORMALITY in the home 
plan room makes customers feel 
they are not being bulldozed into 
a sale. When customers leave this 
room at the Peterborough (Ont.) 
Lumber Co., the dealer might sell 
them the unfinished furniture they 
have been sitting on. 


to prospective 


the rooms to inspect various types of paneling. The 
displays of paneling and molding have definitely in- 
creased our sales of these items,” says Burgess. ‘‘We 
believe we have people around here again thinking 
in terms of the unsurpassed natural beauty of wood,” 
he added. 


Helps “Obligate” Customer to Buy 

The Duncan Lumber Co., Lansing, has a recently- 
completed home planning division on the second floor 
which is integrated with a variety of services that 
“obligate” customers to buy here when they build. 
Jim Duncan, Jr., manager, and Mrs. J. W. Duncan, 
Sr., secretary, point out that the planning lounge, 
designers’ offices and Mrs. Duncan’s office were all 
built of interior finish materials that the firm sells. 
The planning lounge is designed to be as restful and 
relaxing as possible for customers who come in to 
talk about house plans. Once the customer has an- 
nounced his desire to build, the Duncan Co. offers him 
the following free services: tentative house plan 
sketch; final and complete blueprints; detailed esti- 
mates for all materials; help in selecting a building 
site; filing necessary FHA or bank papers for a loan: 
completing details of the loan; obtaining the building 
permit; and finding a suitable contractor from their 
list of approved contractor-customers. 

Dale W. Box, designer, says that the two-man de- 
signing staff is capable of turning out plans for vir- 
tually any home building or remodeling job. 

“During the spring we complete plans at the rate 
of about three per day for building or remodeling,” 
explained Box. “We have more than 1,000 complete 
house plans that we have designed. And, the major- 
ity of our plans have been converted into sales.” 


The following picture page illustrates how lumber 
dealers across the nation utilize ideas in their home 
planning departments to stimulate sales of new 
home and remodeling jobs. 


(Continued on page 94) 





Home Planning Rooms 
(Begins on page 92) 


MOVIE SCREEN AND PROJECTOR in the “idea room” 
of the Little Rock Lumber & Coal Co., Alma, Mich., 
helps to visually sell the homeowner. The firm uses the 
room for a community meeting center which brings in 
hundreds in extra floor traffic. 


LAST-MINUTE MODERNITY in the home planning di- 
vision of the Duncan Lumber Co. Lansing, Mich., makes 
customers feel the firm is abreast of the times. Red- 
wood siding on the ceiling of this room has helped 
sales considerably. 


3 


BLUEPRINT FILE RACKS and easy-to-see wall pictures 
allow rapid access to material when Stiles Lumber, Inc., 
Grand Rapids, Mich., has visitors in their home plan 
ning room, 


4 


TAPERED TABLE at Stiles enables customers to com- 
fortably view plan books and blueprints. Tiny table 
and toy in the foreground gives the youngsters some- 
thing to do while the parents study plans. 


SIGNS ARE NECESSARY in large home planning rooms 
to help customers quickly find house plans, blueprints, 
plan books and literature. 
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ATTRACTIVE SELF-DISPLAY PACKAGE 
MAKES INNER-SEAL EASY TO SELL 


INNER -SEAL comes in an attractive self- 
display package—that makes his quality 
weather strip easy to handle, stock, measure 
and sell! This sales-making unit is supplied 
free with every reel. 

Reel dispenser makes INNER-SEAL easy 
to handle— uncoils smoothly with every foot of 
INNER-SEAL you sell. Measuring rule on side 
of package is a handy, time-saving convenience. 

This colorful self-display package takes little 
room — but means big INNER-SEAL profits 
for you! 


> 
RTE AY C6 ah eed tn, eatin He llth ee wee “ 
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LIVE-WIRE INNER-SEAL MERCHANDISING 
ASSURES SELLING SUCCESS 


SAVE GEL MAKE YOUR MOomE CoTIER 


This INNER-SEAL merchandising kit means greater sales 
success! FREE BOOKLETS FOR YOUR CUSTOMERS!— 
24-page booklet, “Why & How To Weather-Strip”, is 
crammed with valuable weather-stripping information. 


Buitp1Inc Propucts MERCHANDISER 


THE BEST ADVERTISED WEATHER STRIP 
ON THE MARKET! 


Customers, from coast-to-coast, know INNER-SEAL by 
name — recognize it on sight. That’s because INNER- 
SEAL’s large-scale advertising~—in national magazines — 
reaches consumers everywhere. INNER-SEAL’s advertising 
campaign builds store traffic for you — helps you make sales. 


EF OCT LEA A ie Ee ROA, <2 


Get your INNER-SEAL Merchandising Kit. 


Send in this coupon today. Dept. AL9, Bridgeport Fabrics, Inc. 
Bridgeport 1, Cona. 


Please send me the following merchandising 
materials to help me boost my INNER-SEAL sales. 


CHECK ITEMS WANTED 


_. Window Streamer 
__. “Why & How to Weather-Strip’’ booklets 
Door Jamb Sticker 
— Counter Card 
Radio Spot Announcements 
___ Newspaper Mats 
__ Information on INNER-SEAL Overhead Garage Door 
Weather Strip Cushion 
SEND ME THE NAME AND ADDRESS OF MY NEAREST 
INNER-SEAL JOBBER 


NAME 





NAME OF STORE____ 
STREET 





CITY. ee ee ee 
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@ When you open a package of Spintex Insulation 
you'll find 25% more Batts or Blankets than in the 
same size package of ordinary insulations. That's 
because Spintex is so resilient it can be compressed 

for packaging yet springs to designated thickness when 
packages are opened. When you use Spintex you save 
money on each job because of fewer packages to handle. 


@ You can install Spintex faster and do a 
better job of insulation because the batts 
and blankets are far more firmly felted than 
ordinary types. They are rigid and strong, 
hold together, don’t “flop” or sag when 
you handle and apply them. And their 
remarkable resilience makes them grip the 
studs or rafters when pressed in place. 
This saves time and money on every job. 


@ Spintex Insulation is available in fully 

wrapped blankets or open faced batts in thick- 
nesses to meet every job budget. Each has a heavy 
vapor seal backing with projecting flanges for 

easy fastening. Easy-to-follow instructions 

for application are printed on each batt or blanket. 


Johns-Manville—22 E. 40th Street, New York 16 
In Canada—199 Bay St., Toronto 1, Ont. 


JOHNS MANY A 


Johns-Manville 


THE FIRST NAME IN INSULATION 


(To obtain more data on advertised products see page 241) 
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MARKET! 


ALL- ALUMINUM 
COMBINATION 


STORM -SCREEN 
DOOR 


RETAILS 
FOR 


ANY SIZE 








- wi OR 4 REFUND 
Zocww * Onn 


Guaranteed by @ 
‘Good Housekeeping 


t 
Wo av 
4S aovearisto 1 


America by sterm! It's a rugged, ality, 

cluminum door that has all the features of doors 

selling for as much as $30 or $40 more! THE 
RUGGED, ALL-ALUMINUM CONSTRUCTION ! Ta Valie|) PROOF co. 
ALUMINUM DOOR JAMBI! 


1407 E. 40th Street 
1” THICK 1 


COMPLETE, INCLUDING ALL HARDWARE, PNEUMATIC Cleveland 3, Ohio 

DOOR CHECK, STAINLESS STEEL HINGES, DOOR LATCH _ 

wh apie , Write — Wire — Phone 
A For Information ! 





only SHEFFIELD has 
day-glo fluorescent 


iW glowing colo 
Here’s a new and exciting finish that your 
customers will be anxious to have for 
decorating anytime of the year, especially at 
holiday time. It’s exciting...just press the spray 
Shettield button and colorful SNOW comes spouting 
Day-ci7 forth in billowy volumes! And it GLOWS... 
i because it is FLUORESCENT! Sprays onto 
any surface. Available in FIVE brilliant 
glowing DAY-GLO fluorescent colors. 


'N coLroRs 


ALSO AVAILABLE IN WHITE SNOW 


SHEFFIELD 


Tat O84 Hioag o> 
oe 
oo 


Quik Spr | > 


ENAMELS in Colors and Clear 


The fastest selling, biggest profit spray 
paint available! It’s easy to use... gives 
a smooth professional finish ... and 
is guaranteed not to clog! Available in 
clear...as well as gold and aluminum BTN 
plus a full range of colors including : 
APPLIANCE WHITE for refinishing ' 1 4 
refrigerators and any appliance... and : | 
FLAT BLACK ... for decorative finishes! “A, ( 
tunes 


These Colors: A ( i I ADVERTISED tm 


For Descriptive Literature, Promotional Material and Color Cards, Write: 


Sheffield BRONZE PAINT CORPORATION cievetann 19, on10 
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Photos courtesy United States Gypsum Co. 


Let’s Use IMAGINATION In Selling 


More Repairs and Remodeling 


One of the surest ways to build 
home improvement volume is to 
sell more of the major jobs that 
require a hefty list of building ma- 
terials and carry the prestige that 
brings in new customers. Less ex- 
tensive repair and remodeling busi- 
ness, of course, requires less plan- 
ning, but in the long run a balanc« 
of both types is highly desirable 


If you have felt that selling ex- 
tensive remodeling was something 
reserved only for architects take 
another look at the photos shown 
above. Structural changes were 
actually minor. The roof was 
changed a bit, the porch was modi- 
fied and given a modern touch. 

This job sold a new asphalt roof, 
asbestos-cement siding, new win- 
dows, complete with millwork, a set 


Buitp1inc Propucts MERCHANDISER 


of shutters—it’s a long list of ma- 
terials that would have meant sub- 
stantial profit for any dealer selling 
this job. 

Actually, the most impressive 
improvements were achieved by us- 
ing imagination and the standard 
building products in your yard. 


We want to suggest two ideas on 
major remodeling: 


1, That there are basic designs 
for older homes. The picture above, 
illustrates a style that probably is 
duplicated many times in your com- 
munity. It’s worth beginning an in- 
ventory of fundamental types and 
planning remodeling techniques for 
future customers. Send us your 
photos, if you are stumped, we'll be 
glad to make suggestions. 


2. That customers are ready for 


more extensive remodeling service. 
Most older homes were bought years 
ago at small, relative cost and they 
are usually paid for. 

We have placed most of the em- 
phasis in the pages that follow on 
attic remodeling, basement amuse- 
ment rooms, added rooms and 
other pressing home improvements 
that can be handled by just about 
any dealer. They are a key part of 
a sound sales program for repairs 
and remodeling. But let’s think too, 
about major remodeling — where 
prestige and volume sales are the 
pay-off. 

For the first feature on repairs and 
remodeling as sold by the contractor 
turn to page 103. Helpful articles on 
selling home improvements to the 


do-it-yourself customer begin on 
page 151. 
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SEE U LUMBER SWITCHES 10 L-0-F 


AFTER TAKING BLINDFOLD TEST’ 


Gordon Peterson of GEE LUMBER 
Company, says: “Brand ‘C’ wasn’t brittle 
and grainy like a lot of glass is. Sure 
easier to cut than the others” 


Mr. Peterson cut four unidentified, well-known brands 
of single-strength window glass. The brand marked 
“C” was by far the easiest to cut. “C” was L-O-F. 

On the basis of this test the Gee Lumber Company 
has switched to L-O-F window glass. L’O-F is easier 
to cut into big pieces, little pieces; angled and curved 
pieces. You can even cut off thin strips close to the 
edge with a light stroke. 

L-O-F windew glass cuts easier because it is annealed 
more slowly, more patiently. That makes ‘t less brittle. 
So it’s a safer buy for your customers, too. 
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TRY THE “BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in between other 
brands. Run any kind of a cut you want. 
You'll see why you have fewer bad cuts, less 
waste and more profit with L-O-F. 

L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the yellow pages of phone books 
in many principal cities. 


Call your nearest 


And send for your free booklet—‘For 
Greater Profits in Window Glass”. Write 
Libbey-Owens’Ford Glass Company, 6573 
Nicholas Building, Toledo 3, Ohio. 
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LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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Amerock October Ad-news 


APTI betierllomes 


\R [GCE 
; fi» =!) your customers will be 
6 GS 


Kt Kix! seeing these beautiful 


Starting September 25 


Amerock cabinet hardware 
designs in the October 
issue of Better Homes .. . and will be look- 
ing for them in your store! And in the 


October 5 issue of LIFE, Amerock cabinet hard- 





ware will be prominently featured in the big 
seven-page irha ‘Do-It-Yourself’ promotion. 

Identify your store with Amerock. Catch 
those extra sales generated by over 9,000,060 
national magazine ads. Send for free kit of 
dealer sales helps. Check your stock now and 


order from your Amerock distributor. 


SEND COUPON FOR FREE KIT TODAY 


£1600—Flush 
E1605—%" Offset 


ki ) 6” Strap Hinges 


"“H" Hinge “H" Hinge 
E1616—Flush E1650—Flush 


E1620—%”" Offset E1652—%" Offset Pushbutton 
Catch 
£9485 
- Bar Latch 


E8572—Flush 


"HL" Hinge "HL" E8574—%" Offset 


E1618—Flush £1654—Flush bi 
E1622—%” Offset £1656—%” Offset Ye —— 


Door-Drawer Pull Door-Drawer Pull 
E485 E488 
1%” Ring Pull—E409 


Strap Hinges for Doors 


E1407—14 £1405—18” Knobs Thumb Lotch Set 
Hinge Straps for Doors —504—1” CB8510—Flat Rim 
14 £1406—18 E1410—22" E508—1%" CB8512—Reverse Bevel 


‘Colonial’? — Swedish Iron 


American Cabinet Hardware Corp. GENUINE 
Rockford, Illinois, Dept. 53-9 


HARDWARE 


‘‘Colonial’’—Old Weathered Black 


Sadie 


Sie 








bee for RESIDENTIAL and 
cald COMMERCIAL use 


Radio Controlled) 


(Electric Operators for all doors... 





OVERHEAD DOORS... : 
, Wedge Tight COMMERCIAL DOORS 
Wedge Tight RESIDENTIAL DOORS : , 
Factory *« Warehouse e« Freight Terminal 


STURDY DOOR Commercial Building * Barn or any building 
Four section stock doors— ALL FEATURING: 


stocked at Lancaster and mid- 


west warehouse. This popular Wedge Tight action for Wall tight fit, Saving heat losses, 
door is six panels wide with Ease of operation and Perfect balance for Hand operation 


one or no sections open for or chain lift but adaptable to Calder ELECTRIC OPERATORS. 
glass as shown in table. Stiles 


and rails of Douglas Fir with 
Va exterior grade plywood 
panels. Sections sanded ready 
for paint or varnish. Glazing 
mould cut to fit and held in 
place for shipping. 


SECTION OPEN SHIPPING 

STOCK SIZES FOR GLAZING WEIGHT 
8x 6/6x1% 4th 174 Ibs. 
n7x1% 3rd or none 182 Ibs. 
x7/6"1% 3rd 192 Ibs. 
xO8un 1% 3rd 207 Ibs. 
x6/6"1% 4th 195 Ibs. 
x7x1% 3rd or none 207 Ibs. 
1Ox7xn 1% 3rd 222 Ibs. 
"14 "47x1% 3rd 356 Ibs. 
“15 "7x1% 3rd 404 Ibs. 
*16%6/6x1% 4th 412 Ibs. 
*16x7x1% 3rd or none 422 Ibs. 
"15 e7"x 1% 3rd 444 Ibs. 
*16"7x 1% 3rd 467 Ibs. 


*Two-car doors made eight panels wide. 


LEVELINE DOOR 


Five section stock doors—stocked 
at Lancaster and midwest ware- : 
house. The one-car doors are two ae ~ 
panels wide and two-car doors are 
four panels wide. Stiles and rails STOC K SIZ & y 
of Douglas Fir; fourth section open 
for glazing; glass mould strips in- Calder Sturdy doors in a wide range of many popular 
cluded; panels ‘4° exterior ply- commercial sizes and glass arrangements carried in 
wood; sections sanded ready for Lancaster stock as follows: 
paint or varnish. APPROX. 
SECTION OPEN SHIPPING 
STOCK SECTION OPEN SHIPPING DOOR SIZE FOR GLAZING WEIGHT 
SIZES FOR GLAZING WEIGHT nae 0t% 3rd 240 Ibs. 
S8x7x1% 4th 202 Ibs. 10x8 x1%, any except #1 290 Ibs. 
9x7x1% 4th 215 Ibs. 10 x 10 x 1% any except #1 385 Ibs. 
1Sx7x 1% 4th 420 Ibs, 10 x 12 x 1% any except #1 450 Ibs. 
16x7x1% 4th 440 Ibs. 10 x 14 x 1% any except #1 575 Ibs. 
2x8 x1% any except #1 310 Ibs. 


FLUSH DOOR 2x1O0x 1%, any except #1 425 Ibs. 


12xI12x1% any except 71 540 Ibs. 
Four section stock doors—stocked at Lancaster. Flush doors *12 x 14x 1%, any except #1 655 Ibs. 
made with grade A exterior plywood on both sides. They are These sizes stocked at Lancaster only. 
made solid or with any arrangement of lights desired and for *Recommend electric or chain lift on doors over 12 x 12. 
eny size or shape of garage THE LUMBER DEALER'S DOOR — 
opening. Standard glass sizes 
are 30° x 10°; one-car doors 
have two lights; two-car doors 
have four lights as standard 


arrangements. 
STOCK SECTION OPEN SHIPPING calder MANUFACTURING CO. 


SIZES FOR GLAZING WEIGHT 

S8x7x1% any 225 Ibs. 

cS (06 LANCASTER, PENNSYLVANIA 
1Sx7x1% any 482 Ibs. : 

1exux7x1¥% any 507 Ibs. 


Direct from Calder to you 
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EBENREITER LUMBER CO., Sheboygan, Wis., has a 


their annual home show is opened to the public 


Repairs and Remodeling 
Selling the Contractor 


special private showing for contractors the evening before 


Helping the Contractor Sell Home Improvements 


With home starts softening a 
bit, many of your contractor cus- 
tomers will be interested for the 
first time since the end of World 
War II in home repair and remod- 
eling. 

Your volume of materials sold 
for home improvements is almost 
directly in proportion to the sup- 
port you give the contractor. Real- 
istically, the dealer alone has the 
facilities, man-power and _ under- 
standing for an effective sales pro- 
motion program that will bring re- 
sults. Here are just a few ways 
you can cooperate with your con- 
tractor in stimulating home repairs 
and remodeling: 

Contractor survey. Surprisingly, 
few dealers have a complete pic- 
ture of the capabilities of the con- 
tractors in their community. Make 
a good start by interviewing each 
man personally. Discover if he’s 
interested in home improvement 
business; how big a job he can han- 
dle; if he’s reliable and conscien- 
tious. Data should be assembled 
and made available to all personnel 
meeting the public. 

Contractor meetings. If well 
planned a contractor meeting can 
be extremely effective in stimulat- 
ing repair and remodeling sales. 
Begin your meeting with a quali- 
-fied speaker who will bring con- 
tractors up to date on the housing 
picture and explain the necessity 
for increased promotion on home 
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improvements at this time. Then, 
you can present the products most 
suitable for this market. Point out, 
especially, the many new and im- 
proved products that are ideal for 
home improvements. 

American Lumberman has avail- 
able printed guide sheets on plan- 
ning contractor meetings that are 
available on request. Prepared in 
cooperation with a leading manu- 
facturer of building materials who 
has conducted hundreds of meet- 
ings for dealers, it is extremely 
helpful. 

Improving your showroom. Most 
of your home improvement sales 
will be closed in your showroom. 
Materials properly displayed is a 
“must.’”’ Remember that a contrac- 
tor will be using your place of 
business more frequently as he 
swings over to more repairs and 
remodeling business. 

Revamp the planning center. 
Many planning centers in recent 
years have concentrated almost en- 
tirely on new home ideas and sug- 
gestions. It’s smart to give more 
emphasis to repair and remodeling 
and you will find by checking with 
manufacturers that they now have 
new literature available, anticipat- 
ing your needs. If possible, con- 
sider offering free designing serv- 
ice for the more profitable major 
remodeling jobs. 


Support home shows. Participa- 


tion in your local home shows or 
in some cases staging your own 
show can be helpful for your con- 
tractor customers. Visitors see the 
bright, attractive materials you 
sell and you get live prospects who 
can be turned over to qualified 
contractors. Dealers should avoid 
shows that feature appliances, 
television sets and other competi- 
tive consumer merchandise. 

Advertising helps contractors. 
Home improvements are econom- 
ically sold with good direct mail 
and newspaper advertising. You 
assist the contractor by illustrat- 
ing and describing the worthwhile 
remodeling jobs available at reas- 
onable cost. Surveys prove that the 
public is interested in the end re- 
sult possible with today’s building 
materials, not the individual prod- 
ucts you sell. 

Stress easy financing. When it 
comes to easy financing nothing 
beats the various plans available 
for home improvements. In ad- 
vertising, in the showroom with 
signs, and in personal contacts 
with customers keep stressing no 
down payments and low monthly 
payments. Telling people about the 
deal we can give on financing is 
one of the most neglected promo- 
tion tools available to dealers to- 
day. 

For special features on selling to 
contractors turn to pages 106, 114, 
122, 136, 130, 136. 
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1 dos. large (5 on.) tubes @ $4.68 7 
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‘as described in Reader's Digest 


“MIRACLE 
ADHESIVES CORP. 
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"See how easily it slides!” 











.». when you use K- 


DRAWER SLIDES 

Even the heaviest drawers slide open at a touch, 
without sticking, jam or sag when equipped with 
K-V drawer slides! The K-V slide has noiseless, 
self-lubricating genuine Oilite bronze bearings— 
lets the drawer float open and closed, makes sure 
the drawer never dislodges. All stopping points 
are protected with rubber bumpers. Drawers 
can be fully extended and easily removed. No 
mortising is necessary in installation. Cadmium 
plated finish. Sizes, in inches: 12, 14, 15, 16, 
17, 18, 19, 20, 21, 22, 23, 24, 25, 26, 27, 28, 


reg 
29, 30, 32, 34, 36, and 38. 


THE NEW KeV supine DOOR 
SHEAVE WITH NYLON ROLLER 
AND OILITE BEARINGS 


Now K-V brings you the lifetime nylon sheave 


with genuine self-lubricating Oilite bronze bear- 
ings! This sheave glides noiselessly at the touch 
of a finger, is the ultimate in roller sliding door 
equipment. Order No. 594 sheave with No. 465X 


brass track. Other size nylon sheaves available. 


Ask your jobber for K-Venience builders hardware 
or write for complete catalog. 


WR PLAVNWAG LO 
Grand Rapids, Michigan 


Sy ple mbe r fs 
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Now there are two kinds of Sea Swirl—select 
and knotty. The demand for this decorative fir 
plywood grows and grows. With the addition of 
Knotty Sea Swirl, we to increase production to 
i ill be happy. 
Knotty Sea Swirl comes in interior and exterior types, in 4’x 8’ 
panels, 5/16” thickness, Other sizes on special order. 


Contact the closest Associated warehouse for Sea Swirl and for all 
of your plywood needs. We welcome your inquiries. 


ASSOCIATED PLYWOOD MILLS, Inc. 
GENERAL OFFICE: EUGENE, OREGON on wa ce ae Worley Road, Greenville, S. C. 
Plywood plants at Eugene and St. 925 Toland St., San Francisco, Cal. 
Lumber mill at Roseburg, Oregon. 1026 Jay St., Charlotte, N. C, Willamina, Oregon 
SALES OFFICES: 
31 State Street, Boston, Moss. 595 E. Colorado St., Pasadena, Cal, 
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SPECIAL CONFERENCE ROOM or counter for contractor customers is essential. 
dealers, can be responsible for a larger volume than hundreds of consumer 


him waiting 


~ eee 


One contractor, the author reminds 
customers. You can’t afford to keep 


20 Ways to Sell the Contractor Customer 


Vhotographs which illustrate this article were 
everal yards around the country. 


REALISTIC PRICING SYSTEM is necessary to sell con- 
tractors. Sweet maintains three price lists: one for the 
small order; one for orders of less than $500 and one 
for orders over $500 


READ YOUR TRADE MAGAZINE, advises Sweet, to learn 
the latest about new products and how they should be 
applied 
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taken in 


These rules, written by an experi- 
enced dealer, will help you understand your 


No. 1 customer—the contractor. You'll get 
new customers and hold old ones if you put 
these rules into practice. 


By Robert L. Sweet, President,* 
R. L. Sweet Lumber Company, 
Kansas City, Missouri 


I am sure it is not necessary to 

point out how important contrac- 
tors are to the building industry. 
The materials we sell have little 
value until they are combined 
with labor and put into useful 
form. 

Now some_ successful lumber 
dealers actually contract them- 
selves; others prefer to sell their materials to the 
independent contractor trade. It is difficult for a 
dealer to do both of these things, so you must decide 
your policy; and if you choose to combine your mate- 
rials with labor, by selling them to independent con- 
tractors, then perhaps this discussion will help you. 

The first step in selling to a contractor is to under- 
stand him. When he walks in our front door, he looks 
about the same as our other customers. But there 
are three important differences: 

First, he is a repeat buyer. This means that he is 
almost always in the market for our products. It 
means that you can afford to spend more time mak- 
ing a sale to a contractor; and after he gets the 
habit of buying from you, he won’t have to be sold 


*This article is from Mr. Sweet’s important talk before 
the Arkansas Association of Lumber Dealers. 
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NEAT LIBRARY OF PRODUCT INFORMATION is an- 
other inducement to keep the contractor coming back. 
He will come to depend on you for the latest product 
literature 


again and again. 

Second, he is an experienced buyer. This means that 
he understands our products and generally knows 
what he wants. Every lumberman who ever sold a 
can of paint to a housewife, (Heaven bless ’em), ap- 
preciates the pleasure of serving an experienced con- 
tractor customer. 

The third important difference is that he is a quan- 
tity buyer. Sometimes, you can sell as much material 
to one contractor as 10 consumers would buy. This 
means that you can afford to give special attention 
to contractors in your store. 

Now, let’s hold in our minds this picture of the con- 
tractor as we begin to discuss the many factors that 
influence him in the purchase of materials from us. 
In preparing this material, I sat down and made a 


list of 20 different things that influence the con- 
tractor. 


No. 1 is Advertising. 

This is a very important tool to be used in selling to 
contractors as well as to consumers. Many of my friends 
will argue for a budget of 2°, but I doubt that a budget 
of more than 1% of sales is justified in the retail lum- 
ber business. This means that we have to make every dol- 
lar count and buy bargains in advertisng wherever pos- 
sible. The best mediums of advertising, in the order of 
their importance and value, are: 

a. NEWSPAPER Classified ads are easily pre- 
pared, and are sometimes more 2ffective than display 
ads costing much more. 

b. DIRECT MAIL Your customers are your best 
mailing list. Add to this all the repeat buyers in your 
territory and write them letters regularly. 

ec. OUTDOOR Billboards, road signs, job signs 
tell your story over and over every day. 

a. RADIO & TV Spot announcements between 
good sustaining programs are the best buy. 

e. GIVE-AWAYS Aprons and pencils are a must 
Something special to your best contractors at Christ- 
mas is appreciated. 

It is not surprising that lumber dealers are notoriously 
poor advertisers when you stop to consider that their 
budgets are not large enough to attract top advertising 
agencies and the average dealer is a rank amateur when 
it comes to writing copy. My solution for the advertising 
problem for the retail dealer is to keep it simple and 
keep it coming all the time. The effect of one ad can- 
not be measured, but the effect of many ads used regu- 
larly cannot be denied 


No. 2 is Convenience. 

If the location of your yard is convenient to his home 
or job, this is one of the most compelling reasons why 
the contractor will buy from you. The first yard that a 
contractor will visit is the most convenient one; and if 
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DELIVERY article, 
Sweet explains his special delivery system for contractors 


other factors are equai, here is where he will buy. But 
too many dealers make the mistake of thinking that this 
is the ONLY important factor! They think they are en- 
titled to all of the business in their community because 
of their location. 

Therefore, I would like to make it plain, that in my 
opinion, location is only one of the 20 important factors 
that influence business. And if you neglect the 19 others, 
you are not entitled to get all of the business in the ter- 
itory where you are located. 

Now, under this heading of convenience, we are not only 
talking about location, but also convenience for the 
contractor after he arrives at your yard. Does he have 
a place to park his car? Does the contractor have to 
wait in line while a consumer makes a small purchase ? 
How is your store arranged for the convenience of con- 
tractors”? 

Now I like to see new lumber stores being constructed 
and remodeled all over the country, I think these are fine 
and ought to be encouraged, but I have seen some new 
stores in various parts of the country that were built 
to serve the consumer trade, and the dealers lost some 
of their contractor business. They lost the contractor 
trade because they forgot to provide special accommo- 
dations for contractors. 

I firmly believe that every lumber yard should have a 
contractor's sales room, or a special counter or desk where 
the contractor can go directly and conveniently, and 
where he will receive prompt and intelligent attention 
regardless of how many other customers may be in the 
store. 


No. 3 is Variety of Stock. 

Sometimes I think this should be point No. 1 Why 
do you buy your groceries at the super market, passing 
smaller grocery stores on the way? Why do you drive 
clear across town to shop at Sears Roebuck? Probably 
because you expect to find the largest assortment of 
merchandise that you can find anywhere Having the 
goods that the customer asks for is so important in mak- 
ing a sale that, sometimes, I think we put too much 
emphasis on turnover in our industry 

Most dealers strive for a four-times turnover in their 
business, but perhaps we should be satisfied with a three 
times turnover on the average. If your working canital 
is limited (and who isn’t short of monev most of the 
time), then you can still have what the customers 
for by keeping very careful stock records and ordering 
regularly and often. I won’t have space to diserss this 
matter of keeping stock records in detail beceuvse that 
would be an article in itself 


ask 


No. 4 is Qualitv of Stock. 
Now my quality story may surprise you You may 


(continued on page 109) 
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2 JUR builder-customers are using Gold Bond Chroma- 
Tex Asbesos Siding Shingles to help sell houses. Builders 
know that Chroma-Tex is protected by Surfaseal—Gold 
Bond's exclusive new transparent coating that locks in the 
famous Gold Bond colors and locks out dirt, grime and stains. 
Surtaseal gives long-lasting colors to Chroma-Tex. 


These outstanding shingles with Surfaseal have these 


added features which you can promote for more sales, 


extra profits 


Durability—rugged Chroma-Tex just never wears out. 


Weather, rats and termites do not aftect it. 


Low maintenance — homeowners never have to paint 
Chroma-Tex for preservation. 


Extra fire protection—Chroma-Tex will not burn. It ban- 
ishes fire hazard from sparks and flying embers. 


at 4o 
Ask your National Gypsum Company rep- _o% “e 


- “ 
resentative to show you samples of the new 3 
Chroma-Tex line. See why more and more 

w 
ouilders are buying and using Chroma-Tex ‘@J 


—how you can make new, extra profits. 


NATIONAL GYPSUM COMPANY « BUFFALO 2, N. Y. 


Lath, Plaster. Lime, Sheathing 


Roofing, Siding, Gypsum Roof Decks, Wall Paint, 


Textures, Rock Wool Insulation, Metal Lath, Sound Control Products. Fireproof Wall- 


boards and Decorative Insulation Boards 
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CONTRACTOR CUSTOMER 
(begins on page 106) 


expect me to say that a dealer should handle the high- 
est quality that the market affords. Well, there are prob- 
ably some locations where this should be done. But I 
have seen some lumber dealers who handled nothing but 
the highest quality of lumber and then wondered why the 
little yard at the edge of town was doing so much con- 
tractor business. 

I am a quality man myself. But, to call myself a lum- 
berman, I think I ought to sell all of the grades that the 
log produces. So, I help the manufacturers by buying 
Number 2, 3, 4 and 5 grades, and I have gotten over be- 
ing surprised at how many of my customers buy them. 
There is a use for all of the grades, and I try to let 
my customers be the judge of where to use them. 

Over the years, we have found in Kansas City that 
some contractors pride themselves in the quality of the 
material they buy. Others want the lowest grade that 
will serve the purpose. We just do our best to fill the 
orders as they come along. So, Rule 4 is to handle good, 
better, and best quality and let the customer take his 
choice. 

No. 5 is Delivery Service. 

Delivery service is the fifth factor that influences con- 
tractor trade. Now I know that some of the smaller yards 
do not have delivery trucks. It seems to me that such a 
dealer should not forget that his lumber has to be trans- 
ported from his yard to the job site before it can be used 
and should arrange for a contract hauler to make his 
deliveries for him. Assuming, then, that all yards have a 
delivery system of sorts, let’s discuss the importance of 
prompt deliveries to contractors. 

In these days of high labor costs, the old saying that 
“Time is money” takes on new meaning. If a contractor 
has to wait too long on the job for your materials, you 
may lose him to your competitor. Don’t let this happen 
to you! 

Not long ago, I had the pleasure of visiting a leading 
lumber dealer in Chicago. They have a very large and 
prosperous business, catering to the general public, but 
they have not forgotten the importance of the contrac- 
tor. In their sales room, they have a system of green 
and red lights that indicate the delivery promise that a 
salesman can make to a customer. But. every salesman 
is carefully instructed by the owner NEVER TO SAY NO 
TO A CONTRACTOR. They will make the delivery to 
him when he wants it--somehow. 

While I do not like to speak of what we do in Kansas 
City, it is sometimes necessary to illustrate my point. 
For instance, at our yard in Kansas City, we can seldom 
make same day deliveries of our orders but--WE HAVE 
A SPECIAL DELIVERY SYSTEM FOR CONTRAC- 
TORS. We use a special delivery rubber stamp for all 
rush orders, and the dray ticket and the invoice both 
carry the time the order was taken and the time it was 
delivered. In this way, we try to impress our contractor 
customers with our special service for them. 

Good delivery service is so important that you should 
rent trucks during the busy season, if necessary 
No. 6 is Plan Service. 

Of course, we all know that a building job begins with 
a good plan. The contractor needs one before he can sell 
his job to the owner. If the dealer wants to assist his 
contractor customers in making a sale, why shouldn't 
he be the headquarters for good plans in his community ? 

Not long ago, I sat around a table in St. Paul. with 
about 40 other lumber dealers When the question of 
plan service came up, more than half of those dealers 
present said they emploved one or more architectural 
draftsmen full time in their own offices. All of the rest 


of them had some sort of plan service which they pro- 
vided for their customers 

The National Plan Service is excellent, and it 
able through your lumber association membership. There 
are a number of other good plan services. You can work 


is avail- 
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together with an architect in your town, or you can 
employ a draftsman in your own office. However you 
go about it, rule six should be to provide the best plan 
service available to contractors through any yard in your 
trade area. 

No. 7 is Financing Service. 

Whether we like it or not, a lumber dealer is also a fi- 
nancing institution. If you offer credit for 30 days, you 
are financing the job until the bank or other lending 
institution can make the loan. Your charge accounts 
would be more secure if you arranged for the permanent 
monthly payment loan right in your own office. 

Now, of course, some building materials are bought for 
cash. But much more is bought on monthly payments, and 
almost every new building has to be financed to some 
extent. At our office in Kansas City, we have recog- 
nized this fact for some time. We have been providing 
monthly payment financing for remodeling jobs for sev- 
eral years, 

It is comparatively easy for any dealer to offer monthly 
payment financing for remodel jobs. Many banks and 
lending agencies offer monthly payment loans under the 
FHA Title I program. Lumber dealers have been rather 
slow to take advantage of their opportunity to make 
monthly payment loans right in their own office, but 
those who have made a special feature of it have found 
considerable new business as a result. 

The National Retail Lumber Dealers Association con- 
siders the subject of financing so important that they 
have recently issued a bulletin on this subject, and every 
dealer should read Section VII, Chapter VIIa, of the 
Dealer Operating Guide. 

No. 8 is Real Estate Service. 

I know a dealer in Davenport, Iowa and another in 
Denver, Colo., who make a praetice of buying farm land 
and subdividing it into lots for sale to their contractor 
customers In this way, they control a great deal of 
business, 

This may not be practical for you, but here is some- 
thing you can do about providing for your contractor 
customers the building sites they need. Make a list of all 
the vacant property that is for sale in your area. Put 
your signs on it, if possible. But at least have all the in- 
formation in your office so that when a customer needs 
a lot, you can bring the buyer and the seller together. 
A lumber order almost always results from such a tran- 
saction, and usually at a good profit. 

If you want to do business with contractors, it helps 
to get in on the ground floor. 


No. 9 is Sales Assistance to Contractors. 

You can help your contractors get contracts, or make 
sales, in several ways. Cooperative newspaper ads have 
been used effectively by some dealers. These ads feature 
the contractor largely and the dealer in a smaller way. 

Another method is to pass leads and prospects along 
to your friendly contractors. A prospect card mailed to 
your contractor, giving the name and address of the in- 
terested party, is a good plan, but these prospects are 
almost worthless unless followed up very closely by the 
dealer. 

Actually, the key to any program of sales assistance 
by a dealer to his contractors, is a system of closing deals 
right in the dealer’s office, with plan service, loan service 
and real estate service playing a big part. After all, a 
contractor has a construction job to do and he appre- 
ciates help by his dealer on technical details. 

No. 10 is Estimatiag Service. 

We have had many good-natured arguments at our 
staff meetings in Kansas City about the importance of 
figuring a blueprint for a contractor. Some of our sales- 
men think that this is the real way to get close to the 
job. Others feel that it only gives a target for our com- 
petitors to shoot at. Over the years, we have worked out 
a formula for this business of estimating, which we teach 
to our salesmen. 

Our formula is to offer careful estimating of blueprints 

(continued on page 110) 
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to our regular customers as a part of our complete con- 
tractor service. If a new man brings a plan to us, we 
first qualify him to find out if he is a shopper, by asking 
him bluntly if he intends to buy his lumber from us. His 
answer to this question usually gives us the key; then 
we explain that estimating a job takes three or four 
hours and usually has to be done at night. We tell him 
that we offer this service only to our customers for the 
purpose of determining the amount of financing that will 
be needed to complete the house. We do not do it for 
the purpose of price comparison with other yards, and 
if the contractor has this purpose in mind, we show him 
a copy of our price list. 

Good estimating service can be an excellent sales tool, 
but it has to be handled with great finesse. 


No. 11 is Sales Engineering. 

What we call sales engineering at the Sweet Lumber 
Company is, actually, a program of scheduling our de 
liveries of materials to the job site. We want to give 
the material to the contractor when he wants it and in 
the most convenient manner. Loads are assembled with 
items first needed on top; deliveries are made according 
to a pre-determined work schedule for the job. 

I will only say now that when you show the contractor 
you are interested in helping him lay out his work sched- 
ule to complete the job in the shortest possible time, then 
he begins to believe that you are just a little different 
from the ordinary type of lumber dealer. 


No. 12 is Storage of Materials. 

Once in a while, your contractor will ask you to store 
some of his materials that are on hand sooner than he 
needs them on the job. If you have a little extra storage 
space, I urge you to help him if possible. If you are too 
generous with your storage space, however, then some 
contractors might take advantage of you, of course. 

But, storage of materials for the contractor is just one 


more reason for him to appreciate his privilege of doing 
business with you. 


No. 13 is Product Knowledge. 

If you want to attract contractor business, you should 
be the headquarters for new ideas about the building 
business in your community. You should be familiar with 
all new items of merchandise that have come onto the 
market in the last year. 

Your contractor customer is reading his trade maga- 
zines, and you should read yours in order to answer his 
desires for progress in building methods. If you are the 
first in your community to handle a new item, perhaps 
you can become the exclusive distributor in your area. 
Then you are in a position to sell that particular item to 
all of the contractors; such sales may lead to sales of 
staple items later. 

Keep a building materials library in your office, and 
plenty of literature and samples in your store. The con- 
tractor will soon learn to depend on you for accurate 
product information. 

Now we come to several factors that influence contrac- 
tors, but since they influence all types of customers, I 
will not dwell at length on them. 


No. 14 is Honesty. 

Honesty is not only the best policy, it is the only policy. 
There is no substitute for it; there is no such thing as 
being partially honest if you want to succeed. 

In everything you do about your yard, in the matter of 
grades, tally, etc., be absolutely honest and accurate, 
too. If the opportunity ever arises for you to correct an 
error that your customer is not aware of, then do it 
quickly and freely. 

No. 15 is Courtesy. 

Why not answer your telephone, “Good morning —Jones 
& Brown Lumber Company"? It may start the day just 
right for your customer. There are several other tips on 
telephone courtesy that you and your entire organization 
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can learn from a movie made available by the telephone 
company. We have shown this film to our organization 
two or three times, and it is an excellent way to make 
all of your organization conscious of their telephone 
manners. 

Be sure to put the customer’s name on every ticket, 
whether cash or charge, then you can mention his name 
when he receives his change or leaves the store. And 
when your yard man fills the order, he should speak the 
name again. If your customer hears his own name more 
than twice while he is in your store, I will almost guar- 
antee he will be back again. 

Make a list of rules of courtesy for your yard. Teach 
them to all your employes. And when courtesy becomes 
a habit with every member of your organization, and 
you are courteous to your customers above and beyond 
anything they have ever experienced before, then watch 
a miracle work for you. 

No. 16 is Good Fellowship. 

How much should you entertain your contractor cus- 
tomer? My answer is that you should do it, but not 
overdo it! 

Educational contractor meetings at your yard are ex- 
cellent and should be held as often as possible, with re- 
freshments afterward. You should have lunch occasion- 
ally with your contractors. A coke machine in your yard 
will promote good fellowship. Reasonable effort in this 
direction will pay big dividends in customer good will. 
But lavish entertainment not only costs too much, but 
may actually have the opposite result. 


No. 17 is Habit. 

Habit should be recognized as a most important force 
in purchases your customers make. This factor is so im- 
portant that you can afford to make extra special effort 
to get the first order from a new customer. 

Premiums, loss leaders and special inducements have 
long been recognized as the means of getting customers 
to make their first purchases because it is a fact that 
other purchases easily follow the first one. This applies 
to lumber and building materials as well as soap flakes. 
So, let’s apply the principle to our business. 


No. 18 is Pride. 

Pride in his purchase is a subtle factor in every sale, 
but almost never mentioned by the customer at any time. 
But if the contractor isn’t proud to have his friends see 
your truck delivering his job, then you won't make the 
sale. This means that you must make it the popular 
place for contractors to buy their materials, and, while 
this isn’t easy, it can be done. 

Here is where your advertising and public relations 
program can help you the most, but you can encourage 
the feeling of pride by the way you keep house at your 
yard, and the way you maintain the appearance of your 
office, yard, trucks and even your own personal appear- 
ance. 

Do you buy your gas at the filling station where the 
premises are filthy, or do you go where the rest rooms 
are clean, the attendants have just washed their uni- 
forms and hosed off the approaches to the gleaming gas 
pumps? Take pride in your own yard and others will 
have pride in it, too. 

No. 19 is Dependability. 

What your custmer wants most is freedom from worry, 
and if he can place his confidence in you when you write 
up his order, you have nothing to fear from your com- 
petitor 

Always do what you promise, when you promise it, 
and watch that customer confidence go to work for you. 
No. 20 is Price. 

In naming the factors affecting the purchase of mate- 
rials by contractors, I almost forgot about the matter of 
price. This should emphasize the fact that there are 19 
other factors that have to be lined up in a row before 
price means very much. 

Imagine the embarrassment of salesman Jones, wh: 
started in with a price appeal on his first call on the 

(continued on page 112) 
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THE ORIGINAL JALOUSIE WINDOW 


Accept No Substitute 





symbolize Pro-Tect-U jalousigs’ simplicity of assembly...just 


a} 
i bal’ A simple sawing operation one of the outstanding featyres that make Pro-Tect-U the 
in minutes makes special custom 


windows on the job eliminating leader in its field. This simpligity c@n reduce your salesmen’s 


unnecessary delay. 


equipment from a slide rul¢ on order book... resulting 


< ~ in more sales to more satisfied ¢ustomers. 


One hundred KD windows, : { 
size 24 (37x 50%") can be PRO-TECJ-U The only Jalousie Window with 


stored in less than fifty cu. afly distributed closing force throughout 
feet of shelf space. 


p/entire height of the unit. 


RO-TECT-U The only Jalousie Window with 
hardware adjustment every fourth louver...and 
weatherproof vane ends by the use of inter- 
locking metal parts. Inside screens are inter- 


changeable with winter storm sash. 








smatvactiocaen ite tegen 22° > apts th tr tcbe tanga, 


PRO-TECT-U JALOUSIE CORPORATION 
Dept. AL-9, Coral Gables, Fla. 


Please send me complete details on a Pro-Tect-U 
dealership. 


Address 


City .. State .. 


a ao ae ae oe a oe om on a a eae eas ee ee 


ee 
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CONTRACTOR CUSTOMER 
(begins on page 106) 


contractor, only to find that his price was peddled to 
his competitior, and he lost the order for about 19 other 
good reasons 

Now, picture the pride of salesman Brown, who started 
in to get all 19 other factors lined up in a row before 
he mentioned price. He got the order, of course, because 
Mr. Contractor helped him to make his price right. 

Right now, | want to stress tne importance of offering 
your customers the right price. A realistic pricing sys- 
tem is necessary in selling to contractors. I think most 
dealers these days are making up their prices in a sci- 
entific manner, aS we were taught by the OPA during 
the war 

You will remember that the OPA recognized three 
classes of buyers. We had a price for sales of 5,000 feet 
or more, made up on a basis of cost plus $5 and 10%. 
Then we had a price for orders of less than 5,000 feet, 
made up on the basis of cost plus $5 and 20%, 25% or 
30°, in different parts of the country. Then, for the small 
orders of $7.50 or less, we were permitted to add an 
extra 10% 

At our yard today, our pricing system is patterned 
after this plan. All of our salesmen carry in their price 
books three different lists. One for the small order, and 
this is a piece price list; one for the orders of less than 
$500; and one for orders of over $500. On borderline 
cases, our salesmen probably use the lower prices, but 
on the whole, the system works very well. 

Now that I have mentioned 20 things for the lum- 
ber dealer to do to attract contractor trade, I want 
to mention several DON'T’s that are just as important 
as the DO’s. 

Don’t — Cut your prices below a reasonable figure 
just to get a particular order. After you have made 
up a special list of prices for contractors, hold these 


prices firm! There will be many temptations to cut 
your prices, tor many reasons, but never sell one 
contractor at a price that you would not offer to all 
your contractor trade. This policy may iose a few in- 
dividual orders, but will gain the confidence of your 
friends. And, you must have the confidence of your 
friends to operate a successful business. 

Don’t — Do too much of your business with one 
contractor because the loss of his business would be 
a serious blow to you. Cultivate as many contractor 
customers as possible. 

Don't Give something away for nothing! Don't 
give away architectural plans, and don’t substitute 
higher grades for lower grades or the like. The con- 
tractor customer doesn’t expect it and you can’t keep 
it up forever; so you will only spoil him as a future 
customer. 

Don’t — Take undue credit risks with contractors. 
Your competitor has to have some business, so give 
him the slow-paying customers. Set a credit limit on 
each customer you sell and insist that he stay within 
it. He will thank you later on for keeping him out 
of trouble. 

Don’t—Get the idea that you own your contractor 
customer and he owes you his business because of 
past favors. If you neglect him, you'll lose him; and 
it’s easier and more pleasant to keep serving old 
friends that it is to make new ones. 

Don’t — Worry if your contractor customer buys 
a part of his needs from someone else. He wants to 
feel a bit independent, and he will appreciate you 
more when he returns. 

Don’t—Let your stocks run low because you think 
prices may be cheaper tomorrow. Your contractor 
customer may phone you an order which you can’t fill, 
and he’ll have to buy from your competitor. He may 
get the habit and you've lost not only a sale, but a 
customer, too. 





Five Sizes 


Order Shipping 

by No Width Weight 
38" 2" 13 Ibs 
38"" i 20 lbs. 
38"’ 2" 26 Ibs. 
38"" 3” 32 lbs 
38" 38 Ibs 





the foundation a full 16 inches. Five heights are available—see table 
below. Arch-shaped to resist side-wise earth pressure. Ribs stiffen 
the arch but are shallow enough to offer little surface to frost-heaving 
action. 


Made of Galvanized Copper Alloy Steel for long life. Nail holes and 
bolt slots in the end flanges are spaced to match all joint spacings 
in brick or block construction. 


Strong Safety Gratings available to fit all sizes of Donley Area Walls 

made of stout steel bars instead of expanded metal. Also available 
are anchor bolts, *s inches in diameter, L-shaped and cadmium plated. 
Check quality AND price-then we believe you will choose this 
wall. Write today. 


THE DONLEY BROTHERS COMPANY 





Donley STEEL 
AREA WALLS 


These full-sized Donley Area Walls 
admit the maximum amount of sun 
shine into the basement. They have 
a 38 inch arch, to fit standard win- 
dow sizes and they project out from 


THs 


13928 Miles Avenue, Cleveland 5, Ohio 





112 (To obtain more data on advertised products see page 241) 





September 7, 1953, AMERICAN LUMBERMAN & 





tol SEI 


sells better...because it’s easier to install 


There are no messy or un- Each tile actually locks on 
even joints with INTER to the adjoining tile.. 
LOCK ...an_ over-lap at the amateur finds it easy 
every tile joint makes a to fit the interlocking devices 
tight seal and prevents the together... 80 he can’t miss 
mastic from oozing out be on spacing and alignment. 

ver 2 tween the tile...thus a Just a little movement 
0 neat job with perfect matched 


is 


allowed to provide for normal 
CS 7 appearance, expansion and contraction. 





BATHROOM AND KITCHEN MODERNIZATION IS BIG BUSINESS . ; ; and more and more 
people are “doing-it-themselves” with the only real do-it-yourself Pittsburgh INTER- 


LOCK Plastic Wall Tile. Even those who don’t think themselves handy around the Get Aboard 
house are installing INTERLOCK for modern colorful and lasting walls ...to them 


. , eo 
the cost is small ...to you this tremendous market means profits. for Profit 
eee 


INEXPENSIVE TILE-IT-YOURSELF KIT gives your custom- 
ers all they need in tools to do a professional 
job|. .. complete, with easy to follow instructions. 


COOPERATIVE MERCHANDISING PROGRAMS, including 
sensational point of sale and demonstration material, 
will build traffic and move stock from your shelves. 


SEND COUPON TODAY — 
aa For the profit story on the "do-it-yourself" 
! a ~__ Pittsburgh INTERLOCK PLASTIC WALL TILE 
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FREY & SON 
LUMBE “MILLWORK 


FREY’'S ENTIRE WINDOW is filled with kitchen display 


describes multi-purposes of this room 


kitchen 
play 


room; television viewing 


New Trends In Kitchen 


shelves 
and eye-comfort lighting are just a few of 


Built-ins, roll-out utensil 
the features of Frey & Son’s custom-designed 
Read how this successful Lan- 
caster, Penna. dealer sells a packaged kitchen 


as a 


kitchens. 


“family room.”’ Here is his own story. 
By Robert D. Frey 
Frey & Son 


, Secretary 


Lancaster, Penna. 

We believe that the most effective way to promote 
kitchens is to show what can be done with one. Our 
method has been to maintain an up-to-date showroom 
walk-in kitchen fully equipped to look as much like 
the real thing in use as possible 


Promotion 


We have exhibited such a display for two years in 
the Harrisburg, Penna., Builder's Show held early in 
March each year This | show pulls upwards of 350,000 
people ard we find that these are the people who are 
really interested or they wouldn't be there. We have 
secured real business as a result of the display and 
most of that business has been in real custom-de- 
signed kitchen work. 

Custom kitchens must be sold to people who know 
from their own experience that they want custom 
work instead of ready-built cabinetry. We know we 
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which 
work area; 


FOR =e 5 LIVING | 


Photas by Rober 
Frey terms “kitchen 


family room.” 
dining and snack space; 


entertainment 


Sign, 
room, 


right, 
children’s 


Repairs and Remodeling 


Selling the Contractor 


must go to these customers and are willing to go 
five or 500 miles in the sale of our product. We have 
no sub-dealers, doing all the sales work ourselves 
and limiting our jobs to those we can handle within 
our own sales staff. 

We also use local daily and Sunday newspaper ads 
in promotion. Occasionally when a special display 
home is being built we try to sell the builder in order 
to show our product where people can get to see the 
cabinet work first hand and really examine its qual- 
ity and wealth of detail of which we are proud. 

We find that our best advertisement is the satis- 
fied customer. Quite a few jobs originate from people 
who only realize how outdated their own kitchen is 
when they see a neighbor’s remodeled one. 

Our own show window has been a powerful pull- 
ing force in attracting local and especially out-of-town 
motorists who pass our place of business. We have 
several jobs traceable only to chance viewing of our 
window by motorists. 


Making the Sale 


We have two full-time kitchen salesmen who make 
the initia] call and take measurements. These men 
will find out what the customer wants and then sug- 
gest alterations as indicated on the basis of his ex- 
perience. 

Many jobs require revamping from the ground up 
and we do not hesitate to suggest such revision of 
plans or layout if the job warrants the extra work. 
Many times the customer’s reaction to such basic 

(continued on page 116) 
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ABRASIVE KIT 


@ Handy — neat — complete. 


@ Big 16-page book of step-by- 
step instructions 

@ 22 sheets of assorted sand 
papers (8 different grits and 
grades) ...including garnet 
cabinet and finishing papers 
— silicon carbide waterproof 
papers—aluminum oxide 
moulding cloth...the very 
papers the professionals use. 

@ World's best abrasive papers 
—by CARBORUNDUM.® 


DISPLAY IT—ADVERTISE IT—and you'll sell it! Each box 

of 10 kits is a colorful, powerful, point-of-sale display. @ Spot these 
Spot them at strategic locations around your store—in i ; —— eno 
your paint department, with your unfinished furniture, at ; S 


Timed for 
: : i your store, 
your cash register, in your window, 


' 
| 
| 
| 
4 ; | Send the coupon for free dealer price sheet and free news- 
1f Pr; | @ LIFE | paper ad mats, Give us your wholesaler's name, too. 
| 
| @ At presstime for this ad, advance orders have 

PROMOTION | 

| 

| 

| 

| 


completely cleaned out two big pre-announce- 
ment production runs. To meet this flood of de- 
OCTOBER 5th mand, we are making every effort to increase 
our stocks in order to fill your orders promptly. 


oo 22 Si A FT A SE EO AD RE GS EE 
THE CARBORUNDUM ComPaANy, Dept. AL 90-328, Niagara Falls, New York 


ORDER TODAY ' 
ORDER ENOUGH 
| 
| 
| 


On your new Furniture Refinishing Kit, send me Dealer Price Sheet Free Ad Mat 








STREET & NUMBER 


* Call your wholesaler 
or mail coupon to 





MY WHOLESALER S NAME & ADDRESS 


ARBORU 


ED TRADE 
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New Trends tu'Kétchen Design - 





Selling Features of Frey Kitchens 
Available in all natural woods and paint finishes 
Space-saving lazy susan revolving shelves 
Frey & Son’s own food file cabinets 
Roll-out cooking utensil shelves 
Pull-up mixer shelf 
Counter-top spice shelves 
Decorative plate rail 
Built-in range, oven and exhaust fan 
Colorful counter tops 


Eye-comfort counter top lighting 











(begins on page 114) 


changes are appreciated far more than the mere lay- 
out of cabinets which any other cabinet salesman can 
provide them. 


Our viewpoint is not just one of filling the room with 
cabinets but of first securing a good basis layout, 
sensibly planned, then using the cabinet work to 
serve the requirements of the work area. 

The detailed drafting of the cabinet layout is then 
turned over to two full-time draftsmen who will ren- 


der the finished drawing for presentation to the cus- 
tomer. 


We offer a complete installation service for all the 
products we manufacture as well as the accessory 
items to complete the job. Our installation crew 
consists of cabinet erection men, Formica fabricators 
linoleum and floor covering mechanics. Other phases 
of construction we sub-contract to our regular co- 
operating specialty contractors including the plumb- 
ing work, electrical work, painting and decorating, 
paper hanging, masonry work and appliances. 


We prefer to sell a package plan and will include 
all the work necessary to complete the job with but 
one responsibility—ours—-in fulfilling the contract 
work. The customer does not have to deal with any 
other tradesmen in arranging the work. 


Recently we have become dealers for a major line 
of appliances which we have now added to our pre- 
vious limited line of built-in stoves and dishwashers. 
We are now set-up to sell and to back up the sale 
with service warranties on any appliance item re- 
quired to fully equip the new kitchen. 

The actual operation of making the installation is 


always carefully scheduled so that the various trades 
properly plan their work so there is no time lost. 


CLOSE-UP VIEW of Frey's window display discloses details of fine cabinet 
work, advantages of built-ins and other custom features 
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BEFORE kitchen in 100-year-old house was 


remodeled 
by Frey, it looked like this 


Careful timing also keeps interference with the house- 
wife’s daily chores at a minimum. 


Product Design 


We lay important emphasis on the design of our 
cabinet work. This emphasis is not wasted because 
many times it is the difference between the sale of our 
cabinet work over less carefully-planned products. 


We have had great success and acceptance with 
our natural wood finishes; the majority of the work 
is done in knotty pine. Being basically a planing 
mill by history of operation, we are considered spe- 
cialists in wood cabinetry. It may be that we will! 
round out our line of stock in the future by adding 
a metal line merely to complete the service we can 
render. Heretofore, we have felt that it would not be 
profitable to spend the time required to quote the 
same job in wood and metal. 


Concentration on new design and features has 
produced several novel sales attractions for us. We 
have been building revolving shelf lazy susan units 
for years and find that these have become almost 
standard equipment in our layouts. 


We recently developed what we call the “food file 
unit,” which is a very compactly arranged shelving 
unit for canned goods and box groceries. We have 
multiplied the effective use of space with this gadget 
and its acceptance has become a real satisfaction. 


Other features are roll-out utensil trays, sliding 
door counter top spice shelves, lift-up mixer shelves, 
built-in television sets, built-in chopping blocks and 
cutting boards. 


Future Plans 


Our firm has been operating approximately 33 
years in the planing mill and custom millwork 
business. It was expanded to take in a fu!l line 
of lumber and related items when it became evident 
of the natural association of lumber with millwork 
We have recently expanded our showroom facilities 
to make a forward step toward the retail phase of 
business. 

Effective displays have helped us not only in retail 
selling but also in our contractor trade. We find that 
in many instances a contractor will send his customer 
to our showroom to choose his materials and will the 
later order from us accordingly. It helps to ease the 
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AFTER remodeling, this is the way it looked. Sales 
originally was for cabinet work and countertops, but 
owners decided to add new floor and ceiling, other in- 
terior remodeling and also a double garage. 


contractor's selling job and we find that they respond 
by increasing their trade with us. 

Our display space is now quite limited and we 
have had to concentrate upon complete product dis- 
plays and less individual brand point-of-sale displays 
We find that if neatness and order are to be achieved 
we must not use dissimilar and out-sized individual 
displays. Our new wall display panels have answered 
that problem very well. 


The kitchen business has proved very interesting 
and successful for us and we intend to concentrate 
even more effort in that direction in our future opera- 
tions. We feel our men are specially skilled and have 
become experienced to the point that we are not 
afraid of any problem that may arise in this new- 
born business baby, the kitchen business. 


FREY &SON 


1000 NORTH PRINCE STREET 


PHONE t 


WE DESIGN, MANUFACTURE AND INSTALL 

CABINETS IN KNOTTY PINE - BIRCH - WHITE & COLORS 

We Handle The 

Entire Job: aay a We Sells 

. y a coat Thermador 
Design { Se aOCUTCN 





° { rs } i end 
Cobinet | Me, * L. 6H. 
be _— wit » aa 





Instollation Built-in 


ry ‘ " 
Mechenicel ; aa | , Stoves 
Trades end Ovens 
> . ! ’ 
Formica . I Ae? y (ae! ° 
Counter Tops Kitchen Aid 


e 
Floor & Well Dishwashers 
Coverings 





WE SHU end mesTALL 


KITCHEN Mal 
nchens 


Corner Chine Cobinets 


Bookcose Units om . ™ 
GAME ROOM PANELLING toe we oo ad ees 
ALL TYPES BUILT-IN WOODWORK = rommica Countés Tors 


WE FasmicaTe 


Builder's Department Store in Lancaster 
ADS LIKE THIS in daily and Sunday newspapers sell 


prospects on the advantages of Frey's packaged kitch 
ens. Ads play up the advantages of built-ins 
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R-V-LITE 


ENCLOSE- A“ PORCH «<+7° 





10 POPULAR FAST SELLERS! 


100-C COTTON REINFORCED 200-P PLASTIC REINFORCED 
700-W ALUMINUM WIRE REINFORCED 50-C ECONOMY COTTON REINFORCED 


300-CW VIMLITE 10 MESH WIRE 800-CW VIMLITE 14 MESH WIRE REIN- 
REINFORCED FORCED 


400-T WAX IMPREGNATED FABRIC 15-V V-LITE CRYSTAL-CLEAR 4-MIL VINYL 
PLASTIC 


2 TYPES OF STORM PANES in handy “take-home” units 
36-SP CLEAR 2-MiL VINYL PLASTIC 12-SP DELUXE TYPE REINFORCED COTTON 


sane oie \ and NOW this 


valuable, new 
REALISTIC 


DIMENSIONAL | Ugagee\.2: “HOW TO DO IT 

DISPLAY fe YOURSELF 
BOOK will help 
aielietiatian you sell more R-V-LITE and 
@ Sells VIMLITE 


SEND REQUEST - CARD 32 pages packed with sales-building suggestions, illustra- 
for FREE DISPLAY and tions and instructions for home, farm and factory use. 

4 featured in R-V-LITE ads in tup consumer magazines. Directs 
Consumer Literature customers to your store for all types of R-V-LITE products, 
(Cord packed in each hardware, tools, paints, etc. Write today for your FREE 
Enclose-A-Porch kit) SAMPLE COPY and customer order pads. 





@ Demonstrates 


A RVEY CORPORATION’ 
OME f- 


Since 1905 3462 North Kimball Avenue, Chicago 18.. Illinois 
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New! 


Armstrong’s Counter-Top Cement 
For Bonding Plastic Laminates 


2 new fast-bonding types for professional and amateur use 


With Armstrong's Counter-Top Cement any carpen- 
ter or home craftsman can apply plastic laminates to 
counter tops, sink tops, and other work surfaces. 
Now builders and home owners can complete a 
kitchen installation without the expense of custom 
fabricated counter tops. 


Both Type A for professional use and Type B for 
home use are easy to apply, and the installation can 
be made with regular carpenters’ tools. These new 
cements bond plastic laminates to wood, metal, 
plaster, or composition bases. The powerful ad- 
hesive forms a lasting, trouble-free bond that resists 


water, soaps, detergents, solvents, and aging. 


After a clean smooth surface has been prepared, 
the laminate is measured and cut to size. Next, Arm- 
strong’s Counter-Top Cement is spread on the coun- 
ter top and the back of the laminate. When the 
counter-top material is positioned and pressed into 
place the cement takes an unusually strong bond. 
No clamps, weights, or overnight curing is necessary. 
With a small hand roller you can apply all the pres- 
sure needed for a tight bond. To finish the job, add 
metal trim or molding. 


Armstrong's Type A Counter-Top Cement for pro- 
fessional use is a ready-to-use liquid that bonds in- 
stantly. The Type B cement, designed for home use, 
is a ready-to-use paste. This adhesive allows a few 
minutes for positioning of the laminate before taking 
a final set. 


There are profits for you in selling Armstrong's 
Counter-Top Cement and the package of materials 
for a complete installation job. Be ready for your 
builder and home owner customers by stocking and 
displaying these new cements now. For more infor- 
mation, call your Armstrong wholesaler or 
write to Armstrong Cork Company, $309 


Rieker Avenue, Lancaster, Pennsylvania. 


d 


Armstrongs Type A Counter-Top Cement is made 
for builders, carpenters, and other professionals. 
This ready-to-use liquid instantly bonds laminate to 
counter-top surface. A hand roller provides all the 
pressure necessary for a lasting, trouble-free bond. 
No clamping or overnight curing is needed. 


Armstrongs Type B Counter-Top Cement is made 
for the “do-it-yourself” home owner. This adhesive 
is ideal for amateur use because it allows a few min- 
utes to adjust the lammate into position before the 
cement takes a final set. Like Type A, it requires 
only ordinary tools and needs no clamping. 


Armstrong’s Building Materials 


M-67 Monowall® + Cushiontone” + Temlok® + Hardboards * Insulating Wool - Counter-Top Cement 
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..- one of America's foremost names 


in garage doors 











The functional 20th-century styling... sturdy, weather-tight construction 
. +» “feather-touch” door action . . . at popular down-to-earth prices 

. . contribute to make the How-ell-dor sectional Upsweep garage door 
a mighty attractive sales package. 





To satisfy every residential. commercial, and service station require- 
ment... to assure fast, dependable service . . . there are now 40 
How-ell-dor stock sizes and styles. Unusual sizes and designs are 
a specialty. 





Of particular interest to all builders 
and supply dealers are these features 
of the How-ell-dor Trade Story 


& Ease of Installation - 


Because it is a prefabricated product .. . drilled and 
teady to bolt together . .. the How-ell-dor reduces guess- 
work and time-on-the-job to a minimum. An Instruction 
Sheet, accompanying each door, illustrates the progressive 
steps involved in the installation process. 


Low Headroom Hardware 


The Howell Manufacturing Co. has pioneered in the 

development of the Natural Seven Track that can be 

installed in 7" of headroom, This innovation eliminates the 

need for special brackets or auxiliary track . . . makes 

’ , possible a considerable saving in material and labor. 

There's a How-ell-dor Hardware for 9'/.", 6" and 3" low headroom requirements 
Electric Operator for are also available. Write 
every design door. Dept. B 


Engineering Assistance . se 


Our designing and engineering staff always stand ready 
to assist you in your particular door problems. 


The HOWELL Manufacturing Co. 
7200 Hasbrook Avenue ° Philadelphia 11, Pa. 
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Good Housekeeping 
© toy ey 


45 apvearisan WOE 


It goes up fast . . . and so do your sales. 


KW Workmen don’t spend time “wrestling”? with 
. ROC OOL B-H SPUN BLANKETS. This insulation 
is lightweight, strong, resilient . . . easy to 
HOME INSULATION install . . . time and money-saving advan- 
tages your contractor-customers are looking 
for. Write us for full information on B-H 
SPUN BLANKETS .. . and our merchan- 
dising plan to help you sell them. 


BALDWIN-HILL COMPANY 


2009 Breunig Ave. Trenton 2, N. J. 


Kalamazoo, Mich. Huntington, Ind Temple, Texas 
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Repairs and Remodeling 


Selling the Contractor 


16 Basement Remodeling Package Ideas 


See how three successful dealers in- 
crease sales of materials for these home 
improvements by: 

Using “‘soft-shoe”’ selling 

Taking customers to display sources 
Selling within customers’ price ranges 
Using a step-by-step display 


“When you once get a customer started on remodel- 
ing his basement or buying packages like a home work- 
shop,” says Earle Brenneman, manager of the Little 
Rock Lumber and Coal Co., Alma, Mich., “you usually 
have that customer for life.” 

Brenneman points out that one of his doctor custo- 
mers summed it up neatly when he said: “Home im- 
provement is a pleasant disease. Once a person gets the 
germ it’s hard for him to shake it off because of his 
complications of increasing home-value and pride-of- 
accomplishment.” 

The Michigan manager adds, “When a customer gets 
a few storage cabinets built, he often sets off a chain- 
reaction that leads his contractor into putting in a 
basement recreation room, remodeling the coal bin, etc. 
Such customers feel good about their contracted proj- 
ects because they realize they are not just spending 
money—they are investing in more value, beauty, 
comfort and convenience in their homes.” 

Here are some ideas for more sales of basement 
remodeling jobs: 


A family recreation or “rumpus” room. 

A basement cocktail lounge with bar. 

New laundry room, 

Modernized utility room for central heating 
plant and hot water and air-conditioning units. 
New dust-tight coal bin. 

A better home hobby shop. 

An all-metal outside basement entrance unit. 
Storage closets for garden and lawn tools. 
Pantry-canning room built around the deep 
freeze. 

Extra “for rent” sleeping room or apartment 
to help retire the mortgage on the house. 

A bathroom with shower stall for “after beach 
or garden use.” 

An in-the-house garage. 

A photo dark room. 

Extra bedrooms for the growing family. 

A basement office or “factory” that may range 
in use from selling real estate to raising para- 
keets. 

Built-in storage closets and cabinets for cloth- 
ing, bedding, sporting goods, etc. 


Uses “Soft-Shoe” Selling 
Brenneman points out, “We have tried to gauge 
our community to determine the best approach for 
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selling basement or other remodeling jobs. Alma is 
an industrial-agricultural town with a population of 
9,000. Through trial and error we have decided that 
the best approach for selling remodeling, extra rooms 
and other marginal-luxury jobs is with ‘soft-shoe 
selling.’ 

“We never push the customer into a sale. We invite 
him to come in—lounge around our home planning 
room—and generally take his own sweet time about 
deciding on what materials he wants to buy for his 
job,” says Brenneman. 


“Our home planning room is equipped with a 16mm 
projector and screen. If the customer desires, we 
show him manufacturers’ films of various products. 
We also have a stereo camera and a viewer. We take 
pictures and keep a file on our completed basement 
jobs. The dimensional-color pictures are excellent for 
showing customers beautiful remodeling jobs that 
we have planned and completed,” says Brenneman. 


Should Know Area 

Brenneman observed that dealers should know the 
people in their area so they will know what types of 
remodeling jobs to offer. 

‘This is an area of homeowners,” he said, “so our 
customers are more interested in installing recreation 
and family rooms in basements rather than apart- 
ments or rooms to rent. Also, a great number of our 
customers perform basement remodeling work them- 
selves so we must be ready to give advice on mate- 
rials and how to perform the work. 


“As a further point in our soft-shoe selling tech- 
niques,” he added, ‘we do not hesitate to tell a cus- 
tomer if we feel he may be going over his head in 
costs. We do this in a nice way and the customer is 





WALL PANELING AND CEILING TILE for the bar room 
end of the basement recreation room was recommended 
and sold by the Steel City Lumber Co. The firm also 
helped with the decorating scheme. 
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GOOD-PROFIT BASEMENT RECREATION ROOM was sold by R. C. Briggs, manager, Steel City Lumber & Supply Co.., 


Gary, Ind., who is talking to the customer, Mrs. Jack Doyle 


for the walls 


usually pleased to find that we have his best interests 
at heart,” said Brenneman. 

The Steel City Lumber and Supply Co. (Bader 
Corp.), Gary, Ind., is somewhat limited in display 
space for paneling used in basement and other re- 
modeling jobs. R. C. Briggs, manager, says, ‘We are 
close enough to Chicago to be able to solve our 
problem rather easily by taking customers and con- 
tractors into the city to see displays of manufacturers 
and other distribution agencies. 


Takes Customer to Display “Source” 

“Recently, a customer came in seeking an appropri- 
ate wall covering for a combination recreation room 
and lounge that he planned to install in his basement,” 
said Briggs. 

‘“‘We were unable to show him a sufficient variety 
of paneling, but we were able to save the sale by of- 
fering to take him to the ‘source’ of the materials in 
Chicago. In half a day’s time we picked out the 
paneling and the sizeable sale was made through our 
yard. Later we helped the customer on the layout 
of the room and in selecting finishes and carpenters 
to do the work.” 

Carl N. Stewardson, manager of the Westville 
(Ind.) Lumber and Coal Co., says, ‘When a customer 
comes in for a basement remodeling job we first try 
to tactfully determine the estimated amount he wants 
to spend on the job. Getting this information right 
off saves us a lot of wasted breath talking about the 
more expensive items which may just serve to frighten 
the customer away. 

“When we know what he wants to spend on his 
job, then we know whether to recommend hardboards, 
insulation board, knotty pine or cedar, grooved ply- 
wood or more expensive wall coverings. 
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Mr. Doyle chose checkerboard, striated plywood paneling 


The Westville firm has a step-by-step display on 
how to install wallboard. The display, which includes 
sections of wallboard in various stages of completion, 
is mounted on frames in the firm’s door rack. The 
step-by-step display shows wallboard applied, appli- 
cation of tape for joints and painting procedures. 


STEP-BY-STEP WALLBOARD DISPLAY helps customers 
see how easily the material is glued, taped and painted. 
The Westville (Ind.) Lumber and Coal Company’s dis- 
play is fitted right into the rack for displaying doors. 
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Don’t take on flooring as just a sideline... 


MAKE IT YOUR BI PROFIT LINE 
“" KENTILE 


ce 





Only Kentile builds consumer demand with 
a year-after-year ad barrage like this 


Leading national magazines, trade papers, Sunday newspaper sup- 
plements blanket the country with action-packed Kentile ads... 
hammer home the famous Kentile features of low price, longer wear, 
easy installation, colorful beauty. That’s why more customers think 
of .. . ask for Kentile when they want flooring. 











Only Kentile builds consumer confidence 
with this 2-way guarantee 


Kentile’s guarantee covers both kinds of installation ... by the 
dealer and by the customer. Full coverage like this is proof of 
Kentile’s quality... your customers know Kentile can afford to 
make this offer only because Kentile is made to stand up under 


heavy use through the years. 
Papihtentan, died 











Gi DESIGN YOUR OWNFLOOR \ 


| Only Kentile helps you build so much 
paaabeth business in so little space 


The KenStyler is a point-of-sales display and a complete flooring 

department .. . all in 18%” x 1544”. Order one now so your cus- 

tomers can arrange Kentile in any color and pattern combination 
. sell themselves on its easy installation. 











KENTILE 


The Asphalt Tile of Enduring Beauty yO 


KENTILE, INC., 58 Second Avenue, Brooklyn 15, New York * 350 Fifth Avenue, New York 1,N. Y. © 705 Architects Building, 17th and Sansom 
Streets, Philadelphia 3, Po. * 1211 NBC Building, Cleveland 14,Ohio * 900 Peachtree Street N.E., Atlanta 5, Ga. * 2020 Walnut Street, Kansas 
City 8, Mo. * 4532 South Kolin Avenue, Chicago 32, Ill. * 4501 Santa Fe Avenue, Los Angeles 58, Calif. © 452 Statler Building, Boston 16, Mass 


KENTILE + KENCORK + KENRUBBER + KENFLEX 
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rut BIG NEWS rooav is KITCHENS! 





Now « the time to 


cash in — 


aterials are making the kitchen ( 
the star of the home 


u 





Home magazines today are filled 
with stories about the new excite- 
ment about kitchens... fast turn- 
ing into the most important room 
in the house! Editorial space is 
devoted to headline stories about 
new decor, new planning, new 
living kitchens. And that’s where 
American Kitchens uses this great 
interest and publicity to cash in 
. for you! 
NEW EDITORIAL-FORMAT BOOKLET 
To take advantage of this nation- 
wide trend, American Kitchens 
has produced a new booklet in 
typical magazine format withcolor 


AMERICAN KITCHENS DIVISION 


BuiLpInG Propucts 


Atty 


MERCHANDISER 





pictures and helpful information 
about decorating and kitchen 
planning. 


National advertising will pro- 
mote this 24 page folder, ‘New 
Designs for Living Kitchens,” and 
the inquiries will be sent directly 
to the dealers to give them a list 
of “red-hot” “ready-to-buy”’ pros- 
pects to work from. 


Yes—now is the time to dis- 
play, promote, locally advertise 
American Kitchens. Now is the 
time to get yourself a bigger share 
of the multi-million dollar steel 
kitchen business with American! 


CONNERSVILLE, INDIANA 





- 
te living-kitchen ts an 
oe 


American idea 


Make a hig kitchen pay 
_—— dividends 





aa 


dew ur kitchens 


that work for you 


‘| 
oday’s kitchen 'S decoraled 


as ‘ac "ly 
attraclicely as any room in the house 


ll 


Ih. kitchen is becoming the 


fx. Most exciting room in the house 


CABINETS OF STEEL 
FOR LASTING APPEAL! 


American Kitchens Division, Dept 
AVCO Manufacturing Corp., C 


AL-9 


sville, Indi 








lam interested in an American Kitchens franchise 
if one is available in my area, Please have my 
nearest distributor contact me 


Name 





Address 





City Zone State 
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GO AFTER COMMERCIAL jobs when selling paneling. 
The Steel City Lumber Co., Gary, Ind., sold so much 
knotty red cedar paneling for this lounge and bowling 
alley that the owners changed the name to “Red Cedar 
Tap Room.” 
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Repairs and Remodeling 


Selling the Contractor 


Here’s How to 
Pull More Profits 
From Wall Paneling 


This article gives you 11 capsules of 
information which include tips on: 


Paneling displays 
Advertising AND publicity 
Installation service 

Selling panel finishes 


Getting commercial jobs 


Merchandising-minded lumber dealers find that 
these 11 ways designed to pull more profits from wall 
paneling really work: 


Panel Your Own Walls 


John P. Cooney, manager of the Wilson Lumber 
and Coal Co., LaPorte, Ind., has 36 different types 
of paneling on the walls of his showroom. He says, 
“You can’t expect to sell good quantities of wall pan- 
eling unless you display the products to their best ad- 
vantage on your own walls. We keep our panels 
clean and clearly marked as to type and price. The 
beauty of our display seems to appeal especially to 
women shoppers. Our walls are lighted at night and 
visible through the showroom windows which helps 
pull street traffic. Our paneling displays have been 
in for two years and they have definitely helped in- 
crease sales,’”’ said Cooney. 


Maintain Sufficient Stocks 

Cooney adds, “Many sales of wall paneling are lost 
because dealers cannot give customers immediate 
service from their own stocks.” 

Because a dealer may not have a particular wood 
panel supply, a sale may go to less profitable wall- 
board or paint. To himself, the customer is a pretty 
important guy and although he probably has time to 
wait for his order he'll usually take a cheaper sub- 
stitute or go elsewhere to buy. 

“Our displays and the fact that we carry good 
stocks of paneling have people in the habit of coming 
here when they want to buy,’’ Cooney commented. 


Push Do-It-Yourself Paneling Sales 

Many brands of paneling for living and other rooms 
are aimed at the do-it-yourself customer. Especially in 
large cities or suburban areas where labor costs are 
high, sales of do-it-yourself panels are “naturals.” 
Dealers who emphasize the great savings a homeowner 
can make by doing his own installation are enjoying 
increasing sales. However, these dealers do not ad- 
vise an amateur to work with expensive wood paneling 
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LIGHT WOOD PANELING SALES can be increased by 
informing customers how beautifully it blends with 
modern blond furniture. Built-in closet and storage space 
in this wall helped sell this Weakley Lumber Co., New- 
ark, Ohio, home. 


on which errors in sawing and nailing can be ex- 
tremely costly. 
Advertising AND Publicity 

Displays of wall paneling in your showroom are 
excellent examples of point of purchase advertising 
However, because wall paneling is rarely an impulse 
item, it is necessary to plug it continuously in news- 
papers, radio, TV, direct mail, handbills or whatever 
fits the individual! dealer best. 

These American Lumberman ADservice newspaper 
mats are excellent for advertising paneling: Mat No. 
1, February 9, 1953 issue of the American Lumber- 
man; No. 2, February 23 issue; No. 6, May 4 issue; 
and No. 9, June 15 issue. 

It is often not necessary to devote an entire news- 
oaper advertisement to wall paneling alone; but, to 
keep the public informed on the fact that you handle 
all types of paneling it should be frequently featured 
as parts of regular ads. 

When you have completed a beautiful paneling job, 
hire a professional photographer to take at least one 
good picture. The local newspaper will cooperate in 
making an engraving to run in a special ad on panel- 
ing. It is always good to have the satisfied customers 
in the picture enjoying their ‘‘new” room. The invest- 
ment in the photo and engraving is low and its cus- 
tomer-pulling potential great. 

The newspaper should be offered this same cut for 
use in its editorial pages. The vast majority of daily 
and weekly newspapers are eager to get good local 
pictures to dress-up their real estate and home build- 
ing pages. 

Have a Paneling Information Bureau 

For customers at the Duncan Lumber Co., Lansing 
Mich., two designers, Dale W. Box and Duane Bar- 
trem, stand ready to furnish detailed information on 
decoration, remodeling or new constvuction. The de- 
signers will lay out a job for a customer and advise 
him on the best materials and color schemes. Dun- 
can’s home planning rooms are furnished in a variety 
of paneling to help both new and old house customers 
decide what they want. 

Offer Installation Service 
Carl N. Stewardson, manager of the Westville 


(continued on page 129) 
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FINISHED BIRCH PLYWOOD PANELS add real beauty 
to the Mr. and Mrs. Frank Polizotto home in Gary, Ind. 
Steel City Lumber Co. sold the job and recommended 
closets behind flush sliding doors which coupled utility 
with beauty. 


FEATURE PANELING IN YOUR SHOWROOM if you're 
really out to increase sales, say officials of the Miller 
& Zeilstra Lumber Co., Grand Rapids, Mich 


DOOR-RACK PANELING DISPLAY 
used by Littl Rock Lumber & Coal 
Co., Alma, Mich,, is effective, 





Nterling 


HARDWARE 


Track Apron Conceals 
Hangers and Serves Use Standard 


Only as Decorative Trim. 
One Inch 


Headroom 
Required 


Door Frame 


Aluminum 
Track is 
Anodized to a 
Satin Finish. 


_ 


Nylon 
Rollers 


Adjustable 
Hangers 


Sterling Hardware § 


through Sinad ; Door 
adjustment. Newall , Cushions 
7 Prevent Slam, 
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longer: quilal 

e Guide 
ie Strips—No 
Available in compl ‘ Grooving 
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STERLING HARDWARE MFG. ¢é §.° 
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® NATIONALLY ADVERTISED in Leading Magazine 
® SEE OUR CATALOG IN SWEET'S: Architectural File » Light Construction File 


@ VISIT OUR DISPLAYS: Architects Samples Corporation, 101 Park Ave., N.Y.C: 
adliodes EB Chicago Met. Home Builders Ass‘n., 130 W. Randolph 
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WALL PANELING 
(begins on page 126) 


(Ind.) Lumber and Coal Co., has a three-man “jack- 
of-all-trades” crew that will install paneling and per- 
form other services that most contractors will not 
bother with. 

“One rule that has paid off for us in paneling sales 
is seeing that the room is clean and livable again be- 
fore leaving,”’ says Stewardson. “People appreciate 
this added service. The word on this sort of thing 
gets around and helps our future sales.” 

Stewardson also pointed out that his three-man 
crew—or part of it—is always available for emer- 
gency repair and remodeling service. “For example,” 
he said, “we recently got a call from a woman whose 
living room ceiling plaster had collapsed. We sent a 
man right out and in a few days he had installed new 
ceiling tile and had the room ready to live in. That 
woman, we feel sure, is a customer for life.” 


Financing the Job 

The Westville Lumber and Coal Co. always informs 
paneling customers that they can pay for their home 
improvements with an FHA Title I loan. No down- 
payment is required for the loans which may run up 
to $2,500 and be paid over three years. The firm, 
like innumerable other dealers, has a budget plan to 
allow customers to pay off a paneling job in three 
or four payments. If the paneling and remodeling job 
is extensive it can usually be financed through an 
open-end mortgage plan. 


Sell Finishes with Paneling Jobs 


W. J. Burgess, president of the Rikerd Lumber Co., 
Lansing, Mich., points out that dealers can increase 


their volume by selling the necessary finishes to go 
with paneling jobs. 

“When you are selling good wood paneling,” Bur- 
gess observes, “it is good business to sell the cus- 
tomer the best type of finish for preserving the beau- 
ty of the wood that the customer paid for.” Many 
types of finishes will allow wood panels to discolor 
and darken with age. Burgess said he has had ex- 
cellent luck preserving fine wood with a plastic-base 
finish. Even with bright hackberry panels the plastic- 
base finish preserved the original color of the wood. 


Odd-Pieces for Economy 

The Rikerd Lumber Co. has a custom millwork 
plant that employs 50 people and the firm manufac- 
tures a good deal of the paneling it sells. 

“In our display rooms,” says Burgess, “we put up 
special panels that are made of odd lengths of wood 
that is fitted into our standard 8x4 display panels. 
We did this to show people that panels of this type 
are just as good looking as those made with full 8’ 
boards. After all, most people agree that hardwood 
flooring in odd lengths is beautiful—so why wouldn’t 
paneling made of odd lengths be just as popular? 
Such panels save on waste in our millwork shops and 
in many cases the price to the ultimate consumer is 
lower.” 


Have a Paneling View Room for Contractors 

The majority of the Rikerd Company’s business is 
with contractors. When the firm added a contractor 
conference room the walls were designed to contain 
15 8x4 wood panels. They are set in frames and are 
removable. An excellent interest-catching “gimmick” 
is that all panels are made of native Michigan wood. 
Although not all the panels are commercial, the con- 
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New Beauty for 
HOMES . . STORES 
and OFFICES 
WITH PLYWOOD 


20x60" 1” 3 ply $ 6.00 

MAHOGANY Sontgom 318" S-ply. 13.26 
30"x60" 14" 3-ply 

WALNUT Sonsgor 13/16" S-ply 


30x60" 1/4" Bply 
WHITE OAK somegor 13/16" S-ply 
30x60" 1/6" Seply 
BIRCH Somsgo” 13t6" B-ply 
30x60" 1/4" 
GUM 30"x60" 13/16" 


WHITE OAK 
MAHOGANY 


Weldtex Plywood 
4% © 8 f sheets 


attractive grained fin 
\ 























ACCURATE PRICING OF PANELS IN ADS helps pre 
pare customers for sales before they enter your show- 
room. This ad also features a time-payment plan 


tractors can see the beauty of wood and the “state 
pride” angle is important . 

The panels include: knotty pine, basswood, cherry, 
red oak, butternut, white oak, elm, hard maple, soft 
maple, white ash, hackberry, walnut, sycamore, beech 
and knotty cedar. 

Contractors and customers from miles around use 
the room as a showcase when they are deciding on 
interior decorating. Burgess says there is no ques- 
tion about the fact that the room has increased sales 
of wood paneling. 


Go After the Commercial Jobs 


R. C. Briggs, manager of the Steel City Lumber 
and Supply Co. (Bader Corp.), Gary, Ind., says “Too 
many dealers take it for granted that all the com- 
mercial jobs will just naturally go to some other 
source, And they will unless the dealer watches for 
his opportunities and makes the most of them. Re- 
cently, a bowling alley and bar room burned down 
in our area. We heard the owner was going to re- 
model, so we went over and talked with him. The 
result was that we sold him on knotty red cedar on 
all the walls of both the bowling alley and the bar 
The owner was so pleased with the end result that 
he renamed the bar ‘The Red Cedar Tap Room.’ 

“I feel that too many of these big-profit commer- 
cial paneling jobs are getting away from the retail 
lumberman simply because the retailer does not go 
up and ask for the jobs,’ Briggs observed. “After 
all,” he said, “the banker, super market manager, 
church deacon, druggist, barber and other retailers 
are usually local boosters who are quite willing to 
deal with the local retail lumber dealer providing he 
can deliver the goods.” 
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Selling the Contractor 


ADD-A-ROOM PACKAGE sold by Olathe yard is 
this combination studio-garage being added from 


existing kitchen. 


Wife plans to use it to teach 


dancing pupils by day; husband will store car in 


it by night. 


“FAMILIES ARE GROWING LARGER” is how Manager Rob- 
ert Z. Sims of Cowley Lumber & Hardware Co., Olathe, Kans., 


explains brisk business in add-a-room packages. 


Behind Sims 


is David Cowley, son of Clair Cowley, owner of the yard 


Add-A-Room Solves 
Family’s Growing Pains 


Quote monthly payment terms, have 
materials on hand and arrange financing to 


successfully wrap up the package in this type 


of selling. 


“The retail lumber business is 
not nearly as competitive when you 
can sell the homeowner a whole 
job, as when you have to sell them 
material piece by piece,’’ says 
Chester D. Furnish, manager of the 
Adair Lumber Co., Kirksville, Mo. 

“Add-a-Room package _ selling 
gets into the big money pretty fast 
because you can’t build a room for 
$1,000 these days,” points out L. 
A. LaGue, manager of the Badger 
Lumber Co., Kansas City, Kan. 
“There is a nice margin of profit 
in this type of package selling and 
you don’t have to sell it at a com- 
petitive price.” 

“Package selling with first ban 
credit is the thing,” claims Fred E. 
Wilbur, manager of the Maryville 
(Mo.) Lumber Co., an Adair Lum- 
ber Co. line yard. “There is no 
competition in it; you get your 
money. 

“The homeowner who has to 
have credit doesn’t shop around. 
He comes in and asks, ‘Can I add a 
room to my house by first-of-the- 
month payments?’ You charge him 
10% down and sell the job!” 

“It is important today for a 


130 


THIS WAS THE FRONT PORCH until the man of 


the house enclosed it, made it part of the living 
room with spare time and week-end carpentry. 


small-town yard to keep the stock 
on hand for package selling,” 
points out Pete Jepson of the P. E. 
Jepson Lumber Co., Macon, Mo., 
who operates one of the most mod- 
ern and completely equipped yards 
in the middle west. 

How to Sell the Room Package 

These comments from four dif- 
ferent dealers who are running up 
profits this year with add-a-room 
package selling point the way for 
other lumbermen. Achievements by 
them and other dealers in this type 
of selling proves these steps suc- 
cessful! 

1. Add-a-Room packages should 
be advertised on quoted monthly 
payment terms. 

2. Materials should always be on 
hand to add the room when the 
customer wants it. 

3. Some form of financing should 
be available to help close the add- 
ed room sale. 

4. Close cooperation with local 
carpenters and laborers can make 
them your best add-a-room sales- 
men. 

A study released this July by 
Sunset Magazine, west coast bet- 


ter living publication, showed that 
35.9% of the homeowners respond- 
ing planned to add rooms to their 
homes in the next two years; 35% 
planned to remodel as against 25% 
planning to buy or build a house. 
Chief items were kitchens (16.6% ) 
and bathrooms (11.6%). 

Lumber dealers already know 
these facts. “They’re outgrowing 
their homes today,” said LaGue of 
the Badger yard. “Our added 
rooms this summer were mostly 
bedrooms; sometimes they even 
make bedrooms out of old ga- 
rages.” 

“Families are growing larger: 
we are adding quite a few rooms 
now,” said Robert Z. Sims, man- 
ager of the Cowley Lumber & 
Hardware Co., Olathe, Kan. “They 
are generaliy bedrooms for grow- 
ing families. The three-bedroom 
house is now more in demand than 
the two-.” Living and recreation 
rooms were next in popularity at 
this yard. 

Monthly Payment Terms 

The success of the Larson Lum- 

ber Co., Salina, Kan., whose ad is 
(Continued on page 132) 
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FOR 
SINK-TOPS 
AND WALLS 


Secured with Moldings 
Installed with Hand-Tools 





<< 


You can SELL IT with confidence 
Your customers can INSTALL IT with confidence 


At last! A quality plastic surface that builders and 
home-owners can install! 

Do-It-Yourself Panelyte is its name—made extra 
thick—a full 1/10”. Here are four good, solid reasons 
why this high-pressure laminate is so easy to install... 
'- HUGS THE SURFACE. Thanks to an engineered 

curve—no pressure, no clamps, no sandbags, no 

bracing. Can be used with or without adhesives. 

ECONOMICAL. Goes over any reasonably smooth 

surface, including an old one. Extra thickness 

means you can use less perfect base material. 

* TOUGH, DURABLE! High-pressure laminated plas- 
tic throughout! Chance of breaking during han- 
dling and cutting reduced to a minimum. 

LARGE SHEET SIZES. Do-I1-YouRSELF PANELYTE 

comes in sizes up to 4’x 10’ for fewer joints and 

more one-piece surfaces. 


RESULT! Only a few simple hand-tools are needed to 
. install Do-It-Yourself Panelyte. Only a few simple in- 
structions need be followed. 


DO-IT-YOURSELF . 


You cart have complete confidence in Do-It-Yourself 
Panelyte’s ease of installation—and you can have com- 
plete confidence in its QUALITY. Smooth, beautiful 
and durable, this plastic surface lasts a lifetime. It re- 
sists stains, cigarette-burns, abrasions—it will not peel. 
And it's the easiest surface imaginable to keep clean. 

Do-It-Yourself Panelyte is a new form of Panelyte. 
In original 1/16” thickness, Panelyte has proved itself 
for years—in homes, stores, restaurants, hotels, insti- 
tutions and other shop-fabricated applications. 

You can have complete confidence, too, in the manu- 
facture of Do-It-Yourself Panelyte. Both thicknesses 
of Panelyte are made by St. ReGis PAPER Co.—famous 
for paper and plastic products of highest quality. 


You'll Sell Many Additional Items 


Sell Do-It-Yourself Panelyte over the counter and 
watch companion items move, You'll sell moldings 
and sink-frames—probably plywood, tools and cabinets. 
For samples and stock, contact your nearest distribu- 
tor. For complete information, send coupon, now. 


Panelyte Division lo Decrative horface 
ST. REGIS PAPER CO. esaery many oa 


230 Park Ave., New York 17, 1. Y. A” 


Please send me information about Panelyte and 
how | can make some money selling it. 


PANELYTE 


HIGH-PRESSURE LAMINATE 


Firm Name 
Address 
Cir. «; 


ATTENTION, WHOLESALERS! Some choice Panelyte territories still open. if 
you went more information about the profitable Pahelyte line, contact us today. 
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Add-A-Room 

( Begins on page 130) 

shown with this article, bears out 
point one above: Add-a-room pack- 
ages should be advertised on quot- 
ed monthly payment terms. Co- 
owner of the firm, Dwayne Larson, 
says, ‘‘We have experienced a ver 
good summer businesswise.” 


Have Materials on Hand 

P. E. Jepson cites a case to prov 
point two, that a yard should al- 
ways have the materials on hand 
when the customer decides to add 
@ room. 

A young woman from San Diego, 
Calif., came home to Macon, Mo., 
to visit her mother when some 
general remodeling was planned. 
She happened into the P. E. Jep- 
son Lumber Co. there, was im- 
pressed with displays and stock, as 
well as the figures and plans that 
Bob Perkins, young store manager, 
had readily available. Jepson’s was 
able to keep the sale at home, 
away from the near cities of St. 
Louis or Kansas City, and sold 
them a garage, and added a util- 
ity room with two fireplace instal- 
lations. 


Financing Can Close Sale 

“In package selling the FHA is 
where we get our money,” reports 
dealer Furnish of the Adair yard 
in Kirksville. “If your customer 
can pay by the month, he doesn’t 
quibble over the price.” 

Fred Wilbur, who manages the 
Maryville, Mo., yard for Adair and 
uses the first ban credit plan, did 
12 weeks of package selling last 
fall and expects to repeat it this 
fall. 

“We had been piddling around 
for some time with time payment 
stuff and it wasn’t working out 
here,” said Wilbur, who has a 
large volume of farm trade. “We 
concentrated on 12 weeks of pack- 
age selling with first ban credit and 
it paid off big. The credit organi- 
zation only turned us down on two 
deals.”’ 


Carpenter Cooperation 

Although some dealers like Fur- 
nish at Kirksville, who says, ‘““We 
can make more out of the building 
material than if we sold packages 
through the carpenter; they sell 
their time AND the material,” pre- 
fer to work without close carpen- 
ter cooperation, other have found 
that working hand-in-hand with 
labor can make them good sales- 
men for the yard. 

Sims of the Olathe yard lets lo- 
cal labor do the package selling for 
him when they are on a job of 
home remodeling. “It works out 
better for us that way,” he says. 

The Cowley yard works closely 
with a selective list of six to eight 
carpenters always on its string. It 
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4 WAYS 


We'll Help You Plan .. . Help You Finance 


te get the EXTRA ROOM 
Your Family Needs! 

Help You Build 

COSVERT Were src 


Pack INTO & 
Ses TWEL Roow 











TRANSFORM BASEMENT 
on PoReH INTO & GAY 
RP REATION ROOM 


sone 


Typical 1? « 16 Room 


Typical 10° x 17 Room 
Completely Lnstatled 


As Low As 


Finished Complete 


As Low As 
Per Moath 








$1789 


Visit Our 
Home Planning 
Service Dept 


© Plan Books 
@ Wodtwort Rooks 











Typical 17’ « 14’ Room 


208-226 S$. 4th 
Phone 5473 
FREE DELIVERY 
FREE PARKING 

ro Avetistle “Remember Our Boys” 

Support The “Y” Building Fund 


This Firm Is @ Member of the YMC% Building Fair Share Clad 


Que room plenning exports will help you design just the room that 
fe your seeds... and give you « complete catimate of matevisis 


MANY OTHER MATERAIS FOR 

WAAL COVERING ART AVAILABLE 
Ovr representative con chow you © verety of siremate materiohn snd 
hermith rehable crattomes te de the work 


Should You Met Intend te De the Jeb Yourssll, Col BADGER, OF. 
6140. Gur Mobile Display Stetion Wagen Con Come te Your Door... . 


Shop Daly 8A MTHS PF M.. Soterdey Tl Meee 

















PRICE PLAYS IMPORTANT PART in selling the add-a-room package. Quot- 
ing low monthly terms and illustrated with American Lumberman ADservice 


mats, Dwayne Larson’s ad at left 


helped make it a “very good summer 
business-wise” for the Larson Lumber Co., Salina, Kan. 


The Badger Lum- 


ber Company’s ad at right, also using Adservice mats, stresses service of 


the Kansas City, Kan., yard. 





screens its list carefully and has 
men on regular call. “We sit down 
and figure it out with the carpenter 
if he has a job to bid on,” Sims 
points out. 

The yard does a lot of estimat- 
ing, too, but generally tells those 
customers that it can get them a 
carpenter not in its direct employ. 

In an area of larger population, 
like the Badger yard in Kansas 
City, Kan. (130,000), newspaper 
advertising spurred add-a-room 
package selling. 

Manager LaGue went in for 
package selling on a large scale 
just the first of this year and has 
met with notable success. Once 
the initial advertising campaign had 
broken the ground, word-of-mouth 
took over and is the yard’s best 
“salesman” now. 


Ads were placed in the real es- 
tate section of one paper and the 
classified section of another, in ad- 
dition to regular display space in 
it and also in a throwaway. Later, 
Badger’s plans to go on radio to 
push package selling, too, includ- 
ing add-a-room. 

How newspaper advertising can 
fertilize formerly barren ground to 
harvest this market is proved by 
the fact that in one week of Au- 
gust last year, LaGue was doing 
this add-a-room package business: 
estimating a basement apartment, 
enclosing one 10’x16’ porch for an 
added room, enclosing another 
porch, a recreation room in base- 
ment, finishing an attic, adding two 
rooms upstairs and one down in a 
house remodeling, and “adding” a 
room alongside a trailer house. 
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The Michael Flynn Manufacturing 
Co. plant, home of Lupton Metal 
Windows. Here 40 years experi- 
ence meets with precision engineer 
ing for quality windows at mass 
production prices. 


Send for this folder —It shows 
Lupton Metal Windows styles 
Dealer Helps you can use to in 
crease your sales, and documents 
Lupton’s forceful all-year-long ad 
vertising support. It's yours for 
the asking. 











with Lupton Metal Windows 


Seeing’s believing 


put a Lupton Alu- 
minum Casement Window on display 
and watch it catch your customers’ eyes. 
Show its advantages and see how quick- 
ly it sells. Sell one — and future sales, 
future profits are assured. Your cus- 
tomers will ‘stay sold” with their Lup- 
ton Metal windows and spread the 
good word to their friends. 


Point out the quality construction, the 
welded corners — the close weathering 
contact on all sides of the ventilator 
sections — the beautifully designed and 
efficient hardware—how easily the 
Roto-Operator works to open and close 
the windows —the extended hinges 
that permit both sides of the glass to 
be cleaned from within the room. Tell 
them that a Lupton Aluminum Window 
never needs painting — its initial cost 
is offset through years of service without 


one cent for maintenance — makes it 
the cheapest window in the long run. 
And — they will always work freely be- 
cause they will never get paint clogged. 


If aluminum windows are too “rich” for 
their budget, show them Lupton Steel 
Windows — Bonderized for lasting 
weather protection. In fact, whatever 
your customers need in the way of win- 
dows you can satisfy their wants from 
the extensive Lupton Window Line in 
steel or aluminum. Get full details from 
your local distributor, or write to the 
nearest office. 

MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, PhiladéIphia 24, Pa. 


Member of the Steel Window Institute and 
Aluminum Window Manufacturers’ Asso 


LUPTON 


METAL WINDOWS 





Because American Fence has staying power in the field 


it has selling power in your store! 


vas 


AMERICAN @ 
FENCE 


FAST MOVERS! Hone the complete nest |} Sell AMERICAN... 


e 
inital and reap the profit rewards 
and Studded ‘'T'’ Posts 
@ You sell the best when you sell American Fence .. . and farmers 
know it, show it by the amount of American Fence they buy. There’s 


more American Fence in use than any other brand! 


U-S*S American Tie Wire for Automatic Balers The main reason is, of course, that American Fence is good fence... 


made to last through the years. Many farmers have reported that their 
American Fence has lasted 30, 40, 50 years ... and still is tight and 
strong. It really has staying power. 

And through strong, consistent advertising we keep the farmers in- 
formed about American Fence—remind them to see the dealer display- 


ing the American sign. Our big 2-color advertisements appear in lead- 
U°S°S American Gelvanized Barbed Wire ing farm papers having a circulation of more than six million readers! 


Be sure you're getting your share of farm fence business. Display the 
American sign prominently ... put your American Fence displays out 
where they'll be seen by the farmers, and remind them that it’s time to 
put up new fence, before winter sets in. This is a good season to send out 
literature to prospects ... to give an extra push to fence and accessory 
U+S*S American Hex-Ce! Poultry Netting materials. It’s the season when the farmer has the most money! 











AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S AMERICAN FENCE 
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Getty 


wetty Operator 
4703AF A de luxe op 


erator for all metal case 
ments. Superior because of 
its powerful internal gear— 
an exclusive Getty feature 





operators 
are found 


Getty Operator 
4706 A popular priced 


operator for metal casements. 
Precision made, externally 
geared, angle driven 





on more 
casement 


Getty Operator 
4706 His the only replace 


ment operator for metal case- 
ments made. Its specially 
drilled holes accommodate 
nearly all metal casements, 
revardless of the type of 
operator being replaced 





windows 
than all 


Getty Operator 
4703W For any wood 


casement. Unexcelled in con- 
struction and functional de- 
sign. Houses a powerful in- 
ternal gear—an exclusive 
Getty feature 





other 


Getty Operator 
4715 For wood case- 


ments. Economically priced 
and well constructed—with 
an external gear and angle 
drive 





operators 
combined 


Getty Operator 
4700 Heavy Duty (reversi- 
ble) for wood casements. It is 
a horizontal worm-and-gear 
operator—not handed. 





3348 NORTH 10th STREET 


us. GEITY) & C0., Inc. 


PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Selling the Contractor 





27 Building Material Packages You Can Sell 


Package selling is modern merchandising developed 


to a high degree. 


You control the sale, there’s less compe- 


tition on price alone and the dollar volume of the purchase 


is increased. 


Package selling is easily defined. 
You furnish all the materials and 
arrange the details required to pro- 
duce the end-product for the cus- 
tomer—it may be a new home, a 
dairy barn, a recreation room or a 
disappearing stairway. 

Dealers who formerly went no 
farther than giving a price quota- 


tion on materials asked about are 
now adopting package selling be- 
cause it definitely creates more 
profitable business. 

The added sales come because 
when you sell materials in a pack- 
age there is less chance that the 
customer will buy at least part of 
his requirements from someone 


else. You control the sale. 

Customers like a package deal 
because it saves them so much time 
and trouble. You work out all the 
necessary details at one time and 
frequently because of your com- 
plete service the prospect will de- 
cide to have more work done than 
originally planned. 





Attic Expansion Is Needed in Millions of homes 


The market for attic expansion has been conservatively estimated at more than ten million homes. 


Since World War Il, alone, about four million, two-bedroom houses 
space which can easily be used for expansion purposes. 


have been built with attic 


The owners of these small, post-war homes are logically your best prospects for attic conversions. 
Most of these houses were purchased by young veterans who now require more space for their grow- 


ing families. 
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From the cost point of view, attic expansion is their best way out. 
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Recreation Rooms Give Today's Small Home More Space and Livability 


Basement amusement rooms offer still another way your customers 
can achieve added living space. As one dealer commented recently, 
“it's like adding another living room to a house.” 

The room in the basement can be as simple or elaborate as the 


customer's budget permits. Low cost jobs, for example, may include 


hy 
% 


S 








3p tiem 


masonry paint for the walls, a ceiling treatment with sheet materia! 
or tileboard and an asphalt tile floor. And science is helping to make 
basements more popular and practical. New materials are available 
that seal masonry walls effectively and handy dehumidifiers are now 
on the market that keep the air normal and healthful. 


—_ = 


all ~ 
7 
—. 


i ee 
st 
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Add-a-room remodeling takes care of homes without basements, attic space 


One of the most profitable improvement sales for a dealer is the 
add-a-room remodeling package. You sell masonry supplies, structural 
lumber, roofing, insulation, siding, windows, doors, flooring and 
interior finishing materials. 


While owners of basement-less and homes without aftic space are 


BuitpinG Propucts MERCHANDISER 


your best prospects, almost any house can be given the expansion 
treatment. Here is an improvement package your contractors defin 
itely will like. It's big enough, there’s a chance for a reasonable 
profit and the post-war home (as shown above) is relatively easy 
to revamp (continued on page 138) 
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Garages 


Garages were one of the first building packages sold successfully 
by dealers. New designs that make the garage a truly multi-purpose 
building are increasing the customer appeal of this familiar im- 
provement package. 


Bathrooms 


In selling bathroom remodeling price it as a package as shown in 
the above photo. Equipment for the bathroom, as well as plumbing 
supplies generally, are becoming more common in the showrooms 
of building material dealers 


It’s a part of the swing to package 
selling. 








Kitchens 


Kitchen remodeling is still another popular package with most 
dealers. A complete job sells everything from new kitchen cabinets 
to efficient lighting. The above photo illustrates one important 
fundamental in selling kitchen remodeling. Note the use of signs 
that pin-point low monthly payments for the package. 
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General remodeling 


New asbestos cement siding, a concrete pier foundation, a fireplace, 
new kitchen, roofing and an electrical system—they all were required 
for the very complete remodeling job shown above. 
farm homes in your 
package? 


How many 
community need this profitable remodeling 


Farm buildings 


Each year more dealers turn to the package selling of farm build- 


ings. 


The smaller structures, above, can be price-tagged for the 
farmer 


trade with good results. Improved farm plans available 
from manufacturers and associations simplify the planning. 


° 
Roofing 
Dealer interest in roofing is illustrated, above, by the many beav- 
tiful displays being installed in showrooms across the country 
Selling roofing as a convenient package helps to combat applicator 
competition. 
(continued on page 142) 
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Aetnaply Wall Panels — Hardwood ply- 
wood, Softwood plywood and special sur- 


faces for all types of interiors. 





Call 


Aetnaply Exterior Plywoods are carried in all 
grades and sizes. 


Tie up with AETNA — the stable and steady 
supplier — for a greater range of plywoods! 


You'll profit by Aetna’s wide variety of plywood 
from mills all over the world. With Aetna as your 
steady supplier, you'll never miss an order for lack 


of stock — lack of species, grades or sizes. 


You'll profit by selling Aetna’s uniform high 
quality stock in a full range of sizes and grades. 
Aetnaply Quality Products mean repeat orders and 
added prestige. 


You'll profit by Aetna’s quick deliveries. You'll 
save space ... keep your inventories low. And best 
of all, you‘ll keep the sales curve up. Aetna’s 24-hour 
Shipping Service assures you of ample stock to meet 
your plywood sales and to speed up your turnover. 
































Aetna stocks a wide range of plywood, 
hardboard and cubinet doors for original 
built-ins or for remodeling. 











| |, 
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Aetnaply Doors — Exterior, Interior, Flush or 
Panel Doors in many designs. 








Plywood Specialties .. . 
Plytex — wire brushed decorative plywood. 


Plypreg and Welchboard — Plastic faced 
plywood, 


P. V. Hardboard—Low cost wallboard 4’x8’. 


Mouldings—Pine and Philippine Mahogany— 
80 patterns. 


Tileboards — Wol-lite, Satin-lite, Grani-lite 
we 
Se. 


Glues—REZ Wood Sealers. 
Inlay Pictures 
Plastic Decorative Sheets ... 


Consoweld and Parkwood Plastics—over 
75 colors and designs. For table tops, walls, 
furniture, etc.—1/16" and 13/16”. 





Write for Aetna’s New Price Lists TODAY! 


AETNA PLYWOOD & VENEER COMPANY 


1732 WN. Elston Ave. * 


ARmitage 6-7100 
BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis 


Cnicago 22, Illinois 


AETNA for PLUS VALUE in PLYWOOD 
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CECO-STERLING 
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FULL SIZE SECTION 
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LOOK 
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for you at Ceco 


Ceco adds a new window to its broadening line 
to better serve dealers all over America 


Now you have even greater choice from which to sell the 


“just right’ window for a specific job. 


And you can be sure of uniform quality too backed by 


Ceco’s reputation .. . for Ceco windows are all engineered, 


fabricated, inspected and approved in Ceco’s own plants. 


Look at these special features which add up to a better product: 


. Sections have a %#" thick web... heavier than in most 


aluminum casements 


. Sections also have a full Ye" thickness in the flanges. 


. Sections are a full 1” in depth 


There are special sections for picture windows used with 
1" insulating glass. The glazing strips securing the glass do not 


have to be fastened with screws. Aluminum screens and 


storm windows are especially engineered for Ceco's new 


aluminum casements. So to be sure you have the exact 


t 


window for an exact job, sell Ceco. Write for new 


CECO STEEL PRODUCTS CORPORATION In construction products 

Offices, warehouses and fabricating plants in principal citie CECO EMGIMEERING 

General Offices: 5601 W. 26th St., Chicago 50, Illinois / mates the bg difference 
4... 


(To obtain more data on advertised 


window literature today. 
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(begins on page 136) 
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Porches 


Most women eventually want a porch, according to authentic surveys 
of consumer buying habits. Porches offer a sizeable selling package 
that includes many building materials 


Floor tile 


When you sell floor tile, package mechandising is a natural. Your 
customers require the tile itself, adhesive, a cutting tool and a 
chalk line. Quote a package price for everything in your ads, bas 
ing it on a typical room size 


Attic stairway 


This specialty item often develops a surprising bill of materials. 
Lumber, nails and rough flooring for the now useable attic space 
are reported by many dealers 
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Insulation 


Insulation package selling frequently leads to extra business in 
progressive stages. Rough flooring, for example, should be included, 
above, ir. the sale of pouring insulation 


ee 


Ceiling tileboard 


Tileboard has definite package selling possibilities for both residen- 


tial and commercial remodeling. The package should include the 
tileboard, clips if required and necessary nails or staples. 


New homes 


During 1953 dealers began advertising all the basic materials for 
a complete house in many sections of the country. Carrying pack- 
age selling to the ultimate, most of these homes are buyer-erected. 

(continued on page 144) 
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All America is talking about this 


Cash in on 
one of the 
most widely 
publicized 
kitchen 
promotions 





ever to 
come your way 


Here's the NEVAMAR kitchen that has captured the imagination of horme- 
conscious families everywhere. Here's the perfect combination of exciting beauty 


and practical utility that will add picture-book charm and carefree livability 
to any home. 


NEVAMAR is a high-pressure laminate—a prefinished surfacing material 
that’s designed for lifetime service. It never needs painting or refinishing . . . elimi- 
Milfions wil be reading ebevi nates scrubbing, waxing and polishing. Its “built-in colors and patterns 
heavenly NEVAMAR kitchens in the : q ‘ ma 2 ° 
include mellow wood-grains that can be used in unlimited combinations to create 
September, October and Novem- d ti fect 
ber issues of Living For Young SRP Se Owe. 
Homemokers. 


The story of the NEVAMAR kitchen is spreading around the country. It is being told 
to the public in national magazines . . . and to the builders, contractors and 
home-improvement firms to whom you sell. Take full advantage of this widespread 
interest by stocking and displaying NEVAMAR now. It will be a natural source 


y FVAMAR of extra sales and increased profit for you. 


ates gan Send for blueprint and brochure describing this kitchen 
A 


and lasting beauty- A detailed blueprint of this NEVAMAR kitchen with sketches showing its adapta- 
> will not craze, crack or peel bility to rooms of various sizes, together with a colorful brochure, will be sent to 
> withstands boiling water you free. Please write on your letterhead. 
> resistant to cigarette burns | 
> dot affected bf grease 
alcohol, fruit acids DISTRIBUTOR: THE NEVAMAK COMPANY, BALTIMORE-30, MARYLAND 


ammonia, bleach, ink, 


gee |= |S 7. NATI ONAL Rr. 


NEVAMAR conforms to ‘! A} Manulacturers of Nevamar High Pressur - SARAN FILAMENTS © Wynene Molded Products 
NEMA specifications = DENTON, MARYLAND + NEW YORK EMPIRE STATE BUILDING * LOS ANCELES. 


5 HAMPTON STREET 
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Wood paneling 


Home barbecue 
Paneling is growing as o package item that gives a touch of luxury 


While not strictly a package that requires building materials many 
to existing homes. Mills are producing a product easily applied dealers are pushing this sales item. It sells all the outdoor fireplace 
by the do-it-yourself customer 


Include paneling, nails, trim, sealer equipment, including grates, that assure good profit margins. 


or other finishing materials in the package. 




















Folding doors 


The various types of folding doors become package sales items Making a porch useful throughout the year is easy with the new 
when you merchandise them throughout an entire home. Many an windows available today. You can wrap up the windows 
older home can use them to advantage as room dividers and as and new hardware into a single sales package. 

closet doors 


Porch enclosures 


, lumber 

















Ornamental ironwork 


Here's a package that includes the ornamental ironwork, hardware Canopies are another specialty product that is getting increased sales 
and usually the planning skill of the individual dealer. The sales emphasis by many dealers. You can package up all the materials 
possibilities with this product are just beginning to be appreciated for a complete home installation and beat most specialty applica 
by retailers tors price-wise. 


Canopies 


(continued on page 146) 
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| 
FOR DEALERS WHO SELL ONLY THE BEST 


SATIN LUMINALL 


Known by millions 
— as the “latex paint 
; with everything 
NAL MED =o built in,” thanks to 
LuMINAL! y consistent national 
a. advertising through- 
” : out the years. Best 
color cards and deal- 
er helps in the busi- 
ness, plus free local 

newspaper ads! 


X-CELL-ALL REMOVERS 


When you sell our 
X-Cell-All Paint and 
Varnish Remover 
line, you are pro- 
tected by our prod- 
uct liability insur- 
ance. You also have 
all three tvpes to 
meet the demand: 
Paste, Liquid and 
Non-flammable! 





MARB-L-COTE JOINT SYSTEM 


The perfect partner 
to sell along with 
Satin Luminall for 
the volume “dry - 
dimen —-] wall” trade. Used by 
— leading contractors 
all over the U.S.A. 
Cuts labor costs and 
does a smooooooth 


job! 








OUTSIDE LUMINALL 


This old and reliable 
brand is made of the 
two finest bases in 
OUTSIDE demand by archi- 
UMIENALL £ tects: Alkyd resin 
and latex. These 
enable customers to 
paint brick, stucco, 
cement, asbestos 
shingles and _ siding 
with unusual ease. 
And it endures! 





An Old-Fashioned Test Offer ! 


Dealers who sell only the best are those who are always 
investigating the merits of products not now on their 
shelves. To such dealers, the makers of Luminall 
paint offer a real, old-fashioned test. We will arrange 
for your most critical customers to try our products 
at our expense. In the last analysis it’s what your 
customers say that really counts. 


National Chemical & Manufacturing Co. 


Chicago 9 ° Newark 5 ~ Los Angeles 1 


TAKE ADVANTAGE OF THIS FREE 
OFFER TO DEMONSTRATE A TRULY 
BETTER LINE OF PAINT PRODUCTS 


lumber Yard Sales 

NATIONAL CHEMICAL & MFG. CO. 
3617 S$. May Street 

Chicago 9, ti! 


Send a representative to discuss a free test of your 
products at no obligation to us 


Name 
Company 
Address 


City Zone State 
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new hemes or old [ 
. 


Basement entryways 


This product has wide appeal as a package sales item for small 
homes where entrance to basement is inconvenient. The units are 


cartoned for easy handling by the dealer and when properly dis 
played will build substantiol extra volume. 


Garage doors 


A new garage door often encourages the sale of many other building 
materials to improve the overall appearance of the garage. Paint, 
siding, roofing are just a few of the products that should be sug 
gested to customers to round out the sales package 


Unpainted furniture 


When you merchandise unpainted furniture the package can include 
sandpaper, filler, stains, lacquers or varnish for finishing. Still an- 
other item is cabinet hardware because many buyers desire the 
attractive finishing touch of metal on their furniture 
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Tool kits 


Selling hand tools as a package makes a lot of sense. Customers 
get the basic tools they need for making home repairs and you 
increase your profits. You also can sell the materials to build the 
tools chest using plans similar to the one above by Easi-Bild. 


= 
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, 


A. 
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Paint 


Paint is another 


old standby for package selling. In the photo 
above note that related sales items are grouped near the paint 
for convenience, impulse selling. Brushes, putty, floor cleaner and 
many other products are right at hand 





Handyman built furniture | 


Plywood and other wood in substantial volume is going into furni- 
ture built by the do-it-yourself customer. The show chest, above, 
made from a plan in Home Maintenance and Improvement, pub- 


lished by American Lumberman, was packaged priced by a Kansas 
dealer. 
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We Put Extra Value into PALCO 


Architectural 
(Quality Redwood 





sas 


—YET IT COSTS YOU NO MORE 


PALCO Redwood is tops 

, in ALL these qualities 
Basically, the price of Redwood lumber—like everything else is q 
determined by costs—and Palco Redwood with its extra Premium VW High Dimensional Stability 
of high uniformity and quality is produced by the most modern 
methods and equipment in the industry. The extra quality value 
of Palco Architectural Redwood is provided at no extra premium W Finest Paint Retention 
in price due to manufacturing savings and cconomies in our 


YW low Swelling and Shrinkage 


modernly equipped mills. So when you specify Palco Certitied W Greatest Durability 
Dry Redwood you are assured of extra value at no extra cost. 


W Good Workability 


Y Glue-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood — Since 1 969 — 
Mills at Scotia, California 


100 Bush St., San Francisco 4 +» 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 
MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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Stock these new 


wanes né COVER A BIGGER 
MARKET... 


Two 12’ lengths 
cover almost a 
full square 


NEW 48” WIDE 
REYNOLDS (dime ALUMINUM CORRUGATED 


Everybody wants the rustproof permanence of aluminum roofing and 
siding ... the savings on maintenance, the elimination of painting, and 
the heat-reflectivity that keeps interiors cooler. Reynolds was first to 
broaden this market with embossed aluminum sheet...for greater 
beauty and rigidity. 

Now Reynolds opens for you an even bigger market...with 48” 
sheets that very considerably reduce installed cost. 50% less metal 
taken up in side laps! 50% fewer sheets to handle (for your yard men 
and your customers) ! A much faster job. ..and better-looking, too! 

Get in at the start with this sensational new sales-builder . ..exclusive 
with Reynolds, Call your jobber. Or write for full information. 
Reynolds Metals Company, Building Products Division, 2002 
South Ninth Street, Louisville 1, Kentucky. 





.024"” embossed, 212" pitch 
.019” plain and embossed, 
1%" and 2" pitch 


NOLDS = ALUMINUM 
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See 
.-- NAIL MORE SALES! _ 


ALWAYS USE RUSTPROOF 


REYNOLDS /7fetime 


aluminum nails 
—— 


NE HIGH-TRAFFIC “¢ 
REYNOLDS ALUMINUM NAIL MERCHANDISER 





THREE TIMES 


_ MORE PER POUNT 





Move nails up to the high-traffic, profit-making spot they ought 
to have...with aluminum nails, in this colorful Reynolds 
merchandiser. Each eye-catching carton is marked for the 
job its nails do...reminds the customer of what he needs. 
Each carries the short sales story you know...that rust-proof, 
non-staining aluminum nails do a better job... that you get 
nearly three times as many nails per pound. Order now, from 
your jobber, display package that includes all the most popu- 
lar types and sizes of Reynolds Lifetime Aluminum Nails. 
Write for literature, Reynolds Metals Company, 
Building Products Division, 2002 South Ninth Street, 
Louisville 1, Kentucky. 


om Hine 


008 soon 
oe NALS 








A age PEERS LS 








{Fea 
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... AND KEEP PLUGGING THESE ¥ vim! 


STEADY PROFIT- 


REYNOLDS ALUMINUM REFLECTIVE INSULATION REYNOLDS Lifetime ALUMINUM GUTTERS 


The insulation that takes least Another great self-seller that cus- 


space for you...makes its own 
attractive display ... sells on 
sight to the ever growing do-it- 
yourself market. Embossed foil 
on kraft paper .. . cleanest and 
quickest to apply. Highly effi- 
cient. Perfect vapor barrier. In 
250 sq. ft. rolls, 25”, 33” 
and 36" wide. 





tomers pick-up-and-put-up them- 
selves. Beautiful, light to handle, 
go up with slip connectors — no 
soldering. Ogee and Half-Round, 
plain and stipple-embossed . . . 
downspouts and complete fittings 
to match. 


BUILDING 


Buitpinc Propucts MERCHANDISER 


SEE “MISTER PEEPERS,” 
starring Wally Cox, 
Sundays, 

NBC-TV Network. | 


(To obtain more data on advertised products see page 241) 
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Satin-smooth wooden cabinets 
can be finished naturally or 
enameled in decorator colors! 


Designs are constantly added 
to allow use of the latest kitchen 
appliances! 


Special cabinets allow making 
use of space formerly wasted! 


Wooden cabinets will not rust, 
create no special maintenance 
problems! 


Long-Bell cabinets are engi- 
neered on a 3° module, make 
it easy to fit the wall space in 
any kitchen! 


Long-Bell cabinets are avail- 
able in a variety of shapes and 
sizes to meet standard or 
special requirements! 








eee? 


Priced To Give You EVERY 


Selling Advantage! 


Priced for Profits, Long-Bell Kitchen Cabinets meet the 
demand for a high quality, low cost installation. Door and 
drawer fronts are of rift grain Douglas Fir — perfect for 
popular natural finishes or fashionable enamel colors. And, 
Long-Bell Cabinets are constantly being improved for use 
with new kitchen appliances, such as high-level ovens, dish- 
washers, cabinet-top ranges, etc. 


Easy to Install in new or old homes, Long-Bell Kitchen 
Cabinets build repeat sales. Extra units can be added to 
kitchens at any time! What’s more, Long-Bell’s precision 
manufacturing methods pay off in uniform appearance . 
insure customer satisfaction! Join the many other success- 
ful dealers who have learned to “Look to Long-Bell” for 
kitchen cabinets that build sales ... boost profits! 


West Coast Fir « West Coast Hemlock and Cedar « Ponderosa Pine « Douglas and White Fir * Southern Pine and 
Hardwoods « Oak Flooring « Plywood « Timber Fabricators « Long-Bell Factory Products « Treated Products 


The [onc-Bett [umber Company 


Established 1875 — Kansas City 6, Mo. 














DIVISIONAL SALES OFFICES 


EASTERN DIVISION — KANSAS CITY, MO. WESTERN DIVISION — LONGVIEW, WASH. 
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Photo courtesy Orkin Expositions Management 


NEW YORK held the first do-it-yourself show this Spring 


Repairs and Remodeling 
Selling the Handyman 


The tool displays, above, 


were especially popular 


Do-It-Yourself Becomes a Billion Dollar Market 


Sales of lumber and building materials to the handy- 
man reached $2,750,000,000 in 1952. And when floor and 
wall tile, power tools and paint are added the complete figure 
is $3.5 billion. The dealer’s problem is to get a greater share 


of this profitable business. 


Without extensive promotion, 
fanfare or ballyhoo, do-it-yourself 
has suddenly become big business. 
After years of indifferent treat- 
ment the handyman customer is 
now being cultivated with every 
sales tool known to modern mer- 
chandising. 

A quick look at the 1952 sales 
figures explains the new interest 
everywhere apparent in dealer and 
manufacturer planning for the fu- 
ture. During the year the handy- 
man purchased more than $2,750,- 
000,000 worth of lumber and build- 
ing materials. He grabbed paint 
and wallpaper valued at $582 mil- 
lion, about $116 million in floor and 
wall tile and some $80 million in 
power tools. Admittedly these fig- 
ures provided by the American 
Newspaper Publishers Assn., are 
on the conservative side. Every- 
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one agrees that the 1953 sales will 
be even more impressive. 

From every point of view the 
market seems extremely worth 
cultivating. Yet there are certain 
developments that demand a sec- 
ond look: 

1. Competition from outside our 
industry is increasing. Various trade 
groups, as we write this, are budget- 
ing thousands of dollars for aggres- 
sive campaigns for the handyman 
trade. One national trade assovia- 
tion will run national magazine ad- 
vertising this fall in behalf of its 
members. 

2. Do-it-yourself customers’ will 
require harder selling in the future. 
Let’s be frank, the customers we have 
sold in recent years have literally 
taken materials away from the typi- 
cal dealer. The customer in the peri- 
od just ahead will be sold only by 


sound, creative merchandising. 

3. You are going to be swamped 
by manufacturers’ sales aids for 
reaching the do-it-yourself customer. 
New literature, special displays, clinic 
meeting packages and the like are 
either ready or will be available in 
the near future. It’s going to take 
time and sound reasoning to select 
the best materials for a coordinated 
program. Examine each idea from 
the consumer’s point of view. Service 
is the best yardstick to use in your 
planning. 

Potentially do-it-yourself offers 
the dealer a tremendous opportun- 
ity. It’s a fresh, new market where 
the customer doesn’t worry over 
discounts and precise delivery of a 
specific grade of materials. Every 
survey conducted by this magazine 
shows that, proverly handled, prof- 
it margins are higher than contrac 
tor sales. You are directly in touch 
with homeowners, solving their 
problems, and gaining valuable 
goodwill both for yourself and our 
industry. 

(For detailed information on every 
phase of consumer selling, see 


pages 152, 160, 170, 174, 180, 186 
and 191.) 
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Selling the Handyman 


od 


Ka 
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“WHY NOT ADD-A-ROOM?” says Mrs. Kenneth Boeldt to her husband as they both 
study Findorff's half-page do-it-yourself ad in the Wisconsin State Journal’s special 


16-page do-it-yourself section 


They Go After Do-It-Yourself Business 


Personal service is the keynote to 
Findorff’s program in Madison, Wis. There’s 
lots of headaches, also a lot of repeat busi- 
ness in this fast-growing trend, says sales 
manager Bob Bluell. 


DOWN AT FINDORFF'S YARD Mr. and 
Mrs. Boeldt learn the value of good 
construction materials from one of Fin- 
dorff's service representatives, who will 
also estimate the job for them and ar- 
range financing 
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ADDITION 


The bogeyman of many a do-it-yourself customer 
is the fear that he will bog down for lack of know- 
ing what to do and waste his time, materials and 
money, to say nothing of dealing a blow to his pride. 

The Findorff Lumber and Supply Co., Madison, 
Wis., has pretty well licked this bogeyman of their 
do-it-yourself customers, who know that help when 


(continued on page 154) 


IS WELL ALONG, but Findorff’s service representative 
drops around to anticipate any carpenter problem that may arise and 
answer Ken Boeldt’s questions—an important Findorff service. 
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THE BIG LINE IS GROWING BIGGER? 


to give you greater window selection!... 
to help you standardize on highest quality products! 


HERE'S 


TRUSCON’S 








Aluminum Awning Windows 


@ The window advances are coming from Truscon! Last summer 
Truscon announced the Ranch Window that set new standards in steel 
windows for popular one-story homes. This spring Truscon introduced 
its sensational aluminum casement in modular sizes. Now ... Truscon 
offers you what the trade has been waiting for .. . its customary 
quality design and sturdy construction in a brilliantly new aluminum 
awning window. 





Truscon Aluminum Windows feature modular sizes to match standard 
masonry dimensions. Approximately 8°% more light and ventilation 
per window opening. Heavy extruded aluminum sections with a mini- 
mum frame depth of 174”. Weathertight construction with vinyl plastic 

Sturdy operating mechanism protected weatherstripping. Protected operating mechanism. Many more features 
against weather, sand, dirt, salt spray. you'll want to know about. Write Truscon for latest bulletins. Watch 
Simultancons, equalized ventilater the big line for the big news. When Truscon offers a new product you 
opening. Positive closing. , . 
can bank on its satisfactory performance. 


TRUSCON STEEL DIVISION 


REPUBLIC STEEL CORPORATION 
1058 ALBERT STREET «© YOUNGSTOWN 1, CHIO 
PRODUCTS Export Department: Chrysler Building, New York 17, N.Y. 


TRUSCON® a name you can build on 
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DO-IT-YOURSELF 


(begins on page 152) 


3 - w/t 


PACKAGED GARAGES are a Findorff specialty. Sales man ONE PROJECT LEADS TO ANOTHER. L. B. Pease 
ager Bob Bluell, right, goes over the details with homeowner is laying roofing on his summer house. Just last 
Clarence M. Halverson Full-scale drawings help the builder year he built the adjoining garage himself. ‘When 
over difficult spots. I need help, Findorff’s gives-it to me,” says Pease. 


Findorff’s Do-It-Yourself Customers Do Most Everything 


OLDSTERS AS WELL AS YOUNGSTERS do their 
own building with Findorff’s help. Mr. and Mrs 
Zahradka currently live in a trailer, but they plan 
to be under their own roof by snowfall. 


BOB GEISER is spending about $2,500 in materials to almost 
double the size of his house, originally 620 square feet. He’s 
lookng through divided doors from kitchen of old house into 
new addition. 





How Findorff’s Help Do-It-Yourself Customers 


Sponsors clinics on garage erection and cement 
driveways. 


Offers three price-range estimates on do-it- 
yourself projects, then provides on-site con- 
struction advice when problems come up. This 
is a 7-day week service. 


Handles financing, mostly FHA Title I through 
First National Bank. 


Instills confidence by taking would-be do-it- 
yourself customers to neighbors who have com- 
pleted projects. 


LOTS OF MADISON HOWEOWNERS like Mr. and Mrs. 5. Rents forming lumber for cement projects; 
Guy Beaumont lay thelr own concrete driveways with credit granted for usable lumber returned. 

the help of one of Findorff’s seven ready-mixed con- 
crete trucks. 
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“ 
east Get Everything You Need at Findorff 


CERTAIN-TEED 





SPACE-MASTER 


12x20 GARAGE 


$375 220 


7 Ss HERS] $30 
WALLBOARD | Insulation \ ares ' ; areas 
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Ceiling Tite 
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HALF-PAGE AD plugs firm’s do-it-yourself services. A 12x20 garage for $375 (no 


money down, $11.84 per month) gets the play in this ad Radio and direct mai) 
help keep Findorff’s name out front. 


Good Promotion Helps Findorff Get Do-It-Yourself Business 


SALESMAN DICK LA VOY adjusts 
play. Near him, is another 
man’s do-it-yourself store 


metal window dis — 

one of American Lumber- agar By ; 

banners in use DIRECT MAIL ENCLOSURE carries do-it-yourself story 
to big Findorff list of customers. Eight-page two-color 

folder, a part of American Lumberman’s do-it-yourself 


kit, tells customers specific home-improvement jobs they 
can do. 


© OLET US HELP - EASY TERMS 


FINDORFF 


LUMBER & nde, co. 
/ Ww. 


PRODUCT INFORMATION is another Findorff service 
Mrs 


Betty Jane Boeldt finds the pamphlet rack interest TRUCK SIGN, still 
ing. Literature is kept neat by use of perforated panels 
and matching fixtures. Note use 
man’s do-it-yourself posters 


another Ameri- 

can Lumberman do-it-yourself aid, 

of American Lumber carries Findorff's service message. 
(continued on page 156) 
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LARGER 


PROFITS 
FOR YOU 


-+- TUB 
PATENT PENDING 


COMPLETELY PRE-PACKAGED 
AND READY 
FOR INSTALLATION... 


ENCLOSURE 


Sell it over the counter for $74.50... the 
customer installs, or you install for an 
extra profit! Absolutely non-competitive! 


SHOWER MAID tub enclosures 
have all the advantages of custom 


enclosures plus many exclusive features no other enclosure 
has! They fit any recessed tub that goes from wall to wall. 
Complete pre-packaged unit can be installed by the cus- 
tomer in under %) hour. SHOWER MAID enclosures are 
rust-proof aluminum, with shatterproof, colorful Dow 
Styron plastic panels. Door opens all the way. Completely 
NEW and entirely different from any other enclosure! 


BACKED BY NATIONAL 
ADVERTISING~—PLENTY OF 
FREE DISPLAY MATERIAL 
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Whatever ad- 
vertising you 
find most use- 
ful, there's 
SHOWER 
MAID material 
for you! Fold- 
ers, circulars, 
newspaper mats, 
real sales build- 
ers that will 
help you get 
volume with 
SHOWER 
MAID now! 





COUNTER DISPLAY 


Shows exactly how 
SHOWER MAID 
works with all 
materials same 
gauge as the full- 


size enclosure 


ALL DECORATIVE 


COLORS MATCH 
4 SCHEMES 


Translucent Coral, Pearl Gray, Sea Green 
or Sky Blue blend with any paint or tile, 


Write Today for Name of Your Nearest Wholesaler 


AMERICAN SHOWER DOOR CO., Inc. 
1028 N. La Brea Avenue e¢ Hollywood 38, Calif. 
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DO-IT-YOURSELF 


(begins on page 152) 


they're in a tight spot is no further away than their 
telephones. 

“Sometimes a few words over the phone will clear 
up the problem,” says Bob Bluell, Findorff sales 
manager. “But, if it won’t, we have a man out to the 
do-it-yourself customer’s house within a half hour to 
get him on the right track again.” 

The Findorff firm has had a do-it-yourself program 
for three years for two good reasons: 

They feel that they have an obligation to the cus- 
tomer beyond loading him up with materials which 
he may not know how to use. 

“You can make a fine single sale,” says Bluell. “but 
lose a potential customer for life, along with friends 
and neighbors he may alienate against you in par- 
ticular and against the lumber business in general.” 

They believe it doesn’t make sense to lose potential 
sales to persons who can afford materials, but can’t 
afford to hire the labor to put them in place. 

“People will spend the money someplace else,”’ savs 
the Findorff sales manager, “and the lumher yard’ll 
never see it. Furthermore, their buying habits, shifted 
to other markets, won’t return easily to lumber 
again.” 

It was the loss of sales to peonle who couldn't af- 
ford a contractor job that got Findorff’s into the do- 
it-vourself program. 

They experimented warily with a counle of do-it- 
vourselfers. It worked out fairly well. Then the do- 
it-yourselfers brought in friends, and Findorff’s found 
themselves faced with the program of evolving a svs- 
tem to take care of the flood of business which was 
there for the taking, or else letting it slide. 

The system they evolved centers around an alert 
crew of service representatives—versatile voung fel- 
lows who can figure a job, instill confidence in the do- 
it-vyourselfer, sell the project and get the customer 
out of trouble when he gets in a jam. 

Main requirements are that the service representa- 
tive be a college graduate, and that. at one time or 
another, he shall have been exposed liberally to the 
building trade. (Bob, himself. holds a degree in 
business administration in addition to being a journ- 
eyman carpenter.) 

Saturdays and Sundays, when the do-it-yourselfers 
get in their best licks, are days of little rest for the 
service representatives, who are hired with the under- 
standing that their time belongs to their customers. 

In a normal relationship, the do-it-yourselfer puts 
in a flood of calls, apologetically, when he is new at 
home carpentry. But in the three vears. there have 
been just two persons who qualified as Class A, gen- 
eral all-around pests. 





Do You Want Do-It-Yourself Business? 

There’s new customers and added profits in do-it- 
yourself business. But to get this business, you will 
have to go after it—use new promotional material. 
American Lumberman is prepared to help you with 
its special Do-It-Yourself Kit. 

This kit contains consumer folders; suggested 
direct mail letters; radio and television spots; pub- 
licity stories; campaign slogan stickers; newspaper 
ad mats and other aids. 

To order your kit, please turn to the order coupon 
on page 176. 
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I saved enough to buy it just 
by painting my own dining 
room with the THOMAS 
paint roller you sold me.” 


It's a fact...your customers save money when they 
paint with a Thomas Roller. And they have YOU 
to thank. In return, your customers buy more 
paint from you...painting’s so easy with a 


THOMAS roller! 


SELL THE FINEST... 
SELL THOMAS! 


Your jobber will furnish display 
rack at left with any order of 


Thomas painter’s tools amounting 
to $100.00 retail value. 


KEEP 20) a 


HOMAS 


PRODUCTS COMPANY 
8490 LYNDON AVE. - DETROIT 21, MICH. 
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Bildrite saves $21 per home. Time study tests 
show that by using 4’x9’ Bildrite instead of 2’x8’, 
Meadowbrook, Inc., now saves $5 per house in labor 
Bildrite’s tremendous bracing strength also allows 
builder to eliminate corner bracing (F.H.A. accepted), 
thus saving another $16 per home. If your customers 
now use wood sheathing, Bildrite can cut their appli- 
cation costs $80 to $120 per home 


ee 
4 sdeas 
milizon ft. 


‘‘Meadowbrook, Inc., builders, Chevy Chase, Md., 
recognized that with 1,000 other homes going up in 
the same area their 550-home Rockcrest project in 
Rockville, Md. would be up against stiff competi- 


Shingle-Backer saves $23 per home. Compared 
with No. 3 under-coursing shingles formerly used, 
Insulite Shingle-Backer reduces costs $23 per home 
by speeding application time. Actual time studies on 
the Rockcrest project show that Shingle-Backer saves 
14 man-hours per unit. At the same time, Shingle- 
Backer increases insulation value, produces deep, 
modern shadow-lines. 


It will pay you to sell 


Made of hardy Northern wood 





helped us land a 
_Insulite order” 


tion. To succeed, they would have to offer a better 
home on a better lot for less money. These four 


money-saving ideas helped them do it and landed us 


an order for 1,000,000 ft. of Insulite.”’ 


Primed Graylite soffits save $11 per home, com- 
pared with exterior plywood formerly used for this 
16” overhang. Made of the same material as tough, 
weather-resistant Bildrite, Primed Graylite is primed 
at the factory. It's easy to cut, easy to handle, easy to 
nail and takes paint perfectly. You can recommend 
Primed Graylite to your customers for low cost porch 
ceilings too. 


Bill Aitcheson 
Frank M. Ewing Co., Inc., 
Washington, D.C. 


Insulite cuts porch ceiling costs $16 per home. 
Formerly this 54 sq. ft. porch had a 1” x 4” beaded 
ceiling. When Meadowbrook, Inc., switched to Insu- 
lite, they cut their costs $16 per job. One 6’ x 9’ sheet 
of Insulite Building Board covers the ceiling in a single 
operation .. . no cutting required. One coat of rubber 
base paint covers it handsomely. Cove molding is 
applied around the edges 


 Sulententententeniententententententantentententansedtententeteten 


Plea 
Make these 4 ideas 
pay off for you. 
Free Sales Idea 
Kit tells how. 
Mail coupon today. 


INSULITE, Minneapolis 2, Minnesota 


} 
nese 


AL-9 


end me Sales Idea Ki ning full inf 


i rmation on 
ng Idea 


1. How to cut sheathing costs with Bildrite. 
2. How Shingle-Backer cuts under-course time. 
3. How Primed Graylite cuts soffit costs. 


4. How to cut porch ceiling costs with Insulite. 





One Student Learns by Doing 


1. Student William Guyan, right front, wanted a recreation room .. . 


Homeowners Like 
School for Week-End Carpenters — 


Low-pressure promotion more than 
pays off in profitable sales for New Jersey 
dealer. 


“How to be a week-end carpenter in easy pay- 
ments!” 

Manager Len Roughgarden and his advertising 
aid, Bob White, took another look at the headline 
across the attractive two-color folder they had laid 
out. 

This folder particularly emphasized the services 
offered by their firm, the Brewster Lumber Co., Inc., 
Ridgefield Park, N. J. 

“Call us,”’ invited the folder, “if you have a per- 
plexing problem that calls for consultation. We will 
turn you over to our ‘Department for Ironing Out 
Construction Wrinkles.’ They will dispatch an envoy 
post haste.”’ 

The folder described in detail the materials for 
three major projects: garage, recreation room and 
extra bedoom and the low monthly payments in dol- 
lars and cents. 

“Now about paying!’’, said the mail piece. “That's 
the best angle in the whole deal. We not only bail 
you out of the dog house, but we fix it so you won't 
miss the few bucks it will cost you. You pay no 
money down—just a monthly payment after delivery. 
No worries from that time on. No big outlay—you 
pay it off in small monthly installments. They’re no 
higher than your cigarette bill or your wife’s divvy 
to her hairdresser. One of you can economize . 
so you stop smoking for awhile.” 

All this copy sounded good, Roughgarden and 
White agreed, but how to get these week-end carpen- 
ters started was something else again. Then came 
the idea for a School for Week-end Carpenters. Why 
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2. He discussed details with Len Roughgarden, Brewster secretary . . . 


3. And pointed with pride, finally, to the first trim he installed . . . 


not bring these prospective customers in and show 
them how they could do these same jobs themselves? 
Roughgarden and White ran an ad as a feeler 
just to see whether people were interested. They got 
the surprise of their lives. 
“This do-it-yourself crowd really rallied to our first 


(continued on page 162) 
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MM A LTA meets the challenge of 


tomorrow with complete wood window units 


years ahead in design. Easier to sell because 


there’s more to sell, the MALT-A-MASTER and its 
Fully balanced— 


fully weatherstrip- 
ped — removable 
sash, the MALT-A- 
MASTER adds 
beauty, convenience, 


companion, the MALT-A-MATIC, are today’s most wanted 
wood windows. No other wood window units 
give such beauty of design, precision workmanship and 
convenience features that make any house a home. 


value to contempo- 


rory homes. Youll be proud to display these two window 


units .. . you'll be pleased with their ready acceptance. 
Fully weatherstrip- 

ped — removable 

sash—the MALT-A- 

MATIC is within 

reach of every build- 

ing budget, adepts 

to any architectural 

style. 


MANUFACTURING COMPANY 
MALTA, OHIO 
Member of the 

Pondetasa Pine Woodwork Assn and the N WMA 


Like magic, the sash in the MALT-A-MASTER 
and MALT-A-MATIC can be removed 
in an instant for cleaning or painting. 


Supreme Quality Since 1901 


BuILpING Propucts MERCHANDISER 
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CLASS CAREFULLY EXAMINED product samples 


which were passed around Product sample table was 
“cleaned out” every night. Note crowded classroom. 





ARTIST ROWLAND, a week-end carpenter, puts finish- 
ing touches on the front of his garage. Material for this 
project came to $641. 
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FRAMING DEMONSTRATION drew 
lots of questions from interested 
students. This was one of several 
talks given by a manufacturer’s rep 
resentative. 


SCHOOL 


(begins on page 160) 


announcement of Brewster's free School for Week- 
end Carpenters,” said the second ad. ‘We had it fig- 
ured out that a lot of homeowners would go for our 
school, but the results amazed us.” 

Although the ad stated that registration would be 
limited to 150, a total of 188 enrollment coupons 
were clipped from the newspapers. Average attend- 
ance for the seven weekly sessions was over 100. 

The prospectus sent to people who filled out the 
coupon outlined the two-hour weekly course in detail. 
Seven sessions were held in the Civic Center this sum- 
mer. Framing demonstrations, slides and talks and 
questions-and-answers held the students long after 
the class sessions broke up. These were the subjects: 


1. Financing home renovations (talk by bank execu- 
tive); general layout, furring and framing. 


Wallboard-taping, installation and insulation. 


Use and erection of wall-plank, insulation board 
and other wallboards. 


Installation of ceiling tile, roll insulation and 
sheathing. 


How to apply underlayment; paneling; demon- 
stration of floor nailing machine. 


Trimming doors, windows and base; installation 
of knotty pine. 


Finishes and application for walls, ceilings and 
floors. 


Students showed most interest in attic remodeling: 
basement recreation rooms and garages were second 
and third in popularity. 

“We found that samples of products left on a table 
near the exit were always taken,” declared Rough- 
garden, ‘attesting to the interest shown and, in a way, 
proof to the manufacturer that his products will be 
called for when the job develops. Students also took 
home hundreds of product folders. 

“But we never tried to push our products in a sell- 


(continued on page 164) 
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je 30,200,000 People 


WILL SEE THIS AD! 


ell! WALLED 


aie ee | FORMULATIONS HIRTTES aA 


wi WNMINE - -- 
h at pol READILY. — hegl 


LKYD-BASE 


...full pages 
this Fall 
in these leading 
national 
magazines... 





THE SATURDAY EVENING POST 
Sept. 12th... Oct. 3rd 
BETTER HOMES AND GARDENS 


opt... . Oct. 


U.S. NEWS & WORLD REPORT 
Sept. 18th... Oct. 9th 


FORTUNE Sept... . Oct 


BUSINESS WEEK 
Sept. Sth... Sept. 26th 











BE READY T0 MEET THE DEMAND! 
STOCK UP NOW AND DISPLAY WALLKYD-BASE WALL FINISHES! 


Produced by leading paint manufacturers everywhere 


For a list of these companies, address .. . 
REICHHOLD CHEMICALS, INC. 
630 Fifth Avenue, New York 20, N. Y. 
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SCHOOL 


(begins on page 160) 


ing sense during the class sessions,” the sales man- 
ager added. “Students knew we sponsored the class 
and the lecturer wore one of our carpenter's aprons.” 

Many materials sales can already be traced to these 
classes in addition to the goodwill which they created. 
The School-for-Carpenters idea caught the fancy of 
a national press service and the newspapers across 
the country carried the story. Two men from Phila- 
delphia wanted to attend the next session. 

“We've had them coming to us from miles around, 
even tor just a few dollars’ worth of material, sim- 
ply because they became familiar with us through 
these courses and felt we were entitled to their pa- 
tronage,”’ said Roughgarden. “It has stimulated buy- 
ing from young people, particularly those who have 
their own ranch houses in this suburban area and 
don’t like to run from yard to yard for what they 
want. 

“T’ve seen a lot of new faces as well as old cus- 

, tomers at these classes. Enrollment coupons have 
Brick Trowel 7 : a a 
helped us add 350 live names to our mailing list. 

The school had the advantage of familiarizing cus- 
tomers with the location of the Brewster yard which 
although adjacent to the station of the New York, 
Susquehanna and Western Railroad, had become more 
or less isolated with the development of highway 
traffic. 





r 


| Now BREWSTER leads again with a 


FRE SCHOOL ror 


Plastering Trowel 








It’s easy to sell the masonry tools your customers know oh heen ¥ whe 
and trust. Goldblatt is the best-known tool company in + 
the trowel trades. For more than 65 years, craftsmen in ON EACH TUESDAY NITE 


these trades have depended on Goldblatt for finest | 

quality tools that are comfortable, easy to handle and REGISTER NOW! 

help them do their jobs better. LIMITED TO 150 n 
The continuous broadening of Goldblatt’s reputation This do-it-yourself crowd realty rallied to our first anusuncement of Brew- 


ster’s Free School for W. C.'s. We = it oases that a lot of home owners 
i i se. | would go for our school but the results amaz us. 
is assured by extensive consumer advertising. Here Just in case you missed our first invitation are. eae ee doteie, hes he 
i i i cto a i or 
again, Goldblatt leads the trowel trade industry! | ned up a. tot a" carpenters, Low to. do” thines around” the house. They” will 
i i aod st o e 0 nancin, our Pp 
Take advantage of this pre-selling that Goldblatt tae ao eatn neneral layout, framing, furring. installation of wallboard, in- 


i f flooring, ceil nd Ul tile, panelling and plywood, 
does for you—offer your customers the tools they want. sulation, application of Movdone and finishing of walle, ceilings and fleors. 
You will hear a lot of good tips and see many instructive demonstrations, 


° | You are welcomed without any oblication, We only ask that you attend all 
Write Today for Free Cata log sessions just to support our instructors, The course is ‘cK. Be 











get the prospectus, 
Write for your copy of Goldblatt’s BREWSTER LUMBER COMPANY, INC. 
illustrated catalog describing the Bergen Turnpike, Ridgefield Park, N. J. 


largest and most complete line cesecneses: MAIL COUPON TODAY! sscssscse: 
of masonry tools and supplies. Brewster Lumber Co., Dept. S 


Bergen Turnpike, Ridgefield Park, N. J. 


| 
Gentlemen: Please send prospectus of your 8 weeks course for Weekend Car- 
penters, I'd like to attend. Ne obligation, of course, 


1924A Walnut Street, Kansas City 8, Mo. 
See us at Booth 222, National Hardware Show, 
New York City, October 5-9, 1953 | 





























ADS LIKE THIS ONE brought almost 200 coupons. Final 
ad announced that registration was closed 
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So much 
depends 
on the 


“PROPER 
TOPPER” 


r SSBeeBRERRR REESE ESE ESE EEE EER EEE EEE EEE EE ER EER SES SS & sea BBS & SSSSSVeeeeeesesesseseeeaseeaaaesesy 
‘ 


A TOP HAT OR HOMBURG (depending on your political point of view) 
is a must when you dress for a formal affair. The proper topper makes 
all the difference in the world. 

When you “‘dress’’ the exterior of a house with the natural beauty 
of wood walls, remember that a matching wood roof is its crowning 
glory. Certigrade red cedar shingles have been adding the look of 
quality to luxury homes since Colonial days, and they haven’t been 
matched yet when it comes to lasting beauty, longer life, and trouble- 
free protection from weather. 

Every experienced lumber dealer knows the worth of cedar! 


Build better wood homes with the BEST wood roof 


CERTIGRADE 
RED CEDAR SHINGLES 


RED CEDAR SHINGLE BUREAU 
5510 White Building, Seattle 1, Washington + 425 Howe Street, Vancouver 1, B. C. 
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SELL MORE! 
MAKE MORE! 





qs 


— 


v Wits 


Miler Deal 


with a 








| 
Waiter Seal 
ALUMINUM ALUMINUM ALUMINUM ALUMINUM 
COMBINATION COMBINATION CASEMENT “STURDI-RIB”’ 


STORM WINDOWS STORM DOORS STORM WINDOWS SCREENS 


SCREEN AND STORM PANELS FOR ALL TYPES 
OF SLIDING WINDOWS, AWNING WINDOWS AND JALOUSIES 


oN SH ap . 
Ay YOUR BEST DEAL IS Waeitr Seal 


<7 AvcaTisid ae 


W, In Canada + WINTER-SEAL OF CANADA, LTD. » TORONTO 
wnt eal conronsio oe | 


14575 MEYERS RD. «+ DETROIT 27, MICHIGAN 
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WORLD'S 4 DISAPPEARING STAIR! 


HUNTINGTON 


METAL-FOLD SAFETY STAIR 


The ORIGINAL All-Metal Attic Stair 


Exclusive SAFETY FEATURES Protect Your Name and Your Customer's 
Welfare 


It's Accident-Insured. Precision Designed—None Other Like It! 


NEW TREAD DESIGN AND IMPROVED CONSTRUCTION 
Treads Stand 1032 Ibs. Before Bowing 

2000 Ibs. Will Not Break Them 

Wooden Stairs BROKE on 550 Ibs. Same Test 


Now offers homeowners a disappearing stairway with safety features found in 
no other stair—and assure yourself maximum sales. The new improved Huntington 
Metal-Fold was designed specifically with safety first in mind—and has the 
additional advantages of economy and durability, and speedy installation. 
Here’s why Huntington is your best buy and why it will sell best for you— 


ONLY HUNTINGTON HAS ALL THESE FEATURES 
© Safe Protects life and limb @ Meets all P.HLA 


requirements 
Fxtra wid Il steel non-sk 


a id treads Pre-tested for poundage pull. Pre 
with rounded edges. Steel hand rail cision built in every detail and die 
Everything bolted formed 
i k All METAL © Completely assembled packaged 
than wood. Insu- ready to install. Takes only 15 min- 
ent heat loss. utes, no special skills or tools needed! 
No © Comes in 2 widths and § lengths 
Exclu For ceiling heights 776” to 10°. Fits 
even 8 anv home, any income INQUIRE 
TODAY! 


ety can- 
break or 
Protected 


Produce New Profits, too, 


with the 
New HUNTINGTON STAIR-FAN 


Now in one package . . . combination Metal-Fold Safety Stair and Magic- 
Aire Attic Fan. Requires only one ceiling opening. New vertical attic fan 
has access doors that open and close AUTOMATICALLY for easy passage 
to attic area Ready-to-install package; includes standard 25Vo"'~54" 
Safety Stair for 8’ ceiling, 36” vertical fan and fan tunnel with ceiling 
grille. All hardware included. 





HUNTINGTON Ornamental and Cast Ironwork 
PRODUCTS by Huntington 
Are Nationwide 
NAME BRAND PRODUCTS 





Complete Selection 
“PLEX -FIT’ 
SCREEN DOOR 
GRILLES 


HUNTINGTON MAGIC-AIRE LASTING BEAUTY FOR LESS 
ay A Window Fan All Huntington castings are aluminum! 
wv MAGIC-AIRE and lightweight for shipping Made in our own 
Horizontal foundry to assure uniform high quality. These life- 
ARTCRAFT Attic Fan time columns cost no more than wood .. . No 
Ornamental tron Upkeep, Splitting, Warping or Shrinking 
by Huntington a ge Termite and Rot-Proof Uni © Ready to Install 
oc ibre 


Insulation versal Cut-Off - easy to 
MAGIC-AIRE 2 install 


Vertical-type LOCK-TITE 
Attic Fan Window Guard 


Rust- proof 


e Adjustable 














HUNTINGTON INDUSTRIES 
2368 Prospect Street, Memphis, Tenn 


r 


EXCLUSIVE! Matching Sets 


All Manufactured by ¢ Valances e Columns 


HUNTINGTON INDUSTRIES 


] Please send Metal-Fold literature 


¢ Brackets © Railings (] Please send Stair-Fan iiterature 





{] Please send Artcraft catalog 


HUNTINGTON INDUSTRIES en 


Name 


2368 Prospect Street Memphis, Tennessee Altres 


City enna Zone. 
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14,932 
MASONITE 
ADS INA 
SINGLE 
TRADING AREA! 


(19,100 FAMILIES) 


study shows thorough 
coverage of best prospects 


in average U. S. community! 


Talk about advertising support! Masonite Corporation gives 
it to you—in large quantities! And here’s the proof: 

A recent study brought out that in a typical American trad- 
ing area *Masonite’s 12 different advertising campaigns reach 
a total of 14,932 people eac h time they appear. 

This includes only the advertising placed by Masonite 
Corporation; it does not include any newspaper advertising, 
direct mail, radio announcements or other promotion by 
Masonite dealers. 

All these campaigns appear in carefully selected magazines 
that are read and liked by the most logical prospects for 
Masonite Presdwood” Products. 

Masonite advertising is continuous advertising. It reaches 
your prospects not once, but many times a year. It tells them 
what Masonite Presdwood is, what it will do for them, and 
how to use it. 


And it tells them where to buy it! 


Masonite advertising is one more reason why Masonite 


Presdwood is such a popular “leader’’ iter everywhere! 


*Name on request. 
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1,597 hobbyists, home 
craftsmen who read 
POPULAR MECHANICS 
POPULAR SCIENCE 


7 sign builders and 
outdoor display men 
who read 

SIGNS OF THE TIMES / 


9 Display managers and | 
their staffs in stores 
who read 


DISPLAY WORLD 


os ip 
A800, > ] 
or) 


11 Prospects for Masonite 
Underlayment who read 


FLOORING 
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These are the ads—and the people who read them in "Typicaltown,” U.S.A. 





cs 
a masonite “rr 


CBT CONCRETE COSTS 2 WAYS! 


masonite 
Concrete bum Pentwoud 


An MASONITE: 





8,159 Homeowners and 

prospective homeowners 

whe read 

BETTER HOMES & GARDENS 

AMERICAN HOME 

LIVING FOR YOUNG 
HOMEMAKERS 

SMALL HOMES GUIDE 

HOME MODERNIZING 

HOUSEHOLD 


4,388 farmers who read 
COUNTRY GENTLEMAN 
CAPPER'S FARMER 
SUCCESSFUL FARMING 
HOARD'S DAIRYMAN 
POULTRY TRIBUNE 


35 men in plants and factories 
who read 


PLANT ENGINEERING 


coucuatt urement 
| ee dene 


10 Architects, Architectural 
Engineers who read 
ARCHITECTURAL RECORD 
PROGRESSIVE 
ARCHITECTURE 


(78 Wade 10 47 
at = he thy tonto 


* ty twtow be 
MAsOmITE srmime 


487 Businessmen, Merchants, 
Store owners who read 


NATION'S BUSINESS 


84 men and women 

interested in farming who read 

NATIONAL 4-H NEWS 

BETTER FARMING METHODS 

COUNTY AGENT & VO-AG 
TEACHER 

AGRICULTURAL 
ENGINEERING 


50 prospects for Masonite 

Concrete Form Presdwood 

who read 

ENGINEERING 
NEWS-RECORD 


95 Builders, Contractors, 
Developers whe read 
AMERICAN BUILDER 
PRACTICAL BUILDER 
HOUSE & HOME 


CORPORATION 


Dept. AL-9-7, Box 777, Chicago 90, Ill. 


better hardboards for better profits 


BUILDING 


Propucrs MERCHANDISER 
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Kepairs and Remodeling 


Selling the Handyman 


Customer Services Pave the Way to Sales 


Good service is often the difference 
between merely a satisfied customer and a 


customer so satisfied he tells everybody else! 


Service will help make the sale. In fact service is 
THE controlling factor in many sales, particularly 
where a new building or remodeling project is in- 
volved. 


The dealer who offers the best service, even if he 
has to charge for it (and service is usually too costly 
to be free), is the one who gets the business. The 
type of service you can offer will depend upon many 
factors: 


For example, the type of business you do—con- 
sumer or contractor or commercial and industrial; 
where you are located—in the country or small town 
or big city; your employes—-the number and quality 
of your personnel. 


You can probably offer many services which cost 
nothing or almost nothing. It’s a service to see that 
a customer who is unfamiliar with your physical 
layout is escorted personally from the store to the 
yard, rather than say to him: “Just go out the rear 
door, walk through the first warehouse and talk to 
the first yard man you come to. He'll take care of 
you.” 


One Missouri dealer always makes it a point to see 
materials of any size or weight are carried from the 
store to the buyer’s car. It costs the dealer nothing 
but creates a feeling of service. Another dealer has 
a telephone pay station in his store for the conven- 
ience of his customers—another service which costs 
him nothing. 


Good service is merely good selling sense. It’s often 
the difference between merely a satisfied customer 
and one who telis his friends and neighbors why he 
wouldn’t trade anywhere else. 


How Many of These Services Do You Offer? 


ff ce 
GIFT WRAPPING is done by more 
and more 
Christmas and for special occasions 
This was taken at Gee Lumber & 
Coal Co., Chicago this sign in Sawyer's, Worcester, 
Mass 


170 


BUDGET TERMS to fit the purse is 
dealers especially at a top service feature which should is a special service to the 
be advertised all the time 
arrange budget terms for you,” says 


SCRAP LUMBER AND PLYWOOD 
home- 
owner and hobbyist. This rack is 
seen in the Rikerd Lumber Co., Lan- 
sing, Mich. 


“Let us 
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COMFORTABLE CORNER where 
your contractor customers can sit 
down and talk business is a good 
service This spot was the Denny 
Lumber Co Middletown, Ohio 


NIGHT STORE HOURS are proving profitable for many dealers in commu 
nities in which other retail establishments remain open 


AGRICULTURA 

ee D E PT. ee 
INSECTICIDES-SEEDS 
FERTILIZER - DOG SUPPLIES 
LAWN GARDEN ‘DAIRY POULTRY | 


SUPPLIES 





no nae , 
TOP CARRIERS ARE LOANED free 
of charge by some deaiers for a few 
hours. This is the policy of the Stee] 
City Lumber & Supply Co., Gary 
Ind 


A PUBLIC SERVICE like this post office substation at J. J. Moreau & Son. 
Inc., Manchester, N. H., also brings in business 


FREE PARKING IS NECESSARY to 
bring additional customers into vour 
yard Dolan’s, Sacramento, Calif 
has a Jarge, carefully-marked out 
area for this purpose 


COFFEE OR COKE BAR is a courtesy service not usually publicized but 
effective. This one is found at Stebbins Anderson. Towson, Md. 


BUILDING Propucts MERCHANDISER 





5,000 Paint Merchants Proved It! 
Now YOU Can Cash In On It! 


PAINTS 


... the one and only 
paint color system 
with all these 
sales features! 


%& The only paint color system offering hundreds of colors in BOTH INTERIOR 
AND EXTERIOR FINISHES! 


* The only color system using so few tubes to make so many colors (16 colorants 
make 1,322 COLORS!) 


% The only color system tested and proved for 15 years! 


%& The only color system with nationwide quality control, color control, and field 


testing. 


* The only color system with regional sources of supply and service — wherever 


you are. 


%& The only color system advertised, sold, and accepted internationally —in the 
U.S.A., Canada, and England. 


Read the Amazing Inside Facts About Colorizer on the Next Page! 
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Customer finds her color quickly and 
easily in the Colorizer Album of 1,322 
colors. 


The most successful new idea in 
paint merchandising in the last 2! 
years 1s Colorizer Paints, in 
Nearly 5,000 dealers have en 
joyed an amazing increase in paint 
profits with a stock of Colorizcr. 
Here’s how it has worked for them. 
how it can work for you. 

You stock only two base paints, 
plus 16 colorants in absolutely fool 
proof Colorizer tubes. This small in 
expensive stock gives you 1,322 colors 
—not just flat wall paint, but in all 
interior AND EXTERIOR finishes. 


colors. 


Sy ye 





oe 
(exe 
You stock only 16 colorants and two base 


paints. Stock investment is small. 


kach of the 16 colorants is used in 
making many paint colors, so all 
colorants keep busy working for you. 
There are no slow moving colors, and 
“like cees ina 


0 
b> 


base paints turn over 


COLORIZER PAINTS ARE 

MADE IN THE U.S.A., CANADA 
AND ENGLAND BY THESE 
OUTSTANDING PAINT 
MANUFACTURERS 


BuILDING Propucts MERCHANDISER 


grocery store. 


NEW PAINT BUSINESS! | 


Paint is always fresh. 
Colorants are scientifically pre- 


measured and packaged in one of the 


world’s most modern paint factories. 
Color control is so accurate that 
colors are just the same 

can be matched perfectly ume alter 


always 


NS 


nih be arte ’ 


Month after month, national advertising 


brings customers into Colorizer 
stores. 


dealers’ 


time. There’s never any me 
or formulating required by you or the 
customer, 

Your 


Colorizet 


selects 
55 ? 


custome) from the 
Album ot I, actual paint 
samples. They're arranged so she can 


asuring 


Ne ei ee ee 


find her color in a hurry—whether 
she’s looking for “ordinary green” or 
a special color to match her rug, 
draperies, or wallpaper. You imme- 
diately sell her the color she wants 
(no special-order colors, no custom 
mixing). You sell her only what she 
needs — not assorted quarts, pints and 
gallons to do a one-gallon job. 

As a Colorizer dealer, you are 
supported with heavy national adver- 
tising. You have the most outstand- 
ing color selection guides, decorating 


Colorizer Paints are made by 12 out- 
standing regional U.S. manufacturers, plus 
leading firms in Canada and England. 


helps, and point of sale merchandis- 
ing aids. Only one brand of paint 
gives you the perfect color system 
PLUS a proved program tor increas- 
ing paint profits. Remember the 
name — Colorizer. 





THE WORLD’S NO. 1 PAINT COLOR SYSTEM 


PAINTS 


in 1322" COLORS 


For Full Facts, Write Colorizer Associates, 347 N. Western Ave., Chicago, Ill. 


Bennett's 
Salt Lake City, Utah, and Los Angeles, Calif. 
Blue Ribbon Paint Company 
Wheeling, West Virginia 
‘Walter N. Boysen Co. 
Oakland and Los Angeles, Calif. 
Brooklyn Paint and Varnish Co. 
Brooklyn, New York 
James Bute Company 
Houston, Texas 
Great Western Paint Mfg. Corp’n. 
Kansas City, Missouri 


IN CANADA 





imperial Varnish & Color Co., Ltd. 


Toronto, Ontaris 
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Jewel Paint & Varnish Co. 
Chicago, Illinois 
Kohler-McLister Paint Company 
Denver, Colorado 
W. H. Sweney & Compony 
St. Paul, Minnesota 
Vane-Calvert Paint Company 
St. Louis, Missouri 
Warren Paint and Color Company 
Nashville, Tennessee 
Geo. D. Wetherill & Co., 
Philadelphia, Pe. 


IN ENGLAND 
Jenson & Nicholson, Ltd. 
London, England 


Inc. 
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Repairs and Remodeling 
Selling the Handyman 


COMPLETED PRECUT GARAGE IN YARD serves a triple 
purpose; as an effective display which can be seen clear- 
ly from the nearby highway; as an instruction model 
for customers; as a handy place for quick storage of 
building materials. 


CUT-OFF SAW MOUNTED ON AUTO TRAILER, manned 
here by manager Louis E. Legg, Jr., is used by the firm 
to speed precutting of units for the garage packages. 
The trailer is simply backed up to a stack of lumber 
and units are cut on the spot. Trailer eliminates need 
for an extra building and extensive handling of materials. 


Successful Sales Plan For Do-It-Yourself Garages 


A Lansing (Mich.) dealer tells you about: 
1. Styles and costs of precut garages 


2. Advertising the do-it-yourself angle 
3. Two easy financing plans 
4. Setting up a counseling service 


You can sell profitable precut garages by combining 
a well-planned advertising program with an easy- 
financing plan and a do-it-yourself counseling service. 

Using this formula, the Lansing (Mich.) Lumber 
Co. sold more than 50 precut garages and developed 
hundreds of active leads since spring. 

Louis E. Legg, Jr., manager, says, “Our garage- 
sales campaign is establishing our yard as a garage 
headquarters AND as a supply center for the grow- 
ing do-it-yourself trade.” 

Here’s the way the firm’s garage-sales plan works: 

1. Lansing Lumber designed three styles of pre- 
cut garages that sell at packaged prices—including: 
(A) One car, 20x14 at $369; (B) One-car patio style, 
20x20 at $479; (C) Two car, 20x20 at $489. 

The firm precuts units (studs, rafters, siding, etc.) 
with a cut-off saw mounted on a flat-bed, two-wheel 
auto trailer. As units are needed, the trailer is backed 
up to lumber stocks and units are cut on the spot 
in the yard. This eliminates the need for an extra 
building and hauling lumber to and from the mill. 

2. The firm’s advertising campaign includes news- 
papers, television and radio. Three basic ads showing 
the three garage styles are used alternately each Sun- 
day in the Lansing State Journal’s building and real 
estate section. 

One-minute spot announcements are used on radio 
just before the 6 p.m. news daily except Sunday. 
On TV, station-break announcements with pictures 
of the garages are used just before the nationa! 
network Wednesday night fights. (During cool 
weather, TV spots are used three times a week just 
before popular programs. ) 

3. All advertising emphasizes that the garages 
are build-it-yourself items. The ads state, “Anyone 
who can drive a nail can build an easi-bilt precut 
garage easy-to-follow instructions—-including ham- 
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mer and nails.’’ Employes of the yard erected one of 
their own garages in the yard to serve as a display 
and as a working model for customers. Having ac- 
tually worked on the garage, the employes are well 
qualified to counsel customers who have their ga- 
rages under construction. Customers are encouraged 
to inspect the model and “call up the minute they 
run into any trouble.” This backing-up on the part of 
the firm builds confidence in the home handyman. 
As an additional sales inducement, the firm rents 
standard wooden forms for the customer to use when 
pouring concrete foundations. The entire garage is 
delivered on one truck ready to erect. The precut 
units are clearly marked and a complete, but simple 
instruction sheet, is included with the package. 


Two Financing Plans 
Although the firm has two financing plans many 


..- Offers the 
EASI-BILT PRE-CUT 


GARAGE 


“Build It Yourself --- It’s Fun” 





BUY DIRECT 
SAVE $300! 


ANYONE WHO CAN DRIVE A NAIL 
CAN BUILD AN EASI-BUILT PRE-CUT 
GARAGE—ONLY TOP QUALITY MA 
TERIALS — EASY Tt) FOLLOW IN 
STRUCTIONS INCLUDING HAM 
MER AND NAILS 


14x20 Size 
ony SUB FN 


Price meludes framing, siding, roofing 
and overhead garage door with hardware 





For Purther Inform . 


PHONE 96539 


MONEY SAVING ANGLE of do-it-yourself precut garages 
of the Lansing (Mich.) Lumber Co. is featured in all the 
firm’s newspaper, radio and television advertising. Under 
FHA Title I, a customer needs no downpayment and has 
up to three years to pay. 
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i"x6" RIDGE BOARD 2x4 RAFTERS 


2*4 GABLE STUDS 








2*4 DOUBLE PLATE 


2*4 STUDS 
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RAFTERS AT 24* INTERVALS 


-\ 








3-214-14' GROSS 


DOUBLE PLATES 
a TIES EVENLY SPACED 











H--—- CORNER BRACE 


2-254 CORNER 
POST —> 2 VA 
PRECUT sTuDs— | YW, 


OE TION 









































DETAILED CROSS-SECTION DRAWINGS are furnished each customer as part 
of the firm’s precut garage package. Employes erected one of the garages 
themselves so they would be able to advise do-it-yourself customers. 


of the transactions have been cash. Under FHA Title 
I, no downpayment is required and payments are 
$11.83 per month with three years to pay (for the 
14x20 size). If the building location is ineligible for 
an FHA home improvement loan, the firm will finance 
construction of the garage itself. The firm’s plan calls 
for $69 down and $22 per month, plus a $26 carrying 
charge for the 15-month period. Lansing Lumber 
points out to customers that their time payment 
plan is exactly the same as a popular mail order firm. 
Employes look up the finance rate and payout plan in 
the catalog in front of the customers; this helps build 
customer confidence. 

As a plus-profit angle of the firm’s garage-selling 
plan, Legg points out that 10 of the garages have 
been converted into vacation cabins or even year 
‘round houses. ‘We haven't necessarily encouraged 
people to convert these garages to year ‘round 


LOUIS E. LEGG, Jr., left, manager, gives a customer 
the facts on the firm’s precut garage plan, Counter rack 
has literature on the garage plan 


ButtptInc Propucts MERCHANDISER 


houses,” says Legg, “but, when a customer is dead 
set on making a house out of one of the garages, we 
will supply him with all of the extra materials he 
needs. One such conversion amounted to a total bill 
of $616 and another of $749 not including paint. 

“We do not hesitate to tell such customers that 
they will probably have a house with little or no 
re-sale value,” says Legg, “but the majority of them 
pay cash for their purchases and are satisfied with 
the transaction.” 


Here is the bill of materials for Lansing Lumber’s 
14x20 pre-cut, do-it-yourself garage: 
180 lin. ft 2x4 tie plate 
| 32 lin. ft. 2x4 gable studs 
| Three 2x4, 14 rafter ties 
| 





Two 1x6, 10’ ridge boards 

Four Sq. 3 in 1 shingles 

Three 1x4, 10’ braces. 

1,272 lin. ft. 1x6 pattern siding 

688 lin. ft. 1x8 roof boards. 

22 2x4, 9 ready cut rafters for 24” o.c. 

37 2x4, 7’ ready cut studs for 24” o.c. 

116 lin. ft. 1x4 rafter trim and casing 

24 lin. ft. 1x4 rafter for door jamb 

42 lin. ft. 1x6 rafter for door jamb 

70 lin, ft. 1x4 corner boards and window jamb 

One 2x6, 18’ double header over door 

One 2x8, 2’ window sill 

One 9x12, 4’ barn sash 

80 lin. ft. metal eave drip 

10 pounds No. 16 common nails 

15 1%4x10 machine bolts 

17 pounds No. 7 common nails 

12 pounds 1” galvanized roofing nails 

One-piece door and hardware 

COST OF ABOVE MATERIALS 

Add for eight ready-cut rafters for 
spacing 16” o.c. 6.00 

Add for side entrance door 34.07 

TOTAL COST $369.00 


$328.93 
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MERCHANDISERS 


Give FIRST AID 
To Sagging Sales - - - - 


Hundreds of leading lumber and building supply retailers 
have found that Multiplex Merchandisers furnish the “lift’’ 
necessary to increase 
These modern merchandisers provide the most effective 
way to show samples of all types of flat merchandise such 
as lumber, wallboard, roofing, wall covering, flooring, tile 
and other building specialties, right up front where cus- 
tomers can make their own comparison and selection. The 
swinging panels of Multiplex Specialty Merchandisers are 
made of heavy gauge channel steel, welded at all corners. 
The door merchandisers have pivot brackets which fit to 
top and bottom of doors All merchandisers have heavy 
steel pivot bars. 


sales 


Coupon below is for your convenience 
get complete information on the 
Merchandisers that can give 


Mail it today and 
many sizes and types of 
“First Aid” to your sales 


MULT PLEX DISPLAY FIXTURE CO. 


907-917 North 10th Street St. Louis 1, Missouri 
Please send your ici Equipment Catalog 
NAME 
COMPANY 
ADDRESS . 
CITY AND STATE $53 8 
. 








(To obtain more data on advertised products sce page 
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ALL. Promotion Kit Helps Kankakee, Ill. 
Dealer Stimulate Handyman Sales 





Bill Troup, manager H. H. Troup & Co., said “the kit Is everything 
it is advertised to be . . . colors are attractive .. . sales messages 
have a lot of punch.” 


“Do It Yourself” is BIG Business 
Are You Getting Your Share? 


Millions of home owners are saving money and having fun 
doing their own remodeling, decorating, repairing, building. 
The U.S. Bureau of Labor Statistics estimates that the “Do 
It Yourself’ home owner represents 30% of the building 
products market. He’s a big buyer of both hand and power 
tools, of lumber, plywood, wallboard, roofing, insulation, 
paint, builders’ hardware—every kind of building product. 
It is estimated that over 250 million sq. ft. of plywood is 
that 75% of the paint and 60% of the 
wallpaper are put on by amateurs. 


consumer installed, 


Jump on the Bandwagon, Order 
Your “Do It Yourself” Kit Now! 


Each kit includes 
or 


100 8-page, 2-color folders to mail 
hand to customers * 3 direct mail letters * 12 radio 
and TV spot announcements * 6 publicity releases * Manual 
that tells how, when and where to use each item * 6 sample 
newspaper ads and proofs of the campaign slogan for which 
mats are available at nominal additional charge * 300 2- 
color gummed campaign stickers * 19x37’ 3-color banner 
for window or store use * 21x34” 3-color poster for out- 
door use on trucks, has space for local imprinting of 
your firm name * Two 10x20” 3-color streamers for gen- 
eral showroom use. 


etc 


Complete kit is supplied for $7 . . . additional quantities of 
any or all items may be ordered at low-cost prices. 





AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, I. 


Please send me 


at $7.00 per kit 


Al ‘Do It Yourself’ 
Attached find $ 


merchandising kit(s) 


in, check or money order 
NAME 

COMPANY 

ADDRESS 


CITY 
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BALANCE BAR OPERATOR TORQUE SHAFT — For smooth, 


easy opening and closing 


FREE 


VENTILATION 


wide admitt 


Vents open 


fresh oir 
Optional ng fresh o 


Mrs. Home-Buyer is a powerful influence when it comes to 
the selection of her new home. That’s why more and more 
project builders find the quickest way to her heart is through 


all-aluminum Miami Windows. 
These Features Sell Prospective Home Buyers: 
@ NEVER NEEDS PAINTING 
@ WINDOWS ARE EASILY CLEANED FROM THE INSIDE 
@ POSITIVE WEATHER TIGHT CLOSING 
@ WINDOWS OPEN OR CLOSE AT A TOUCH 


These Features Sell Builders: 


@ QUICK EASY INSTALLATION— Has standard half inch 


flange all the way around the window frame. 
@ NEVER NEEDS ADJUSTMENT 
@ LOW UNIT COST 
STOCK THE WINDOW AMERICA WANTS— 


Dealerships and distributorships still open ome 


MIAMI WINDOW CORPORATION 


5200 N. W 37th AVENUE, MIAMI oe ee 


MIAMI WINDOW CORPORATION OF MISSISSIPPI—Key Field, Meridian, Miss 


MIAMI WINDOW CORPORATION OF PANAMA Box 923, Panama, ® P 


Buitpinc Propuctrs MERCHANDISER 


WEATHERSTRIPPED 


(To obtain more data on advertised products see page 241) 


the all-aluminum 
MIAMI WINDOW © 
the 

window 

all 

America 

is 

talking 


QUALITY Heyy 
N\pPHOyeD 2) 


& 


FRAME RECESSED ON THE INSIDE— 
To hald screen or storm sash 





e 
Patents Pending on 


New Series “54” Window 


2 A SC A A A SS | TK | SAE 
MIAMI WINDOW CORPORATION AL? 
Executive Office, 5200 N.W. 37th Ave., Fla 
Please send me literature on the new Series "54" 
window 


a 
Dept 


Miami, 
lama Dealer 
NAME 
1 ADDRESS 
CITY STATE 


Distributor 


177 









































~~ 


Y 


\\ | 
— ~€4 


PLENTY OF AMMUNITION for YOU to go gunning for SALES! 


e All the ammunition's ready for you to start shootin’ at the big-profit target. Write 
today for your sales-making ZONOLITE “Sights on Sales” Promotion Kit. No obligation. 


ZONOLITE COMPANY, Dept. AL-93 *® 135 S.La Salle St. ° Chicago 3, Illinois 


| | z al 
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For better values 

in lumber, more and 
more buyers 

are turning to 


*WEST COAST LUMBER. 


persis 0 dat ee 
Waactinn Red Cedar 


* ASK THE MAN 
WHO BUYS IT... 


For facts on West Coast Lumber grades and uses, 
and information on free promotion material, write 
West Coast Lumbermen's Association, Room 536, 
1410 S. W. Morrison Street, Portland 5, Oregon. 


BuitpiInG Propucts MERCHANDISER (To obtain move data on advertised products see page 241) 





Repairs and Remodeling 


Selling the Handyman 


Contractor Helps Dealer Promote Do- 


This St. Louis retailer works with his 


best contractor customer in selling more 


handyman business. It’s a pattern that can 


be followed in almost every community. 


Rows and rows of project homes looked like a fer- 
tile field for do-it-yourself to Bill Brooks, manager, 
Ball Lumber & Supply Co., St. Ann, Mo., a suburb 
of St. Louis. 

The 750-home San Fernando Hills project in nearby 
Florissant Valley gave Brooks this idea and with con- 
tractor cooperation he built a sample amusement 
room and a display garage in the addition, as the 
core of his sales plan. Ball Lumber was supplying 
San Fernando Hills with most of the construction 
materials and Brooks was very familiar with the proj- 
ect home designs. He reasoned that the economy 
models being sold had rooms that were rather small 
and that living space would present a problem. Brooks 


phot ‘ url 
uwlite Division 
«a and Ontari Paper ¢ 


it 
' 
yy 


BILL BROOKS, seated, goes over the bill of materials for 


Harris, project 
motion is 


builders, J. A. Calder 
on the extreme right. 
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decided that the basement offered the do-it-yourself 
homeowner his best opportunity for added space. 

Living in a San Fernando Hills project home him- 
self, he experimented with his own basement in try- 
ing to find the best, easiest and most economical way 
to transform the area into a good looking, livable 
room. Brooks framed and partitioned off the utility 
section of the basement area with knotty pine panel- 
ing, applied insulation board plank to the outside 
walls, tileboard to the ceiling and asphalt tiles on the 
floor. 

With the exception of the framing, knotty pine 
paneling and a small amount of millwork and trim, 
the finish materials were applied with adhesive quick- 


basement amusement room with Bill Erker 


and Mike 


sales representative for a manufacturer of building materials used in the pro- 
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it-Y ourself 


BASEMENTS in the project homes looked like this be- 


fore being finished off 
Hills are poured, 
wash tubs and 
converted into ¢ 


ly and easily. Pleased with the results, Brooks turned 
to San Fernando Hills with his ‘more space” base- 
ment idea. 

Approaches Contractor 


The project builders, C. F. Vatterott & Co., ap- 
proved the installation of a duplicate basement recre- 
ation room in the project’s display room. After com- 
pleting the job, Brooks worked out a package price 
for the entire bill of materials needed—-total cost only 
$366.58, tax included. 

The finished basement recreation room in a display 
home was an instant success and attracted practic- 
ally everyone who visited the home. Eight out of ten 
visitors showed interest in the basement on a do-it- 
yourself basis and asked about materials and con- 
struction. About one in ten inquired about the price 
of the room installed. 

After inspecting the Vatterott display home amuse- 
ment room and mulling over the idea, both project 
owners and new buyers began to drop into Ball Lum- 
ber & Supply to talk with Bill Brooks about the actual 
construction. With two basements under his belt Bill 
could answer their queries, advise them on applica- 
tion techniques and building procedure—-and sell 
them the bill of materials for the job. 

Not only the San Fernando Hills homeowners be- 
came interested in the good looking, economical base- 
ment room. In the first few months, six of Brooks’ 
neighbors began to finish off their basements pat- 
terning them after the sales manager’s own amuse- 
ment room—and Ball Lumber got the business. 

More profitable interior finish volume came to the 
dealer when the owner of the Miracle Bar Cocktail 
Lounge in St. Ann saw the basement room, liked it, 
and used the same materials for finishing the interior 
of his establishment. Acoustical tileboard was used 
on the ceiling to give sound control needed in a com- 
mercial installation. 


Erects Sample Garage 


Brooks’ fling at the project garage business on a 
“vou-do-it”” basis hasn’t quite measured up to the 
basement amusement room success—but he expects 
the idea to grow in volume with time. It has, how- 


(continued en page 184) 


BuiLpING Propucts MERCHANDISER 


All basements at San Fernando 


producing form ridge lines. Furnace, 
drain are hidden after the basement is 
amusement room 


KNOTTY PINE AND CEDAR was used to give this base- 
ment a luxury touch. Tileboard was applied to the ceil- 
ing with 1x4 furring strips as a nailing base. Note the 
clever decorative touches and built-in fluorescent light- 
ing over a dining space equipped with a drop-leaf table. 


TYPICAL project amusement rooms 
used insulation board plank and 
tileboard on the ceilings for econ 
omy reasons All the materials on 
the above job were installed by the 
homeowner himself 





More and more 


uy os 


ask for it 


(To obtain more data on advertised products see page 241) 


@ There’s a big trend toward more wood 
paneling in both new and old homes. You can 
cash in with beautiful. low-cost Roddiscraft 
Panawall. Only Panawall offers so much last- 
ing beauty, charm and individuality with 
quick, low-cost installation. 


@ Panawall is genuine hardwood plywood 
made of random-width veneers V-grooved at 
the joints. It has the look, feel and durability 
of costly solid lumber. Easy to install 4’ x 8’ 
x 14" sheets in Walnut, African Mahogany 
and American Cherry. Ask your Roddiscraft 
warehouse manager for complete details on 
Roddiscraft Panawall and other items in the 
Roddiscraft decorative paneling line-—Craft- 
wall, Parquetwall, Cedrela and Plyweave. 


RODDIS PLYWOOD CORPORATION, MARSHFIELD, WIS. 


NATIONWIDE WAREHOUSE SERVICE 


Cambridge 39, Mass. 229 Cassar 
Charlotte 6, N. C. 123 E. 27th 
Chicago 32, II! 3865 W. 4}st 
Cincinnati 4, Ohio 836 Depot 
Cleveland 4, Ohio 2717 €. 75th 
Dallas 10, Texas 2800 Medill 
Detroit 14, Mich 11855 E. Jefferson 
Houston 10, Texas 2403 Sabine St. 
Kansas City 3, Kan. 35 Southwest Bivd 
Los Angeles 58, Cal. 2620 E. Vernon Ave. 
Louisville 10, Ky. 1201-5 S. 15th St 
Marshfield, Wis. 115 S. Palmetto St 
Miomi 38, Fia 255-315 N.E. 73rd St 
Milwaukee 8, Wis. 4601 W. State St 
New Hyde Pork, L. I., N. Y¥ 

1756 Plaza Ave 
New York 55, N. Y. 920 E. 149th St 
Port Newark 5, N. J. 103 Marsh St 
Philadelphia 34, Pa. Richmond & Tioga St 
San Antonio 6, Texas 727 N. Cherry St 
St. Lovis 16, Mo 3344 Morganford Road 
San Francisco 24, Cal. 345 Williams Ave 
San Leandro, Cal 720 Williams St 


More and more 


puildoe 


specify it 
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- Stock and Feature Fast-Selling 


THOMASON 
FLUSH DOORS 


(All Wood) 


V Hollow Core or Solid Core 


VTop Quality Throughout 


AVAILABLE IN THESE 


FACE VENEERS 
NOTE CONSTRUCTION FEATURES 


Philippine Mahogany, Genuine 
Honduras Mahogany, Walnut, 
Oak, Birch, Knotty Pine, Gum, 
or in any face veneer desired. 


PLEASE NOTE ' Hollow Core Solid Core 


THOMASON plastic-faced flush 
doors are now available in all do- 


Manufactured B "A 


mestic and foreign wood grain ples- 


tics, as well as in decorative plastics. t 4 re) ae y.\ % re} we 
+ 


SRA Rofo) Medel: T-to) PGakel 


FAYETTEVILLE « NORTH CAROLINA 


SOLD ONLY THROUGH DISTRIBUTORS 
Write Us Today For Name and Address Of Your Nearest Distributor 


Buu DING Propt CTS Mi RCHANDISER (To obtain more data on advertised products see nage 241 
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CONTRACTOR HELPS 


(begins on page 180) 
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MODEL GARAGE bullt by the Ball Lumber & Supply Co., 


home 
above 


show 
The 


sales 


at the San Fernando project to 
features of a quality structure 
a screened porch an added 


buyers the 
garage has 


as 


appeal 


ever, picked up additional sales of sheathing, shingles 
and hardware in recent months. Brooks has a sam- 
ple garage in a completed section of the San Fer- 
nando Hills development, It is a deluxe model with a 
screened porch attached. He has also been promot- 
ing a smaller model in his direct mail program and 
this garage has met with wider customer acceptance. 

Ball Lumber & Supply Co. follows up each sale 
of a project home with the garage do-it-yourself 


STEEL BANDED AND 
DOUBLE END TRIMMED 


Le om 
ae 


COMMERCIAL remodeling business developed directly 
from the basement amusement promotion campaign. The 
owner of a bar saw the project installation and ordered 
a similar treatment for his property. Insulation board 
plank was applied to walls, acoustical tileboard on the 
ceilings 


mailing. Brooks feels that as the new homeowners 
become more settled, have the time and money, and 
are ready to undertake the job his garage program 
will pay big dividends. 

“A dealer can add tremendous sales volume by 
tapping the expansion and remodeling business in a 
home project,” said Bill Brooks. “Show the home- 
owner how he can add more living space or improve 
his property and the response is terrific!” 





DARGAN 


PRECISION PINE FLOORING 


. Hh I THE SOUTH’S MOST MODERN PLANT 


Your dependable source for— 
e FINISH e CEILING e SIDING e MOULDINGS 


FINISH * CEILING + FLOORING * SIDING » BOARDS 


184 


CB=DARCANL 
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BOARDS & ROOFERS (Standard or Rough Back) 
@ FLOORING (Plain End & Matched End) 
@ RESAWN BOX & CRATING STOCK 
@ SHED STOCK ITEMS IN MIXED CARS 
e AIR DRIED FRAMING (Random Lengths) 


Shipments in straight or mixed cars or trucks. 
Quotations gladly furnished. Write Drawer 769-C. 


DARGAN LUMBER MFG. CO. 
Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 


MOULDINGS + RESAWN BOX & CRATING STOCK 
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soon is promp 


IN THE SHIPMENT OF SOUTHERN WOOD SCREWS IT 
MAY BE FIVE MINUTES! 


At Southern Screw Company packaged wood screws, alone, 
fill nearly two miles of 24-inch shelves in a plant with plenty 


of room for direct contact between truck and shelves. 


This tremendous stock in widest range of sizes and finishes 
has made possible a record of five minutes between receipt 
Factory ’ ° 
Warehouses * and shipment of order. 


4100 Dell Ave Southern Phillips and Slotted Wood Screws come round, 
North Bergen, NJ 


flat and oval in steel, silicon bronze, brass, aluminum, and 
Union 5-0985 


all popular plated finishes. 


325 West Ohio St 


Chicago 10, Il! a 
Write us for full color label chart 
Superior 7-6531 


7.6532 = : an and your special needs. Box 68-L. 


_ an ‘ . C 
2640 East \ y 


Washington Blvd és oe iF 
’ 2 
Los Angeles 23 re 4 LM 
Calit ‘ee 3 c 


gan 5.6157 


SCREW COMPANY 


STATESVILLE = NORTH CAROLINA 


Manufacturer of Wood Screws 
Sold through leading wholesale distributors 
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Kepairs and Remodeling 
Selling the Handyman 


Selling Ceiling Tile 
in Existing Homes 


Dealers get this booming market by 
pushing its insulating value, modernizing 
old-fashioned room heights, saving the mess 
of replastering. 


Tips on Ceiling Tile 


“When installing ceiling tile, we always advise 
our customers to put a little cornstarch in the nail 
pocket of their carpenter’s aprons,” points out 
Fred E. Wilbur, manager of the Maryville (Mo.) 
Lumber Co., a Adair Lumber Co, yard. “It keeps 
the nails (or staples), the fingers and, consequent- 
ly, the tiles clean.” 

Another good-will gimmick in sales of ceiling 
tile, used by several midwestern dealers as shown 
in the accompanying article, is lending customers 
the staplers to put the tiles in place. A Kirksville. 
Mo., dealer owns eight or ten of the tools and has 
most of them “on the circuit” all the time. 

Almost every sale of ceiling tile also means a 
sale of furring strips to put it in place. These are 
generally ripped out of common lumber and nailed 
to the joists over existing plaster. 


“The plaster ceiling is about a thing of the past,”’ 
says Fred E. Wilbur, manager of he Maryville (Mo.) 
Lumber Co., one of the Adair Lumber Co. line yards. 
“We have sold a world of ceiling tile in commercial 
buildings and, for the last couple of years, in the 
home.” 

“We are selling more and more ceiling tile to both 
contractors and homeowners,” reports Douglas Baker 
of D. Baker & Son, Lumber & Building Materials, 
Grand Haven, Mich. “The sales are usually made by 
the customer calling the contractor after they have 
seen the ceilings in our offices and showroom or by 
the contractor himself.”’ 

“Ceiling tile was a good seller during the war and 
has built up since, but it took the farmers longer 
to catch on,” states Glen Seaver, manager of the 
Caney, Kan., yard of the O. E. Woods Lumber Co. 
“Now they know they can bring down their high, old- 
fashioned room ceilings with it and make a big sav- 
ing on fuel bills.” 

These comments are typical of what building mate- 
rials dealers are finding is a constantly rising market 
in sales of ceiling tile in existing homes today. 

Dealer Talking Points 

A display of ceiling tile in the store itself is still 
an effective way to introduce the product, as Doug 
Baker points out. Others are to capitalize on its in- 
stallation in commercial buildings through your ad- 
vertising, and to make sure that potential customers 
see it wherever it is used in remodeling. Word-of- 
mouth has proved one of the best advertising aids 
in selling ceiling tile. 
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DEALER GOODWILL IS GAINED by many yards which 
lend the staplers for applying ceiling tile free to ecar- 
penters or do-it-yourselfers. 


Here are four good talking points for a lumber deal- 
er in pushing the product: 


1. Ceiling tile has some of the value of insulation 
in heating a home. 


It can modernize room appearance by lowering 
existing ceilings. 


It does away with the mess and bother of plas- 
tering in home remodeling. 


It can be easily painted to match existing color 
schemes. 


“The insulation value of the product and people not 
wanting to go through the muss of plastering again 
are our big sales points in ceiling tile,’’ said dealer 
Wilbur of Maryville, Mo. “Customers are very con- 
scious of fuel savings now. We are selling as much 
or more ceiling tile in farm homes as in town.” 

The Maryville manager has not found it necessary 
to do any special promotion of the product for some 
time because word-of-mouth comment on existing in- 
stallations is keeping sales of ceiling tile high. 

“One public installation will sell two or three more 
every time,’”’ Wilbur points out. “If you can get your 
‘brand of paint’ on a public building, you've opened 
the market.’’ The Maryville yard has installed ceil- 
ing tile in two theatres and a bowling alley. 

Most of this yard’s home sales of tile go on kitchen 
and bedroom ceilings. With it, the sale generally 
includes cheap furring strips from “resells,’’ mold- 
ings, etc. Stapling machines are loaned to the cus- 
tomers. 

Dealer Baker said many of the Grand Haven yard’s 
sales of ceiling tile this August were to the do-it-your- 
self customers, who no longer regard it as a “luxury 
item.” 

“Most of our customers and contractors prefer a 
standard white or ivory ceiling tile because of the 
easy nailing flange and the price, but a new varie- 
gated acoustical tile used in our new showroom is 
catching on rapidly,” the Michigan merchant reports. 
“T believe this product has a greater percentage of 
sound absorption than any of the competing lines; 
the new colors make it attractive to use in recreation 
rooms.” 

“People don’t do much plastering any more—the 
trend seems to be all to dry wall covering,” said 
dealer Seaver of the Caney, Kan., yard, whose sales 
of ceiling tile are mostly for living and dining rooms, 

(continued on page 188) 
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Sell ore Windows! 


Here’s a book crammed full of window ideas—new 
ways to use Ponderosa Pine windows—new help 
for home owners in planning. for more and better 
windows. Let this book step up your window sales. 
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Sell Hore Deine! 


National home magazine editors are heaping praise on 
this full color booklet! It shows home owners how to 
achieve new beauty with Ponderosa Pine panel dec- 
orator doors. It’s beautiful—stimulating—sales-making! 
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here's how to 
STRETCH 
your home 
for 
better living! 


 \o«@ 


SURE WAYS TO = 


PigGER Saies:| weenie 
VOLUME. Illustrated with actual’ floor plans containing more 


than 30 remodeling ideas—this Ponderosa Pine book- 
let gets action from home owners—brings them 





into your store for a host of remodeling materials. 


Mail the Coupon for Free Sample Copies! 


Ponderosa Pine Woodwork 
Dept. WAL-9-7, 38 South Dearborn Street 
Chicago 3, Illinois 
Please send me 
[) Wineow Booklet—""The New Outlook” 
C) Door Booklet Latest Color Style News” 
() C) Remodeling Booklet ‘How to Stretch Your Home for Better Living” 


CHMe 
WOODWORK 
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HAULING ANOTHER LOAD AWAY 


the Farmers Grain & 
the farm areas say 
jioned farm 


Lumber 


SELLING CEILING TILE 


(begins on page 186) 


although he is selling it for bathroom, bedroom and 
kitchen increasingly more. Most Caney customers 
prefer the natural color. 

This yard of the Woods company is selling lots of 
remodeling jobs where homeowners are lowering room 
heights with ceiling tile and bringing antiquated 10- 
foot ceilings down to eight feet. 

“Farmers like it for its insulating value,” says 
Seaver, who advises customers to fur out old plaster 
and lends them the staplers. 

“In a town this size (2,863), we have a lot of do- 
it-yourself and the farmers, of course, do a lot of 
their own work,” says the Caney manager. 

Where the 12x12 size is the most popular around 
Caney, close to the Oklahoma line, the 12x24 ceiling 
tile sells best at the National Lumber Co., Indepen- 
dence, Kan., 30 miles away. 

“Ceiling tile has been a good item for 10 years and 
just increases all the time,” claims Cress Elliott, 
manager of this O. E. Woods Lumber Co. yard. “We 
have sold an awful lot the last few years.” 

The yard recommends a 1x3 furring strip for use 
with installations, which it now sells mostly for liv- 
ing and dining rooms, although bedrooms are becom- 
ing a better item. 

Safety is a big item in selling ceiling tile, believes 
the manager at Independence, where they still talk 
about a school disaster in which a plaster ceiling 
saved in. 

“Where a ceiling job is securely nailed on, there is 
no danger,” points out Elliott. 

“It is a good item to lower ceilings in old homes,” 
he adds. “Besides being easier to heat a room with 
ceiling tile, it gives you a dead-air space which makes 
a room a lot cooler in summer. 


“The mess and expense of plastering and shortage 
of good plasterers is also helping sales of ceiling 


tile,” concluded Elliott. “Not many young fellows are 
taking up plastering today.” 


Farmers Catching On 


“It took a lot of advertising to start ceiling tile 
here,”’ said Emmett H. Foley, manager of the Farmers 
Grain & Lumber Co., Wathena, Kan., but many of 
his rural customers are using it now after seeing it 
applied on the ceiling of the store and hearing about 
it via word-of-mouth. 

Foley, who advertises in community weeklies, used 
the newspapers to push the product when it came out, 


188 


.. 
ceiling tile is popular in 
homes with high ceilings 


are these 


Wathena, 


farm of 
Kan Lumbermen in 
modernizing old-fash 


customers 


stressing its insulating qualities. When the store was 
remodeled, farm customers saw the ceiling tile in- 
stalled and finally began buying it for their own 
home remodeling. 

The Wathena lumberman advises farmers to fur out 
crossways with the ceiling joists for installation; he 
lends them staplers. (‘‘We have to be long on ser- 
vice in times like this summer.’’) 

“The plasterer doesn't like to go to the farm and 
the farmers won’t pay him what he wants, so, farm- 
ers are doing their own; they’re going to the dry 
ceiling jobs,” reported a north central Missouri 
dealer. 

“The farm home is one of the best places in the 
world for selling insulating ceiling tile in exisiing 
homes. It is one of the best do-it-yourself jobs you 
can sell in the farm market; one of its biggest sales 
features being that it’s already finished and they can 
put it right on over the old plaster,’ he added. 

“We are selling an awful lot of 12x24 ceiling tile,” 
says Chester D. Furnish, manager of the Adair Lum- 
ber Co. line yard, Kirksville, Mo., who pushes the 
product in his newspaper and radio advertising and 
traces several sales of ceiling tile to that. 

“The smaller panels are the most popular sizes in 
ceiling tile now,” also says Pete Jepson of the P. E 
Jepson Lumber Co., Macon, Mo. He believes the 
16x32 size is ‘“‘on the way out’’ and may be succeeded 
by the 12x12 scored size, which has been out two 
years, because it now “goes on so much faster.” 

Jepson is also a believer in letting installations of 
ceiling tile in public buildings sell itself to home- 
owners. Some of his bigger jobs include 7,000 feet 
of ceiling tile for a new school project and 6,000 feet 
of 12x24 for a local theatre which wanted something 
different than a 16x16 or 16x32 size ceiling-tile 
panel. 

“We have been able to place it in some pretty goc 
jobs and we get a good many other jobs from people 
who regularly see the ceiling tile in the theatre,” Jep- 
son points out. 

“It is also smart to try and sell them a wall paint 
job when you sell ceiling tile,”’ the Macon 
merchant. Among “accessories” he has been selling 
are the furring strips, moldings, sometimes paint and 
planking, insulated walls or hardwood 

Several dealers advised that where mail-order 
houses are giving lumber yards competition for ceil- 
ing tile sales, and forcing the margin of profit down, 
they are successfully convincing their customers that 
the catalog concerns’ hidden costs such as freight 
etc., make it far less expensive to buy ceiling tile from 
the retail dealer. 


advises 
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Sucwvasing the supply of 


WIDE LUMBER ITEMS 


ee, 


When the quantity of lumber items that are chron- 
ically in short supply is increased, that’s welcome 
news for the retail lumber dealers . . . because the 
increased supply offers the opportunity for greater 
volume and profit. 

Weyerhaeuser 4-Square Glued-Up Lumber is in- 
creasing the supply of wide lumber items. Edge-glued 
lumber is helping dealers who stock it to meet the 
needs of their market for more wide lumber. 

Weyerhaeuser supplies two types of edge-glued 
lumber, one an exterior type, and the other an 
interior type. 

Exterior type edge-glued lumber is a general purpose 
lumber. It may be used as exposure lumber, or for 
interior application. It is designed to be equal to, and 
interchangeable with, regular stock in species, grades, 
patterns and uses. It is available in bungalow siding, 
finish, stepping, selects and in wide items. 


Exterior Type: BUNGALOW SIDING 
of Western Red Cedar: SELECTS of 
Idaho White Pine, Engelmann Spruce 
and Inland Red Cedar: FINISH, 
STEPPING and WIDE CLEARS of 
Douglas Fir and West Coast Hemlock. 


Interior Type: WIDE GLUED-UP LUMBER 
of Idaho White Pine, Engelmann Spruce, 
Inland Red Cedar, Idaho White 

Fir, Larch and/or Douglas Fir 
INDUSTRIAL CLEARS of Douglas 

Fir and West Coast Hemlock 
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with 
WEYERHAEUSER 4-SQUARE 


Glued-up 


LUMBER 


Interior type edge-glued lumber is designed for 
interior construction purposes, industrial uses, and 
any application where water-proofness is not a use 
factor. It equals or excells regular lumber in the above 
interior uses. The light color of the glue line makes 
interior type edge-glued ideal for natural interior 
finishes. Industrial clears and other grades of wide 
interior type edge-glued lumber are available in a 
variety of widths up to 30”. 

More and more dealers are ordering Weyerhaeuser 
4-Square Edge-Glued Lumber in an ever increasing 
variety of items because they have found that market- 
wise it gives them a greater volume of needed wide 
lumber items to sell. 

The edge-gluing of lumber is a proved Weyerhaeuser 
development. If you are not now enjoying the advan- 
tages of glued-up lumber, talk to your Weyerhaeuser 
District Representative about it, or write for details. 








Weyerhaeuser 


Sales Company 
ST. PAUL 1, MINNESOTA 
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VERTICAL SLIDE 


HORIZONTAL SLIDE — 












































RUSCO 


COUNT PLY Me 


PRIME WINDOWS 


Complete, Fully Pre-Assembled Units, 
glazed, finish-painted, hardware attached, 
All Ready to Install in Window Openings 


...And Here are 3 Big Reasons Why 


1 GIVES YOU AN AVERAGE GROSS PROFIT RANGING UP TO 20% MORE THAN OTHER 
@ TYPES OF WINDOWS! You make more money on Rusco Prime Windows because 
your profit is figured against a complete job. The Rusco Prime Window is pre- 
glazed, pre-painted, completely fitted with hardware and surround. The profit for 
glazing, painting, attaching hardware and the surround goes to you instead of 
somebody else. When you sell conventional windows, you miss out on some or 
all of these profits. 


2? INSTALLED COST IS EQYAL TO OR LOWER THAN THAT OF THE CHEAPEST WINDOWS! 
e@ Because Rusco Prime Windows are fully pre-assembled, finish-painted and 
fitted, they eliminate on-the-job glazing, painting, re-fitting — make big savings 
in time and labor. 
PLUS FEATURES GALORE! Sliding glass panels are removable from inside, for 

e easy cleaning. Insulating sash provides Magicpanel® rainproof, draft-free Sliding gluse onli eereen incerte 
ventilation—is ideal for air conditioning. Built-in weatherstripping. Positive are easily removed from inside 
bn lack ine for convenience in cleaning. The 
automatic loc ing. Rusco removable sash feature 


has tremendous appeal as a 
If you would like more information, we will be glad to consenionce and safety feature. 


have a personal representative call, Just phone or write 
Dept. 7-AL-93 THE F. C. RUSSELL COMPANY « Cleveland 1, Ohio —roronto“'3“ONtaRio 
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Repairs and Remodeling 


Selling the Handyman 
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YARDS throughout the country are turning to the A.L. kit for display materials, literature and other sales helps that 


speak directly to the do-it-yourself customer. 


Above are just a few of the items included in the kit. 


Hundreds of Dealers Using Do-It-Yourself Kit 


American Lumberman sales promotion kit rings 
bell with retailers after more consumer business. Kit is still 
only complete sales tool that promotes all building materials. 


We introduced our dealer do-it- 
yourself promotion kit in October 
1952 with our fingers crossed. 
While the dollar volume figures on 
this growing market were impres- 
sive, we did appreciate and under- 
stand that it meant a new concept 
of merchandising for many dealers. 

We should have had more con- 
fidence in the lumber and building 
materials dealer. They not only 
proved to be ready for the promc- 
tion but, as the months passed, 
the orders received for the kit sur- 
passed our expectations many 
times over. 

Before a dealer buys a kit we 
feel he should know exactly what 
he will receive. We have just pre- 
pared a new folder on the kit 
which describes each item com- 
pletely, that is available on re- 
quest. The kit, which sells for $7 
postage paid, contains the follow- 
ing materials: 

How-to-do-it manual. With each 


Burtpinc Propucts MERCHANDISER 


kit you will receive a sales manual 
that gives you step-by-step plan- 
ning for selling the handyman 
market. The manual also describes 
how to use the materials in the 
kit. 

Consumer literature. An eight- 
page, two-color folder that shows 
your customers home _ improve- 
ments is part of the kit. You re- 
ceive 100 folders and additional 
quantites are available at low cost. 

Direct mail. Three suggested 
ietters for direct mail come with 
each kit. They are brief, unusual 
and easily adapted for your busi- 
ness. 

Radio and TV spots. Twelve an 
nouncements are in the kit. Each 
announcement is straight, hard- 
selling copy featuring a _ single 
product or home’ improvement 
project. 

Publicity stories. To help you 
get publicity each kit has six pub- 
licity releases that you can use 


with your local newspaper, radio 
or television station. 

Newspaper advertising. Kits 
have a proof sheet illustrating 
eight different mats that are avail- 
able for your do-it-yourself cam- 
paign. The ads are available in 
one, two and three column sizes 
and are illustrated with good sell- 
ing copy. Ad mats are available at 
budget prices. 

Banner. The 19”x37” banner 
that comes with each kit is in three 
colors and may be used throughout 
the showroom. You get one banner 
and additional pieces are available 
for just 50¢. 

Poster. The big 21”x34” poster 
is in three colors on weather-re- 
sistant material for outside and 
truck display. One poster is in the 
kit and additional posters are $1. 

Streamers. Two streamers, 10”x 
20”, come with each kit. The 
streamers are handy for use on 
windows, doors, etc. Additional 
streamers are but 10¢ each. 
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This warm, im iwinative redwood Novoply wall. 8’ x 


llow to promote and 
profit by Amertea’s newest 


wood product—Novoply! 


Vast market includes every do-it-yourself home owner 
and every home builder or remodeler in your area. 


First came plywood ... then hard boards . . . now comes 


Vovopl) the most exciting wood produet in vears! 
Available in either warm-looking pine or glowing 
redwood, Novoply has a rich “textured” look, yet it is 
smooth because of the special bonding process which 
builds up layers of wood flakes to form interesting and 
varied patterns. 
How is Novoply used? Because it is the flattest panei 
ever made and virtually warp free, it is ideal for beauti- 
ful wall paneling, sliding doors, fine furniture, and core 
stock for veneers and plastics. 


ve ‘ 


’, costs retail only about $23 for material. 


How to promote Novoply. The big promotion push 
for Novoply is on. There'll be colorful full-page na- 
tional advertising starting in Oetober, as well as two- 
page ads in three builder publications. Millions of 
homeowners will continue to read about Novoply 
month after month. You can back up this national 
promotion by bringing the story to your own neighbor- 
hood through free newspaper mat ads, counter displays. 
direet mail, and window cards. (See photo, next page. 
right). Show your customers the versatility of this 
wonderful new Weldwood product. 


How to profit with Novoply. Because Novoply is @X- 
ceptionally low cost, it offers both builders and home- 
owners an introduction to real-wood paneling at budget 
prices. Yet the lumber dealer mark-up is excellent! 


Stock up on W eldwood Novoply for bigger sales and 
profits. It is immediately available at United States 
Plywood Corporation and U.S.-Mengel distributing 
units everywhere. 
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Because Novoply is 
They wo warp, swe \| tick, jam or rattle, Novoply 


comes 4 x 7’ and V x 8 in ind thicknesses 
ood both sick 


There is a Weldwood Product fo: 


every part of the home 


a i 
Pay 
ee. 


Novoply, Weldtex, Plankweld, and 
Surfwood are registered trademarks 


<0 flat, it makes ideal sliding doors, 


New idea! Weldwood Novoply is ideal for all kinds of furniture—tables, 
desks, built-ins. Here pine Novoply makes an attractive, modern table. 
Novoply is as easy to “work” as ordinary wood, 


—-— 


Here’s your Novoply promotion: full color ad in Living for Young 
Homemakers, two-page ads in the builder publications, new mats, 
counter display. mailers. All this plus consistent Weldwood advertising 
reaching over 11 million people a month! 


Weldwood 


United States Plywood Corporation 
World's Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 
and 
U. S.-Mengel Plywoods, Inc. 
Louisville, Ky. 
Distributing Units In All Principal Cities 


UNITED STATES PLYWOOD CORPORATION, 
55 West 44th Street, New York 36, N. Y. 


Please have your salesman contact me with full details 


about the big Novoply promotion AL-9 


Name. 
Company 
Address 


City 





Selling the Farmer 


An Exclusive Field Report 


Farm Market Will Take an Extra Selling Job 


But it can be sold by: personal calls, 
mixing socially, product demonstrations, un- 
derstanding the farmer’s needs, reaching him 
during his leisure time, distributing literature 
and knowing the county agent. 


The farm market, like the old gray mare, ain’t what 
she used to be. 

“The farmer will only remodel and repair what won't 
stand another winter unless the dealer can do an extra 
selling job,” points out Emmett H. Foley, manager of 
the Farmers Grain & Lumber Co., Wathena (pop. 
905), Kan. 

This fall and winter will take that “extra selling 
job,” because farm conditions were not as good as 
normal over the country generally this summer. 

Drought struck Texas and the Southwest, parts of 
Oklahoma, Kansas, Missouri, Nebraska, Arkansas and 
the Dakotas. But the wheat harvest of early July was 
generally good, with a “surprise crop” in eastern 
Kansas. 

The corn crop was another story. Lack of mid- 
summer rains burned much of it. Midwestern farm- 
ers were already cutting it up for ensilage early in 
August. There was a possibility of promised rains 
saving some corn before the October harvest. 

Much of the farm pasturage was very poor late 
this summer. 

“There’s not much farm repair and remodeling right 
now—-they’re waiting for a rain; they want to get 
their ground wet for what wheat they can plant this 
year,’ said Harry Woods, co-owner of the O. E. 
Woods Lumber Co. and manager of its Parsons, Kan., 
yard. 

So what about the farmer as a customer of the 
lumber yard this fall and winter? 

“Farmers have cut back their investment in plant 
and equipment to a rate well below the high volume 
of the past 10 years,” reported the Commerce Depart- 
ment Aug. 17. “The cutback reflects not only reduced 
farm income but also a readjustment to a more normal 
rate of growth and replacement of capital stccks.” 

The department added that if the national economy 
remains prosperous, farm investments can be ex- 
pected to continue at about the rate of the first half 
of 1953. 

How to Keep Them Buying 

To paraphrase the old song title, how are you go- 
ing to keep them buying building materials down on 
the farm? 

“T always wanted to hang onto the farm business 
because city trade can dry up pretty quick,” said 
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THE SILO IS A STAPLE on the farm and represents a 
ready-profit item for the small town lumber dealer, 
either in concrete or in lumber. 


GOVERNMENT IS RECOMMENDING on-farm storage of 
grains this winter. This corn crib uses no cross-braces: 
heavier wall studs. 


Chester D. Furnish, manager of the Adair Lumber 
Co., Kirksville, Mo. 

“Farmers aren't in a bad frame of mind; they’re 
just waiting to see what the future brings,” reported 
Glen Seaver, manager of the O. E. Woods Lumber 
Co., Caney, Kan., where he was able to sell four farm- 
houses last summer, against only one this year. 

The sale entailed a three-bedroom house, 2-car ga- 
rage, living-dining room combination and a screened- 
in porch, so it’s still a market well worth fighting for. 

(continued on page 196) 
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MORE PRODUCT QUALITY 


Established in 1926, Vikon is the oldest 
manufacturer of individual metal tiles and 
the only manufacturer producing tile in 
steel, aluminum, and stainless steel. Fin- 
ished with a hardened-by-baking synthetic 
enamel ... in 26 fade-resistant colors... 
Vikon not only gives you quality that sells 
but quality that builds your reputation! 


MORE stune roots 


CVikelerscepe 
eaves 


Display Panels MORE 
a 
ig SG0Re MERCHANDISING 
AIDS 


as, 


VIEW-MASTER VIKOLORSCOPE 


” actual installations 
Got ad ot BE PTL? teers with ts Vikeon 


in three-dimensional 
VIKON Ss’ TILE 


SELF-INSTALLATION KIT - 7 4 Kitchen Kit color pictures 


Introductory color selector chart 


Color Chip Book 


Vikon Salesman's 
Counter Displays Self-installation Kit Display Case 


Window Displays STEEL - ALUMINUM - STAINLESS STEEL - PLASTIC 
MORE ADVERTISING V i KK } y T | L . 
pad ae y COLOR) 
3,556,422 advertising impressions in leading home- putes on 

service publications. seauty- economy |META|| ourasiity 


HOUSE & GARDEN HOME MAINTENANCE & IMPROVEMENT 
SMALL HOMES GUIDE LIVING FOR YOUNG HOMEMAKERS 


THE FAMILY HANDYMAN FS. 
? 


“The Original Individual Metal Tile’’ Established 1926 


VIKON TILE CORPORATION 
Washington, N. J., Dept. AL-1 


Please send me, without cost or obligation, the complete story 
of Vikon Tile together with full-color brochure and sample tiles 





ME MODERNIZER 
0 - We have the only 


complete Manual 

Spectficats / 
wd Installation in 
the metal tile in 
dustry and we'll 
be glad to tell you 
more. Just mail 
the coupon. 


Direct-mail leaflets, folders, brochures. Dealer 
co-operative newspaper and radio advertising 


DEALER DISTRIBUTOR [ | CONTRACTOR [| ARCHITEC] 


NAME_ a 


Viease Print 


ADDRESS 


CITY __ZONE___ STATE 
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FARM MARKET 


(begins on page 194) 


“Many farm houses have been allowed to deteriorate 
and all need a larger unit because one man can farm 
360 acres with machinery these days,’ added dealer 
Woods of Parsons. “The REA has helped make farm 
modernization a greater market more than anything 
else.”’ 

Some well-lighted roads to reach this still rich mar- 
ket were mapped by these and other farm-dealing 
midwest lumbermen on a mid-August trip into the 
grain belt by American Lumberman. Here are seven 
main avenues to that market: 


1. Make personal calls on the farmer. 

“They love the personal contact on the farms,” says 
Fred E. Wilbur, manager of the Maryville (Mo.) Lum- 
ber Co. “Drive by after work at night and stop to 
tell them how good-—or how bad—their farms look, 
if nothing else.” 

This method is also used by dealer Seaver in Caney, 
who has no regular schedule but watches on his coun- 
try calls to see what a farmer needs and goes in to 
make the contact for actual future sale when the 
need arises. 

“We aim to keep one staff man to go out and check 
our farm jobs at least every other day,” said dealer 
Furnish of Kirksville, ‘‘see that materials needed for 
that day’s work, supplies, etc., are on the ground; 
make sure that the labor is there.” 


2. Mix with the farmer socially. 
Attend his county fairs, donate prize gifts from the 
lumber yard, attend church socials and chicken din- 
ners, offer advice and help at the grange meetings. 





CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-93. 


STANDARD CONVEYOR CO 
General Offices 
Nerth St. Paul, Minnesota 


Sales and Service in 


Principal Cities 


RAVITY & POWER 
CONVEYOR f 














Phot vt Youglas Fir Plywood Assm 
PLYWOOD IS ALSO GOOD ON FARMS as this experi 
mental hog barn built at Purdue University shows It 
is constructed of exterior plywood and gambrel roof 
sheathed with plywood 


Two Adair Lumber Co. yard managers work this 
angle successfully. Wilbur at Maryville either lends 
or gives away carpenter aprons for county fairs. Fur- 
nish at Kirksville loaned a portable brooder house to 
local farm churchwomen for a charity dinner. The 
yard’s regular sign was on it—-the only one at the 
event. It was advertising space that can’t be bought. 


« 


3. Hold farm demonstrations. 

If you sell a farmer a new barn, urge him to hold 
a community barn dance in it after the structure is up; 
prospective farmer customers will see it. Get your 
local newspaper to publicize farm jobs as barns, 
houses and other buildings go up. Read how dealer 
(continued on page 198) 


WEL-BILT 


FOLD-A-WAY 
STAIRWAY 


Soundly 
Designed 


Sturdily YOU'VE GOT A SALE when 
: how your customers 
ed of you s y 
Construct * how Wel-Bilt Fold-A-Way 
Idaho White A Stairways give them extra 
Pine - room—how easy it is to 
convert attic space into 
Easy to Instail at 1) an extra bedroom or 
Comparatively Low playroom! 
Cost ' Install a Wel-Bilt display 
\ \' in your showroom, It's 
Strong, efficient, safe easy to do—and aside 
from Wel-Bilt sales 
WRITE FOR you'll get companion 


PRICES TODAY at for attic remodel 
SOLD BY LEADING DISTRIBUTORS FROM COAST TO COAST 
MANUFACTURED BY 
THE WEL-BILT PRODUCTS COMPANY 
P. O. BOX NO. 95 . MEMPHIS, TENNESSEE 
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ar advanced in design and construction and 
produced by modern manufacturing methods, 
SpeedTools are lighter and handier, still stronger 
and more powerful than more cumbersome and 
more costly tools of ordinary 

design and construction. 


No. 1000 SpeedSaw 

High torque 4 H.P. Uni- 
versal Motor. Cast alumi- 
num body with steel base 
plate and adjustable rip 
fence. Safety automatic-stop 
switch. 5” combination blade 
with self-closing guard. 
Adjustment to cut all angles 
to 45° or any depth to 1%". 


No. 150 SpeedSander 
Sands, Smooths, Polishes, 
Buffs. *«” orbital-motion. 
; 3450 r.p.m. direct connected, 
air-cooled induction motor. 
Sealed ball bearings. Cast 
aluminum body, steel platen 
with neoprene pad. Uses any 
sheet or ‘‘wet’’ abrasive 
three 414" x 6'9" covers from 
each standard 9” x 11” sheet. 





AG 
No. 150-K 


$4.g50 
SpeedSander Kit 


No. 150 SpeedSander in fitted 
steel case with 18 abrasive 
covers (3 grits) 2 felts for wet 
polishing, heavy sponge neo- 
prene contour pad for curved 
surfaces, steel surfacing 
plate, wool polishing bonnet, 
and Instruction Manual. 


SpeedDrills 


No. 200-J 

4 " capacity (in steel) light, 
handy, fast (1500 r.p.m. 
under full load). Die cast 
aluminum body, geared 
chuck. Lin sua Switch, 


3 wire cord. 


Also, choice of drill kits 
with drill; bench stand; 
grinding, wire brush and 
felt buffing 

wheels; etc., etc. 

3 average over 20 

> oS pieces each, that 
do innumerable 
household tasks. 


%4" capacity, 4 
H.P. Universal 
motor delivers 
365 watts 
(most power- 
ful standard 
drill) at the 
geared chuck 


aL 
No. 128 \ H.P. Port- 
able Bench grinder. 
Aluminum housing. % ” 
x 6” wheels. Adjustable 
rests with formed in 
angle guides for proper 
sharpening of drills, 
chisels, planes etc., Plas- 
tic eye shields, rubber 
feet, built-in switch and 
3 wire cord. 


Speed 


Propucts 


$3950 


Write for Catalog 
Way manuFActuRING co. 


1876 S. 52nd AVE, CICERO 50, ILL 


BUILDING MERCHANDISER (To obtain 


FLUSH DOORS 
AND 
PLYWOOD 


Bat 


One of the World’s Most 
Experienced 


Holland 


Manufacturers 


A Complete Line 
of Quality Doors 
at Economy Prices 


Occume Veneers, 
“Rur-of-Mill”’ 
and Selected 
Staingrede 


Hollow Core Interiors, 
Solid Core Exteriors 


. 
Blanks as well as 


Many Other Popular 
Cut-Outs 


Fully 
Guaranteed 





HARDWOOD 
PLYWOOD 


Interior, Marine & Industrial Grades 


AFRICAN MAHOGANY 
AND OTHER SPECIES 











FOR SHIPMENTS FROM NEW YORK WAREHOUSE 
OR DIRECT FROM HOLLAND 


Contact Factory Representatives: 


J. GERBER &CO., INC. 


855 Avenue of the Americas 








New York 1, New York 
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FARM MARKET 
(begins on page 194) 


(Photos courtesy Libbey-Owens-Ford Glass Co 
A GOOD SALE FOR ONE DEALER was this remodeling of a Wisconsin milking barn. Photo at left shows barn and rot- 
ting timbers in state of disrepair after many years’ use. Photo at right shows improvements this dealer sold farmer 


Wilbur holds Paint Demonstration Days in the case 5. Cash in on the farmer’s leisure time. 
history on following pages. Do not underestimate the importance of radio and 


4. Understand the farmer’s needs and newspaper advertising to the farmer. Both in the long 
current conditions evenings in the farm home and while they work, 

“In the farm market. dealers must be more con farmers and their wives have more ong time 

€ « € . . = . *. . . 

, a : f concentration for radio. Firestone has just pro- 
scious of what other materials the farmer will need, > mol = oon dustproof, shockproof al Wakebeooet 
what else they can sell him,” points out Foley of Wa- “eg es ; “i. p- 

} : . ¢ sspecially designed for farm tractors. 
thena, ‘‘Whether he comes in to buy a sack of feed or radio especially : 5 aon : : 
repairs on his barn, show him the color chart on Lumberman .: urnish at Kirksville writes his own 
paint, the stock of moldings; he wants to know what’s radio commercials (three months ahead) advertising 
new—-and good for him.” (continued on page 200) 


Mile ley Ney Valze)- 11) Want). 1:13 axetey 


CAMINO, CALIFORNIA 


Manufacturers and 
Shippers of 


“CAMINO 
QUALITY” 


CALIFORNIA 
SUGAR PINE 


PONDEROSA 
PINE 


and associated 
species 


STRAIGHT OR 
MIXED CARS 


The quality of) Michigan-California timber is matched by the perfection of | 
manufacture in one of America’s finést and newest products plants (a multi- 
million dollar installation, erected in 1951 to produce ‘Camino Quality” 
lumber. ’ Michigan-Califorhia Tree’Farm Certificate 14, was issued June 30, 
1944—one of the barliest in the Western ‘Pine region. Our forest manage- 


ment policy insures high grade raw materials for generations 


In this photo, stately sugar pines in the foreground 
intermingle with future forests. Note the typical long 
cones on the ground Giant sugar pines such as the<e 
still hold their stately position on Michigan-Califernia 
tree farre forests 
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puts the customer right in | Higa teat 
the palm of your hand wASAWHILL 


QUALITY POST PRODUCTS 








HEF-T-POST covers a full line 
of building posts made in all 
lengths in sizes 3” OD., 312” 
OD., 4” OD., in Il-gauge steel 
tubing with adjusting screw as- 
sembly for 3” adjustment or 
with loose or welded cap and 
base plates, also in full weight 
steel pipe in all lengths, in sizes 
2%" OD., 342” OD., 4” OD., 
442" OD., 542” OD., with loose 
or welded cap and base plates. 
HEF-T-POST is designed to meet 
all building codes, including 
US/FHA, 





KEEP FLOORS LEVEL AND SAFE | 


AN ALL-PURPOSE, ADJUST- DISTINGUISHED BY ITS 
ABLE POST WITH GREATER ACCEPTANCE BY THE 
SAFETY FEATURES NATIONAL SAFETY AWARDS 
CAN BE INSTALLED BY COMMITTEE FOR ITS OUT- 
MOST ANYONE. STANDING SAFETY FEA- 
PATENTED SAFETY RING- TURES--MAKES RED-I-POST 
LOCK GUARANTEES 100% THE BEST KNOWN POST 
EQUAL LOAD ON FULL FROM COAST TO COAST. 
CIRCUMFERENCE. PERMANENT REPLACEMENT 
MADE FROM HEAVY TUBING FOR OLD AND WORN-OUT 
AND FULL WEIGHT POSTS. EXTRA SUPPORT 
STEEL PIPE. FOR OVERLOADED FLOORS 
5 SIZES FOR ALL FOUNDA- AND FOR NEW 

TIONS FROM 1'242” TO 8’4” CONSTRUCTION, TOO. 




















A-10GB, A-10P 
STANDARD 
CLOTHESLINE 


Yes, Seace easter is a handy _— . CLOTHESLINE POST 
way to increase your sales. Convenient 

to install...readily adaptable to 
your present fixtures. Permits maxi- : 

mum utilization of your selling space. . INSIDE 
All this adds up to those plus sales so i) 5-LINE 
necessary these days. And remember, . ok ag. DRYER 
a customer in the hand is worth several ; 

on the limb. 








A-14 


The SAWHILL line of post products also inctudes clothesline 
posts, lantern posts, mailbox posts—all individually packaged in 


ae <—e , i cartons for easier, more economical handling by you and your 
alse S re Zz , customers. ; ; ) 
ne For y props information and prices write 


Just insert SPACE KLIPS in ponel perforations and you're ~ ? THE $i SAWHILL “MANUFACTURING co. - SHARON, PA. 


ready to display the merchandise. Ideal for tools, utensils N 
and a host of other items. Available in numerous styles ame 


Bring home the sales with SPACE KLIPS. AL? Firm___ 


REFLECTOR-HARDWARE CORPORATION | Cuccy 


CHECK / ARCHITECT 0 “BUILDER oO DEALER 0 DISTRIBUTOR [) 
Main Office and Factor 
Western Avenue at 22nd vise. Chicago 8, Ill. THE SAWHILL MANUFACTURING COMPANY 


New York Office and Showroom — Room 1107 General Offices and Plant, Sharon, Pennsylvania 
Offices, N York, Chi . Philadelphia, Detroit, Springfiel oO. 
225 West 34th Street, New York 1, N. Y. ee ee eee ie ae — 


Representatives in Princinal Citiee a-4 Canada 
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These Big Circulation Magazines... 


















































Open 35,000,000 Doors to 


ADJUSTO-SEAL SALES FOR YOU! 


ADJUSTO-SEAL is the world’s best weatherstrip .. . 
whether it’s with metal for door bottom use; or with 
plastic, for around doors and windows. Wool Pile 
fabric is self-adjusting to uneven surfaces. It forms a 
snug, draft-tight seal, yet slides smooth and friction- 
free over any surface ...even rugs and carpets. Won't 
freeze shut in cold, damp weather. Won't swell and 
stick when wet. Will not form a set. 


CLENCH YOUR FIST...YOU’LL CLINCH THE SALE! 
—— 


This simple test demonstrates graphically 
how the thousands of vertical fibers in 
ADJUSTO-SEAL's woo! pile hug the most 
uneven surfaces to form a tight, draft- 
free seal 

Customers will be quick to recognize 
the superiority that this unique method of 
manufacture gives ADJUSTO-SEAL. No 
other weatherstrip can pass the ‘‘clenched- 
fist’ test 











Get full details on this sure-to-sell product frem your jobber, or write: 
SCHLEGEL mre. CO., Dept AL. Rochester, N.Y. + Oakville, Ontarie, Canada 
Since 1885 
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FARM MARKET 


(begins on page 194) 


farm buildings. His ad runs in the newspaper one 
day and is followed by a radio spot the next, always 
after the newscast. He broadcasts his advertising at 
6:00 or 7:00 one morning, at noon the next day, in 
the evening the next. 

This is a typical Furnish commercial: 

“You farmers know how important it is to pro- 
tect your livestock ... but did you know you can 
get portable hog and brooder houses all ready to 
use... from the Adair Lumber Co.? These are 
sturdily constructed and will last for years... 
mounted on runners that make it easy for you to 
move to a clean range,”’ etc. 


6. Use farm giveaway publications 


Manufacturers’ publications ready for your imprint- 
ing and distribution are wanted by the farm cus- 
tomers. 


“T can trace business directly to these better liv- 
ing publications,” said Pete Jepson of the P. E. Jepson 
Lumber Co., Macon, Mo. “They will bring in copies 
mailed out to them and ask, ‘Can I get the plans for 
this?’ ”’ Jepson says that in the past two years he has 
found a decided increase in remodeling of farm homes, 
installing baths, modern kitchens, etc. 

“It is a normal trend to better living conditions; 


(continued on page 262) 





HOG HOUSES — TRACTOR SHEDS 
CORN CRIBS — BARNS 
CHICKEN HOUSES 


The government has asked for more production from 
the farms. Do it the easy way, by having proper buildings 
and equipment. Build new hog houses, chicken houses, 
storage sheds and other outbuildings now and pay for 
them on easy monthly payments. Come in. We have plans 
und can help you get the work going right now for the 


BUILD NOW! 


Pay for Them as You Use Them. 


FEATURING FARM BUILDINGS in 
his newspaper advertising and per- 
sonal visits to farmer customers is 
the technique of Fred E. Wilbur, 
manager of the Adair Lumber Com- 
pany’s line yard at Maryville, Mo. 








September 7, 1953, AMERICAN LUMBERMAN & 

















reasons why it pays 


to push fir ply wood 


1. EASY TO SELL—your sales story is built right 
into the product. Plywood saves time and labor, 
It’s light, strong, easy to work, Combines real 
wood beauty with great structural strength. 

2. HUNDREDS OF USES — sell fir plywood for 
homes, farms, boats, fixtures and hobby projects. 

3. FAST TURNOVER, REPEAT PROFITS 

4. NATIONALLY ADVERTISED — hard-hitting fir 
plywood promotions aimed at home owners, 
architects, builders, farmers and businessmen 
pre-sell your Customers. 

5. BIGGER PROFITS—compare your profits on 
fir plywood with lumber or other panels, 

6. EASY TO HANDLE, EASY TO STOCK 

7. TESTED QUALITY—registered industry trade- 
marks are your guide, guard and assurance of 
dependable DFPA quality-tested fir plywood. 

&. GRADE FOR EVERY USE— industry trademarks 
help you choose the right grade for the right 
job—protect you and your customer. 


mrinen fa Pi rweeD 


PLYPANEL a for most indoor building jobs 


Ore msrecien 


« economy grade for structural uses 


EXT-DFPA 4 for all outdoor and marine uses 


@ Dougias Fir Plywood Association, Tacoma 2, Washington 


Buy Now! Help your favorite jobber salesman win a 
trip around the world for two and other cash prizes 
in the $85,000 “WORLD of PRIZES” Sales Contest 
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FARM MARKET 


(begins on page 194) 











farm wives are demanding better,” Jepson points out. 














7. Work with the Rural Electrification 
Adminisration; the county agent. 


“Farm trade is now about the same as city folks,” 
says dealer Woods at Parsons. “‘They have electricity, 
water and plumbing; they use the same things.” 

Dealer Furnish, Kirksville, sold the materials for a 
$19,000 farm house which was written up in the REA 
magazine, which has a large farm circulation. He be- 
lieves this is an important medium to get a message 
to farmers editorially about improvements. County 
agents, also, can be made friendly middlemen between 
dealer and farm customer. 


Farm Much Like City Trade 


THEY’LL In conclusion, dealers will find that most of the 
methods that work in getting city business for the 


lumber yard will also work with the farm trade, in ad- 
dition to the specific steps outlined above. 

“The farmers have cars now—most of them a pick- 
up truck—and come to town when they feel like it, 


instead of Saturdays,” points out Seaver of Caney, 


+ whose farm trade is pretty evenly spread out over the 
IF YOU'LL whole week. 


Harry Woods adds that the farm business largely 
comes into the Parsons yard now, too, but he still 
e _ drives out to the farms some evenings to say hello 


and leave a reminder. He made regular calls before 
the boom times that began in 1940. 


On this point, Robert Z. Sims, manager of the Cow- 
THESE ley Lumber & Hardware Co., Olathe, Kan., adds, “If 
FACTS business slacks off this fall as some expect, we will 
eee =6©| again have more time to get out of the store and go 

directly after the farm trade again—and we will!” 


+ Carr | coe aos 


down the shank. When the nail is driven, the 
hole around the nail is plugged with lead 
ond the break in the galvanizing is completely 
covered, to form a perfect double seal. 





Farm Improvements the Dealer Can Sell 


“This fall is the time to build new farm buildings 
for more profitable farm operations,’ reads the 
} heading on one of the excellent giveaway pieces of 


* farm trade promotion that Pete Jepson of the P. E. 
TRI LE-LOGK Jepson Lumber Co., Macon, Mo., sees get into the 
As the “b “ne § 4 hands of his prospective customers. He imprints 

s the “bump” is force » vard’s name » 

DRIVE SCREW SHANK through the sheet, the sheet the yard'’s name on them. 


springs back over the bump Although the big barn on the farm, like the 

. makes the nail turn and hold like a —this effectively prevents horse, is about a thing of the past, there is now 
screw, It holds with a powerful, unyielding the nail from working out. an even better market in more and smaller barns. 
grip. Threads are deep and sharp be- The nail, lead and sheet are | Other items for the dealer to push are cattle sheds, 
cause they are formed after galvanizing. solidly locked together. corn cribs, feeders, garages, granaries and grain 
storage bins, hog houses, milk barns, machinery 
sheds, poultry houses (brooder and/or _ broiler 
houses), sheep sheds, utility buildigs 

On some items, like grain bins for storage of 
private or government-bought crops, the dealer can 
collect from the PMA, with the farmer paying 20% 
down. Some dealers are starting to stock these now 
for the soybean harvest later in September. (See 
“Good Market for Grain Storage Bins,”” American 
The DENISTON COMPANY { Lumberman, Aug. 10. 
49th and So. Western Avenue, Chicago 9, Illinois Incidentally, one of the bills in Congress before 
Please send me without cost recent adjournment was legislation to permit five- 
[] Directions Booklet [—] Complete price information year write-offs on new farm storage facilities built 

[_] Pallet and other type nails this year or during the next three years. It is aimed 

at stimulating construction of on-farm grain storage 
buildings. 
Halt i eS ae P.S. There is also a new book on chickens, “Low- 
cost Housing for Small Flocks.” 











Whac an advantage it is to offer a nail that bas everything—a nail 
which sells itself on the strength of its own qualities —a nail around 
which you can wrap a real sales story. 

You can't lose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 





Name 
Address____ 
Diciicnie 
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‘OMORROW! 
n needs for the home... 


“TWINS” TO MAKE ANY HOUSE A “MODEL HOME"! 


Wisconsin Knight Wear 2 


FLUSH DOORS covered with er 


| 











| \ 
asnon: 
Birch, Gum, Lavan, Birchina Folding Doors \ ow ete sae nen oe 


Nationally famous for quality (vet priced The fashion leader among folding doors 
to meet all competition!), here is the and priced for the mass economy market 
flush door that will bring you satisfac- Five smart colors in Fashon plastic; a 
tion with every fast sale! With choice neater, lighter door that stacks smaller 
of two hollow cores, a solid core, and a Full details about it are yours for the 
full variety of styles Invest 3c now to asking, and you'll be glad you did! The 
investigate this profit opportunity! door of today and tomorrow! 

















WRITE, WIRE OR TELEPHONE TODAY ABOUT THESE DOORS! 


We invite aggressive merchandisers to contact us at once . .  distributor- 
ships are open . . . we'll tell retailers the name of their nearest jobber 








Wisconsin Door Company 


Telephone us at Texas 4-8008 FREE! 


10101 Lyndon Ave. Detroit 21, Mich. Color swatch of actual 


fabric, in colors! 





TWO NEW PROFIT AREAS WITH 
UNI-JAL prime windows & Doors 


@ Perfect for PORCH ENCLOSURES 


Think of the numerous homes in your area where 
porches and breezeways are used only part of the 
porches all year long! Uni-Jal Prime Win year Uni-Jal prime windows and doors are the 


profitable answer to this wasted space And re 
dows and Doors adapt perfectly to porch member, too, that Uni-Jal is a 


Now your homeowners can use _ their 


enciosures, offering practical protection in 

every season Large expanses of unin 

terrupted glass give 100% _ ventilation, COMPLETE PACKAGED UNIT 
maximum light admittance and view, and Includes complete Universal Extruded Aluminum 
completely weather-tight fit Think how Frames and Hardware, detailed instructions with 


h h i i 
much this added space means in today’s each K.D. package, showing typical prime window 


and door installations, adaptable to porches and 
too-small homes! breezeways 





GET THE FACTS NOW! 


© Perfect for BREEZEWAYS Universal Metal Products 


Enclosing a breezeway into a warm Corporation 

cozy den or an all-weather blend of sun 4041 N.W. 26th St., iami 42, Fla. 
lounge and fiuwer beds is a homeowner 
appeal that sells! And Uni-Jal windows 
and doors make it practical. Perfect oper 
ating modern gear track hardware assures 
year-round trouble free’ service. Extruded 


aluminum frames and hardware are de- 


Please send free catalog on new-profit Uni-Jal 
Prime Windows and Doors 


Name 
illustrates the correct 
I 


f Uni-Jal windows signed to install in minutes 
f ch blends with any Address 
architecture Any window 
ombination of i7es 
” 


with either 4 City, State 
widths 
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TILE CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated, 


MODEL WFT- 2 


cuts wood and 
resilient floor tile 

9” x 9 sq. or diag. © 12” x 12” sq. 
MODEL MPT-1 





cuts and 
bevels 
metal 
wall tile 


up to 5" « 5" sq 
ond diag 


PAT. No. 
cuts all 2641845 
resilient floor tile 


9° x 9" sq. and diag 
12° 212" sq 
MODEL PT-9} 
cuts 


plastic 
wall 
tile 


including 8% 


BLADE RESHARPENING SERVICE 


DEALER RENTAL <a>. 
PROGRAM AVAILABLE (J/\J) 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers »- Manufacturers 


224 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 
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CUSTOMER RELATIONS ARE IMPORTANT in the farm lumber yard. Em- 


mett H 
905), Kan., 


Farm Dealer 
Must Know His Customers 


Foley, manager of the Farmers Grain & Lumber Co. 


, Wathena (pop. 


meets nearby city prices in selling a farm housewife such as this 
a sack of chicken feed, because later he 


sold her brother a new roofing job. 


Case history of a Kansas lumberman 


A farmer came up to Emmett H. 
Foley at a country chicken dinner 
and social and asked him if he 
knew the amount of his current 
bill on the yard’s books. 

“It's $125.43," answered the 
manager of the Farmers Grain & 
Lumber Co., Wathena, Kan. 

This accurate method of running 
a business so impressed a _ new- 
comer to Wathena (pop. $05), who 
overheard the conversation, that 
he bought his own building mate- 
rials there the next day. 

(It wasn’t important to explain 
to the new customer that Foley 
had just been going over the books 
that morning and had the figures 
fresh in his head.) The retail lum- 
berman who deals with farmers 
must be a little of everything to 
them—-above all, must know and 
understand their problems and cur- 
rent conditions. 

“The farm dealer must have his 
customers sign a_ sales. ticket,”’ 
says Foley, who started as book- 
keeper at the yard 19 years ago, 
and still “keeps books" for his 
farmer friends, for their income 
tax purposes. 

“He knows that if a farmer 
brings in grain to sell one day, his 
neighbor will come in to buy it the 
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next, because farmers would have 
to pay cash to each other but the 
lumber yard will carry them both 
to the first of the month.” 

The Wathena yard also does a 
good business in coal. Some farm- 
ers with cash will lay it in during 
the fall and maybe the yard can 
sell them material for a new bin. 
3ut most will wait till it snows 
and Foley knows his’ customers 
will want the yard to haul it so 
they won't dirty their own trucks. 
He a!lso knows he’ll sell some coal 
after a heavy snowfall, because the 
farm customers want the lumber 
yard truck to break road through 
the snow. 

Manager Foley knows most of 
his farmer customers by name and 
drops in to see them if he passes 
the farm and notices a need for 
early repairs. On a typical day he 
might sell a farm bathroom, in- 
cluding 2x4s, gypsum board, floor- 
ing, doors, windows and trim. Or 
a $228 asbestos siding job for a 
farmhouse. Foley said he hasn't 
sold one barn this year but would 
rather sell several small sheds 
“There’s more in it for the dealer.” 

This summer he was selling the 
farmers mostly paint jobs and new 

(continued on page 206) 
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Can Also 

Be Used For 

PERFECT 

COPED JOINTS 
— 


“4 oe We ee HERE’S HOW: 


1 Snip off 2 Overlap 
poe s to form 
Our No. 50 Quarter-Round Steel a 





Plaster Grounds (ror Doors AND WINDOWS) 


FACTORY MITRED! 


Precision Die-Cut for Accurate, Faster Installation 
—In Stock Lengths at No Extra Cost 
@ AVAILABLE FOR IMMEDIATE SHIPMENT @ 


Ready-made mitres (right hand at one end, 
left hand at other end) available in our 
quarter-round No. 50 short flange ...in '2”, 
%” and 7%" grounds — 7’ and 10’ lengths. 
Packed 1000’ per crate. 

(4 other styles available with standard 





2408 N. FARWELL AVE., 


square-cut ends. Send for literature). MILWAUKEE 11, WIS. 


AT BUILDING MATERIAL DEALERS OR WRITE... 











every home! 
KAMKAP’S sensational 


automatic STRAIGHT LANE 


INDOOR DRYER’ 


KAMKAP’s famous STRAIGHTLINE Indoor Dryer is a proven profit item 
with lumber dealers everywhere. And it’s small wonder, for STRAIGHTLINE 
is the most successful name in Dryers . the name your customers will 
look for! 

Legs adjust to any width bathtub, lock automatically 

Straight paralle! lines at comfortable arm height 

Ten lines totaling 44 feet 

Folds like an umbrella, easy to store 

Steel braced construction 


High quality plastic line 








“Patent #2459110 
TODAY for free catalogue showing the complete KAMKAP line 





KAMKAP, INC., 200 Fifth Ave. New York, N. Y 
retail os ~ Please send me the follewing 


West Coast i Description Quantity Cost Price 
slightly higher J STRAIGHTLINE Indoor Drver $3 50 


DEALER NAME 


ADDRESS 


‘ SIGNED 
k AMKA P. \¢. 200 Fifth Ave., New York, N. Y. Shipped: F.0.B. Plant Edgely, Pa TERMS 1/10 Net 30 
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the product helps them 


POINT WITH PRIDE 


The great and growing “do-it-yourself” 

market has really taken to B. F. Goodrich Koroseal 80 
gage Floor Tile. They are stimulated into buying 
action by a powerful national advertising 

campaign and their confidence in two great 

names — B. F. Goodrich and Koroseal. 

They select colors and patterns (so easy now with 
B. F. Goodrich Tile Designer). They install the 
floor easily and quickly (again B. F. Goodrich helps 
with its ““do-it-yourself”’ Installation Kit). 

When they are finished, they know they 

have a floor with extraordinary 

features . . . a floor that will “never need 

waxing’, “defies destruction”, has an 

“anti-slip surface” and gives 

“maximum wear’’. Get your share of 

this active market. It’s profitable. 

It’s limitless. Write today for full details. 

Dept. L9, B. F. Goodrich Co., 

Flooring Division, Watertown 72, Mass. 


You can dpend” Bp RGoodrich FLOORING PRObucr, 


RUBBER TILE + ASPHALT TILE - VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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KANSAS DEALER 
(begins on page 204) 


THE FARM HOUSEWIFE, TOO, 
wants the dealer’s advice on remod- 
eling plans. Here Seaver makes a 
paint sale. Like other Missouri and 
Kansas dealers, Seaver believes in 
personal farm calls 


roofs. Kansas farmers do most of 
their repainting after the wheat 
yield is in. “There won't be much 
crib lumber sold this fall,” he said; 
lack of moisture took most of the 
corn crop. The wheat harvest was 
the first 10 days of July, and July’s 
business at the yard was a little 
better than a year ago but 1953 
as a whole has not been up to 1952. 
“Since election, farmers have 
slowed down on their spending,” 
Foley reports. “Last summer they 
took a beating on their grain and 
livestock; they didn’t have to, but 
they had no place to put their corn 
and sold it under ceiling price.” 
Many of his farm customers 
were buying only repairs this sum- 
mer and fixing up places for on- 
farm grain storage. “That’s some- 
thing which, when they want it, 
they want it right now,” he point- 
ed out. Advertising is fine, of 
course, to build business in the 
country lumber yard, but maybe 
personal contacts are even better. 
Foley doesn’t miss many of the lo- 
cal chicken dinners or ice cream so- 
cials, and tells of the farmer who 


CREOSOTED POLES are a big item 
in the country lumber yard. These, 
at the National Lumber Co., Inde- 
pendence, Kan., will be used to sup- 
port prefab galvanized sheds _ for 
grain storage Another storage bin 
method is to ring a base of chat 
and sand with concrete blocks, put 
the shed atop this base 
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came up to him at a recent one 
and asked, “Say, you sell so-and- 
such paint, don’t you?” 

“Lumber yard employes should 
mix socially—you can’t stress this 
too much,” said Foley. “You must 
make your employes appreciate the | 
goodwill in outside contacts.” 

The manager of the Farmers | 
Grain & Lumber Co. was thinking 
ahead this summer to fall and win- 
ter merchandising in Wathena, | 
where most of the yard’s custom- 
ers drive a pick-up truck in pref- 
erence to a family car. 

“We now have more time to 
spend with the customer when he 
comes in,’ he commented on the 
drop from the recent boom years. 
“We try to think along with him. 
The dealer is more conscious now 
of the fact he has merchandise on 
hand the customer may need. Our 
problem recently used to be get- | 
ting supply and keeping it on hand; 
now we must keep thinking of ways | 
to move our stocks.” 


Case history 


of a Missouri lumberman 


“Lumber yards are going to | 
have to have outside salesmen for | 
farms! 

“Set Farmer Jones and his wife 
down at their own dinner table and 
tell em what they need and what 
you can put it in for. 

“. .. and don’t drive up to the 
farm in a 1954 model!” 

So says Fred E. Wilbur, man- 
ager of the Maryville (Mo.) Lum- 
ber Co., one of the line yards of the 
Adair Lumber Co., whose farm-city 
business is now about 50/50 be- 
cause for two years he has been 
directing the largest percentage of 
his advertising to the farm mar- 
ket, to offset any possible slack in 
city sales. 

Until then, about 75% of the 
yard’s sales were to townspeople 
because he worked that side of the 
street the hardest. When business 
reached the point where yards had 
to go after it again, Wilbur decided 
to develop his farm market. 

“And it can be done,” he point- 
ed out. 

Do It With Prices 

“The farm market just natur- 
ally gravitates to the larger cities 
nowadays, and they truck it back 
to the farms,” believes Wilbur. 
“You've got to give them some 
reason for coming to your yard to 
start with, or they’re not even go- 
ing to look at you. 

“The only way to develop that | 
farm market is with price—either | 
to attract it in the first place, or to 
get it back.” 

The Maryville manager’s meth- | 
ods have been successful in cap- 
turing his farm market this sum- 

(continued on page 208) 
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HOW MUCH KIMSUL INSULATION 


FREE GUESSING CONTEST! 





IN THIS CAR? 








This is another 





great traflic and sales builder from the 


new KIMSUL Fall Promotion Program. Easy to promote, 


this pre-tested sales stimulant will create mounting in- 
terest in KIMSUL, and other items in your “Do it Your- 
self™ Self-Selling Center. 


A GREAT KIMSUL 
FALL PROMOTION 
PROGRAM CAN MAKE 


YOUR STORE 


HEADQUARTERS FOR 


“do i yourselh” 


BUSINESS! 


Get your Fall Promotion Program brochure 
vow! New sales-building contests, window dis- 
plays, promotion ideas, and floor display plans 

. all designed to help you profit from the 
tremendous “Do It Yourself” business. 

Mail the coupon below for complete details 
of the KimsuL Auto Load Guessing Contest as 
well as the Fall Promotion Program. Get details, 
too, for building your own “Do It Yourself” 
Self-Selling Center. 


A Product of 


Kimberly- 
Clark 


RUSH details « 


mation on a kK 


Individual’s Name 


City 
(Mail te 


e 
1 
i 
1 
1 
j Store Name 
! 
I 
1 
1 


mn the KimsuUL Auto-Load Guessing Contest, as 


well as the Kimsur Fall Promotion Program. Also send infor 


imstt “Do It Yourself” SelfSelling Center 


State 
» Kimberly Clark, Neenah. Wisconsin) 


| 
1 
1 
| 
| 
Address j 
I 
| 
J 


(To obtain more data on advertised products see page 241) 
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Advertisement 


WHAT'S NEW_ 


In The 
“Do-it-yourself” Market... 


Anderson Products Manufacturing Co. 
of Aurora, Illinois, has come up with a 
line of pre-fabricated steel standards for 
the do-it-yourself market. They offer sav- 
ings to the consumer, double profits to the 
lumber dealers—he sells both the item and 
the pre-cut lumber. Made of high tensile 
rail steel and the compact, easily stocked 
packages include all plated nuts, bolts and 
screws for completing the end product 


QUIK-BILD workbench ends 





Ideal for home, re- 
pair shop, or assem- 
bly line tables. Ex- 
clusive “K" design 
and back bracing for 
extra rigidity and 
knee clearance. As- 
sembles quickly to 








any desired length. 


QUIK-SET saw horse brackets 


Sets up or knocks 
down in a_ jiffy. 
Strong and rigid in 
use. Broad base 
plates assure support 
on soft ground, will 
not mar floors. Easy 
to carry and easy to 
store; no wood to 
cut, no parts to lose. 


PICNIC KING table standards 


Make a strong, hand- 
some picnic table, 4 
to 8 feet in length. 
Metal parts are at- 
tractive forest green. 
Broad base plates for 
support. Easily dis 
assembled for winter 
storage, indoor use. 


KIDDI-PIC table standards 


Child size edition of 
Picnic-King. Same 
high tensile rail steel 
steel supports for 
safety. Ideal for out- 
door use, or can be 
set up indoors for 
games, study, clay 
modeling 


GATE HARDWARE - HINGE SETS 


Perma-Rite gate 
hardware for perma- 
nently free-swinging 
farm gates up to 16 
feet. Tilt-Lift hard- 
ware for feed lot 
gates adjusts to ad 
mit small animals 
Ezy-Swing hinge sets 
for all-wood gates 





















































SEND TODAY for new, 
free, colorful catalog 
with illustrations of all 
Andy Brand products, 
and complete price in 
formation 





Anderson Products Manufacturing Co. 
528 WN. Highland Aurora, Illinois 
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| 91S SOUTH fier 


KANSAS DEALER 


(begins on page 204) 


THE FARMER APPRECIATES the 
lumberman’s knowledge and friendly 
advice on his building needs. Glen 
Seaver, manager of the O. E. Woods 
Lumber Co., Caney, Kan., with farm 
customer. 


mer with repair and remodeling, 
sales of small buildings, sash and 
door, 10x12 brooders or $1,500- 
$2,000 broiler houses, hog sheds, 
insulation and a chicken house that 
required 7,000 feet of wallboard. 

Radio has been a_ good sales 
weapon in his hands. He uses price 
“leaders” to sell his listeners ever 
since he once asked a farmer, “Do 
you ever listen to Station KNIM?” 
and the farmer answered, “Why, 
yes; we never turn it off.” 

The yard’s noon weather report 
and advertising messages. are 
beamed at the farm market. Wil- 
bur was the station’s first adver- 
tiser and it still throws in two or 
three free spots a day for his yard. 

Other dealers may profit from 





This Shed Was Recently Guilt on the Farm of Mr end Mex Joh 


ALL WEATHE 
PROTECTION 


For Your Farm Implements and Farm Equipment! 


Can you use a shed like th V 


nm Hever 


com and advice vo m the grade and e of 
Results. Call o s tor & g 


All LUMBER WN STOCK 6 KAN ORD 


CRESS FUOTT Manager 








(To obtain more data on advertised products see page 241) 


SHOWING THE FARMER HOW his 
neighbor's new shed looks will make 
other sales for the National Lumber 
Co. Manager Cress Elliott uses this 
tactic in his advertising in the In- 
dependence (Kan.) Daily Reporter. 


PAINT DEMONSTRATION DAYS are 
held at least once a year by Mary- 
ville’s Wilbur. He displays on wall 
of store a sampling of color that 
town and country housewives did at 
one of annual events 


his example with radio. Recent 
commercials offering special prices 
on field fence brought customers 
from miles distant who heard them 
on car radios, and told him when 
they came to buy where they'd 
heard his advertising. 

A truck driver also heard the 
message, drove on to St. Joseph, 
Mo., to check prices against it, re- 
turned and bought $400 worth of 
stock. 

Another word from Wilbur: 

“Any time you give them some- 
thing—that’s what gets the farm- 
ers in, especially the women folks.” 

In this line, he stages a paint 
demonstration day at least once a 
year, gives the farmers and ladies 
a nice ash tray, bread plate 
“something of value,” he _ points 
out. 

Between 350 to 500 women us- 
ually register at these events. They 
sign the book, get the free gift, 
watch a manufacturer’s demon- 
stration and then are handed a 
paint brush to see blue over red, 
etc., and told, “Here, do it your- 
self.” 

“And just to make it really 
worthwhile for the farm ladies,” 
said Wilbur, “we give away five 
gallons of outside white, too!” 


EVERY INCH COUNTS in the typical 
small-town lumber yard. With space 
at a premium at the Farmers Grain 
& Lumber Co., manager Foley uses 
the top of his desk (under glass) to 
display types of wood he sells. This 
was a gift made up and presented by 
his employes. 
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Every Dealer Sells Bow Saws | 


* Sote Board’s basic qualities 

give it unlimited applications 

Sote Board may be worked with 

ordinary wood tools, nailed or 

screwed without pre-punching 

ASBESTOS without fear of breakage. Its high 
asbestos content makes it ideal 

for heater rooms, garages, as well 

as ordinary finishing inside or out 

For more details, send coupon 








30” and 36” rigid 
frame style 


Picture window beauty with 


; full ventilation. ... Yours with 

"i Nova Jalousies! Installed on 

Patented Blades ; doors, an added source of venti 
lation, even through a locked 

door! The worm gear adjust- 

JALOUSIES ment locks in any position. Fully 

Light, Sturdy, opened, Nova Jalousies keep 


. »xrowlers out, children in... 
Tubular Tension Frames @ for doors mts yy Aen etc pag te 


Closed, they present a positive 


and windows weather-seal. For full details, 
send coupon 


Quick Blade Changes 


Fastest Cutting Bow Saw Made 


Everyone that has used 

a famous Bushman saw 

knows it cuts faster—is 

Tapered frame saws less tiring and cuts longer 

vse Ba than any bow saw they 

j can use. Dealers, too, 

know how these saws 

nan = have sold year in and 

f/ Sow 30" a2" ond 48 \ year out because they're 

f sizes \\, everything their cus- 
ee .. ee 


tomers want. Order your 
stock now, and watch 


Fo ; Bushman make a profit pd | | 
[ sittin for you. _ HOMASOTE COMPANY 
sans S eatae f Bushman Pruning Saws = & ed sh Wood Chisels PPrrrour \ aati 2: SALES 
Gensco Stenman Bullders’ Hardware '§ 


TALOG 
sv JO: Trenton 3, N.J. 


\ 
Crown Brand Wood Screws | SWEET 
Swedish Mora Heating Kalves vm om 0 | oe ee oe ee ee ee ee ee ee oe oe oe oe oe oe oe 
HOMASOTE COMPANY, Trenton 3, N. J., Dept. 24D 
WRITE FOR LITERATURE Send detailed, illustrated literature on 


Sote Asbestos Board [] Nova Jalousies All Homasote-Nova Products 


NAME 


ce a, E Releomn goles Se ea se ane, | 
GENERAL STEEL WAREHOUSE CO., INC. 
1812 North Kostner Avenue e Chicago 39, Illinois 


| ADDRESS 
CITY & ZONE 


My lumoer dealer is 
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wi} ? b. 

wine wat # 3 / 
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Photo courtesy Libbey-Owens-Ford Glass Co 


INSULATING GLASS provided extra heat to increase the moisture carrying capacity of the air in this poultry house 
Other advantages include more production, better animal growth on less feed, 


Selling Insulating Glass on the 


New low-cost insulating glass grows in popularity 
on the farm because it means warmer and drier buildings. 
Solar farm plans and other sales aids are now available to 
dealers in support of this product. 


Here's a product that opens up a 
big, new market on the farm. It’s 
low-cost insulating glass made with 
sheet glass, not plate glass, that’s 
about 25°) cheaper than conven- 
tional insulating glass sold for 
home use. The glass has a '” 
blanket of dry air between its two 
panes and is %” thick overall. 

Knowing that the farmer is prac- 
tical in buying building materials 
the manufacturer of the new glass 
has conducted five years of re- 
search and development in the de- 
sign of farm structures to use the 
warmth of the sun for increased 
animal production and health. The 
work was done in cooneration with 
state agricultural colleges and 
farm leaders 

Sunshine has long been recos- 
nized as highly beneficial in rais- 
ing animals on the farm but when 
large glass areas have been used 
without regard for control of the 
sun, problems of excessive heat 
and cold frequently have arisen. 
To gain the benefits of insulating 
glass on the farm, three safe- 
guards are suggested: 
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1. Large windows should face 
south to bring in the winter sun. 

2. Shading devices must be 
used to keep out the summer sun. 

3. The glass used should be of 
the insulating type for warmth ir 
winter and coolness in summer. 

Insulating glass can be installed 
in existing farm buildings if the 
above suggestions are followed. It 
also should be added that the 
structure should be adequately in- 
sulated and ventilated properly 
for satisfactory results. 

For new construction solar farm 
buildings have been developed to 
take full advantage of both the 
insulating glass and other modern 
building materials that are neces- 
sary for a truly. scientifical’ 
planned structure. Six farm build- 
ing designs have been prepared b« 
the Better Farm Buildings Asso- 
ciation and they are now available 
to dealers from manufacturers 
making up the association. These 
plans show how solar design may 
be used for the dairy barn, the milk 
house, calf barn, laying house, 
broiler house and the hay barn. 


healthier birds and reduced labor cost 


Farm 


Working plans, complete with a 
bill of materials for estimating, are 
offered for $2 and the smaller 
simplified versions of the plans are 
provided at no charge. 


Specifications and sash 

Farm grade insulating glass for 
large windows are 36”x44, 36”x60” 
and 40”x68” with a 1!” blanket 
of air between the 3/16” panes. 
Standard sizes for smaller win- 
dows and ventilating sash are 
made from low-cost, double 
strength window glass and have 
1,” air space. 

Most dealers will be able to make 
suitable frames for farm grade 
insulating glass. Frames sized for 
standard insulating glass, with 
proper allowance for required 
clearance may be used for econ- 
omy. Frames should be made so 
the glass is flush with the inside 
wall. 


Complete information available 

Interested dealers are urged to 
write directly to American Lum- 
berman for a kit of sales aids and 
technical information on the farm 
use of insulating glass. The kit 
includes literature outlining the 
market potential, consumer pieces 
for the farmer, a set of six simpli- 
fied farm plans and other useful 
selling tools 
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EADIN Windows that SELL 


are equipped with 
q a 
LIQUID < 


_ DOOR CLOSERS 4 [ile 


All 
Standard 
Sizes 
Available 
1-23-45 





MEETS ALL 
GOVERNMENT | 


From the HEART " Slits | 


- | 
Type 3001-3002 } 

{ 

} 





of the Pennsylvania | @—') 2022-220 


\ 3005 and 3006 


Dutch Country... » | 


For more than 200 years, the Pennsylvania Dutch country has been } 
the home of incomparable craftsmen—artisans more interested in 
how good than in how many. Here were born the famed Ken- 


tucky rifle, magnificient Stiegel glassware, the sturdy Conestoga | 
wagon. 


|FEATHERLIGHT 





It is this heritage which has made Reading, in the heart of the 
Pennsylvania Dutch country, synonymous with quality. It is the weathertight windows, thanks to our builder as Well as 
reason Reading Door Closer for more than 40 years has occupied bh el di with Hettinger’s TRIPLE 

P . m 
a position of leadership in the hardware industry. vee Saree 4 ° 


“We are delighted with our easy-operating, Insulates 


: : tells us that they meet or exceed the 
Reading is the door closer with all the features. A dual valve | oom. He tells y sh 
permits fast or slow closing, with an extra feature at the end for | requirements of the American Wood Window 
positive closing. It comes with various types of brackets and has | 
hold-open and fusible link features to suit every condition. A vet smooth that even a child can open them.” 
template sheet is furnished with every Reading Door Closer to | 
insure proper application. UNIT PACKAGE 
Reading is a great name in door closers because if it’s Reading, | ALLATION 
it must be good! SPEEDS INST Oo 


For quicker on-the-job or mill- 


Institute. And they‘re featherlight, too—so vel- 





assembly of window units. Every- 
| thing needed for one window 

EADIN SCREEN DOOR CLOSER is packaged in a single unit 

—your choice of either _ 

the famous STANDARD (~_'# 

unit or the new ONE 

PIECE full jamb cover 

unit. Also available in 


GENERAL 


A general purpose closer for heavy screen doors, combination storm | . for fuli infor- Combination Sash 
doors and interior doors. Booster spring in air chamber for smooth bulk. Write today fo es Balances and Metal 
action. Adjustable air valve regulation. A special lock washer. Regu- mation and the name of your distributor. Weatherstripping 
larly finished in Duco Tan Enamel. Aluminum on request at no extra 


charge. Hardware Products Inc. also manufactures popular-priced 
Senior and Junior door closers. 


|| Weatherproof Products Corporation 
Write For Catalog and New Low Prices | | Waldo Station, P. 0. Box 8498, Kansas City 14, Missouri 


Please send me complete information about Hettinger’s Triple Seal. 
Manufactured by 1 am a builder [] — dealer [_], interested in on-the-job 


installation [] — mill-assembled window units [). 

HARDWARE PRODUCTS [ieee 
INCORPORATED SS 
806-812 North 6th Street No iaiiciahide ictal 
READING, PENNSYLVANIA COMPANY 
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jo. 15 of a Series 


VARY AD STYLE FOR BEST RESULTS 


There's no one ad style that’s best for all dealers, 
no single ‘ideal’ formula for layout and copy. Dealer 
“A” may get greater response from crowded ads, 
while dealer “B’’ may find ads with liberal white space 
more effective. 


No matter which style you follow, try to avoid a 
sameness that tends to make all your ads look alike. 
For variation in appearance, interest, and sales mes- 
sage, we suggest that you include these three basic 
types in your ad schedule: 


1. Multi-item ad: This is the department store 
and mail-order style, showing a variety of merchan- 
dise illustrations in a compact, orderly arrangement. 
It is aimed at a wide audience of prospects who are 
scanning ads for “where-to-buy and how-much-is-it”’ 
information. 


2. Single item ad: Recommended where a single 
project (house, garage, recreation room, for example) 
or a product (such as storm windows, paint, insula- 
tion) has sufficient sales potential to justify devoting 
the entire ad to it. 


3. Combination project and multi-item ad: Com- 
bines the reader-attraction and selling punch of both 
1 and 2 above. Use of a large illustration of a single 
project or product provides a dominant eye-catching 
element. Some of the secondary illustrations should 
be related to the project drawing and over-all head- 
line. Our nation-wide study shows many successful 
dealers using this type ad as the backbone of their 
schedules. The ADservice series has shown many sug- 
gested layouts on this pattern. 





Please send the following ADservice mats: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Page No. 15. | enclose $3.95: 
Pages | thru 12. | enclose $47.40. 
[] Pages 13 thru 22. | enclose $39.50. 


COMPANY 

ADDRESS 

NAME 

CITY ‘ ZONE.... STATE 
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SUGGESTED LAYOUTS below show how you 
can use ADservice mats in large or small ads. 
You can easily substitute (or add) mats of other 
products shown in previously published AD- 
service Mat Pages. For widest choice, order the 
complete series. 


ort Wait Till Winter Comes! 
GE READY FOR THE cue poepetvetinsnantl 


COMBINATION DOORS 
(oescases) = wee — = j 

00 === 00 

00 ==00 


|  €ASY PavenenT Plan 


YOUR NAME 





3-col. ad. 


seca Single item 2-col. ad 
Be Roady f for Winer! 


(TYPE AND (1vP— AND 
DESCRIPTION, Descarerion) | 





2-col. ad using 
lumber mat from 
ADservice Mat Page No. 8 





September 7, 1953, AMERICAN LUMBERMAN & 








ny 


ADservice MAT PAGE \ | 5 
S 





You get this entire page of 12 mats for only 
$3.95. Order today and use all season long 
in your direct mail, handbill and newspaper 
advertising. 

















™ y> 


1 DY 
be 

















MN 








— 


MAT NO. 168 MAT NO. 169 



























































Combination Doors MAT NO. 171 Weatherstrip MAT NO. 172 











22 ADservice MAT PAGES IN 1953 


At an extremely low price, this ex- 
clusive series provides you with high- 
quality mats of products, applications, 
and finished projects. Write for proofs 
of previous 14 pages. 





NEXT ISSUE: ADservice brings you 
more timely mats for your remodeling 
advertising—-wall tile, medicine cabi- 
net, floor tile, ete. 
































Caulking Gun = MAT NO. 173 Comb. Storm Window & Screen 
MAT NO. 174 


























MAT NO, 175 MAT NO. 176 L ver MAT NO. 179 
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Display Ideas 


Display 
Means Dollars for Dealers 


Attractive store fronts bring them in and good 
merchandising inside sells the customers of the 
retail building materials store. 

Your store window is your “front man”... it is 
your first salesman to greet the public. Smart 
lumbermen know that attractive, well-lighted and 
priced items can make their windows WORK for them. 

But “putting up a good front” is only half the 





battle for the builder. Your interior displays and 
merchandising can be your silent salesmen. 
Uncluttered racks, well-arranged island displays 
roomy aisles between them invite the customer on. 
On the following pages are illustrated what some 
of the most successful building materials dealers 
are doing to display specific items sold in 
today’s lumber yard. 











a ) 
a 

THE MODERN LUMBER YARD has ample win- 
dow display space in its store front. and the 
windows wil be wel'-lighted and clean. Dis- 
plays should be changed often to keep on 
top of the seasonal market and the home- 
owner's buying habits. 


GOOD HOUSEKEEPING is important in the 
store window, too. Don’t let dust and dirt 
detract from effectiveness of your display- 
if pedestrian traffic past the store is heavy, 
show them a variety of the products you sell 





(continued on page 216) 
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for Bigger Sales, 
Bigger Profits! 


Here it is. .. a two-pronged “hook” to help you 
land ALL your plastic wall tile prospects! 


For the luxury market, MATICO gave you their 
Super De Luxe line. Now, for people with price 
on their minds, you get the economical De Luxe 
line. Both — backed by a brand name that’s 
known and respected by millions — can help 
you cash in on plastic wall tile BIGGER than 
ever before possible. 


You can’t beat MATICO plastic wall tile for 
QUALITY because it’s made of pure, virgin 
polystyrene plastic under exacting laboratory 
control. Colors always match perfectly — from 
lot to lot, from year to year. And when it comes 
to style and good looks, MATICO is a real cus- 
tomer eye-opener! It’s easy-to-sell, easy-to- 
install... a “natural” for the profitable home 
building and remodeling market. 


Look into these TWO MATICO lines today. Mail 
the coupon below and we'll send you details 
right away. 


| 
| 


MASTIC TILE CORPORATION 
OF AMERICA 


Joliet, Ill. @ Long Beach, Calif., 
Newburgh, N. Y. 


@P  MASTIC TILE CORPORATION OF AMERICA 
Dept. 3-9, P.O. Box 986 
Newburgh, N. Y. 


Send me full details on how | can cash in on MATICO plastic 
wall tile. 


Nome —___ 


DE LUXE MATICO PLASTIC WALL TILE. In low- Address 


cost standard gauge. Comes in 8 lovely colors. Sealed City . Zone ___State 
against moisture. 














red the new Display Means Dollars for Dealers 
_— Sonar | pit a page 214) 
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INSULATION CAN BE MADE a display item like any other product. 
This interesting example shows the types, demonstrates their useful- 


ness and prices them, as well as pointing eut their basic value to 
the homeowner. 


SCOURING 


PAINT CAN BE ARRANGED on walls or racks to lend its colorful 
appearance to any store. It is a seasonal leader and natural seller 


that can lead them through the store to find it but its presentation 
should not be neglected. 


(AND A BRUSH! ) 


IT’S GUARANTEED! Scrubable. . . odorless... easily 
applied . . . self-priming — self-smoothing . . . dries over- 
night ... adheres to any surface ... hides with one coat 
..an alkyd resin...longer life...can be 

tinted ... for ceilings, walls, and woodwork! 


FLAT 
CLIN GCOTE Made only by Kyanize 


because only Kyanize makes the 
important ingredient 


GREEN 
Ice 


CHOOSE FROM A WIDE i 
RANGE OF LOVELY COLORS POPULAR PLYWOOD can be made an even bigger seller by store 
@ — c display. This lowa dealer reports the handy panel display stand 
— Suuntee Chip Rack at sold one-half of his scrap plywood in seven weeks. 
your paint dealer's. 





Write KYANIZE PAINTS, INC., 
(Boston Varnish Co.) Everett 49, Mass. 


(continued on page 218) 
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Steel Guard for 
External Wallboard Corners 


Edge 


Stee! Casing for Doors and Windows 


Guard / ©. 101 
i r) é | eaten cennene Fas the 


Now FACTORY MITRED Stock 
Lengths at No Extra Cost 


Firmly grips board with -_, 

- “ : 
T ACTION ° Precision ro , 
po Ivanite steel * Available for iliieiadiadae se 
from galve d %" thick wall boards pep chow a 
%", yy" an : 3 


spackle adhesion © g ft, 
7 ft. and 12 ft. lengths * 600 ft. wee 


| Mencue Corne 
per crate. —_ . = . Id. 
| me indy 

a x= 1 g 


|). oe 





board NO. 220 
ood 








. Manufactured from #9 gauge galvanized wire with a built-in spreader. 
. Working strength 1500 Ibs. Ultimate strength 2200 Ibs. 


. Engineered to remain rigid, the loops allow the surfaced 2 x 4s to be 
slipped into place without bending. 


. Can be utilized in conjunction with plywood panels or sheathing. 
. No hardware required, only the materials from your yard. 


. Tested and proven on actual jobs. The Gates 2x4 Tie is practical, 
dependable and simple to use. 


Write for information how you 
too may increase profits with 
Gates Form Ties 

r-—— PLEASE SEND ME INFORMATION —— — — — --—— 


( ) How to promote home building by using Gates 
Concrete Form Ties. 


) How to build the easy way with Gates. 











City 











’ 
Grates & SONS, INC. 
80 So. Galapago * Denver, Colorado 
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1903-1953 


50th 
Anniversary 


For the next 


50 Years 


Your customers in the next fifty years, 

as in the past, will continue to 

demand the highest quality lumber for their 
homes and other buildings. That's why 
Mansfield’s vast timberlands are 

carefully controlled by trained foresters. 
That's why only selected trees are 

approved for cutting -—to assure you 

and your customers a perpetual supply of 
quality lumber for the next 50 years 


—and longer. 


MANSFIELD. 


c 
PINE Havdiw od 
Lim Ce sy 
. é ¢ mypfian Y 


hreveport, Louisiana 


**LUMBER YOU'RE PROUD TO SELL"*’ 


HARDWOOD 
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Display Means Dollars for Dealers 
(begins on page 214) 


KITCHEN CORNERS CAN BE BUILT right into stores with the display 
space and not only add to the appearance of the store but almost 
make these profit items seli themselves 












































DOORS ALSO OPEN a path to profits when they are displayed in 
the store. This is an unusually neat way to show them—carefully 
fitted in their own, unobtrusive cabinu?, with handles so the cus- 
tomer can get at them. 


(continued on page 220) 


September 7, 1953, AMERICAN LUMBERMAN & 





Now soll more paint! 


TYING IN WITH THE 
TREMENDOUS NATIONAL 


“WEEK-END DECORATOR" CAMPAIGN 


Everything they need except the paint! 


1. Rubberset Paint Roller— Wool cover. 
Won’t streak. Covers large areas quickly, far 
less tiring than a brush. 

2. Dip Tray—One piece, holds more than 
1 qt. paint, can be used on floor, table or 
ladder. 

3. Rubberset Pure-Bristle Brush (1)4")— 
For touching up spots roller can’t reach. 

4. Putty Knife—For patching plaster and 
wood. 

5. Sandpaper. 

6. Paint Paddle—For mixing paint. 


Capitalize on the 
“do-it-yourself ” trend with 


RUBRERSETS 
WEEK-END 
DECORATOR KIT 


P| see Fao 


Rubberset’s Week-End Decorator Kit gives even the inexperienced 
painter everything he needs for a professional-looking job—and an in- 
struction book to show him how to do it! Once customers see how easy, 
how economical it is to do their own decorating, they'll come back to you 
time and again for paints and supplies. They save, you profit! 

The Rubberset Week-End Kit will help develop a whole new market for 
you. It gives you one good sale in place of a lot of little ones. Talk it, 
feature it, display it. 


11. Savogran Crack Filler (40z.)—Repairs 
cracks, holes and dents. Will not shrink. 
12. Savogran Dirtex (18 0z.)—Fast, effec- 
tive no-rinse wall cleaner. 


7.Stapo Waterless Hand Cleaner—Enough 
for 15 cleanings. 
8. A Real How-To-Do-It Book, ‘How to be 
a Week-End Decorator’’—A primer of house- 
hold painting . . . detailed instructions on all 
common jobs. 
9. Carrying Case—Durable . . . a compact 
way to carry and store all equipment. 

PLUS THESE 3 TOP-QUALITY 

SAVOGRAN PRODUCTS: 


10. Savogran Wood Putty (4 ez.) —Con- 
tains real wood. Easily tooled. 


RuseBerser the num Halt yo Maton - diner ene 


THE RUBBERSET COMPANY ° 


BuitpING Propucts MERCHANDISER 


Haynes Avenue & Lincoln Highway, Newark 5, N. J. 


(To obtain more data on advertised products see page 241) 


219 





Display Means Dollars for Dealers (begins on page 214) 





EXTRA-PROFIT ITEMS now are the odds and ends or slow-moving items thot used to clutter up the yard and store. More and more dealers are 
finding “economy corners,” “bargain sheds,” etc., can turn short lengths into long profits. 


THe SELF-CRDER BOARD ig becoming an important adjunct to many 
lumber yard operations today. It helps the customer make up his 
mind while the dealer is busy elsewhere in the store or yard. Some 
dealers will also include current prices along with the samples. 
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(continued on page 222) 





THE SW:iNGING PANEL DISPLAY can be the center of attraction in any 
interior display. As this one shows, it can be used to “sell” a variety 
of the products you handle, including one board with photographs of 
homes you have built or remodeled. 
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MENGEL J) 060i 
SLUSH DOORS . 


MAKE CUSTOMERS 
OF PROSPECTS- [am 





ee 


YET COST LESS THAN MANY DOMESTIC WOODS! 


Mahogany! —the very word suggests the ultimate in 


luxury, beauty, good taste, desirability. 


Now The Mengel Company offers you the magic 
of Mahogany — doors of genuine African Mahogany — 
Door Department 
THE MENGEL COMPANY 


with most domestic woods! Get all the facts today! Louisville 1, Kentucky 


at less cost than for comparable doors faced 


Bt ILDING Propt CTS Mt RCHANDISER (To obtain more data on advertised produc ts see page 241) ven 





Display Means Dollars for Dealers = (begins on page 214) 


DON’T NEGLECT LAWN AND GARDEN supplies, one of the most basic do-it-yourself urges. A colorful display in lumber yards of garden tools 
and Reeds will sell them—and also keep the store fresh and inviting all winter long. 


(continued on page 224) 


lo paint your own 
Punniline 





UNPAINTED FURNITURE is ao “natural” for either good interior or exterior display. It will make a little corner of home in your store window 
or on the floor. Dealers find displays like this also sell paint, other house repairs. 
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Display Means Dollars for Dealers (begins on page 214) 


LIGHTING FIXTURES will brighten up any corner of the store with 
brilliant display. It is smart to keep them near the front window 
to cash in on their natural appeal to passing housewives; also gain 
added light, attractiveness in night display 





= 


= | =e 


‘ 


__ am | 
Haat s<2 te THE TOOL BAR is increasingly important 
' t because it can be moved almost anywhere 


— around the store where its display can catch 
[: 1| the most trade. This Maryville, Mo., dealer 
ene —  —_—AT ; 
3 J 


omen) | 











keeps his near his paint, a popular item. 





FLOOR TILE DISPLAY almost sells Itself for 
do-it-yourself. These can be displayed either 
in attractive rack on floor or in handy coun- 
ter container. Homeowners will work with 
tile for floor design like pieces in a puzzle. 





ROOFING CAN BE DISPLAYED easily along with other building 
POWER TOOLS APPEAL TO THE MEN and display should be solidly materials. This excellent showing of it makes iit possible to take it 
appealing to their build-it instincts. Display power tools near regular off swinging panel display and also show it in a free-standing 
hand tools and rental tools, if you opcrate a separate rental tool rack right on the floor. 


department (continued on page 226) 
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Heres Why Sisalation 


IS MORE PRACTICAL... 
EASIER FOR YOU TO SELL! 


Both sides coated 
Vapor-proofed : with pure aluminum 
asphalt bond _ 





Steel-like fibre 
reenforcement 


. «Because Only Sisalation 
Offers these 5 Big Advantages— 
at one low cost! 


2-way reflective insulation—equivalent 
value of about 1-inch of bulk type insu- 
lation. 


Dependable prevention of costly conden- 
sation damages—paint peeling, wood 
rotting, plaster ruin. 


5 Protection against entry of drafts, dust, 


etc. 


The unequaled strength of close reen- 
forcing in both directions for fast, sure, 
low cost application and enduring per- 
formance. 


5 Minimum storage problem.-- Sisalation 


is compact in rolls. 


All for 1 low material and labor cost! 


Because of its amazing 
strength, Sisalation is easily 
stapled in place without rips 
or tears. Nationally-adver- 
tised, pre-sold Sisalation is 
available in 36” and 48" 
widths. For further information 
write Dept. AL-9. 


SUPERIUR LUMBER 
SHLES COMPANY 


920 9th ST. * Phone HUdson 4-8216 
The SISALKRAFT Co. SACRAMENTO 14, CALIF. 


PROTECTIVE PAPERS 


Ch cago 6, Ilinois New York 17, N.Y * San Francisco 5, Cal 


Wholesalers and Exclusive Mill Agents 


Buitpinc Propuct 
ILDING Propucts MERCHANDISER 


(To obtain more data on advertised products see page 241) 





Display Means Dollars for Dealers = (begins on page 214) 


EVEN THE PATTERN in the floor tiling can 
point the path to sales. Good interior dis- 
play includes everything from ample light- 
ing on the ceilings to an attractive, and of- 
ten directional, type of floor covering. Mest 
walls can be adapted to added disp!ays. 


ATTRACTIVE MODERN DISPLAYS, islands 
and racks, like these designed by a lumber- 
man who is also a graduate architect, can 
and do take the place of an extra clerk in 
today’s manpower shortage. The newest 
lumber stores are being adeptly depart- 
mentalized so the homebuilder and house- 
wife can head straight for what they want. 


ISLAND DISPLAYS can show almost every- 
thing you have to offer — including lumber 
—in the modern store if you select and 
arrange them carefully. In this store, di- 
mension is well arranged on a rack in the 
center; household articles in the front; hard- 
ware items in the rear. Notice the roofing 
display between two attractive racks of 
home plans, with an inviting table and 
chairs to sit down and study them. 
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Now you can sell ONE product 
for ALL THESE uses! 


FOLLANSBEE TERNE METAL 


Follansbee Terne Metal is an all-round, versatile 


material with lots of uses-——from roofing and weather- 
sealing to termite shields and cold air return ducts. 

Since you're interested in quick turnover with 
fast profits, jump on the Terne Metal Bandwagon. 
Builders really go for this ductile, easy-to-apply 
material. They go for its great tensile strength, its 
extremely high corrosion resistance, its unparalleled 
weather protection. 

Yow ll go for the added sales dollars which this 
multi-use Terne Metal produces. Here is a single 
material which can be used for all kinds of sheet 
metal jobs. Its ease of application and lifetime 
durability make Follansbee Terne Metal a_best- 
seller at supply dealers everywhere. 

Why not stock this fast-selling material in 
abundant supply? It will pay you in added sales 
volume. Call your nearest sheet metal distributor 
today. 


FOLLANSBEE STEEL CORPORATION 


GENERAL OFFICES, PITYSBURGH 30, PA, 


COLD ROLLED STRIP SEAMLESS TERNE ROLL ROOFING 
POLISHED BLUE SHEETS AND COILS 

Sales Offices—Chicago, Cleveland, Detroit, Indianapolis, 
Kansas City, Los Angeles, Milwaukee, Nashville, New 
York, Philadelphia, Rochester, San Francisco, Seattle; 
Toronto and Montreal, Canada. Mills--Follansbee, W.Va 


POLLANSBEE METAL WAREHOUSES 
Pittsburgh, Pa. Rochester, N.Y. Fairfield, Conn. 


X 


® 4 


ButtpInG Propucts MERCHANDISER (To obtain 


ee ee 


FOR DEALER PROFIT FEATURES 


Quick turn-over through popular demand by architects, 
builders and consumers. Low inventory with just three sizes 
serving 75% of all requirements. Prompt delivery from a 
complete line of stock sizes and styles to fit every need. Low 
cost handling because each window is factory assembled 
for easy storage and one-delivery to the job. 


aed fd. 
Wis GMOS CP CEN SA. 


Send Coupon for Dealer Information. 
a a ee a ae ae ae a ae a a 
GATE CITY SASH & DOOR CO AL-9 
“Wood Window Craftsmen Since 1910” : 
P.O. Box 901, Fort Lauderdale, Florida 


Please send complete information (or dealers in 
Gate City Awning Windows 
Name 


Address 





hits tic dk iain tis ta ane 


City 


State ” 
a Ow mnwawe wena aeanawead 


more data on advertised products see page 241) 
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SIGNS in all Hayward yards ask this blunt question, “Short on Cash?” 


Easy Payments Mean More, Bigger Sales 


Here’s how a California dealer began a budget sell- 
ing program backed up by sound display and advertising that 
resulted in record bonuses for yard personnel. 


This material was pre- 
pared in cooperation 
with Aled Building 
Credits, Inc. 


Recently there has been much 
interest and discussion about bud- 
get selling in the retail lumber and 
building materials field. Let's get 
down to cases and really see what 
installment sales can mean to 
either the single or line yard oper- 
ation. 

To obtain background material 
for this article we selected the 
Hayward Lumber & Investment 
Company, with headquarters in 
Los Angeles, as a typical case his 
tory. 

Hayward is a medium sized line 
yard operation with 10 yards lo- 
cated in Southern California and 
Arizona. Most of these yards are 








BATHROOM displays also have signe plugging buying on 
the budget plan. The full price is never quoted—here 
the appeal is as little as $16.81 per month 
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located in smaller communities but 
two or three of them are in impor- 
tant metropolitan areas. This is in- 
teresting because it demonstrates 
the operation of budget sales in 
both types of communities. 


Use Own Name 


As soon as Hayward decided to 
begin a budget selling program the 
financing organization held meet- 
ings for key Hayward personnel, 
which included the yard managers 
and their assistants, for a_thor- 
ough explanation of the operation 
of the budget plan. Hayward was 
allowed to carry the plan under its 
own name—the Hayward Budget 
Plan—and representatives worked. 
with Hayward personnel until they 
were completely familiar with the 
mechanical details of accepting 


credit applications from customers. 
Incidentally, all forms are stream- 
lined and simplified to make it 
especially easy to fill them out, and 
in addition, provision is made for 
many types of sales not eligible for 
FHA title I financing. This latter 
feature has been found most profit- 
able and may be used in conjunc- 
tion with the complete FHA title 
I program. 

At the same time, Hayward 
Lumber Co. was briefed on promo- 
tional material which was available 
at no cost for their use. In view of 
the fact Hayward had never ad- 
vertised before, the financing com- 
pany suggested the possib'e use of 
an advertising agency. Hayward 
then employed the services of an 
agency familiar with budget sell- 
ing and one which knew the build- 
ing materials field . . . and a pro- 
gram was developed. 

Develops Slogan 

Because the plan was known as 

the Hayward Budget Plan and was 
(continued on page 230) 


KITCHEN remodeling is encouraged by signs on budget 
selling. This one points out that a kitchen can be re- 
modeled for as little as $33.61 a month. 
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Lumber retailing in this country is prob- 
ably 200 years old. During the last 10 
of it, competition for a fair profit has 
doubled the dealer’s efforts. Our own 
have doubled too but 40 years of experi- 
ence with both dealers and mills has 
given Pamudo the understanding and 
experience to make your efforts and ours 
pay off. So call on Pamudo with in- 
quiries, quotations and shipments of 
lumber, fir plywood and millwork with 
accent on your satisfaction. 


Fir Plywood and Lumber Products Through 
Warehouses and Direct Cars from Tacoma 
ood Co., Olympia, Wash. 














~ —==Direct Shipments — 


General Office, Rust Building, Tacoma 2, Washington 


FROM TACOMA: 
Straight ond Mixed Cars - Lumber ond 


WAREHOUSE STOCKS 
TTT Tee TT LTTE wamber Products - Cut Stock - Mouldings 
Stock Millwork 





WAREHOUSES IN S PRINCIPAL CITIES 

@ ST. PAUL 4, MINNESOTA © CHICAGO 38, ILLINOIS 

@ KANSAS CITY 5, KANSAS © BALTIMORE 31, MARYLAND 
© ELIZABETH, NEW JERSEY 








BuitpInGc Propucts MERCHANDISER 














TRULY THE MOST MODERN 
SASH BALANCE ever made! 


ACCLAIMED BY BUILDERS, CONTRACTORS, 
HOMEOWNERS . . . EVERYWHERE! 


It's 100% concealed e It’s FASTER 
to install ¢ It's WHISPER-QUIET in 
operation e It provides TWO meth- 
ods of tensioning « It has POSI- 
TIVE, NON-JAMMING action «¢ It 


Tension is appli- has a self-centering guide arm 


ed DURING in- 
stallation on “L” 
type attaching 
bracket; AFTER 
installation on 
*L” and “Cup” 


In fact, Hidalift has just about every- 
thing for greater sales volume — in- 
creased profits. Be sure and write for 
the new descriptive folder. 


QUALITY PRODUCTS FOR OVER A CENTURY T S 





These 
Preferred 


Power Saws__ 


BUILD PROFITS 
FOR YOU! 











Model 160 — 6” Saw 


(Can be furnished with blade on 
right or left side) 
Vertical depth of cut 
Bevel cut at 45°—-1-1/4" 
10 Ibs. 8 oz 


BRADFORD 


Net weight 


Model 180 — 8” Saw 


scal depth of cu 2-29/32 
cut at 


weight 


BRADFORD Electric Saws are 
fast becoming the power saws that 
craftsmen prefer. These finely 
balanced, precision power saws 
make quick, easy work of the 
toughest sawing jobs. They han- 
dle perfectly in any position. 
They're better designed, inside 
and out, for smoother sawing, 
less fatiguing effort, more accu- 
rate work. 


You'll profit by selling Bradford 
Electric Saws—they’re preferred 
by craftsmen. Write now for 
complete details of the Bradford 
dealer plan. 


THE BRADFORD MACHINE TOOL CO. 


670 Evans St., Cincinnati, O. 


Precision since 1840 








(To obtain more data on advertised products see page 241) 


Soak up chat healch giving sunshine 


in your 


own outdoor living room. We will supply every 
thing you need for patio pictured, all on easy 


HERE'S WHAT YOU CAN GET! 


Brick or patio tile for an ares up to 16 « 
20 feet. Brick, cement and iron i for 
large barbecue and outdoor fireplace 
with chimney Redwood dining set, ma 
terial for pathways, redwood and nails 
for flower troughs 


& Use the casy Hayward Budget Plan 


LUMBER YARD ADDRESS GOES wERE 
MANAGER S NAME - PHONE NUMBER 


terms. And nothing down. You can do the work 
yourself, of if you wish, we will recommend com. 
petent craftsmen. Take up to three years to pay 








OUTDOOR living is important in southern California and Hay- 


ward goes after this business, 


$19.49 a month. 


EASY PAYMENTS 


(begins on page 228) 


to all intents and purposes Hay- 
ward's own plan, the agency devel- 
oped a set format for all Hayward 
advertisements. A slogan, “In 
building the buyword is Hayward” 
was suggested and this was tied in 
to the Hayward signature by use 
of a simulated carpenter’s pencil. 

The advertising agency then, 
with the help of Kirk G. Wirick, 
superintendent of Hayward’s re- 
tail yard operation, had a repre- 
sentative visit all of the yards in 
the Hayward chain. Here infor- 
mation was obtained about local 
conditions, yard personnel were 
told of the proposed advertising 
program. 


Tailor-made Program 

The over-all advertising cam- 
paign was virtually a tailor-made 
program for each individual yard 
in the chain, although copy was 
written to apply to most yards at 
all times. Managers were given the 
discretion of not running an ad- 
vertisement or of making changes 
whenever they felt it was advis- 
able. 

Tying-in with the 
program were various merchandis- 
ing aids, such as window decals, 
blow-ups of advertisements for 
point-of-sale purposes, decals for 
truck doors and other similar mer- 
chandising material. 

A few of the Hayward advertise- 
ments are shown. Note how thev 
feature only the cost per month 
of any item or job . the com- 
plete cost of « job is never quoted. 

To go with the externa! or con- 
sumer promotional program, Hay- 
ward has had a profit-sharing plan 
wherein managers and assistant 
managers received a percentage of 
the net profit of their individual 
yard operation. This seems to be 
an important key to the success- 


advertising 


September e. 


stressing a complete patio for 


IT COSTS LESS 


than you think 


bad aoe a pane nay 
tay A new —— 
son of wood shungies 
INSULATE YOUR Wome 
te oe per month only 
REMODER pe shape 
1ng. nem pare 


ae- OOR uvING 20cm 


prmaam or cork cle 


oun ! a WADING POOL 


oy how supply the maservats 





De « power On - laa ntusenend 
Ge dengm Gon tehee, SOD MONEY DOWN — UP TC SEARS 
TO PAY 


o BUILDING 
SUPPLIES 


R . i 
NEWSPFAPER AVod inserted by Hay- 
ward feature home improvements 
only on a monthly basis. Ads are 
placed in a wood-grained frame. 





ful operation of a budget plan be- 
cause budget sales mean large 
profits, and thus more money for 
those participating in profit-shar- 
ing plans such as Hayward’s. 

The stress placed on budget sell- 
ing in recent years is a relatively 
new aspect of American business. 
Yet, it has grown to the point 
where in 1952 it represented 45.4% 
of all durable goods sales. Sales 
personnel who are not sold on 
budget selling are inclined to quote 
a price for the whole job. 

The beauty of budget selling is 
that the retail lumber dealer makes 
his full profit margin on all items 
and is not subjected to competi- 
tive bidding. 

(continued on page 233) 
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"WEATHER BLOC 
Seugle Unit VENTILATOR 


for 
GLASS BLOCK 
SMALL PANELS 


A PROVEN 
PRODUCT 





| INSIDE.) 


Patented 
U.S.A.—2565122 
Conada— 478095 
Other Patents Pending 


THOUSANDS 
IN SERVICE 








Louuer Type Abllueather Ventilation 


@ CONTROLLED VENTILATION @ NO SACRIFICE of 
@ STAINLESS STEEL BODY BEAUTY or PRIVACY 
e VANDAL-PROOF FROM OUISIDE 

WEATHER-BLOC on the outside presents a series of 
horizontal louvers which blend with glass block and permit 
ventilation regardless of outside weather and assures 
absolute privacy no matter where the WEATHER-BLOC is 
located. The inside offers finger tip control of ventilation 
with adjustable louver’. Aluminum screen. 


3 WEATHER-BLUC MODELS 
STANDARD—<gloass louvers outside and inside 


IN COMMERCIAL 
GLASS BLOCK SIZES 


UTILITY —stainless steel louvers outside, glass louvers inside 


ECONOMY —stainless steel louvers outside and inside, 
6 and 8 inch sizes only 


WEATHER-BLOC can be used in existing glass block panels, 
or can be built into new panel construction as easily as o 
single glass block. 





Purchase Through 
Your Glass Block Dealer or Distributor 
Also Nationally Distributed by 


WINCC MANUFACTURING CO., 
533 Bittner Street oe St. 


GLASS BLOCK 
DISTRIBUTORS 


«Write and ask about 
your attractive discounts 





ici 


WEATHER-BLO 


Trode Mark 


3734 NORTH SOUTHPORT AVENUE eo 


Lovis 15, Missouri 


A Product of 
AIR RECTIFIERS, Inc. 


CMICAGO 13, 


Buitpinc Propucts MERCHANDISER 











| 


Inc. | 


unos | 


5 PIECES 
and 


FELT SWEEP 
FOR SILL 


1 PIECE 


1 PIECE 5 PIECES 


TRUDED METAL 
INTERLOCKING 
DOOR BOTTOM 

WITH HOOK 


1 PIECE 


Kits Containing Side & Head Material 
Only Are Also Available 


Home owners can easily and economically 
weatherstrip all doors with the ALLMETAL Home 
Weatherstrip Kit for doors. It doesn’t take an 
expert. All necessary nails and fastenings are 
furnished. Installation can be completed without 
removal of door. 





—_— > ——_ 
a 


we 1s |f ee 4.) 


Illustrated Instructions on Each Kit 


ALLMETA 


Mad AALeETAL SEOISTERSO U. & PATENT OFTcE 


2243 North Knox Avenue eatherstrip Company 


Chicago 39, Illinois 


Please send information and prices. 


EMBe. 
yy 





w 


WEATHERSTRIP 


Research 
INSTITUTE 


rc 


["] Weatherstrip for Doors and Thresholds 
__} Metal Trim for Asbestos Siding 


Name 





Address. 

















(To obtain more data on advertised products see page 241) 












asl i. EVERY ITEM ON THIS 
. | NEW HYDE UNIT SELLS 

FALL & wi FAST AND GIVES YOU ’ 

WINTER Bae 3 A FULL 40% PROFIT 


SALES 5 903 Features 
TIPS! ail \ ie BLUE DIAMOND 


SHATTER-PROOF 
SEAMLESS PLASTIC 
HANDLE PUTTY 

TABLE 

ADJUS ME KNIVES & SCRAPERS 

RAILINGS and ideal for the WOOD SCRAPERS 

“DO-IT-YOURSELF” Trade. COLORED 

COLUMNS GLASS CUTTERS 


Sell inside for stairs, outside for porch and terrace New RAZOR BLADE 
design, distinctive, wrought-iron columns have special cut-off SCRAPERS 

feature—adjust from 8’ high to 6'10” by cutting off bottom to 
desired length. Railings, too, easily installed by homeowner 
Telescopic fittings and posts eliminate close fit-ups. Hawkins ORDER 
railings are prefabricated—no screws or pickets to bother FROM 


<2 ee 


























with (pickets already welded into railings). Simply saw rail YOUR 
ings off to fit posts 
A real source of plus JOBBER 
° ADJUSTABLE business! 








































. . WINDOW GUARDS 
e “ Fir all size windows INCREASE 
C rm mt hel the « | ‘ 
r ; © pla measure bore | py yp Bing free po yond Saal FREE! 
Easily installed — no catalog ow | # WRITE FOR 
» hol to drill. Quickly re. leo li 
never fromet chigmant means small — SALES! NEW 
inventory CATALOG 






MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 


HAWKINS IRON COMPANY, INC. 
15 North ath $1 Depr. Al Sivukeaiinen: 4, in HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 



















The toad on the man in- 
stead of the truck. Extra 
handling, lower efficiency, 
searing lebor costs. 


Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame. it lifts up to 1,200 ibs. 
with tinger tip control. 












BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 


end product saving opera- “GLIDEOVER"—Made in 4 wide range of overhead models and sizes 
tion, Palletized materials 


from 8' x 7° to 24’ x 24’, which enables 
ere moved in one eaty 


eperation ‘ you to meet al! residential! and com- 
. . . 
Write Twin-Tilt for literature vercial reauit ate. 


dexcribing in detail how you can 
save tebor costs whatever the “AUTOMATIC DOORMAN” — The 
magic push button electric operator for 
opening and clasing ANY make or type 
of sectional overhead garage door and 
most makes and types of one-piece 
doors. 


“"ROLLEZY"—Moae! 326 Overhead Door (illustrated above) is now 
made in 32 standard sizes from 8 x 6° 6" to 16’ x 7’. Here's @ top 
quality easy operating, low priced door that will win trade and hold 
it for you. 



































©@ Sawherse Trestles 

© Scaffold Brackets 

© Roof Brackets 

© Folding Ladder 
Brackets 

®@ Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 

WAGNER MANUFACTURING COMPANY 


CEDAR 



















size of your operation. 






TWIN-TILT TRUCK CO 


pT al PO 80K 
















1 BERNAR NCINNATI 17, O 





Ask for Garage Door Bulletin 53 AL 








FALLS rTOWA 





-U 





S.A 
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EASY PAYMENTS 


(begins on page 228) 


Record Profits 


Take the case of Hayward, for 
example. They spent more money 
on advertising and promoting their 
budget plan in the last half of 1952 
than they had spent in the four 
previous years combined. Manage- 
ment viewed the expenditures with 
grave concern. Yet when the re- 
sults were made known after the 
year-end inventory, Hayward was 
delighted. They paid individual 
yard managers and assistants the 
largest bonuses they had ever re- 
ceived. As a result, Hayward now 
has a continuing budget sales pro- 
gram running and, after one year, 
installment sales are accounting 
for almost 20% of total volume. 
In some yards, volume is actually 
running as high as 50% of gross 
sales. 

Here’s how the credit plan 
works: When the Joneses decide to 
add a bedroom to their house, they 
select the materials they want. The 
salesman adds up the cost of ma- 
terials and, if the buyer does not 
do the work himself, the labor ne- 
cessary for installation. Since Mrs. 
Jones wants it done professionally, 
he tells them the modernization 
job complete will cost $24.75 per 
month over a 36-month period. 
Quite a difference from putting out 
a large sum of cash all at once. 


One-day Service 

After processing of the credit 
application—usually the same da: 
— the truckload of sheetrock, 
flooring, fixtures and paint, and the 
‘arpenters and the electrician ar- 
rive at the Jones’ house. The deal- 
er receives his check for the full 
cost of material and labor, and is 
ready to buy more stock to supply 
other customers who’ll need credit. 


The dealer promptly pays off the 
carpenters, electrician and painter. 
The Jones have no accumulation 
of unpaid bills or other obligations 
to worry about beyond their 
monthly installment payments. It’s 
a way of doing business that helps 
everybody. 

That’s the Hayward story 
one medium sized operation that 
discovered the profitable power of 
budget selling and made it pay off. 
Other dealers can realize the same 
success by investing some time and 
money in promoting an installment 
payment plan. From a standpoint 
of profit. competition and consam- 
er satisfaction, budget selling ir 
basic to successful operation of 
any retail lumber yard today. Any 
dealer, whether a single yard or a 
line yard operation, who is con- 
cerned with his continued success 
should investigate and establish 
the magic of budget selling today. 
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Wherever you are... there's a 


SHAKERTOWN 
Sidewall Distributor* 
near you... 





~ Always on call for quick service 


It’s a fact — Shakertown Distributors give you faster, more dependable service 
—and it’s repeated whenever you order one square or one carload. That's 


because Shakertown’s are top quality cedar shakes, 


sold only by leading 


distributors, in strategic locations that add up to more and better sales for YOU. 
For all the facts, call your Shakertown Distributor today. 


Leading Wholesale Distributors for SHAKERTOWN SIDEWALLS 


ALA., Birmingham: Southern 
States Lron Roofing Co. 
ARIZ., Phoenix: Malico 
Distributors 
COLO., Denver: Denver 
Wood Products Co 
SH., J. A. Porter 

Lmhr., i: "KF wing Co 
ONN., Mertterd: Sondik & 
Co. Stam ford, Plainville, 
igoe Brothers, Inc 

LA., Jacksonville: Southern 
States Iron Roofing Co 
GA.. Atlanta, Savannah 
Southern States Iron Roof. Co 
1LL., Chicago: Reserve Sup- 
ay Co., Chicago & Riverdale 
Anbr. Danville: Eagle Lmbr 
Dirs. Libertyville: Woolf 
Distr. Co. Peoria: Lumber- 
yard Suppliers. Springfield 
BHM Bldg. Mtls. Quincy 
Mid-Products Company 
1OWA, Attumwa, Cedar 
Rapids, Des Moines, Sioux 
City, Waterloo: Tip Top Dis- 
tributing Co Dubuque 
McDonald Mfg. Co 
! . Evansville:  Eaaione 
Whisrs. Ft. Wayne, So. Bend, 
Indianapolis: Pniand Dis strib 
Marion, LaFayette: Hagie 
Lumber Dirs. terre Haute 
nace Valley Lumber Co 

ANS., Wichita: Walling 

Been & Door ¢ ompany 

KY., Lowisville: Southern 
States [ron Roofing Co 
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LA., New Orleans: Southern 
States Iron Rooting Co 
MASS., Worcester: Kead & Co 
MICH., Bay City: b 
Anderson 
Schultz, Snyder & Steele 
Grand Rapids: Kvans « 
moet y « ompany 

uth, Minneap- 
She: Marehall Wells Co 
St. Paul: Lampert Lmbr Co 
mo.. Cape Girardeau: Cape 
Supply Co. Kansas City 
Timberline, Inc. St. Louis 
Lumberyard Supply Co 
MONT., Billings, Great 

Bullding Service, Ine 

N.Y., Albany: Mohawk Hidg 
Mtls. Binghamton: Northrup 
Sup. Corp. Bronx: Julius 
Oehriein, Inc. Brooklyn, 
Hicksville, Hollis, L.f.: Igoe 
Brothers. Buftfale: Mclean- 
Thomas, Quality Mtl, Co 
Lincoln Wholes. Roof Far 
Rockaway, Jamaica, L.1. 
H. Verby Co. Matone, Syra- 
cuse: Saltpoint Supply 
Rochester: Harding Sup. Co 
Utica: John P. Peed Supply 
Mineola, L.t.: Reserve Sup 
N.J.. Hawthorne, Newark, 
Washington: [coe Brothers 
Trenton: Central Jers. Whis 
N. CAR., Raleigh: Souther: 
States Iron Roofing Co 
Onto, Cincinnati: Acme Sash 
& Door Clevetand: Reserve 


Lmbr Co. Columbus: Palmer- 
Donavin Mfg. Dayton: Day- 
ton Sash & Door ima 
Fagle Lmbr. Dirs., Palmer- 
Donavin Mfg. Marten: l.um- 
bermen's Supply, Inc. Tolede 
Hixon-Peterson Lmbr 
Warren: Warren Whis Supply 
ORE... Portland: Oregon- 
Washington Hardware 

-, Erie: Lyman Felheim Co, 
Phila.: Michell-Puffer Co., 
Drexel Heating Co 

ar residence Read & Co. 

Ss. CA Celtumbia: Southern 
States Toe Rooting Co 
TEN Memphis, Nash- 
ville: Southern States Iron 
Roofing Co 
TEXAS, Austin: Calcasieu 
Linbr. Beaumont: Dave Nel- 
son Lmbr Dallas Burris Bidg. 


Central 


Lumber & Supply Co 
VA., Richmond: Southern 
States Iron Rooting Co 
WISC., Green Bay: Lumber 
. Supply Lafrosse: Griffin 
adison: McKeon 
Milwaukee: Lumber 
« Serv. Sheboygan Falls: 
Dirs. Supply. Wausau 
w t Fg Supply Co 
ersburg: Whole- 
ho ng 7 tr Wheeling: Building 
Products Supply Co., Ine 


THE PERMA PRODUCTS COMPANY 


CLEVELAND 27, OHIO 


(To obtain more data on advertised products see page 241) 





Lumber odds and ends Light bulbs Household supplies 


20 IMPULSE ITEMS 
Dealers Sell Profitably 


Light fixtures Bathroom accessories Mirrors 
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Cabinet hardware Closet accessories 


Builders’ hardware 


ao 


In a recent survey American Lumberman 
asked dealers to report the products they sold most 
successfully as impulse items. The photographs on 
these two pages illustrate the merchandise mentioned 
most frequently. 


Housewares Gift shop Work gloves 
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THE LUMBER MARKET 


Douglas Fir 
Production Off 


July lumber production at Doug- 
las fir sawmills fell far below June 
output as 4th of July shutdowns 
and several strikes cut deeply. 

Harris E. Smith, secretary, West 
Coast Lumbermen’s Association, 
said weekly average production in 
July was down to 166 million feet 
compared to 205 million feet dur- 
ing June. Weekly average of or- 
ders accepted dropped 20 million 
feet in July, and July weekly ship- 
ments of 167 million feet were un- 
der the 207 million feet shipped 
each week in June. 

Unfilled order files and lumber 
inventories were about the same 
at the end of July as they were 
four weeks earlier, Smith reported. 

The weekly average of west coast 
lumber production in July was 
166,217,000 b.f. or 87.5% of the 
1948-1952 average. Orders aver- 
aged 176,204,000 b.f.; shipments 
167,616,000 b.f.; weekly averages 
for June were: production 205,508,- 
000 b.f.; 108.2% of the 1948-1952 
average; orders 194,846,000 b.f.: 
shipments 207,676,000 b.f. 


Market Weak 
At Seattle 


Mixed car mills with dry kilns 
making dry dimension are in good 
position with order files of four to 
six weeks but the green mills are 
hard put to get business. The mar- 
ket structure is weak with many 
prices declining. An exception is 
shingles which have firmed a little 
in some grades. 

Fir and hemlock dimension are 
weak and fir particularly has 
dropped $2. In the shingle market 
No. 1 Royals are 50¢ stronger with 
few mills making them. 2’s and 3’s 
are a little weaker. No. 1 perfec- 
tions bring $10.40 and 2’s and 3’s 
are holding their own. No. 1 5x 
sell at $8.75 with 2’s a little strong- 
er and 3’s steady. Cedar lumber 
has an offered and a trading price. 
Concessions of $5 are made for 
good orders. In the pine market 
No. 3 and 4 Ponderosa pine are 
cheaper and No. 3 Idaho white pine 
has declined. No. 3 and Btr spruce 
boards are $4 cheaper while di- 
mension has dropped $2-$3. 

Pressure by the mills has weak- 
ened the log market. No. 2 fir sells 
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for $47.50 to $55 and No. 3 for $35- 
$45. Instead of selling only at top 
prices fir peelers now move at vari- 
ous figures. No. 1 from $95-$110, 
No. 2 from $80-$100 and No. 3 
from $70 to $85. No. 3 hemlock 
brings $35-$40. 

On the open market good logs 
continue to be in demand but low 
grade logs are weak. Most logs be- 
ing produced are captive. There is 
a tendency to hold stumpage on 
account of low prices. 

Inventory of logs on August Ist 
revealed 586 million feet in Puget 
Sound as compared to 476 million 
on July 1st and with figures of 407 
million a year ago. Grays Harbor 
reported 100 million or 5 million 
more than on July 1st and 99 mil- 
lion August 1, 1952. Columbia riv- 
er had 513 million on August 1st, 
463 a month ago and 572 a year 
ago. 


Yellow Pine Active 
At Kansas City 


A small boom was underway in 
the yellow pine market in the 
southwest in the last few days and 
the volume of orders placed with 
many of the larger mills boosted 
the backlog to the highest level of 
the vear. Mills report that dealers 
had been too cautious in ordering 
and this resulted in stocks getting 
too low. 


Mill representatives said that 
the type of ordering evidenced the 
fact that the need for stock was 
urgent and prompt delivery was 
requested in all instances. The 
rush of buying resulted in a ship- 
ment jam and many mills were un- 
able to meet the delivery dates 
specified. 

Most of the mills were working 
close to order files and had not 
built up much of an inventory. 
The encouraging thing about the 
sudden rash of orders is that the 
business came without any price 
cutting. Prices, for the most part, 
are holding strong. This is giving 
the larger mills a fairly good real- 
ization, but the small operators, 
who still have to buy stumpage at 
current high prices, are barely 
holding on. Many have closed 
down in recent months. 

A great deal of the buying is 
coming from the farm areas, where 
the wheat harvest has been com- 
pleted and seasonal repairs and re- 


placements are taking place on the 
farms. The industrial accounts : lso 
showed more interest and wre 
placing orders for common lu n- 
ber for boxing and crating, wh le 
the hardwood purchasers conti. \- 
ued at an active pace. 


Shipments Nationally 
5.9% Below Production 


Lumber shipments of 520 mills 
reporting to the National Lumber 
Trade Barometer were 5.9% below 
production for the week ending 
August 15, 1953. In the same 
week new orders of these mills 
were 8.6% below production. Un- 
filled orders of the reporting mills 
amounted to 38% of stocks. For 
the reporting softwood mills 
unfilled orders were equivalent to 
21 days’ production at the current 
rate, and gross stocks were equiva- 
lent to 55 days’ production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
58.9% above; shipments were 
61.1% above; new orders were 
54.5% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
13.3% below; shipments were 
14.0% below; and new orders were 
9.9% below. 


Southern Pine 


For the week ending August 15, 
1953, 126 mills reporting, produc- 
tion was 18,986,000 feet. Orders 
were 18,533,000 feet, 2.39% below 
production. Shipments amounted 
to 17,976,000 feet, 5.32% below 
production for the week. 

The same week a year ago pro- 
duction was 16,432,000 feet, orders 
were 18,065,000 feet and shipments 
were 17,771,000 feet. 


Western Pine 


For the week ending August 15, 
1953, 114 mills reporting, produc- 
tion amounted to 82,761,000 feet. 
Orders were 77,107,000 feet, 6.8% 
below production. Shipments ran 
to 75,895,000 feet, 8.35% below pro- 
duction. Shipments ran to 75,895.,- 
000 feet, 8.3% below production. 
Orders were 1.6% above ship- 
ments. 

The same week a year ago pro- 
duction was 83,775,000 feet, orders 
were 79,664,000 feet and shipments 
were 88,049,000 feet. 
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NEW PROTECTION 
AGAINST Ware 





SPIRAL PAPER WRAPPED ; 
PACKAGED WINDOW \ 
WOOD PRESERVATION || Mat MeloL Mathie /\ 


WOODLIFE...the original water repellent preservative... 
is making profits and friends for lumber dealers every- 
where. Because WOODLIFE protects against swelling, 
shrinking, warping and checking of wood, and guards 
against decay and termites, it pays big dividends in 
customer satisfaction. Paint lasts longer when applied 
over WOODLIFE - treated wood. Make WOODLIFE No Cutting Waste. 

your choice of a wood preservative. . —_—" time in cutting to 
- length. 


No waste from damaged or 
a WOODLIFE treating tank. See your dirty stock. 


To better serve your customers, install 


nearest jobber or write us for complete No waste in extra hauling to 
informetion or from job sites. 


Protection Products Mfq. Co. aa alia 


: ‘ ble folds of heavy 
Win-Trim — the new idea dov wy 

A - p eS saa paper protect trim 
KALAMAZOO T-7, MICHIGAN in packaged trim — elimi- from dirt and dust in 
nates waste on the job, and transit or in stock; 


. arrives clean oat the 
cuts your handling costs job site, ready to in- 


and time to a minimum. stall 
F Made of — soft- textured, 
iD A H re) y, properly kiln dried Ponde- 


rosa Pine, it comes in all * Furnished in good 
ratio of door trim to 


modular standard sizes—or window trim 

WHITE yA special sizes for double, 
triple and picture windows. 
PINE if Each labeled package is Agreed P shipping 
PONDEROSA spiral paper wrapped or ia sat ant aaa 


tape tied, as you prefer. of raw _ material 

PINE Pd owned by same com- 
, pany, viz., Winton 

7 Lumber Co Martell, 


California 
Lem Pl Straight Cars — or Part 
Olan Cars Mixed with Lineal 
Y-RUSSELL * IDAHO Mouldings ¢ Precision manufac- 


(Mouldings of k.d. Pine or tured, highest quality 
/f~N\ \\\\ \ WHITE White Fir also available in trim. i 


warte etree 
peiseavative 





tee 





straight cars— mixed spe- 


P Stock up for fall and winter NOW 
N 1832 Tighter Grained Order new-profit Win-Trim and Lineal Mouldings 
. IDAHO DOUGLAS today from 


FIR AND 


\ LARCH 
Quulity Products for 120 Years ‘\ WIN | ON 


com, RUSSELL & PUGH LUMBER SALES CO. 
("3 LUMBER COMPANY 9% 2600 Foshay Tower 


SPRINGSTON. IDAHO : Minneapolis 2, Minnesota 
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The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 





Lumber Prices at Press-Time 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 





B& Ber. Cc D 
1x4 165.00 155.00 100.00 
iat Gratin Floorina 
1x4 cctccscsesnuee S0Gae 85.00 
1x6 155.00 130.00 105.00 
Drop Sidin 
ixé (Pat = 4106) 165.00 150.00 95.00 
1x6 (Pat. #116) 165.00 150.00 90.00 
Celling 
Pe vebeveien .125.00 123.00 $0.00 
BG sccevcedes 115-125 120.00 $0.00 
Hourds and Sh plap and 2” (Green) 
1x6 1x8 1x10) =61x12 
No, 1 62.00 63.60 6%.00 71.60 
No, 2 55.00 55.00 655.00 62.00 
No. 3 .48.00 50.00 49.00 56.00 
Ne. 1 Dimension 
2 4 16 18 20° 
2x 4 64.00 64.00 64.00 64.00 64.00 
2x 6 61.00 62.00 61,00 63.00 61,00 
2x 8 61.00 61.00 59.00 61.00 61.00 
2x10 61.00 62.00 61.00 61,00 61.00 
2x12 61.00 59.00 59.00 61.00 61.00 
No. 2 Dimension 
2x 4 58.00 59.00 62.00 61,00 61,00 
2x 6 5S.00 58.00 61.00 59.00 59.00 
2x & 60.00 60.00 60.00 60.00 60.00 
2x10 60.00 60.00 60.00 60.00 59.00 
2x12 60.00 60.00 60.00 60.00 60.00 
No. 3 Dimension H/I, Only 
2x 4 , . 44.00 
2x 6 
ex s 
2x10 
2x12 
(Add $8-$10 for dry lumber) 





RED CEDAR SHINGLES 


Hoynals 
o, 1 24” /2 13.75-14.00 
No. 2 24” 4/2 6.50 
o. 3 24” 4/2 4.00 
Wypepece 
o, 1 18” 5/2} 10.40 
No. 2 18” 5/2 4.50 
No. 3 18” 5/2 3.75-3.85 
XXXXX 
No. 1 16” 6/2 8.60-8.75 
No. 2 16” 6/2 4.7% 
No. 3 16” 5/2 3.50-3.75 


WESTERN RED CEDAR 


I’rices for red cedar siding tn mixed 
enra, new bundling, @ to 10 are: 


Beveled Siding, % Inch 





Clear “AY “RB 
Meee. SON cccise 85.90 70.00 45.00 
4x5 Inch 80.00 75,00 65.00 
MES TGR scess 100.00 95.00 80.00 
™%x8 Inch .125.00 120.00 85.00 

Clear Bungalow Siding, “4 Inch 

8 inch 160.00 155.00 125.00-130.00 
10 tnch 185.00 180.00 155.00-160.00 
12 inch 190.00 185.00 160.00 


Fintsh Bo and Ber. 82 or 48, 





W to 10 or Rough 
DS eteeeteednveCencdeveereced 240.00 
SED Ove hebeswas $-64Nt ee eeRRe WE 250.00 
1x12 duvtipee taaskeveusteunds 265.0/, 
Celling or Flooring, B and Btr, 9-10’ 
B&Btr. Cc 
aero 120.60 100.00 $0.00 
eee 120.00 116.00 95.00 


Discount on mouldings 630° -20° odd 
lengths, 
Series 8.000 

Listing under 4,.00—list plus 35 per 


cent, 
Listing 4.00 and over—list plus 35 
per cent. 


Clear Lattice, 5/16" x 1-3/4"—3’ to 1% 
100 lin. ft 1.50 
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REDWOOD 


Bevel Siding 

























%x 4 V.G. Clear All Heart....... 90.00 
¥%x 6 V.G. Clear All Heart... 100,00 
yx 8 V.G. Clear All Heart.. 110.00 
%x 6 V.G. Clear All Heart....... 117,00 
%x 8 V.G. Clear All Heart....... 145.00 
; 4x10 V.G. Clear All Heart....... 155.00 
Bold face listings denote %x 6 V.G. Clear All Heart....... 154.00 
Mx $ V.G. Clear All Heart....... 184.00 
%x10 V.G. Clear All Heart....... 207.00 
¥%x12 V.G. Clear All Heart....... 211.00 
WESTERN PINES Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above sizes 
Ponderosa Pine Anzne Siding 
5/4 RW vale 
1x10 V.G. Clear All Heart........ 240.00 
Selects and Vv ‘le 50.00 
28 or 48 4/4RW 6/4RW 8/4 RW 1x12 V.G. Clear All Heart........ 250. 
C& Btr RL 250.00 255.00 265,00 Note: Deduct $15.00 for A Grade. 
Shop. S28 No. i No. 2 7 
5/4 142.00 110.00 Fintsh 
6/4 eR erta oa 142.00 110.00 ix 4 Clear Heart S4S 120.00 
Comm . 82 ix 6 Clear Heart S48 130.00 
ee ae ae V4 2 %7 2 7 ix 8 Clear Heart S48 . 155.00 
2&Btr. No. 3 No. 4 ‘ + 
Ix 8 RI 128.00 71.00 60.00 1x10 Clear Heart S45 . 170.00 
x12 RL 13800 fee 0 eaep _—s3 12 Clear Heart S48 180,00 
Idnho White Pine Note: A Grade 1x4, 1x8 deduct $10, 
Selects S82 or 48 1x6, 1X10 and 1x12 deduct $15. 
1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 271.00 271.00 278.00 
D RL . 239.00 239'00 239.00 250.00 
Commons, S82 or 48 No.1 No.2 No.2 
6 . 157.00 145.00 112.00 
x12 188.00 151.00 11200 WESTERN HEMLOCK 
Sugar Pine 
Selects Vertical Grain Flooring 
S2 or 48 4/4RW 5/4RW 6/4 RW B&Btr. Cc D 
B&Btr RL ....260.00 275.00 280.00 MN) ote aeaes cae 150.00 140.00 100.00 
i “eee 255.00 270.00 275 or 
D Rh owes eee, 225.00 240.00 240.00 Fiat Gratin Flooring 
Ee Not No.2 No.3 aa savas ae 130.00 125.00 75.00 
° reese oe 7.00 125.00 80.00 : sis 5 ni 100.6 
6/4 = lee ce GC 195,00 80,00 SP Niscedies wen 155.00 150.00 
Drop Siding 
ix6 (Pat. #106) 150.00 145.00 90,00 
OAK FLOORING 1x6 (Pat. #116) 150.00 145.00 90,00 
‘eilin 
Clear Pim Hx2% Hxl% 4x2 4x1 Coiling 
White 182 155.00 177.00 EA X44 ..--- see ste-tae a tr H+} 
Red 187,00 165.00 177.00 162.00 err 1 
Sel. Plain Boards and Shiplap and 
White 170.00 145.00 167.00 2” (Dry) 
Red 175.00 150.00 167.00 1x6 1x8 ly e 1F 2 
ic ee eer 76.00 78.00 77.00 80.00 
Pin White TE Geese 70.00 72,00 70.00 75.00 
v« Q 53.90 55.00 55.00 64.00 
& Red 160.00 130.00 145.00 125.00 No. 8 ‘ , ig , 
#2 Com, No. 1 Dimension 
lin. White . 
2 2 ° - 12¢ 14 16° 18 o 
& Red 110.00 70.00 82.00 77.00 2x 4 65.00 65.00 68.00 68.00 68.00 
#1 Com, ’* 6 65.00 66.00 65.00 68,00 68.60 
& Ber °x & 67.00 67.00 65.00 65.00 65.00 
Shorts, 2x10 65.00 67.00 65.00 65.00 70.00 
144” 110.00 80.00 97.00 97.00 2x12 65.00 65.00 65.00 65.00 71.00 
F.O.B. Memphis mills No. 2 Dimenston 
®°x 4 61.00 61.00 64.00 64.00 64.00 
ee 2x 6 61.00 62.00 61.00 64.00 64.00 
°s 8 623.00 63.00 61,00 61.00 66.00 
SOUTHERN PINE 2x10 61.00 63.00 61.00 61.00 66.00 
2x12 61.00 61.00 61.00 61.00 66.00 
Verran Geate Otnatng No. 3 Dimension R/I. Only 
B&Btr © D °x 4 50.00 
1x4 160.00 150.00 1230.00 3x 6 ‘ 49:00 
Flat Grain FI! i 2x 8 47.00 
‘Fain oorting 2x10 47.00 
ixé 140.00 130.00 0.00 2x12 47.00 
1x6 ; 170.0 160.00 120.00 
Drop Siding 
1x6 (Pat. #106) 150.00 140.00 110.00 
1x6 (Pat. #116) 160.00 140 119 Of 
Boards & Shiplap ENGELMANN SPRUCE 
: 1x6 1x8 1x10 1x12 
No. 1 9400 100.00 110.00 135.06 Boards and Shiplap 
No 2 70.00 72 00 72.00 75.00 tary) Ixo 1x8 1x10 1x12 
ye 128000 F800 SU.00 . 65:00 No. 2&Btr..110.00 108.00 108. 00 115.00 
No. 1 Dimension No. 3&Btr.. 78.00 79.00 00 79.00 
4 ! 16" 18 0 
"x 4 85.00 86.00 S800 4800 gs 00 No. 1 Dimension 
x 6 81.00 8200 8200 200 99.01 12 16 18 20° 
2x § 84.00 84.00 8400 92.00 923/01 2x4 = 67.50 67.50 67.50 67.50 
2x10 94.00 94.00 95.60 92.00 94.01 2x6 67.50 67.50 67.50 67.50 
2x12 100.00 100.00 160.00 111.00 116.00 x8 67.50 67.50 by os 
; g ®°x10 67.50 67.50 675 - 
ay iro st a thon ne ee ae 2x12 67.50 67.50 67.50 67.50 
2x 78.00 79.00 s0.00 g9. 00 a# Ha No. 2 Dimension 
2x 8 78.00 79.00 80.00 89.00 91.06 2x 4 60.00 60.00 60.00 60.00 60.50 
2x10 82.00 83.00 83.00 89.00 91.01 2x 6 60.50 60.50 60.00 64.50 64.50 
2x12 82.00 83.00 83.00 89.00 91.00 2x 8 5.50 59.50 59.00 54.50 64.50 
No. ” Dimension R/L Only 2x10 62.50 62.50 60.00 64.50 64.50 
ox 1.01 2x12 59.50 59.50 60.00 64.50 64.50 
°x é 50:00 (Boards graded No. 1, 2, 3, at flat 
x 8 50.00 price: no price for straight No. 2. MTs 
®x10 49.00 do not grade out No. 3 dimension sep- 
®x12 49.00 
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WHITE FIR 


one 0 10 woods 4 


from the WESTERN 


PINE 
REGION 


Light weight, softness, straightness of grain 

and uniformity of texture make this lumber 
easy to handle, cut, saw, shape and nail — thus 
saving costs on the job. Widely used for framing, 
sheathing, subflooring, etc. Select grades are 
excellent for interior and exterior trim, millwork 
and many industrial uses. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR + RED CEDAR 
LODGEPOLE PINE 


Write for free illust-ated 
book about White Fir. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 








® Northern Hard Maple Flooring— 
strong and closely grained 


@ A Profit Leader for Over 40 Years 
‘ @ Economy Grades Save Up to 50/, 


Build sales and profits by offering customers DIAMOND 
HARD brand flooring. It assures them 100% Northern 
Hard Maple that’s unsurpassed for many home, com- 
mercial and industrial uses. 
Unusually strong and dense, recommend DIAMOND 
HARD First grade—in 25/32” x 2” or 2%" face—for 
quality jobs. 
The new DIAMOND HARD “Gymnasium” Grade, 
MFMA-approved, gives you 50% or better First Grade 
blended with Second Grade areas, and has won the 
warm support of leading architects and school author- 
ities for money-saving, enduring gymnasium floors. 
For Heavy Duty jobs, you'll find DIAMOND HARD 
33/32” x 2” or 244" is unsurpassed. For lower cost 
housing, remodeling or economy factory installation, 
you realize extra profits with DIAMOND HARD Excel- 
lent Second and 
Thrifty Third Grades 

which save your 
customers up to 50%. 


REMEMBER THE NAME 
and the Profit it 
Brings! Let us know 
your DIAMOND HARD 
needs today. 


/ r 


J.W.WELLS LUMBER CO. 


MENOMINEE, MICHIGAN 
Phones: 3633 - 6400 
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A NEW SERVICE FOR READERS! 


e Designed to save you time 
e To make it easy for you to keep informed 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any produet described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT'S NEW” ITEMS — 


All you have te do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 


FOR INFORMATION ABOUT 
ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
Index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser’s Name. 


For information about any product or service adver- 
tised in this issue, fill in the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and mail the coupon to American Lumberman & 
Building Products Merchandiser. 

As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 


end of each item in which you are interested. Then facturer of the “What's New” item. 


fill in remainder of coupon and mail. Take advantage of this new service today! 


Use the BLANK BELOW to obtain: 


“WHAT'S NEW” PRODUCT INFORMATION: 
Circle the code number on the coupon below which corresponds 


Keep Informed Or to the number listed at the end of that specific “WHAT'S NEW” 
“WHAT'S NEW”! ee 


ADVERTISED PRODUCT INFORMATION: 
Check the Advertiser's Index for advertisement’s code letter. 
Then fill in the code letter on the coupon below. 


“WHAT'S NEW” ITEMS 


19 20 21 22 23 24 25 26 27 


37 38 39 40 41 42 43 44 45 


55 56 57 58 59 60 61 62 63 


Code letter 
é Code letter 
ADVERTISED PRODUCTS Code letter 


Code letter 


Code letter 


Nome 


7 Position 
(Please Print) 


Company Address 


City 


Mail This Coupon to American Lumberman & Building Products Merchandiser. TODAY! 
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NEW ® PRODUCTS 


Combination Door 
Offered Dealers 


Feather - Lite 
Mfg. Co. is now 
offering its all 
extruded alumi- 
num combination 
storm and screen 
door to the lum- 
ber dealers. Ad- 
ditional produc- 
tion facilities en- 
able them to ex- 
pand their mar- 
ket area. 
Shipped com- 
plete with al 
hardware, ready 
for installation, 
national advertis- 
ing, prompt deliveries help give 
fast turnover and good profit 


For more data circle No. 1 on coupon, p. 241 


Concealed Holder 


The new concealed toilet paper 
holder, made by the Hall-Mack Co. 
is an answer for builders and con- 
tractors who would add distinction 
to their bathrooms. 

When closed, the holder's curved, 
gleaming chromium cover only 
subtly hints at its contents. Fin- 
ger-touch roll-back operation re- 
veals a standard roll of toilet tis- 
sue recessed in the wall. The roll- 
end attachments are concealed in 
the wail. 


For more data circle No. 2 on coupon, p. 241 


~~ 


Recessed Lighting Fixture 


This new Marco unit is the ex- 
act size of one acoustical tile and 


242 


is being introduced so that archi- 
tects can now harmonize lighting 
fixtures with an acoustical tile 
pattern. The Marco Acoustical 
Tile unit is of rugged construction 
and comes equipped with Marco 
Mirrorbrite specular aluminum re- 
flectors and a choice of three Corn- 
ing lenses. Installation is simpli- 
fied by utilizing an adjustable plas- 
ter frame and Marco’s patented 
J-box and bar hangers. 


For more data circle No. 3 en coupon, p. 241 


New Acoustical Design 


The Armstrong Cork Company’s 
new fiber acoustical design, Full 
Random Cushiontone, is a new 
perforation pattern in which the 
perforations are now truly non-di- 
rectional, being spaced at random 
over the face of the tile. It offers 
architects and interior designers a 
low-cost acoustical treatment that 
can be used as a change from the 
straight-line perforation design. 


For more data circle No. 4 on coupon, p. 241 





New Workbench Standards 


The Quik-Bild Workbench, the 
newest addition to the Audy Brand 
line of prefabricated standards for 
the do-it-yourself market, has been 
announced by Anderson Products 
Mfg. Co. The package includes 
the legs and braces as well as all 
neecssary bolts, nuts and screws 
for completing the entire unit, 
which can be assembled in less than 
an hour from precut lumber avail- 


able from the lumber dealer. 

The new bench standards are 
compactly packaged for easy shelf 
stocking. 


For more data circle No. 5 


5 on coupon, p. 241 


Combination Snow Shovel 
and Snow Pusher 


The Push-R-Shovl, a new type 
of snow shovel, has just been in- 
troduced by Gardex, Inc. This new, 
lightweight, aluminum tool is both 
a snow pusher and snow shovel in 
one—thus eliminating the neces- 
sity of using two different tools. 

The Push-R-Shovl is priced to 
sell for $4.98, but in order to en- 
able dealers to judge its merits, 
Gardex is offering one sample unit 
for only $2.49 delivered. 


For more data circle No. 6 on coupon, p. 241 


Deluxe Drill Kit 


Black & Decker’s new 1,” De- 
luxe Drill Kit contains a powerful 
utility drill, horizontal stand, wire 
brush, grinding wheel, wheel arbor, 
13 drili bits, paint mixer, 5” back- 
ing pad, sanding discs and a steel 
kit box with “punch-out” holes for 
hanging the kit on the home work- 
shop wall. Retails for $46.95. 


For more data circle No. 7 on coupon, p. 241 


Parking Posts Save Space 


Parking posts (made by Enter- 
prise Industries)—plus wood tim- 
bers—equals the solution to your 
parking problems. 

Strongly constructed of heavy 
structural steel, parking posts are 
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square receptacles for wooden 
beams which are attached to 
ground-hugging anchor plates. The 
posts can be installed on any park- 


ing surface with anchor bolts. 
Wooden beams are then slipped 
into the parking posts to form 


“stops” for automobile wheels. 
Exclusively distributed through 
lumber dealers, sales of parking 
posts also lead to the sales of ac- 
companying wooden beams. Three 


sizes of posts are available for 
4”x4”, 4”x6” and 6”x6” wooden 
beams. 


For more data circle No. 8 on coupon, p. 241 
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Steel Folding Utility Legs 


Atlas Utility Legs are specially 
shaped to make tables and plat- 
forms that give a solid dependable 
surface and plenty of leg room, 
states the All-Aluminum Products 
Manufacturing Co. Easy to attach 
to wood, hardboards or other ma- 
terials, Atlas Utility Legs lock 
automatically into position when 
opened and fold easily for storage. 


For more data circle No. 9 on coupon, p. 241 
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Custom Combination Doors 


Custom Door Co. combination 
storm and screen doors are avail- 


(continued on page 244) 
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King Cotton Clothes Dryer Cord 











The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 
usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 
sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 


Dryer Cord. 
Ki fon— 
CORDAGE 


JOHN H. GRAHAM & CO. 
105 DUANE STREET » 





THE King Cotton LINE 


* Sash Cord 

* Clothesline 

* Clothes Dryer Cord 
* Heavy Duty Cord 

* Mason's Line 

© Chalk Line 

* Coble Cord 

® Venetian Blind Cord 
* Twine 




















INC, 
NEW YORK 8, N. Y. 





(To obtain more data on advertised products see page 241) 
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Backed by 12 years 
development and use 


va 





TYPE “A” 
PLASWOOD 
PANEL 


An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 

ties—one as sidewall sheathin 
—one as underlayment for as- 
phalt and rubber tile, linole- 
um, wall to wall carpeting. 


High resistance to indenta- 
tion — exceptional nail- 
holding power — strong 
bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 
wood make it the 
answer to stronger, 
more economical 
construction. 





Send this coupon today. 
Southern Plaswood Corporation 
Post Office Box 123 

Hope, Arkansas 


Please send me the facts about Plaswood 
and the name of your nearest jobber or 
dealer 






| om 
C Heme Owner O Contractor 


O Architect 










© Material Dealer 
Nome 


Address 
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NEW PRODUCTS 


(begins on page 242) 


able in eight style treatments. 


Seasonal changeover from screen 
to storm panels is easily accom- 
plished. Both panels are framed in 
aluminum and lift in and out. The 
design offers protection to the in- 
ner screen and storm panels. 


For more data circle No. 10 on coupon, p. 241 
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| New Aluminum Door 


The Kawneer Company has an- 
| nounced the introduction of a new 
all-aluminum door, incorporating 
bolted type construction at each 
| corner. 

The new door is an addition to 
Kawneer’s regular line of welded 
doors. Lower cost of the “B” ser- 
| ies door allows its use on jobs 
| where economy is the prime con- 
| sideration. 


| For more data circle No. 11 on coupon, p. 241 








New Tilt Arbor Saw 


| 

| 

| Plana Centric Power Tools Co. 
has released a new &”, all-metal, 
| tilt arbor saw that retails for 
$19.95 with full dealer mark-up. 
|The saw blade tilts from vertical 





| to 45°, locks in position; miters, 
| bevels, rips or channels any type 





of wood, any length up to 21” 
thick. It has a removable throat in- 
sert for installation of dado or 
molding cutters. It mounts on any 
heavy table or bench; operates on 
Y%, or 43 h.p. motor. Precision 
ground, cast-iron work surface can 
be equipped with extra side exten- 
sions. Blade guard is also avail- 
able. 


For more data circle No. 12 on eoupon, p. 241 


Steel Ashpit Doors 


“You get a better job — faster 
with Donley Co. steel doors for 
ashpits and flue cleanouts,’’ Don- 


ley Brothers point out. The doors 
are sized to fit the masonry with- 
out cutting; made of corrosion-re- 
sisting cor-ten USS steel. They 
give a close fit that prevents air 
leakage, anchor firmly and they 
will not break in shipping, ware- 
house or during installation. They 
are full size—the No. 88 has a door 
opening of 8x8”. The steel is 7/64” 
thick. They come in three sizes - 
8”x8”, 12”x8” and 12”x12”. The 
firm also manufactures a wide va- 
riety of indoor and outdoor steel 
fireplaces and grill units. 


For more data circle No. 13 on coupon, p. 241 








Clear Finish for Wood 


Paneling 


Clear Finish for Wood Paneling. 
manufactured by Evans Lumber 
Co., Inc., a pigment free product, 
in which wood technologists and 
chemists collaborated to produce a 
finish that maintains and protects 
the natural coloring and grain 
characteristics of any wood. 

It leaves a rubbed finish effect 
with only two coats, will not turn 
yellow or darken with age, ac- 
centuates the wood’s color and 
grain values, is waterproof-——wash- 
able, leaves a firm protective sur- 
face, will show no brush marks, is 
easy to apply and economical to 
use. 


For more data cirele No. 14 on coupon, p. 241 


(continued on page 246) 
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Increased Sales —Increased Profits! 


... with horizontal sliding glass doors and windows! 
There’s faster and greater profits for you in 
Slide-Master Glass Doors and Windows! . . a 





product of many years of engineering ex- 
perience incorporating the latest design 
principles . . . thus insuring many years of 
trouble-free operation. Our own new engi- 


prevents rattles or side-play. Slide-Master is 
becoming more and more in demand today! 
Get your share of those profits! 








VERSATILITY IN GLAZING 


e ‘%" polished plate for on the job glazing 

e@ Patented double glazed units with compressible rubber sealer employing our chemical dehy- 
dration process 

@ Units built to take standard Thermopane or Twindow glass sizes 

@ Special units for special sized Thermopane or Twindow glass 


- 
* 
* 
2 
° 
* neering process provides a weather-seal and 
o 
* 
e 
e 
a7 
e 
a 
e 
e 








caiallin rn * 
DISTRIBUTOR [ Designed Si / IT | f: 6 a 
INQUIRIES for i As, (} / 
INVITED Modern GLASS DOOR AND WINDOW CO. 
—— Living 9015 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA 





CRESTVIEW 6-4495 © BRADSHAW 2-3949 








SPECIALIZING IN 


eae Ponderosa Pine 


25 YEARS! AND ASSOCIATED SPECIES 


KILN DRIED—AIR DRIED 


PAL-0-PAK ; SURFACED-—ROUGH 


TRADE MARK wy Write, Phone or Wire 
SS 


@ 











ri fF 1120 Old 
Put PAL-O-PAK’s “do it yourself’ know- } Lowest k Factor (.24) , _ wiae 2 
how to work for you. For a quarter of a Of Any Commercial , 2 .% ge 
century, PAL-O-PAK has been successfully Insulation — Most SPOKANE 1 W. TON 
poner ag mone to homeowners as a _ self- Efficient 7 ° ee; % + 
» appli insulation. Today you can benefit e in Business of 
j from this experience by selling PAL-O-PAK : we : 
in two proved, profitable ways: (1) home- 
owners SS pour it into open areas Permanently Fire 
—no special equipment needed; (2) with : Retardant d Set- P 
ate blower, homeowner can : tle Proof hae Contract Mills Members SALES OFFICES 
. jow O-PAK into closed areas such as : Condensation No 
pa age iy —_ yoo Blower, com- "Sree, of FOR CONTRACT 
plete, sells for $89.75. You can lend blower : 
—or rent it out for extra profits! Same high : . Western Pine Assn. MILLS IN . 
os rome used for both purposes. 
omes in same beg—no multiple stocks! Factories Located IDAHO, OREGON 
. . to Save You Freight: 
procaine > pe Seer. Wisconsin, Ohio, AND WASHINGTON 
chandising s a low prices! Pa. and Canada 
| Phone: TEmple 1448 


PAL-O-PAK INSULATION COMPANY Teletype: Sp - 175 





Hartland, Wisconsin 
IN CANADA: Pal-O-Pak Mfg. Co.—Whitby, Ontario, Canada 


Walter E. Starry, Pres. & Gen. Mgr. 
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YOUR PROFITS 
WITH 


GRADE STAMPED 


DOUGLAS 
FIR 


Why let un-needed sizes 
lower your profit? We can 
ship Green Douglas Fir to 
your exact requirements 
specific lengths and widths in 
dimension and small timbers 
up to 24 ft. Quality lum- 
ber accurately graded and 
shipped promptly. Let us 
demonstrate today. 


MANUFACTURING CORP. 


TIGARD, OREGON 
Telephones — Pertiend Line CH 3338 
er Vigard 6161 
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NEW PRODUCTS 


(begins on page 242) 


Monogram Doors 


Stiles, Inc., has devised a method 
for inlaying flush, hollow-core 
doors with personal initials or ar- 
tistic pictures for either exterior 
or interior use. 

Exterior doors are available in a 
choice of select birch, rift-sawn 
oak, mahogany, or black walnut 
with matching edge strips. Interior 
doors come in either mahogany or 
select birch. The inlays are then 
chosen to contrast with  back- 
ground. 


For more data circle No. 15 on coupon, p. 241 
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Woodwork Cleaner 


When wood walls finished with 
Clear Finish for Wood Paneling, 
produced by Evans Lumber Co., 
zre cleaned with Evans Woodwork 
Cleaner, there is no need for a wax 
or polish of any kind. 

Evans Woodwork cleaner leaves 
the surface of any unwaxed fin- 
ish as it was when first applied. 
It will not add to or reduce sheen 
or gloss. 
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Cash in on the big industrial 


maintenance market! Contractors 


and plant managers save time and 
money when you sell them 
THOMAS industrial paint rollers. 
Three widths .. . 9, 14 and 18 
inch. Four-foot handle with strap 
steel yoke. Selection of pile heights. 
Apply paint, varnish or wax on 
all surfaces. 

Contact Your Jobber Today! 

or write for full information to 


PRODUCTS 
HOMAS company 


8490 Lyndon Ave. + Detroit 21, Michigan 
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Makes Patio Building Easy 

Owner-built patios are the rule 
rather than the exception today, ac- 
cording to Robert P. Reed, sales man- 
ager of the Patio Tile and Brick de- 
partment of Gladding, McBean & Co., 
pioneer west coast clay products 
company. 

New, easy to install materials have 
encouraged homeowners to construct 
their own, often luxurious patios and 
lanais. Last year, the company in- 
troduced an economical, new patio 
tile. This lightweight red clay tile 
is rectangular in shape and consid- 
erably larger than old-style paving 
tile. 
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Plastic Surfacing 

Pictured above is a demonstration 
of Continental Can Company’s lam- 
inated plastic surfacing, Conolite, 
in New York’s famous Macy's de- 
partment store. Here the demonstra- 
tor is showing interested shoppers 
how to apply Conolite as a covering 
for sink tops, tables, doors, window 
sills, cabinets, wall areas, desks, 
bathroom pieces, and home bars. 

Conolite is conveniently flexible, 
comes in any required length and is 
easy to apply and simple to main- 
tain. 


For more data circle No. 18 on coupon, p. 241 


Jalousies for Porches 


Homeowners can enjoy outdoor 
living indoors by installing the 
Tropical Company’s Jalousies to 
convert their porch to an extra 
room. The new jalousie window 
features rust-proof aluminum that 
never needs painting, choice of 
clear or opaque glass, adjustable 
to lock in any position, lifetime op- 
eration, tight closing, ventilation 
when it’s raining, easy to clean in- 
side or out, interchangeable 
screens and storm sash from the 
inside. 

For more data circle No. 19 on coupon, p. 241 
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‘That's the blade | want’ 





People who know quality ask for 
Griffin Hack Saw Blades 


TPHEY know that for a straight clean cut, even under 
the worst conditions, Griffin is the blade to buy. Your 
customers will also like the long life no other blade can 


equal. O 


G. W. Griffin Co. has been making hack a? 
saw blades since 1880. The knowledge ~ 

and experience of over 70 years of manu- se" 
facturing goes into every Griffin Hack <°” 


Saw Blade. 


Griffin Blades are 
available in High 
Speed Molybdenum ow 
or Standard Steel, 

hand and power sizes. 





FRANKLIN, NEW HAMPSHIRE 


Soles Agents: JOHN H. GRAHAM & CO. Inc., 105 Ouane Street, New York 8, 4. 1 





(To obtain more data on advertised products see page 241) 247 





NEW PRODUCTS 
(begins on page 242) 


Tool Miters Metal 


With Metalmitre, made by the 
Pyramid Mouldings Co., you can 
say good-by to hacksaw and file 
and to time lost hauling your work 
to the miter-box to cut pesky cor- 


ners. With the unique hand tool a 
15 to 1 leverage ratio does the 
work—sharp tool steel does your 
cutting—a precision die guaran- 
tees accuracy. It cuts stainless 
steel, aluminum or any material 
that needs a miter. 

The tool comes in three series: 
Straight for 90 and 45 degree mi- 
ters; v-notch series for no-drip 
channels; and G series for glass 
channels. Handles of the tool are 
polished stainless steel and may be 
used with any die set. Weight, as- 
sembled, 21/4, pounds, length 1014”. 


For more data circle No. 20 on coupon, p. 241 


Sani-Cove-Base 


Designed to enable the house- 


Together, as always. . . 


Yesterday . . . the 


more than 


thirty years of unceasing 
effort to bring you better products . 


the more 


than thirty years of expanding and increasing 


service to our dealers 


have established a 


name which is our most priceless asset — Old 
American. This is our investment in the future. 


Today 


ever before 


Now, a 


- more lines bear the name Old American than 
complete line of highest 


quality asphalt and asbestos roofing and siding 


is available to 
Old American. 


Tomorrow . 


under one name— 


- » together, as always, with our customers... 


the name Old American will continue to advance 
with the times, bearing the reputation for highest 
quality in a complete line of asphalt and asbestos 


building products. 


THE SIGN OF THE COMPLETE LINE 


holder to replace old, unsightly 
base board, a new all-rubber flex- 
ible base board is announced by 
Cass Products Company. No tools 
are required for installation other 
than scissors and a knife. 

Called Sani-Cove-Base, this rub- 
ber base board is made of quality 
live black rubber, 4” high and 
available in 3’ lengths. The toe ex- 
tends 5.” on the floor. Also avail- 
able are inside and outside corners 
which are pre-molded, with each 
side of the angle 2'4” in length. 
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No Transit? Use the 
New Hydrolevel 


Suppose you had the problem of 
installing a new floor exactly level 
with an old floor on the opposite 
side of a wall or partitition, and 
limited working space prevented 
using  surveyor’s’ instruments? 
With Hydrolevel you would use the 
gauge end to check the elevation 
of the old floor; then, leaving the 
reservoir end on the floor, run the 
tube out a window or door, around 
the partition, and read the gauge to 
determine the proper height at 
which the new floor should be laid. 

Hydrolevel uses the water-level- 
ing principle and is devised so that 
one man can use it quickly and 
accurately. In contrast to expensive 
surveying instruments, it consists 
of a 25-foot long piece of plastic 
tubing with a reservoir can at one 
end and a calibrated gauge at the 
other. 

Using the Hydrolevel is a simple 


matter. The operator places the 
reservoir end at approximately the 
height at which he wishes to de- 
termine a second elevation. He 
moves the gauge wherever he 


Old American Roofing Mills 


Division of The RUBEROID Co. 
7600 Truman Rd., Kansas City, Mo 
A factory location convenient to you. 
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‘YOUR PROFIT MARGIN} 


-‘\ YOUR PROFIT MARGI 
Z AND MARKET IS 


aluminum 
| combination 
| ROUND TOP 
pOOORS & 
| WINDOWS 








Round Top Doors are easier to install than 
Square Top Doors 
NO COSTLY INVENTORY—Prompt 1 to 2 week 


delivery eliminates 


stock 

GUARANTEED SATISFACTION—Curvalum Alu 
minum Combination Products are custom built 
with the 


l EASY INSTALLATION—It has been proven that 


. 
need for dealer to carry 
highest quality standards in materials 
and construction 


NEWSPAPER MATS & WINDOW STREAMERS upon request j 


! Write for complete ‘'Profit Picture’ 
mation on closed dealer territories 
( a Sl eels ARNO NS 

15 Prospect Street 


CURVALUM DOOR MFG. CO. 


fi SSSaa 


Sells On Sight! 


and infor- 





READYBUILT FIREPLACE 


(Reg. U. 8. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
models in brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


Dept. Al, 
1709-23 McHenry St. Baltimore-23, Md. 
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wishes, checking the liquid level to 
see is he has the correct elevation. 
|He can go around corners, over 
|walls, up and down stairs — and 
|take an accurate reading wherever 
lhe desires. 

Hydrolevel is a product of the 
Elkay Manufacturing 
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New Grille Register 


The new 4-way Airfoil Register 
No. 277 combines a four-way di- 
rectional grille with opposed blade 
dampers. According to Titus Manu- 
facturing Co. this provides for 
maximum directional control and 
positive volume control. The op- 
posed blade dampers supply uni- 
form distribution of air to the en- 
tire grille face. 

Frames are heavy gauge cold- 
rolled steel, one piece. Border is 
11,” beveled edge. Louvers are set 
in a solid section and streamlined 
in appearance. Louver depth is 34”. 
There is a 1,” sponge rubber gas- 
|ket and gray lacquer primer is 
standard finish. The front louvers 
|are individually adjusted and the 
| damper blades in the rear are key- 
| operated. 
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| 
| New Drill Kit 


A new Copper Line electric drill 
kit, complete with '4,” drill and 19 
accessories for drilling, buffing, 
poiishing, grinding and wire brush- 
ing, has been announced by Thor 
Power Tool Company. Copper Line 
Kit No. 4CLJK, featuring a drill 
with geared chuck, is priced at 
$43.50, and Kit No. 4CLK with key- 
less chuck drill, sells for $41. 
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Which one 
will they want... 


Day after day, customers come in 
for one or more of these hardware 
products. Build your sales around 
the Cortland Brand line. Specify 
Cortland Brand next time you or- 
der from your jobber. 


BRAND 


INSECT WIRE SCREENING 


NAILS & 
srano BRADS 


(pillar, Mime 


= 





HARDWARE CLOTH 


(gilland 
RS 


WICKVAIRE oROT NC. CuRT.A 
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NEW PRODUCTS of marque are possible. A 6’x8’ 4’ long, with strap stee! yoke and 
(besi 242 section weighs 65 pounds or 1.35 thumb nuts for easy disassembly. 
ee ) pounds per square foot. They are Rollers apply paint, varnish or 
easily handled by two men. wax. Variety of cover fabrics are 
For more data circle No. 25 on eoupen, p. 241 available in different pile heights. 
Thomas industrial rollers can be 
4 > a used on concrete floors, walls of all 
js : types, ceilings, storage tanks, 

3 . , ships’ hulls and roofing. 
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All-Weather Aluminum 
Marquee for Buildings 


The Kawneer Co. is mass-pro- 
ducing an all-aluminum, store-front 
marquee for national distribution. 
The new sunshade and weather 
protector—-Kawneer’s W-marquee 
is lightweight with durable con- New Projected Windows 
struction and distinctive lines. a ind Oe 
a » pase . _ : new window line 0 as 
mi. can be assembled for any New Paint Rollers Fenestra residential projected win- 
ength installation using stock . ‘ : phe peers lly 
panel widths of 4’, 5’ or 6’. These A new line of industrial paint  40WS is being introduce Co. This 
same panels are available in stock rollers is announced by Thomas by Detroit Steel Woman mn 
for projections of 6’, 8’ or 10’. Min- _ Products Co. Roller widths are 9”, | "¢W line of windows, which wi 


or variations to fit any dimension 14” and 18”. Handles are wooden, (continued on page 252) 





YARD LABOR COSTS 
... SAVE TIME... GET 
MORE WORK DONE 


7 ADVANCEMENT 


in the HISTORY of AWNINGS 


RAY-O-LITE has revolutionized the Awnings of 


America with fabulously beautiful fiber glass . . . EASY. ROLLING 
the material of the future. With RAY-O-LITE’s aa WHEEL-IT 
modern awning, the windows, entrances, terraces . 
and patios of even the most exquisite homes can @ WHEEL-IT makes handling of 

é : ore 4—16" filing posts adjust lumber, shingles, plywood, 
now have protection from sun, rain and snow ‘ 4 

sideways or fold down com- pipe, bags, steel posts, fenc- 

without the drab darkness of old-fashioned awn- pletely out of the way. May ing. all building materials 
ings. RAY-O-LITE Awnings will make your be locked in any position. easier. 
room interiors Jive with a new color and soft (See above insert.) iia taal » ah till 
light. Give your home a new beauty treatment . . . 2,000 Ibs. capacity aa te 
inside and out with RAY-O-LITE. There are P ¥ 
many lustrous colors from which to choose. Welded, all steel frame Model 550 shown — 16” 





wheels 
take standard avto tires. Rolls 


Full Zerk lubrication easily on rough surfaces. 
= ae 2 eng tae 
t f tability. 
Sie chiatd Meisiwe ant. acne legs extend for stability Write Today 
of neorest deoler write... 1 adjustable heavy - duty 


RAY-O-LITE corp. OF AMERICA caster wheel furnished. HAWKEYE INDUSTRIES 


ATLANTA 6, GEORGIA Fine aluminum finish. t, Colorad 
- ‘ Pane cerv Winton, ta.) 
OR CONSULT YOUR TELEPHONE DIRECTORY UNDER “AWNINGS 
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BOOST fae ~ | When they ask for:'a board with holes” 
asa. 6%) sell them 





Department with 


Qallcez 


FASTEST seLuNG ( “"“"S 49¢ 
Product on the ea ete 
Market for Letting 

DRAWERS OPERATE with an 
EASY GLIDING MOTION! 
Complete Single Drawer Sets— Anyone 
can Install...in Furniture, Built-ins 


If you're after quick, easy profits feature 
Roll-eez! Builders and homemakers everywhere 
Typical Appli- are asking for these wonder-working roller bear- 


9 td 
cation ings that let drawers glide open and shut at a re | 
touch of a fingertip! To get your share of this huge = 
market 


SET “A* 





order several cartons of Roll-eez Set 
“A” today! 
Easily installed by nailing in place Roll-eez 
eliminate friction of wood against wood and keep . . 
drawers rolling straight... prevent them from board for both home and commercial uses, more and 
sticking and binding even in more dealers are featuring PERFORALL. The 
-_ hot, humid weather. They 
Two Roll-eez “‘N” at- homed ‘ } 
tached to rail at drawer — of — plastic p 
ypening. Third one « rollers mounted on steel! : . ‘ . . 
drawer beck under cen- | pins and frames.Can be used money with Perforall because of new low prices and 
ter runner above. Guide , > awers n - ° 
Roll-eez “M" on bottom | 0% Wooden drawers of any because more and more customers are asking for 
back edge of drawer | Weight and size 9 . ’ 
straddles lower center It will pay you to promote j Perforall by name. Dealers profit by Weoodall’s 
runner ( -ee7' C oO > wy © . . . *e:,% 

ai Call your jobber coast-to-coast manufacturing facilities and expe- 


JUNIOR-PRO PRODUCTS CO. END rience ... and a nation-wide distributor organiza- 
3206 Merganferd Rd., St. Levis 16, Mo. tion. There’s money in Perforall . stock it . 


display it... be ready to 





With the rapidly growing demand for perforated 


reason? More profits! You, too, can make more 














Sell them PPDERFORALL for 





Storm Panels 
ate) am ol 2120 0 


makes a wood screen a Storm Window! 








- 
EA 








HANDY HOOKS 


. companions to Per- 





forall for extra profits 





200 styles for every use. 
Aluminum framed glass inserts slip in or lift out of full length standard or modular , 


size wood screen in seconds, for summer comfort, for winter insulation! Dealer- 
ships available. 








Pi 5» +1 ree a Write for complete details, literature, prices 
Saktmere 2, Bd. AL and the name of your Perforall Distributor. 


Gentlemen: Send me details on ‘‘Weatherite’’ Storm 


| Write 
Panels. | 
| 


iinet for 
sehen details! 


CE ROT WoopDALt |NDuUsTRIES |NC. 


7563 East McNichols Road 
Winsulite Manufacturing Co., @ Baltimore 2, Md. . gnempiiasn 
DETROIT 34, MICHIGAN 


PERFORALL.IS A PRODUCT OF 
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NEW PRODUCTS 


(begins on page 242) 


include 10 types, consists of pro- 
jected-in and projected-out ven- 
tilator units and fixed lights for 
use in various combinations. The 
units solve the problem of weath- 
erproof ventilation and offer new 
styling that keeps pace with mod- 
ern architecture. 
Weather protection 
cludes the rain-shedding qualities 
of the projected-out ventilators, 
and the draft-free ventilation pro- 
vided by ventilators which tilt-in. 
Proper inside screening and storm- 


fei 


offered in- 


window also avail- 


able. 
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protection are 


Prefab Door Units 


With Dor-Pak, the prefabricated 
door units made by the Lott Manu- 
facturing Co., doors can be 
“popped into place” in a matter of 
minutes. 

No special! skill is required to in- 
stall the units and they cost less 
than finishing a door the old-fash- 
ioned way. Dor-Pak itself is com- 
pletely finished at the factory and 
needs no further decorating. Two 
men can actually install one of the 
units in five minutes—which means 


bu 
that alla wok 


Ke manatrach 


sliding a 


Kennatrack “Buyer's 
Guide.” 


in the field. Takes the guesswork out of 


The most informative catalog 


sliding door installations. Illustrates and 
describes the most complete quality line 
available. Scaled detail drawings for 
convenience of builders and architects 


See your supplier or write 


hardware 


KENNATRACK CORPORATION 


ELKHART - INDIANA 








BRAZILIAN 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to 
Paneling, Casing, base 


CAR OR TRUCK LOADS—Quotations 


THE FRANK A. CONKLING COMPANY 


Phones: 8-8747 - 5-1191 + 


PARANA 


Pattern Mouldings, 
and Jambs 


on receipt of your specifications 


Memphis 3, Tennessee 
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Septem ber i 


that all the openings in an average 
home can be finished in one hour’s 
time. They come in five standard 
sizes to cover all normal door 
widths. 

A factory supplied jig will en- 
able the contractor to correctly 
locate the base. This will enable 
him to finish the woodwork and 
floors and decorate the walls in ad- 
vance of installation of the prefab 
door units. 
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New ILCO Lock for Storm 


Doors Is Burglar-Proof 


A new lockset for metal com- 
bination screen and storm doors 
of the Independent Lock Co., Fitch- 
burg, Mass., provides full cylinder 
lock security and is virtually bur- 
glar-proof. Even if the outside 
knob is completely cut off with a 
hacksaw, the door remains secure- 
ly locked and the spindle cannot 
be pushed through from outside, 
claims the manufacturer. 

The secret of this extra security 
feature lies in the outer knob. No 
screws or rivets are used to fasten 
the knob. It is retained by an in- 
ternal spindle key and cannot be 
removed except by first removing 
the inside handle. 

Pointed steel studs are set in 
exact position in the template to 
provide accurate markings for hole 
drilling. A sharp blow with the 
hammer on the back of each stud 
makes a sufficiently deep impres- 
sion to keep the drill bit from 
sliding off and scarring the door 
stile. The clip-on template is ad- 
justable for door thicknesses from 
34” to 114” 
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WHEN DURABILITY 
COUNTS specify 


TIDEWATER 
RED 
Bush 
~ CYPRESS 


+ 

















Unequolled for 
siding and 
exterior millwerk. 


Louisiana Cypress’ Tide 


water Red Cypress is 





ideally suited for rough, 


tough jobs. Think of it first 





wherever durability is a 


factor, and be sure of 





enduring satisfaction 




















and profits. 


LN 


Tidewater Red Cypress 


lasts a lifetime—a pr 
Nothing better fo: il tata 


vats, tanks, 
textile mills, 
greenhouses 


requisite for many 
industrial and commercial 
jobs. And it is structurally 
strong and beautifully 
colored to build sales in 
the home construction 


and remodeling field, too. 


»* ~~ * 


STRAIGHT CARS 
OR MIXED WITH 


Mahogany 

Mahogany Panelin 
Attractive rich gany 9g 
coloring makes it 
ideal for interior 
eaneling and trim. 
Takes all finishes, 


Cypress, Pine and Mahogany 
Mouldings a Specialty 


All orders and inquiries promptly handled 
Consult us today on your requirements. 


LOUISIANA CYPRESS. 
LUMBER CO., INC. 


Ponchatoula, 
i ¢ 
o> 


Louisiana 
Buitpinc Propucts MERCHANDISER 


Cyptéss 


(To obtain 





e Sales appeal, plus! That's why 
your sales boom when you feature 


the in-swinging Etling Window 















































@ Home buyers are enthusiastic 
over the way the Etling Window 
simplifies window washing. They 
like its smart styling, fingertip opera 
tion, too. 





And, builders know that 
homes with Etling Window: 
sell faster at greater profit 








A SIZE AND STYLE FOR EVERY HOME 


ETLING WINDOW 
Dept. AL 539 
Barberton, Ohio 


Address— 


City & State 
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NEW PRODUCTS 


(begins on page 242) 





New Handy-Angle Saw 


Extreme use versatility and an 
unusually economical price are 
claimed for a new Handy Angle 
saw now being offered to the met- 
al and woodworking trades by 
Price & Rutzebeck Co. 

Although the complete saw unit 
is less than 7” in length including 
blade and weighs but 1 lb. 6'% oz., 
manufacturer's specifications guar- 
antee that its rugged construction 
will permit use at speeds from 
1,800 to 3,500 r.p.m. on iron pipe, 
corrugated sheet metal, wood, ma- 
sonite, transite pipe and other 
building materials. 

The tool will cut its own starting 
hole and perform satisfactorily any 


to a saw of this type. 

Special blades, readily  inter- 
changeable and also reversible for 
right- and left-hand users are 
available. Both the bayonet type 
for contour cutting and tapered 
type where rigidity is needed, are 
available with choice of 10, 14 or 
18 teeth per inch. All blades are 
capable of cutting metal. 
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New Stapling Hammer 


A new stapling hammer which 
drives a new wider staple has been 
announced by the Bostitch Co. 
Model H2BR uses a staple of .102” 
x .030” wire with *.” leg length. 
This staple is twice as wide as 
those used by other medium duty 
stapling hammers. 





pecially designed for tacking jobs 
where a greater surface contact is 
needed. Applying insulation batts 
or roofing paper and lining freight 
cars are examples of the many jobs 
that can be done more effectively 
with the wider staple. Increased 
surface contact helps to prevent 
paper materials from tearing away 
from the staple. One hand and one 
blow drives the staple all the way 
home, even into hard woods. 
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Jalousie Doors and Windows 


The Seal-Vent, “Seal - Tested’ 
jalousie is a new prime window. 
Manufactured by the American 
Aluminum Products Co., Inc., the 
windows are made in 16 standard 
sizes. Made with aluminum ex- 
trusions, the windows feature 
100° ventilation, power-grip louv- 
er clip (glass slips in—locks tight), 
new  weatherstripping (lifetime 
vinyl-plastic seals heat in, cold 
out), seal frame is burglarproof 
and screens push in, pull out with 
minimum of effort. Storm sash can 
be attached to inside or outside. 

The jalousie doors are made of 
weather-tested, durable redwood or 
fir rims and are practical for any 
climate. 
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cutting function normally assigned 





WHY WASTE & MOVING RR CARS 


BY YESTERDAY’S METHODS ! 





Takes only one man— 
any man — with a 
SILENT HOIST Electric- 
Driven Capstan Car 
Puller, to move 1 to 20 
cars bulging with build- 
ing supplies! No groan- 
ing, no sweating, no 
back-breaking...no in- 
juries, no truck break- 
downs, no downtime 
losses! Engineered to 
work in the worst 
weather, heat, or cold, 
it serves for years and 
years withcut oiling or other attention. . 


. and it 
costs so little! You'll be amazed how it boosts 
production and profits. You'll wonder how you 
ever got along without it. Join the hundreds of 
users who swear by the SILENT HOIST Car Puller. 
Write today for Bulletin No. 64A. 





SiientT Hoist & CRANE CO 


86043rd ST., BROOKLYN 20,N VY 
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The new hammer has been es- 
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You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 
good selling items for 
building supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this | PeTTTTtrtt 

business, write for literature and " Chain Link Wire Fence 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 
ing extra profits through the sale 
of Stewart products. Write for 
catalogs today. 



















































































lron Picket Fence 





Other Settees, Flagpoles 
a Steel Folding 
stewart Gates 
M Wire Window 
oney Guards 
Bronze Plaques, 
Makers a 


Wire Mesh 


THE STEWART IRON WORKS CO., INC. Partitions 


2051 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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9 GENUINE 
We = Crystal Clear 


FLeEx-O-GLASS. 
STORM WINDOW 


A Top Quality PACKAGED KIT Consisting of - 
Ar @ 6 ft. x 3 ft. Roll of 
— Ft .ex-O-Grass 


te ait 


¢ @ 18 Lin. ft. Wood Molding 













—_ ‘yy 
is oN 
\4 ikeseer 


) 
‘ ho 


_- @ Package of Nails (about 35) 


r Guaranteed for 2 Years 
Retails at 
For extra sales, keep these kits 
beside your Display Dispenser 
where New, Genuine Fiex-0- 
Glass is sold by the yard. Ad 
mats, streamers, posters, etc., 
available on request. 





Ready To Tack On 


Can be be re- used 
Year after Year 


Self-Dispensing 
Display 
Each dozen packed im a sturdy 


carton that unfolds to make a 
two-sided Dispensing Display 


Carried by Leading Jobbers heal 
WARP BROS., 1100 N. Cicero Ave., CHICAGO, ILL. 


Manufacturers of Top Quality Window Materials 





REGULAR 
DEALER DISCOUNT 











hat 
estern Pine 


holesaler 






arrants 


YOUR CONFIDENCE 
S 


Wales’ 33 yeors of supplying lumber 













dealers with Western Pine and 
associated species is your guar 
antee of a dependable source 


let us serve you today 





Prompt 


Northwest 

ag ony Shipment 

for Evans Clear 

Finish for Wood Panel- Depencab e 
‘ ing, and Evans Woodwork Quality 


Cleaner 


WALES LUMBER COMPANY 


MANUFACTURERS AND WHOLESALERS 


Old National Bank Bidg., Spokane 10, Wash. 
Telephone: MAin 5617 — Teletype: SP 104-U 


Mills Located 









SPECIFY 


FOR 
FINE PINE, HARDWOOD 
& PLYWOOD 


Products 


EM Ook 





Lumber Core 


Furniture Flooring 
Dimension Cross Ties 
Egg Cases Pulpwood 
Handles Poles 
Dowels EM Pine 
Fence Lath Flooring 


WE HAVE OUR OWN— 


e SAW @ VENEER 
MILL MILL 

@ PLANING e@ PLYWOOD 
MILL PLANT 

@ HANDLE @ CLEAT 
MILL MILL 


Belcher’s up-to-date plant and pro- 
duction facilities—plus our 125,000 
ocres of choice timber—are your 
assurance of top quality lumber 
and precision milling. Each log, 
board slab and strip is appraised, 
then carefully manufactured into 
the product for which it’s best 


suited. 


Prompt service and dependable 
value on all Belcher products. 


Phone 3356 - 3371 
or mail this coupon today! 








Darby, Mont. St. Regis, Mont 





MERCHANDISER 





Buirping Propucts 











BELCHER LUMBER SALES CO., LTD. 
Centerville, Ale. 


Please put us on mailing list to receive 
jatest price lists. 


Nome . 


ES . soo 04.00 be 40006060 O80 4HS) OEE TE OD 


City, State 
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Z$CREEN 
Rollers 


Convex Face 


Standard 2” dia. x 
1/16” face 


Primarily used in putting the screen- 
ing into the frome slot. Can be 
supplied with 3/32" rounded edge. 
Concave Face 


3 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are .093, .105, 
125 and .170 width of face. 


Flanged 


Standard stock size is 2°° and 
1.5/8" diameters by 9/16" width 
of face 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, NEW HAVEN, CONN., U.S. A. 


ACOUSTICAL TILE NAILS 


... designed for the job 


When installing acoustical tile choose a 
job-designed nail that combines ease of 
application with these special features: a 
head end which allows the nail to be 
driven home without damaging the tiles 

a collar which holds the tiles firmly in 
place...annular threading which gives su 
perior holding power. The nails are fur- 
iished with a plated finish to prevent rust 
treaks where moisture is present. Send 
for free samples and descriptive literature. 


JOHN HASSALL, INC. 


P. O. Box 2156 


eretell Westbury, N.Y. 
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NEW PRODUCTS 


(begins on page 242) 


Plastic Window Frame 


The Kohl Company has intro- 
duced a molded plastic window 
frame unit. The new Plyco window 
is made of newly developed plastic 
materials that will not shrink, 
swell, rot or rust. Each unit con- 
sists of a durable, molded plastic 
frame, glazed sash, and a combin- 
ation storm and screen unit. 

This unit, molded on specially 
designed presses, is engineered for 
utility, permanence and economy 
in basements, utility rooms, tourist 
cabins, barns and industrial build- 
ings. It is termite proof. It is un- 
affected by mild acids, alkalis or 
salt air and is fire resistant. Alu- 
minum weather stripping assures 
a year-around snug fit and a glaz- 
ing strip eliminates putty 


For more data circle No. 33 on coupon, p. 241 


New Combination Door 


Features of the new Duo-Dor, 
combination aluminum = storm - 
sereen door made by the Weather- 
Proof Co., include: beautiful ap- 
pearance, aluminum door jamb, 
heavy aluminum corner braces, 
heavy-gauge kickplate, adjustable 
for perfect fit, rattle-proof insert 
locks, more than 1” thick, furn- 
ished without or with push grille. 

The units come complete with all 
hardware including pneumatic door 
closer, three stainless steel hinges, 
latch set and wind limit chain. 


For more data circle No. 34 on coupon, p. 241 


(continued on page 257) 











SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 
PION. Use any 2 x 4s for legs 
and crossbar ...set up or whe 
ed down instantly. 
Each package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer helps 
FREE, 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 


" 
———— 


Ready to use. Waterproof 


Cannot warp 
or injure tile. 


Fast tack, 
slow setting. 


Tight, perma- 
nent bond. 


Available in 
QUARTS, GALLONS, 


CONSUMERS GLUE CO. 


1S1S N HADLEY ST ST. LOUIS 6. MO 
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Shower Door Panels 


Shower door panels providing 
maximum safety are now available 
for use in standard fixtures. Al- 
synite Company of America is pro- 
ducing a new Series 300 flat, extra- 
rigid panel designed exclusively 
for shower doors and tub enclos- 
ures. 

These panels weigh approxi- 
mately 11 ounces a square foot 
and are .09” thick. Stock sizes are 
32”x60” and 24”x60”, with small- 
er sizes available at no extra cost 
and larger panels available on or- 
der. 

Five new pastel colors are avail- 
able—mist white, mist pink, mist 
blue, mist yellow and mist green. 


For more data circle No. 35 on coupon, p. 241 
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New Cylindrical Lock 


Russeil & Erwin Co. has intro- 
duced a simplified All-Star line of 
builders’ hardware. The line in- 
cludes the Stilemanor cylindrical- 
type standard duty locks and 
latches. The Stilemanor line is 
available in 13 types and the Home- 
gard in five. Both locks and latches 
are made in cast brass, bronze and 
aluminum. 

For easy installation, only two 
holes to bore and they’re alike for 
every door. New installation tools 
are available for both lines. Other 
products in the All-Star line include 
the recently-announced pressure 
cast, aluminum trim hardware, an 
assortment of screen-storm door- 
ware, night latches, handle sets, 
and miscellaneous trim hardware. 
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CORN CRIBBING 


ey Wx, 
RAR er 


rs 


Meet the DEMAND 
for extra corn 
storage facilities 


with DENNING 
SLAT and WIRE 


n+ EE ae 


CRIBBING 


AVAILABLE NOW 


Farmers will be crying for corn storage 
facilities this fall to take 


bumper crop. 





Ask about DENNING 
PRE-FAB “STRETCH-PRUF” 
CORN CRIBS and SILOS 
Approved for Sealing 


care of a 
Denning cribbing is now 
available in good supply. Wire or mail 
your orders NOW for early shipment. 


ILLINOIS WIRE & MANUFACTURING CO. 
P. O. Box 1396 Dept. AL Joliet, Ilinois 
Phone Joliet 2-0973 











Western White Spruce 


Strong and tough 
Weather enduring 


ca PRICE? Lower than white pine, 
* 

e Uniformly white 

2 

* 


grade for grade. 

DELIVERY? Car number gener- 
ally within 5 days after receipt 
of order. 


QUALITY? Graded on WPA rules 
for Idaho white pine, with same 
easy working qualities. 


Chicago Warehouse 
Lumber Companies 


and their offiliate 


CANADIAN-ALASKAN SAWMILLS LTD. 


ADDRESS ALL INQUIRIES TO your commission 
OFFICES salesman or direct to: MILLS (Alberta) 
Chicago Dimsdale 


Clonee 201 N. WELLS ST., CHICAGO 6 Rag 


Edmonton Phone ANdover 3-7030 — Teletype CG 1009 Mercoel 


Free from resin 

Soft, even texture, 
easy to work 

Takes paint and 
enamel beautifully 


for 
44 


years 


Since 
1909 
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PRE STINE 


DE LUXE TILEBOARD 


SURE OF PROFITS! 


Prestile provides you with a 
And Prestile is 


priced right, too 


complete line 
right for 
your customers- 


right for you! 


SURE OF QUALITY! 
Prestile's beauty is baked in 
It's tough, durable, 


ping 
ates satisfied customers 


alolaraall s) 


—lasting beauty that cre 


SURE OF SERVICE! 


Complete stocks and prompt 
delivery enable you to fill 
Prestile orders in every size 


pattern and color 


From every standpoint 


it pays to push Prestile! 


Clip this handy memo fo your 
letterhead and mail today! 


Prestile Mig. Co. © $850 Ogden Ave. © Chicago 50 
We ore interested in 


C) Prestile De Luxe Tileboord L 
C) Prestile Aluminum Mouldings 


Please send literature and somples 


Your Nome. 
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E> SALES AIDS 


Installation Instructions Chart 


A simplified 17”x22” garage door 
Installation Instructions wall chart 
has been prepared by the Howell 
Manufacturing Co. 

The instruction sheet illustrates 
the progressive labor-saving steps 
to be taken in installing a How- 
ell-dor. 


For more data circle No. 37 on coupon, p. 241 





Stanley Tools Flier 


Stanley Tools offers dealers a 
special four-page rotogravure flier 
to tie in with the irha “Do-It- 
Yourself” promotion in Life maga- 
zine October 5th. The flier is tab- 
loid size with space on the front 
for dealer’s imprint and for ad- 
dressing to customers. Fliers are 
offered at $10 per 1000 copies with 
imprint and dealer's postal permit 
if desired. 

Flier features hand tools that 
will appeal to do-it-yourself cus- 
tomers and aiso includes hints on 
how to handle certain tools cor- 
rectly. 


For more data circle No. 38 on coupon, p. 241 


New MagiKoter Promotion 
New 
banners and increased advertising 


cartons new displays, new 


September f, 


in national home magazines are be- 
ing used to push do-it-yourself 
sales of the MagiKoter paint roll- 
er, product of the Kenwill Corp. 

The roller has especial appeal to 
the handyman because the paint is 
poured right into the perforated 
cylinder and it holds a full pint, 
All the painter must do is: 1. prime 
the roller surface, 2. fill the cylin- 
der with paint, 3. and roll the 
paint on. 


For more data circle No. 39 on coupon, p. 241 


New Dealer Catalog 


A new hard- 
ware and paint 
dealer catalog of 
more than 50 
pages has been 
published recent- 
ly by the Hyde 
Mfg. Co. Hun- 
dreds of Hyde 
tools for painter, 
decorator and 
home repair use 
are illustrated in 
this catalog. This 
new, convenient size 51%4”x8” book 
features a blue plastic spiral bind- 
ing so pages lay flat for easy read- 
ing. 


For more data circle No. 40 on coupon, p. 241 


Hachmeister Promotion 

Hachmeister-Inc. have prepared 
and sent to their distributors and 
dealers *a new promotion packet 
full of sales aids to introduce the 
new Coronet plastic wall tile. The 
packet carries out the star theme 
of the plastic wall tile promotion 
and advertising program. 


For more data circle No. 41 on coupon, p. 241 


Martin-Senour Color Portfolio 
A portable color portfolio for on- 
the-job use by interior decorators, 
architects, painting contractors, 
and anyone who deals with colors 
and paints, has been developed by 
the Martin-Senour Paint Company. 
Bound in sturdy fabricoid, the 
triple-fold portfolio holds five sam- 
ples each of the 200 most frequent- 
ly used Nu Hue custom colors. 
The 1”x1'%” samples are fitted 
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into appropriate slots. Martin-Se- 
nour replaces the samples without 
charge. The package itself sells for 
$5. 


For more data cirele No. 42 on coupon, p. 241 


Th t M ift 
Sakrete Ad Campaign: “Spotlight | agni les 


on Sakrete’s” is the title of a pam- 


phiet describing the combination | ° 
manufacturer-dealer advertising pro- : our ain 
gram now underway to promote sales 
of the popular ready-mixed cement. 
In 12 states and the District of Co- 
lumbia in the east, Sakrete’s national 
ads are being run in newspapers in 
conjunction with cooperative dealer 
advertising. Along with the manufac- 
turer’s paid advertising, dealers may ‘ ’ 
purchase and run tie-in mats th: Robinson magnifies your paint brush profits by pursuing 
are especially designed for the can | the policy of providing you, the dealer, with the finest, 
Pa. most saleable brushes along with effective merchandising 
For more data circle No. 43 on coupon, p. 241 ideas. 
: The four big sales aids pictured here are just a few examples 
A vinyl plastic asbestos floor tile of diem deere merchandising tools designed by 
color classification chart has recently Robi <2 ae . ical rfit-packed, self- 
been issued. It is designed to clarify obinson to maintain an economical, pront-p ’ 
the color lines that are available from selling program for you. 
each manufacturer of that type of 
flooring, and the designation of each 
color. 
The chart also is a guide to show 
the commercial equivalent of the 
manufacturers’ color lines which give 
the same general color tone or effect. 
It has been developed by the Market 
Research Committee of the Asphalt 
Tile Institute for the convenience of 
architects, builders, flooring contrac- : wee ann eee ‘ 
tors. and others who may select or NEW SELF-SELLING 
specify vinyl plastic asbestos tile. WALL BRUSH 
i. an kee a ee ' ASSORTMENT WITH 
; BRUSH-PAC*: 


Individually packaged brushes for “‘Do-it- 
Kentile Announces Three , Yourself” painters— Packages give helpful 
. painting tips . . . suggestions for acces- 
New Sales Aids a ft sories you sell . . . keep brushes factory 
Dealers in resilient tile flooring perfect .. . have important re-use value. 
have available to them at no cost 
three new sales aids, it was an- MERCHANDISING 
nounced by Charles A. Neumann, BOARD ee 
vice-president in charge of sales of Amoches 0 pales chell-~Dece st 8 5 P 
Kentile, Inc. “show’’! Sore “tell”! More ‘ meres = 
“sell”! — Eliminates under- 12 Popular-sized 100% 
: Bae - tipped nylon brushes in a 
counter inventory — Gives , 
esl, entnes wlth sparkling, compact, sales- 4 
minimum inventory — Self- ——e po eee mr 
selling — Visual Inventory een dated oteians 
control. 


For more data circle No 


SALES BOOSTING 


The first of these new sales aids 
is a special KenFlex display suit- 
able for window, wall, counter or 
floor use. It presents an appealing 
adult group in a charming living 
room scene, lithographed in eight 
eolors., This display, No. 317, in 
the Kentile series, measures 1514”x 
le . 

The second of the new sales aids 
is a full-color window streamer 
44”x11”—-showing in four action 
pictures how easy it is for any 
housewife to lay a Kentile floor. 

The third new piece is a blue and 
white arrow-shaped streamer *Pat. Pending. 
pointing to a special group of Ken- 
tile colors to be selected by the 
dealer himself. The copy reads: 


ie Lf secoeroeateteo 
“Guaranteed Kentile. Only $..... BA — PO. ba 47 —— 


per tile. Group Colors.” This | : E. - NUTLEY 10, NEW JERSEY 


piece measures 18”x19”. Telephone NUtley 2.4510 


EYE-CATCHING SUPERB ASSORTMENT. 
Same big seller as Spring Assortment—Fea- 
tures 100% pure bristle brushes—You make 
65% profit in fast sales! Jobber and dealer 
inquiries receive prompt attention. 
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How to meet 
that new 
F.H.A. Requirement 











Housing Authority 
has issued & new — 
entitled, M.P.R. ey pas 
41, Paragraph 4\4- Sos 
Paragraph 
“Protect al 

of 


The Federal 


ith rust-resis 
be other 


angles or 
material oc 
ceptable to the 
underwriters. 





Richbead “the Right Angle for Dry Wall 
Construction” meets the new F.H.A. 
requirement. Made out of aluminum, 
Richbead is more than rust-resistant — it’s 
rust proof. And, Richbead goes a step 
further! There’s a Richbead for interior 
corners as well as exterior corners. 
Richbead will protect a// corners from 
banging and nicking. It is ae | to install, 
it cuts the cost of fitting and eliminates 
the need for factory edge en or framing 
around doors or windows and it needs no 
special tools — just cut it and fit it. 

Richbead comes in two sizes—'4 in. and 
% in.-~8-ft. lengths—25 pieces to the box. 
Ic means new beauty in wall construction 
Use it on both new building and redecor- 
ating. See your dealer. He will be glad tc 
give full details or send the coupon. 


mR: 


THE RICHKRAFT CO. 

$10 N. Dearborn Street AL 
Chicago 10, Illinois 

Gentlemen 

Please send me complete details on: 

Richbead for dry wall corner protection (1) 
Richflex Reflective Insulation (_} 

Richkraft Reinforced and Breather Papers (_] 


NAME 


























NEW Xe LITERATURE 


The 7” balanced louver glass ja- 
lousie manufactured by the Superior 
Window Co. gives ventilation and 
weather protection for porch enclos- 
ures. Superior Window Co. is eager 
to tell the dealer and builder the Jal- 
O-Vent story. 


For more data circle No. 52 on coupon, p. 241 


To help the farmer take advantage 
of the increasing supply of aluminum 
available for farm use, Aluminum 
Company of America has published 
a comprehensive booklet on aluminum 
farm roofing. 

On the pages of the Alcoa Farm 
Roofing Manual are contained all of 
the essential information that a farm- 
er needs for evaluating aluminum 
roofing. He can accurately estimate 
the roofing needed for any farm 
building with the new, exclusive cov- 
erage chart which is featured in the 
manual, Ease of application is dem- 
onstrated by comprehensive text and 
illustrations. 

After checking this concise manual 
a farmer need only find out the unit 
price to accurately estimate the cost 
of aluminum roofing for any of his 
farm buildings, 


For more data circle Ne. 53 on coupon, p. 241 


New methods in bulk and packaged 
materials handling that reduce op- 
erating costs for industry are pictor- 
ially described in the new 12-page 
Modern Materials Handling market 
brochure by the Tractor Division of 
the Allis-Chalmers Manufacturing Co. 

Illustrating the brochure are ac- 
tion shots of crawler and industrial 
wheel tractors, motor graders, and 
power units, plus detail views of the 
rubber-tired earth-moving equipment 
recently added to the A-C line. 

Versatility and flexibility of the 
equipment in operation above or un- 
derground is emphasized by on-the- 
job pictures. They show handling of 
mail and other freight in rail yards; 
log hauling from forest to mill; stock- 
piling cut lumber; handling and dis- 
posing of refuse for sanitary land- 
fill operations; coal stockpiling; un- 
derground mining for such materials 
as uranium, salt, and various ores: 
and many other important industrial 
materials handling jobs. 

Emphasized is the importance of 
mechanized materials handling in re- 
leasing for industry valuable man- 
power for other productive wok. 


For more data circle No. 54 on coupon, p. 241 


A new price sheet that lists revised 
costs and sizes of its screen, storm 
and combination window and door 
units has been released by the Whit- 


ADDRESS ——————————— + Mer Jackson Co. The firm meg@nufac- 

. tures window screens, screen doors 

FONE___STATE___ é , , 

TOWN_—____W—ZONE— combination doors and screen mold- 
260 (To obtain more data on advertised products see page 241) 


ings. The combination doors, called 
Easy-Change, feature “sure - grip” 
protectoplate and a unique locking 
device. 


Fer more data circle No. 55 on coupon, p. 241 


Padlocks—their purposes, mechan- 
isms and keying possibilities—are the 
subject of a new brochure published 
by the Yale Lock and Hardware Di- 
vision of The Yale & Towne Manufac- 
turing Company. 

Entitled “The Key to Selecting 
Padlocks,” the brochure describes the 
uses and construction of the large 
variety of padlocks made by Yale & 
Towne, 

The brochure contains illustrations 
of all types of industrial, commercial 
and household padlocks as well as 
bicycle padlocks and special purpose 
padlocks for marine and school use. 


t 
For more data circle No. 56 on coupon, p. 241 


The Auth Electric Company’s “Cat- 
alog-ette” No. 3--a condensed pocket- 
size reference covering the most pop- 
ular products and systems of the 
Auth line—is now available. Com- 
plete with price list, the catalog-ette 
is small in size, easy to use, and de- 
scribes audible signals, annunciators, 
transformers, push buttons, inter- 
com telephones, non-electric door 
chimes, apartment house mail boxes, 
apartment telephone systems, cen- 
trally controlled clock systems, fire 
alarm systems, nurses’ call systems. 


For more data circle Ne. 57 on coupon, p. 241 


The Maple Flooring Manufacturers 
Association has announced the avail- 
ability of a new folder which explains 
to the builder, contractor and floor 
layer, that problems arising from ex- 
pansion of kiln-dried hardwood tloor- 
ing, caused by moisture absorption, 
can be eliminated if the rules for ef- 
ficient handling at the job site are 
followed. 

The text of the new folder, “Please 
Don't,” is in two parts: 

1. Suggestions for the installa- 
tion and care of northern hardwood 
flooring, with special emphasis on the 
allowance for expansion, damp season 
ventilation and preliminary handling 
of hardwod flooring before laying. 

2. List of simple precautions to 
take in handling hardwood flooring 
at the job site. 

The folder also devotes a _para- 
graph to the subject of nails and lists 
the sizes and kinds recommended for 
fastening northern hard maple and 
birch flooring. 


For more data circle No. 58 on coupon, p. 241 


Two new full-color four-page fold- 
ers———illustrating the El Dorado and 
the Picture Door, recent additions to 
the How-ell-dor line of sectional res- 
idential garage doors have been 
prepared by the Howell Manufactur- 
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ing Company for across-the-counter 
distribution by dealers. 
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| Annual Retail Sales 


of More than 


Five Years of Hager $1,000,00 0 


Top Cartoons 


od fuer cons of tne voor ued a | In One Metropolitan Area! 


of Your Favorite 
‘Everything Hinges on Hager’ Car- 
toons,” is available to anyone upon ‘N DOOR PANEL Goalvannealed steel door panels insures against rust 
request. rigidity and strength are obtained by bridge-type construction 


For more data circle No. 60 on coupon, p. 241 | 
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OPERATING HARDWARE Simple design and rugged parts have 


A four-page folder designed to aid proven TAYLOR MADE hardware over a period of years 


management of institutions in the 
selection of floor and wall tile is ready 
for distribution by Hachmeister-Inc., PROFIT MARGIN-A big profit margin makes TAYLOR MADE garage 
makers of the Hako Big Six Line of 

tiles; Coronet Plastic Wall Tile, Hako 
Asphalt Tile and Vinylflex Plastic 
Floor Tile; all recommended for use 
in hotels, hospitals and other public 
buildings. 


doors attractive to the aggressive distributors 
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What's YOUR Answer? 

1. Why did the FHA liberalize 
loans for trade-in houses? 

2. What Canadian Association 
encourages you to write for a free 
booklet on Western white spruce? 
3. What is the only complete 
sales tool that promotes all build- 
ing materials for the do-it-yourself 
trade? 

4. What automotive manufac- 
turer asks you to make a “15-sec- 


























ond sit-down test” in its driver- We are expanding our sales outlets. Here is 
ized truck cab? ‘ — : 

5 lew meek dee wee an opportunity to get a distributorship on a Steel 
does the Bureau of Labor Statistics garage door that has proven its sales appeal. 


predict for 1953? 
6. A horseshoe magnet made of 
ranch plank flooring catches the 


“s "aint the simet bore | | TAYLOR MADE GARAGE DOORS 


Write today for Distributor prices and catalog. 


man for the do-it-yourseifer? 12430 EVERGREEN RD. . DETROIT, 28, MICHIGAN 
8. Who offers to supply you | 
with free levels which you can give MAIL COUPON FOR COMPLETE DETAILS 


to your customers as premiums? 
9. How many package deals can 





you sell for basement remodeling TAYLOR MADE GARAGE DOORS + DETROIT, 28, MICHIGAN 
alone? Please send full in- ania 
10. “Auto-Lok” is the trade eeenatten on how to 
7 become a TAYLOR ADDRESS 
name of what company’s louvered MADE Distributor. 


windows? 
Answers on page 264 


city 
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make your 


lumber buying 





Ferguson facilities and the 
“know-how” gained by 60 
years’ experience are your 
assurance of quality prod- 
ucts . . . accurate grades 
.. » honest value. 


Our 17 mills give you 
prompt, efficient service— 
and the diversified prod- 
ucts of these mills mean 


your special needs are in 
stock now. 





W. T. FERGUSON 
LUMBER COMPANY 
Phone Chestnut 8646 


St. Louis, Missouri 


262 (To obtain more data on advertised products see page 241) 

















NEW 4! EQUIPMENT 





Heavy Duty Circular Saw 


The newest Mall Portable Elec- 
tric Saw is a precision production 
tool built to cut heavy building 
timbers and outside lumber. The 
10” blade has the following cut- 
ting capacities: straight cuts 3.62” 
maximum, 2.38” minimum; bevel 
cuts from zero to 45° with a 2.88” 
maximum depth of cut at 45°. 
Blade speed is 3,500 r.p.m. free. 

The saw comes with a combina- 
tion blade, a wrench, lubricant and 
instructions. 


For more data circle No. 46 on coupon, p. 241 





Brik-Toter Conveyor 


This contractor combined three 
separately powered 20’ Brik-Toter 
conveyors in a 60’ combined length 
to reach the 35’ level of the lower 
roof of the grandstand at Narra- 
gansett Race Track, Pawtucket, 
R.I. 

The masonry blocks shown al- 
ready laid up were conveyed di- 
rect to scaffolding levels by Brik- 
Toter, portable masonry conveyor. 

The photograph illustrates the 
stock piling of material on the 
lower grandstand roof, prepara- 
tory to building shaft to higher 
roof and 13’ beyond. 


Later, two separate 20’ convey- 
ors were used to reach from the 
lower roof to the higher roof. Five 
20’ units were used on the job. 

Job was coordinated so that con- 
veyors were installed by cranes 
during rigging of upper steel 
framework and were taken down 
by crane installing elevator cars 
after shaft was completed. This 
practically eliminated “set - up” 
cost. 

Conveyor set-up handled all mor- 
tar, blocks, lintels and other mate- 
rials used in construction of shaft. 

Shaft was double width, 61’ 
above ground level. All masonry 
work was completed in 9 working 
days at a saving of 65% in han- 
dling costs. 

Brik-Toter is manufactured by 
Mar-Rail Conveyor Co. 


For more data cirlee No, 47 on coupon, p. 241 


Pallet Rollers 

Ace “Swivel King” pallet rollers 
permit movement of palletized 
loads in any direction and to any 
location needed. They help speed 
up material flow and product move- 
ment. They help remove conges- 
tions from shipping, receiving, 
warehousing and general trans- 
portation when fork trucks are not 
available. They are lightweight, 
low in price and efficient. 


For more data circle No. 48 on coupon, p. 241 





New Meter 


A new meter for gauging the 
water content of wood is announ- 
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ced by Victor J. Krieg, Inc. For 

use wherever wood is kiln dried, | 

the new meter provides a quick | N E w _ T Y P E 
measurement of the moisture con- 


tent by measuring the electrical | & Cc ie & & ab § A D D 
conductivity of the wood. 
There is a direct reading scale 


im from 6% to 24%. Overall length, 


including electrodes 732”, width 
3%”, thickness 2-5/16”, weight Uy 
11, Ibs. 





TO 
MODERN 
HOMES 


For more data circle No. 49 on coupon, p. 241 





OK KKKKKKKKKX? 
ORRIN) 


+ 
OOOO) 


% 
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Thermalarm 


+ 
1) 
i" 


In an effort 
to aid in com- 
batting fire loss, 
the Vulcan Mfg. 
Corp. has devel- 


SSS 

oped and pro- S355 

duced ‘‘Therm- aS2S0 

” eS25 

alarm,” a new See 
fire detection S539 PEASE-FABRICATED HOMES, Hamil- 
e ante 217. SeS2 ton, Ohio, offer one of the most versatile 
and alarm sys aSSe3 and flexible homes on today's market, 

tem. S505 Keystone Tension Screens are cataloge 

Thermalarm SSsSsos> as optional equipment. The Kirkwood 

c c . 


O 


O 
Yj 


model is shown here. 


O 


operates on @ 
low thermostat- 
ic principle 
(117-225°F) in 
a low voltage 60 
eycle circuit. 
Each Therm- 
alarm package 
contains all necessary parts for an 
average installation —— including a 
6” alarm bell with built-in alarm 
actuating mechanism, an adequate 
number of thermo-detector units 
(158° furnished) and 300 feet of 
Thermalarm wire. 


For more data circle No. 50 on coupon, p. 241 





Wno RUSTING 





Wiow cost 


New Tractor Attachments 


v 

' 
A new rotary knife attachment 
and a new chain saw attachment 
are the latest to be added to the 
tools used by the Gravely Tractor 


Company’s five h.p. tractor. 


Cutting height of the 30” rotary ALUMINUM FRAMELESS TENSION SCREENS 


¢ 


knife is adjusted between *,” and 

3” by an interchanging set of three 

collars. Detachable fenders allow 

the mower to handle either fine 
lawn grass or tall weeds and a low- 
priced optional assembly converts 
the unit to a leaf mulching attach- 
ment. The mower blade is file- 
tempered for easy sharpening in 
the field. It is arched and has suc- 
tion-tip construction with slanting 
cutting edges that slice the grass 
and weeds instead of beating them 
5 off. 

The chain saw can be attached 
to the same drive. It can he 
clamped into any position and 
moved to any angle. The saw is 
furnished with a 26” chain and 





Cash in on the new trend in modern screening ... feature the popular new 
Keystone Aluminum Frameless Tension Screens for all double-hung windows! 


Ideal for new or old homes ... apartments ... motels ... Cottages . . . everywhere! 


Easily installed—no heavy frames to cut or fit. Saves 25 minutes per window in 





installation time. A neat and attractive full-length, low-cost screen of out- 
standing /ong life. Seals tight—with exclusive free floating sill bar... assures 
snug fit at bottom . . . adjusts screen to uneven or off-level sill. Many more 
plus features that mean profits for you! Send today for details. 


KEYSTONE WIRE CLOTH CO. 
Dept. J14 , Hanover, Pa. 


Without obligation, send me complete de- 
tails on Keystone Aluminum Frameless Tension 


Screens 








blade, but optional lengths avail- | (11 \ Dy RR J RS Fie ccc cece crete rene ener eeneneens 
able are 20” and 32”, 36” and 40”. 

A Cremer Ge cam ame Beet fm eee orercereesee rem 

to the same drive for clearing small =e 

timber and sprouts, | Patented tension catch n-ne e eh svenreenes eh reonceaeacries 
For more data circle No. 51 on coupon, p. 241 | securely in place no eS eee 
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NAMES IN THE NEWS 


S & W Builds Room Sets 


The S & W Moulding Co., Colum- 
bus, Ohio, leading manufacturer of 
plastic wall tile, is learning first-hand 
some of the complexities encountered 
by large-scale set designers for stage, 
screen and television. 

S & W and its advertising agency, 
Byer & Bowman, Columbus, are 
building a series of life-size room sets 
illustrating Miraplas wall tile in 
kitchens, breakfast nooks, bathrooms, 
recreation rooms, laundry rooms, etc. 

Each different room set is complete 
in every detail. Crews of carpenters 
and painters have been busy erecting 
the sets, six of which have been com- 


Annual Sales Banquet 


The annual sales meeting of the 
Whiting-Adams Company, manufac- 
turers of paint brushes for 145 years, 
was held in Boston recently. Its sales 
staff from all over the United States 
was in session. Highlight of the ac- 
tivities was its annual sales banquet 
at which a presentation of a beauti- 
ful cigarette case was made to Rob- 
ert E. Perry as the Whiting-Adams 
salesman who most distinguished 
himself during the year. Photograph 
shows L. R. Schumann, president, 
making the presentation to Perry. 
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pleted to date. 

The Crosley Division of the AVCO 
Mfg. Corp., Cincinnati, furnished a 
carload of appliances for the kitchen 
sets. Doris Piper, home economist in 
charge of kitchen planning for Cros- 
ley assisted Byer & Bowman in de- 
signing and arranging the kitchen 
sets. 

S & W factory installation instruc- 
tors have installed thousands of 
square feet of Miraplas to the walls 
of the room sets. 

The sets have been photographed 
in full color by Brand Photo Studios 
of Cincinnati. Leading Columbus 
models were employed to pose for 
many of the photographs. 


Built-in Electric Range 


Thor Corp., Chicago, manufactur- 
ers of major kitchen and laundry 
appliances, announces the new Thor 
built-in electric range with the eye- 
level oven 

This oven may be installed at any 
height, in any location desired. Cook- 
ing elements may be placed any- 
where, on counter tops, in units of 
two or four, or more. 

The new Thor built-in electric 
range brings color to the kitchen. 
Ovens are available in grey, silver, 
copper and Thor gold. Cooking ele- 
ments are available in white porce- 
lain, stainless steel, and grey enamel. 





Wins $500 Pine 


Oliver Nusbaum, right, of Goshen 
Ind., won the top prize of $500 in 
merchandise offered in the 50th an- 
niversary contest sponsored by the 
American Floor Surfacing Machine 
Co., Toledo, Ohio, it was announced 
by W. B. Crew, left, executive vice- 
president and general manager 

Mr. Nusbaum’s prize-winning en- 
try in this contest to find the owner 
of the oldest American floor sanders 
in regular use for the longest time, 
was a 33-year-old American Univer- 
sal sander, 12” drum, purchased June 
28, 1920. 

(continued on page 266) 


Solutions to 
What’s YOUR Answer? 


Stop! Read questions on page 261. 
1. To encourage more extensive 


reconditioning of such houses. Read 
the news item on page 10 to see how 
this plan works. 

2. The Alberta Forest 
Association on page 9. 

3. The American Lumberman’s 
Do-It-Yourself Kit. See page 191 for 
the complete story on widespread 
dealer acceptance of this inexpensive 
kit. 

4 The Ford Motor Co. in its ad- 
vertisement on page 23. 

5. 1,063,000. See page 77 for this 
national market picture. 

6. The E. L. Bruce Co. ad on page 
30. 

q. Fear that he will bog down on 
his project because of lack of knowl- 
edge. See how one dealer prevents 
this in the idea-packed article on 
page 152. 

8. The A&F Tileboard Co., Inc. ad- 
vertisement on page 41 which also 
tells you about big do-it-yourself- 
trade profits. 

9. Sixteen. Read the informative 
article on how several dealers sell 
packages for the basement on page 
122. 

10. The Ludman Corp. whose ad- 
vertisement appears on page 68. 

What’s YOUR Score? 
9 to 10 correct: Excellent! 7 or 8: 
Good. 5 or 6: Fair. 


Products 
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“THE GREMLIN* 


THAT’S BLISTERING 
THE HOUSE PAINT! 


Give Condensatien the Air 
with “MIDGET” LOUVERS 


“MIDGET” LOUVERS not only build cus- 
tomer good-will and increase sales . . . they 
provide additional profit for both the dealer 
and the paint contractor. 


Ventilate ail danger spots and prevent 
sweating and dampness that causes mois- 
ture blistering. Simple to install. 


2 styles—for indoors or out—6 sizes. 


CLOSET 


AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


No. 10-18”—Extends 18” to 30” 
No. 10-30"— Extends 30” to 48” J - 
No. 10-48’’—Extends 48” to 78” , r/ MADE OF HEA 
No. 10-72""—Extends 72” to 108” 7 coip ROLLED 


RUST-PROOF 
THROUGHOUT 
TTS 


-DUTY 
STEEL 


INDIVIDUAL 


LY Pp 
CORRUGATED compete IN 


D CONTAINERS 


qust 
s\dt 
? pIAMeETES 


Quality designed and beau- 
tifully finished for lasting 
service in modern everyday 
living such as you find 
in all Rockwood products. 


. Saig one wall to the other . . 
“thing will come pesttanredlles 


@ Rockwood Closet Rodi” 


CK WOOD 


RBEeTvusginge <c. 
| ee i, Oe ee le) ae 


by 


Buitpinc Propucts MERCHANDISER 








low cost storage space with EZ-Way Folding 
Stairways @ increase sales — show your 
customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 


Sturdily built, modern in ap 
EZ-Way teatures 
touch-control, balanced spring ac 
tion. Close study of EZ-Way Fold 


ng Stairway teatures will prove to 


pearance 


ou the way to best pi 


your cus 


tomers on auKX ry, low cost 


storage 
Pace 

Write ropay tor the ilustrated brochure 
providing intormat 
FZ-Way 


j 
manutactured 


300-3, 


on and specifications on 
bZ-Way products ire 
by kZ-Way Sales, Inc., Box 


St. Paul Park, Minnesota 


products 








PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW, MISSOURI 


Rees 
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NAMES 


(hegins on page 264) 


Masonite Honors 25-Year Men 


Two 25-year employes of Masonite 
Corporation were honored in Chicago 
recently at a dinner attended by 
President John M. Coates and depart- 
ment heads. Mr. Coates presented 
wrist watches to Frank H. Owens, 
Eastern Division salesman living in 
Audubon, N. J., and to Robert K. 
Lewis, Chicago, assistant to the gen- 
eral sales manager. 

The company’s growth during the 
past 25 years was attributed by Mr 
Coates to the hard work of pioneer- 
ing salesmen like Mr. Owens. Mr. 
Owens is the first Masonite salesman 
whose 25 years’ service record coin- 


cided with the retirement age. 

Mr. Lewis, who continues his em- 
ployment, has been a valuable assis- 
tant to company executives through- 
out his career, Mr. Coates said 


Gensco Appoints 


J. Van Horne, 
sales manager of 
the Gensco Tool 
Division of Gen- 
eral Steel Ware- 
house Co., Inc., 
Chicago, Ill, has 
announced the 
appointment of 
Walden FE. St. 


d ’ 
A ’ ae , 
John as sales 


representative for  W: E- St. John 


the company throughout New Eng- 








TOP QUALITY 
SOUTHERN 


PINE AND 
HARDWOOD 


LUMBER 


When you make Anthony Brothers your per- 
manent source of supply you have every 
assurance of always getting consistently fine 
lumber. We have an excellent supply of 
good timber. Our three mills, cutting over 
40,000,000 feet annually, are equipped 
with the most modern equipment. Years of 
experience is another advantage. But you 
will never know until you try a car. 
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ager. 


land and New York state. 

Mr. St. John was formerly connect- 
ed in sales with the Belruss Manufac- 
turing Co. of Manchester, Conn., and 
prior to that was a sales engineer 
for the Eastern Centerless Grinding 
Company. 


Expands Dealer Organization 


The Clark Equipment Company, a 
leading manufacturer of materials- 
handling industrial trucks, has re- 
vamped and expanded its dealer or- 
ganization in the Midwest and on the 
West Coast to handle its newly-ac- 
quired Ross straddle trucks and fork 
truck lines, according to an an- 
nouncement by W. E. Schirmer, vice- 
president. Clark Equipment Company 
acquired The Ross Carrier Company 
earlier this year. 

The new dealer plan, effective on 
July 1, affects Clark dealer organ- 
izations in the states of California, 
Illinois, Indiana, Iowa, Michigan, Ne- 
braska, Oklahoma, Oregon and Wash- 
ington. In most cases, existing Clark 
dealers will add Ross products to 
their regular sales and service activ- 
ities. 

Newly-appointed dealers who will 
handle the expanded Clark line in- 
clude the Robert H. Dodd Equipment 
Co., Portland, Ore., and the Christy 
Equipment Co., Omaha, Neb. 

Clark dealers who will sell and 
service Ross straddle trucks and fork- 
lift trucks include Glen L. Codman 
Co., Inc,, San Francisco, and Robert 
H. Braun Co., Los Angeles, Calif.; 
R. E. Common Equipment Co., Pe- 
oria, Ill.; W. A. Marschke and Sons, 
Indianapolis and Materials Handling 
Corp., South Bend, Ind.; Big River 
Equipment Co., Davenport, Iowa; 
Morrison Equipment Co., Grand Rap- 
ids, Mich.; Arst Equipment Co., Tul- 
sa, Okla; and Preston Faller, Seat- 
tle, Wash. 


= ©& 
Murray Distributor 


Pictured 
Mayflower 
City, Mo. 
ation of 


above are officials of the 
Sales Company of Kansas 
and of the Murray Corpor- 
America after the signing 
of an agreement that made May- 
flower exclusive distributors of Mur- 
ray kitchens in northwest Missouri 
and eastern Kansas. From the left 
are Willard Burroughs, Murray re- 
gional manager; Alvin J. Hicks, 
Mayflower, general manager; G. Clai- 
borne, assistant general manager; 
and Phil Horay, Murray district man- 


(continued on page 268) 
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DURABLE 


Low Cost 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


More and more of your cus 
tomers are asking about 
treated pole frame construc 
tion because it costs less... 
lasts longer. Treated Lodge 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you 

J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information. 


J. NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
AT 
LIBBY, MONTANA 

















PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MEDIUM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features Sturdy 

semi-steel cast 

frame. Capacity 

24", 26° or 30" x 

8. A real pre 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54 


BUSS 


MACHINE WORKS 


238 EIGHTH ST., HOLLAND, MICHIGAN 
(RE RONEN A AAS TE 
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a 
QUALITY 
SINCE 
1903 








Everyone in the hardware, paint, lumber 
and glazing business knows the excellent 
quality and dependability of the FLETCH- 
ER glass cutter. 


This same quality will also be found in the 

new line of FLETCHER putty knives. Un- 

less the same standards are met in all tools bearing the 
firm’s trade mark all products would be judged by the one 
of lesser quality. 


You can therefore stock and sell FLETCHER putty knives 
with the assurance you are handling the BEST. The beast 
in quality, price, appearance and performance. 


See Our Display Booth No. & National Hdwe. Show 


THE FLETCHER-TERRY CO. 


663 SOUTH STREET * FORESTVILLE, CONN. 








/ “4 
"DO-IT-YOURSELF”_/¢¢ 


Pre-tested—sells itself! 
Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes, 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 


dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


MANUFACTURING. CORP. 
N 325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 


(To obtain more data on advertised products see page 241) 











NAMES 
(begins on page 264) 
Aluminum Extrusion 


Plant Opened 


Jamaica Sash and Door Co., New 
Hyde Park, L. L., has opened a new 
aluminum extrusion plant in Garden 
City Park, L.I., to operate as a sub- 
sidiary under the name of United 
States Extrusion Corp. The com- 
pany’s facilities already include 
plants in the above two locations and 
Hartford and St. Louis. 

Jamaica Sash and Door is operated 
by its founders in 1945, Armand M 
Knopf, Morris Ivanhoe and Emil H. 
Buckner, all of Great Neck, N. Y. 





Three years ago the company began 
manufacturing Excelum aluminum 
combination windows and Excelum 
aluminum combination doors, The 
new plant has 25,000 square feet and 
includes a 1,250-ton horizontal ex- 
trusion press especially made. Ex- 
truded aluminum is used in the home 
improvement and building fields for 
higher quality and performance of 
the product. 


Hechinger Co. Reorganized 
The 43-year-old Hechinger Com- 
pany, Washington, was reorganized 
July 1 and divided into two separate 
entities. Sidney L. Hechinger, foun- 
der and sole owner, said the move was 
to allow further expansion and add 


Advertisement 


MILLIONS of DIRTY STAINED 
ASBESTOS-SHINGLED HOMES 


@ @ @ eHAVE CREATED AN UNLIMITED 
MARKET YOU CAN ENJOY FOR 
NEW SALES AND PROFITS e e @ e 











EWATEX MFG. CORP. 
424 W. 42nd Street 
New York 36, N. Y. 


LO 3-6527 













Your customers will be grateful to you 
for making Shingle-Seal available. 
Shingle-Seal restores original pride in a 
beautiful home as it brings back the 
protection and charm they enjoyed in 
asbestos siding. Don’t overlook this vast 
market . . . look into it today and start 
making money tomorrow! 





Dewatex Mfg. Corp. Dept. Al-9 
424 W. 42nd Street, New York 36, N. Y 


Please send complete information on how we may enjoy new business 


and profit with Shingle Seal: 


Firm Name 








Att: (Full name & title) 
Address 
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We are: (Deoler, distributors, contractors, etc 
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City & State 












an element of perpetuity to his firm 

The retail unit will retain the name 
of the Hechinger Company but will 
operate as a partnership instead of 
an individual. John W. Hechinger 
and Richard England, the owner’s 
son and son-in-law, have purchased 
an interest in the firm and the three 
will conduct the retail business as 
equal partners, with no change in 
policy or personnel in the five retail 
store. 

Richard England Associates, Inc., 
has been formed for exclusively 
wholesale distribution of building ma- 
terials, garden supplies, plumbing, 
heating, electrical, power tools, etc. 
to retail dealers. The present buy- 
ing staft of the Hechinger Company 
will act in the same capacity for the 
wholesale corporation. Sidney L. 


Hechinger is chairman of the board 
and England is president, while John 
Hechinger is secretary. 





Warp Bros. Add 
Another Building 


Warp Bros. recently broke ground 
for another 6,000 sq. ft. addition to 
one of their three factory sites in 
Chicago. They now produce nearly 


everything in their own plants that 
goes to make up their top quality 
Flex-O-Glass, 
Wyr-O-Glass, 


window materials: 
Glass-O-Net, 
Glass, etc 


Screen- 





iS ae meh 


Clarke Contest Winner 
35th 


Model 
EC-8 floor sander was awarded to 


A new Anniversary 
Leon Smith, left, of Capital City 
Services, Annapolis, Md., as _ first 
prize in the national contest spon- 
sored by the Clarke Sanding Ma- 
chine Co., Muskegon, Mich., to find 
the oldest Clarke floor machine still 
in regular rental service Smith is 
shown with the 20-year-old winning 
machine. Presenting the new sander 
on behalf of the company is Jay De- 
Boer, right, divisional sales manager 
in the Baltimore branch. 
(continued on page 270) 
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HOW TO BUILD MORE 
SALEABLE SPACE INTO HOMES 


Write today for 
FREE 

BESSLER 
CATALOG 
showing how 
easily and 
FLUSH DOORS 
CORNICES 
CHAIR RAILS 
WALL PANELS 


MANTELS 
CLOSET SHELVES 


A wide selection of 
Embossed and deep- 
ly Carved mouldings 
in traditional & 
modern designs are 
available for imme- 
diate delivery. 


economically 
you can use 
BESSLER 
DISAPPEARING 
STAIRWAYS 

(7 Models) 


to assure more 








cubic feet per 
building dollar! 


IMMEDIATE 
DELIVERY 


assured on all models! 


ee 


Write for illustrated cataleg . 


BENDIX Mmanutacturing Co. 


192 Lexington Avenue, New York 


THE BESSLER DISAPPEARING STAIRWAY CO. 


1900 East Market Street, Akron 5, Ohie 


ev IS MORE THAN A NAME .. . 
_— ! 











ST in flooring 


. it stands for competent engin- 
eering, know-how in design, exact- 
ing production 
service. 








standards and 


Customers come back for more 

sell “Mt. Vernon” 
Carefully kiln dried, 
manufactured, and graded, the 


when = With more than a quarter of a 
century of manufacturing experi- 
ence, Nash’s highly skilled crafts- 
men assure precision built prod 


ucts that make for sales 


flooring. 


BR Pk a ta Le a 


ee 20%, 


Mt. Vernon brand is your best 


easier 


buy insurance. 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 


Modern dry kilns, 
oak flooring plant mean top quality 


planing mill and 


and give a housetime of comfort, 
satisfaction and service. So get set 
with the manufacturer that gives 
these NASH. 


Nash's 2 and 3 track extruded Alu 
minum windows, casements, combin- 
ation doors, Close Tite louver win- 
dows and doors and accessories are 
all ingeniously designed to meet 
every seliing requirement 


values and more 


Discover the Nash K.D. Plan which will 
quickly convince you of a New and Mod- 
ern Profit technique for the window indus- 
try. 


Door Sweeps — Sturdy 

< White Rubber Sweep. Elongated holes for 

' ‘ ae easy installation and adjustment low 
‘C z price, immediate delivery 


BAND SAWN HARDWOODS 
AVAILABLE 


Extruded aluminum 


Look for and write to: 





Door Grilles—Extruded aluminum superior 
¥ 


constructioy. Write for complete details 
MOU Ti VER ON’ about our wide range of styles and sizes 
MOUNTEY ERNO! 


Initials—Nite-Glo finish, cast aluminum 
with nuts and bolts for easy installation 


WRITE, WIRE, PHONE FOR DETAILS 


hen Manufacturing 


Company 


17 So. 7th Avenue, long Branch, N. J. 
Phone: Long Branch 6-6200 
Offices Located in Principal Cities 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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Appoints Instructor 


Chester White, 
Woburn, Mass., 
has been appoint- 
ed a factory in- 
stallation in- 
structor by the 
S & W Moulding 
Co., Columbus 
Ohio announces 
Frederick B. Hill . 
company president. Chester White 
White will teach and demonstrate 
the installation of Miraplas wall tile 
to store mechanics and in store win- 
dows and showrooms of flooring deal- 
ers and distributors throughout the 
country 


TO 
_ LAY! 

















Recommend Ovark lO 


minimum sanding and finishu a beaut 


has the inherent qualiti ton ntair 


ture TO INDUSTRY in Ovark grade 


Produced from 


find Ozark ha he ikes new 








CONTRACTORS 


‘ 


hine Aititud iK Stock 


ommend Ozark Brand today! 


for every 


Kentile, Inc. Sets Up 
World-Wide Export Division 


A new export division to handle all 
overseas business for Kentile, Inc.., 
has been announced by Charles A 
Neumann, vice-president in charge of 
sales. Headquarters for this new ex- 
port division will be at 58 Second 
Ave., Brooklyn 15, N.Y. 

T. Eaton and Company, Ltd., will 
continue as heretofore to be sole dis- 
tributors of Kentile products in Can- 
ada, With this exception, the new di- 
vision will handle all foreign sales on 
a world-wide basis, shipping to South 
and Central America, Europe, Africa, 
the Near East, Asia, India and Aus- 
tralia. 

Products to be handled by the new 
division include Kentile asphalt tile 
floring, wall covering and cove base; 


THAT'S 


OZARK 
OAK 
FLOORING 


Raise your with faster 
flooring sales! Ozark Oak floor 
proved 


appeal 


profits 


ing has worth and 


sales down the line. 


AND « 


installation job 


needs 


ARPENTERS only 
TO HOMEOWNERS 


wn oak, plus superior Ozark manufac 


purpose 


ind pr perly seasoned aad milled, you'll 


profits 


Write for 


complete details and prices. 


“Fine Flooring 
Since 1927” 
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(To obtain more data on advertised products see page 


THE OZARK OAK FLOORING CO. 


241) 


BISMARCK, 
MISSOURI: 


Kencork tile; KenRubber tile; and the 
new KenF lex vinyl tile flooring. The 
division will handle the complete 
range of designs and colors for all 
these items. It also will promote 
ThemeTile, feature strip, and all floor- 
ing accessories such as Kenwax, Ken- 
grip Wax, Ken-Cleaner, glides, cups 
and casters. 

All these products will be marketed 
abroad through the same channels 
which have proved successful here, 
through distributors and dealers. 

Kentile’s foreign sales have up to 
now been handled by the Celotex 
Corporation. Mr. Neumann says his 
company’s relations with Celotex 
have been extremely satisfactory and 
are on a very friendly basis. The long- 
standing arrangement between the 
two companies was not renewed sim- 
ply because the present day compe- 
tition does not permit this type of 
distribution. Mr. Neumann foresees a 
further increase in Kentile’s foreign 
business as the result of the estab- 
lishment of this new division to serve 
the company’s foreign markets di- 
rectly. 


Stephen Foster Home 


Stephen Foster, the genius of mu- 
sical composition, wrote many of his 
still-famous songs while living in the 
home located at 216 Park Way, Pitts- 
burgh, Penna. 

This famous landmark which was 
erected more than 100 years ago and 
whose original deed was signed by 
Andrew Carnegie, has been remod- 
eled with Inselbric insulated wall 
siding, by the Regal Construction Co 


Stanley Works Wins 
Advertising Awards 


Notice of three awards for the ex- 
cellence of its advertising material 
won in two national competitions, has 
just been received by The Stanley 
Works, New Britain, Conn. 

Of the three awards, two citations 
for honorable mention were won in 
the 1953 building products literature 
competition sponsored jointly by the 
American Institute of Architects and 
the Producers’ Council, a national or- 
ganization of manufacturers of build- 
ing materials and equipment at the 
85th convention of the A.I.A. in Se- 
attle, Wash. 

A third award was received at the 
Export Advertising Association con- 
vention in New York City, for the 
excellence of a series of international 
Stanley advertisements “prepared in 
the U.S. and used in promoting the 
sale of American products abroad.” 


(continued on page 272) 
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GREENLEE CHISELS 


for fast, 
clean work 


When vou sell a Greener chisel, vou are 


selling the means to true craftsmanship. Each 


GREENLEE chisel is of highest quality 


carefully balanced blade is selected tool 


that long retains its truce, fine-cutting cds 


attractive green plastic handle provid 


comtortable, sure grip. Available in Socket Butt, 


Whether it's brick, stucco, asbestos-cement 
siding, shingles, metal or wood .. one of 
the 26 permanent colors of CALBAR 
Caulking Compound will match or harmo 
nize perfectly! Non-hardening, non-staining 
CALBAR is easier and faster to use . . com- 
plies with Federal and ACPA specifications. 


Socket Firmer, and Tang Butt types. Stocked 


bv leading wholesalers. Write tor descriptive 


literature today 


ETS w t 
Plast R 
Metal-bdge ib 
s sizes of 


x= 
GREENLEE 


write for details and prices 
CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products m7 om | 
CATALOG IG 
Sweet's 


2612-26 N. Martha St.* Phila. 25, Pa. 





TAP the big ‘‘do-it-yourself’’ 


market with 
this profitable | 
item | 


| 


Standard 
Size 


KITCHEN CABINET COUNTER TOPS 


Fit into any homeowner's kitchen remodeling plans —a wide 
range of standard sizes for the individual need! Or install as a 
low-cost part of your own complete cabinet units! These tops are 


made of highest quality maple, are waterproof and warp-resisting, 


BUILDING 


have a penetrating sealer finish. Guaranteed against any defects, 


they will be an excellent source of two-way profits for you 


With or without 4” backsplash. 112" thick. 25" x 15 


18°-21"-24"-27"'-30"-36''.42"'-48 


Also WORK BENCH TOPS for factories, schools, laboratories 
work shops. All types 


home 


Write today for full details and low price lists, discount 


structure. 


POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigan 
Supplier of Fine Cabinet Tops to the 


Nation's Leading Kitchen Cabinet Manufacturers 


Propucts MERCHANDISER 


CUPRINOL 


STOPS 


One of the most profitable items you can carry 
is Cuprinol wood preservative. It sells easily, 
and the profit margin is excellent. Many deal- 
ers report a 300%* or more profit on their 
capital investment from Cuprinol display racks 
which take only 21" x 15” of floor space. 
What's more Cuprinol cuts their complaint 
troubles-—builds satisfied customers—because 
it keeps wood from swelling or warping. 

If you don’t carry Cuprinol, write for 
information on our Special Introductory 
Assortment. 


*Based on conser 
vative turnover of 


Cuprinol Division i 
6 times a year 


Darworth, Inc. 
Simsbury, Connecticut 


Grain Raising + Warping - 


(To obtain more data on advertised products see page 





NAMES 


(begins on page 264) 


RK. S. (Bob) 
Schmieder has 
retired from In- 
land Steel Prod 
Milwau- 
Wis., where 
was general 
manager, 
veteran of 39 
years of service 
in the sheet met- Schmieder 
al fabricating circles, Schmieder is 
widely acquainted in steel circles and 
has been frequently called upon to 
speak at building, hardware and 
sheet metal conventions 


ucts Co 


Hardwood Plywood Institute 


Hardwood plywood is a_ rapidly 
growing, practical and profitable dis- 
tribution item for building materials 
outlets, said R. D. (Dick) 3ehm, 
newly appointed director of trade 
promotion for Hardwood Plywood In- 
stitute, at the Sun Valley meeting of 
National Plywood Distributors Asso- 
ciation, 

Recently, the group of hardwood 
plywood manufacturers, known as 
the Southern Plywood Manufacturers 
Association, with headquarters at At- 
lanta, Ga., voted to merge into one 
body with the Hardwood Plywood In- 
stitute The expanded Hardwood 
Plywood Institute, whose headquar- 


ters are at 600 S. Michigan Ave., Chi 
cago, with a branch office and labor- 
atory at Atlanta, are setting up a 
militant organization to assist all 
channels of distribution in further- 
ing the uses for hardwood plywoods. 
Represented are leading firms with 
mills in every section of the country 

A preview of trade promotion in- 
formation was given by Mr. Behm, 
with specific details to be released 
later 


New Kirsch Branch 

Opening of a new branch office and 
company warehouse at 13204 Broad- 
way, Cleveland 25, Ohio has been an- 
nounced by L. D. Ford, vice-president 
in charge of sales of the Kirsch Co 
Sturgis, Mich. Service territory for 
the new Kirsch branch will include 
all of central and northern Ohio (ex- 
cept Toledo), northern and central 
areas of Pennsylvania, plus 14 coun- 
ties in upper New York 


COMPANIES ANNOUNCE 


Homer R. Deadman has been ap- 
pointed advertising manager of the 
United State Gypsum Company, it 
was announced by G. J. Morgan, vice- 


president in charge of merchandising 

He succeeds B. G. Pomfret, who 
now heads up U.S.G.’s publication de- 
partment which produces Business of 
Farming and Popular Home maga- 
zines. Prior to his appointment, Dead- 
man was district manager of the 
company’s Seattle area. 

Pomfret, in 1946, began with the 
company’s Canadian subsidiary, Ca- 
nadian Gypsum Company, Ltd., as 
assistant advertising manager. In 
1949 he was promoted to commodity 
advertising manager of U.S.G., then 
to advertising manager in 1950. 

Pomfret succeeds F. W. Weiser, 
who has beer named eastern sales 
manager of the company’s gypsum 
wallboard department, 


W. Harry Wright, Glenwood, Md., 
has been appointed district manager 
for the Mastic Tile Corporation of 
America, it was announced by Carl 
Resnikoff, vice-president in charge of 
sales 

Mr. Wright, who formerly served 
as sales representative for Mastic 
Tile in Washington, D.C. and Mary- 
land, will manage a district which 
includes North Carolina, South Caro- 
lina, Virginia, Maryland, Delaware, 
Pennsylvania, Southern New Jersey 
and the District of Columbia. 

tepresentatives who will assist Mr 
Wright are Joseph P. Loudon, 
Greensburg, Penna., Ray C. Seitz, 
Charlotte, N.C. and Gary M. Cresta, 
Drexel Hill, Penna. Mr. Wright will 
headquarter in Glenwood, Md. 

(continued on page 275) 





WHITE FIR 


Trade Mark 





Registered 





High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 














WESTERN & SOUTHERN 
FOREST PRODUCTS 





“hiuard J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 26, ILL 


EFFICIENT LUMBER DISTRIBUTION 


Dependable Service Since 1928 
CALL US TODAY! 








TELEPHONE: ROGERS PARK ’4-7148 
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TANNEWITZ 


tfor Swing Saws 


AUTOMATIC 
GAUGE 


$30 to $56 A MONTH 
IN LUMBEK AND LABOR 
‘30 Days Free Trial 
OkDER NOW OR SENE FOR 
CIRCULAP 


_TANNEWITZ WOKKS 
F.  aemewes 
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ALL METAL 
INTERLOCKING 


WEATHERSTRIP 


* A Do-it-Yourself — Applied in Minutes 
* No special tools or skills required 
. ; : 
Packaged in 3 * No need to remove sashes 
tandard sizes to ¢ é 
fit various size big fuel savings with 
ible-hung win- V rerstriy s its remarkabl 
: tior e -E-Z-ON- a profitable 
i a ae t's rustless, moisture-pr 
Biri *% t satisfied users 
plete lin = of expansion and contraction of 
or linear j sashes open and close easily ai 
lengths “Fe r full details write now to 


everywhere 


AES 8 ee FF @ ae Sa og om 


1009 Harvard Terrace . Evanston 6, Ill 


Caulking and Glazing Compounds « Adjustable Wire Sweater Blockers 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


cenie WHITE PINE 


Genuine 
Also some Norway and Spruce 
AIR-SEASONED _ WATER-CURED 
Rough or Dressed 


(PINUS 
STROBUS) 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1983 




















ag in Oak Floor ~ 
, ing. General wholesal- ~~ 
= ere of all lumber items. =~ 
Contact us on your = 


=~ 
— 





615 R.A 


Kansas 


long Bldg 
City 6, Mo 


H. E. WEBSTER LUMBER CO., 























Jeffreys-MeElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Macon, Ga. 
Chase City, Va. 


Milledgevilie, Gu. 
Arkwright, Ga. 
Jackson, 6a. 


Keesville, By" 
—e 
Oxford, N € 














BuitpING Propucts MERCHANDISER 


© The Borden Co. 


@ Millions of Borden advertising 
dollars have made Elmer one of 
America’s best-known salesmen. 
This year he’s selling ELMER’s 
GLUE-ALL in The Saturday Evening 
Post, Good Housekeeping, Better 
Homes and Gardens, Parents’ , Better 
Living, American Magazine, Popu- 
lar Science and Popular Mechanics. 

Put ELMER’s eye-catching Dis- 
play Cartons in your window and 
on your counter—and watch them 
build traffic...and sell glue! 

Order from your wholesaler in 


2 oz., 4.0z., pint and quart sizes. 
~ ' 
iF IT’S Borden’ 


cary IT’S GOT TO BE GOOD! 
Kordets Chemical Division 


350 Madison Avenue, New York 17, New York 





ae 


and money! 
CONVERT TO 


ANCO 


BAG TRUCKS 
and the 
ANCO PALLET SYSTEM 





Palletize your materials ond 
move them in unit loads! With 
an Anco Truck you can reduce 
gy expense 50% and 
more. e Anco Pallet Ploo 
eliminates hand stacking of 
bags and Anco Trucks give you 
the most efficient method ever 
devised for reducing labor costs 
and increasing net profits. I's 
worth investigating . . . inquire 
today! 


EXCLUSIVE 
NOSE-PLATE 
WHEELS 


FREE, 


Just roll Anco Truck under the pallet and 4 
TRIAL OFFER! 


tip back. Light pull on handles will tilt up 
to 1200 Ibs. into perfect-balance rolling 
position. No sharp corners to snag boags—a Mail spe 
precition-built are-welded single unit. Gives dae aintic. V4 
years of service and immediate returns. aS 
money-maker ond 





a - back-sover 


ANTHONY TRUCK COMPANY, Paducah, Ky. 


Please send us full information about the Anco Pallet Plan cad 
Anco Pallet Trucks that do twice the work with half the effort. 


. Address 

















WOOD KNOBS English Type — 


RAIL and HURDLE | you SELL FENCE 


We Carry Inventory 
yd C a Will ship, in your name, from 
our Yards in Toledo and 





West Virginia 





ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE © 
Entire fence (posts and rails) 
ee a treated with nationally known 

P PENTA PRESERVATIVE 


WRITE FOR CATALOG AND PRICES ' 
A COMPLETE SELECTION OF pao — 
WOOD KNOBS AND PULLS FOR “WOOD PRODUCTS CO. roitve 12. ome | 


DRAWERS, CLOSETS, CUPBOARDS, —— 
ETC. 


WADDELL MFG. CO. 


1117 Taylor Ave.,N.W. Grand Rapids 2, Mich. 7h of Ghote — &. tenis 0, Me 


Phone Chestnut 9238 


HARD MAPLE KILN DRIED — ALL THICKNESSES 
#1 Com. & Btr. or Selects and Better — ALL 


WOOD PULLS oan a 











OAK, POPLAR, GUM AND YELLOW PINE — ALL HIGH GRADE 
AIR OR KILN DRIED — ALL IN THE BETTER GRADES 


| 
| 32 YRS. — 1920 - 1953 














USE KOKOMO KORNERS jg 


e for Asbestos Siding 
@ for Lap or Bevel Siding 
@ for Wood Shingle Siding 





They save application time and 
money, odd to appecrance and 
durability Kokomo Korners § sim- 


Manufacturers of Band Sawn 6 plify fitting, eliminate split siding, 


ee Dea - — = ages Corners for 
w evel siding ar uminum, other r inc, 
NORTH CAROLINA PINE PP pete available in poe han Holes ssovtied ‘whee 
| they are to be nailed. For complete details and 

SOUTHERN HARDWOODS A FER tree somoies “write 
CYPRESS (|G sucHer MANUFACTURING Co. 


e BIE 211 S$. Main St oe 
End-Matched PINE, CAK, - ie 
MAPLE AND GUM FLOORING 7 +. j 


Modern Moore Kilns — Planing Mill Facilities 


Members: @ ™ i 1912-1953 


GHISEY & MANUFACTURERS OF 
B. C. RED CEDAR SIDING, SHIN 
t BROTHERS C C G, SHINGLES, LATH 


MELEY. S@OUTSE CAROLINA 5 
OME OF THE OUTSTANDING OPERATIONS OF THE SOUTH PORT MOODY. 8 C.. CANADA 
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NAMES 


(begins on page 264) 


A. K. “Ken” Berning has settled 
in Waco, Texas, at 2523 McKenzie 
Ave., representing Sterling Hard- 
ware in eastern Texas, announces 
James D. W. Lloyd, sales manager 
f the Sterling Hardware Manufac- 
turing Co. of Chicago 


James F,. Fowler, former Douglas 
Fir Plywood Association representa- 
tive in Boston, Mass., has been named 
managing director of the Fir Door 
Institute, Arthur C. Peterson, presi- 
dent, announced in Tacoma, Wash 

Fowler, 33, a native of Tacoma 
will be located at the Institute's 
headquarters in that city. The Fir 
Door Institute is the national promo- 
tinal and advertising group of the 
manufacturers of Douglas Fir doors 


Morrill & Sturgeon Lumber Co., 
wholesale lumber merchants of Port- 
land, Ore., has just made an impor- 
tant addition to its executive staff 
in the appointment of Parley Stod- 
dard as manager of the pine depart- 
ment. Stoddard for the past two 
years has been chief buyer for the 
Corps of Engineers covering pine and 
associated species for the army, navv 
and air force, , 

Morrill & Sturgeon Lumber Co 
has been operating in Portland for 
32 years. The business includes all 
species of Northwest woods for both 
the yard and industrial trade. 


Harold E. Kranz has been named 
as the new advertising manager of 
Macklanburg-Duncan Co., Oklahoma 
City, Okla., nationally known manu- 
facturers of building specialties. M1 
Kranz has been an account execu- 
tive with Lowe Runkle Co. advertis- 
ing agency for the past seven years 


Robert G. Brown has 
pointed assistant 
Lumber Company, 
wholesalers with 
Pittsburgh, Penna. 

He succeeds to the position, va- 
cant since last year, formerly held by 
Edward J. Brown, now the company’s 
western sales representative 


been ap- 
buyer by Forest 
national lumber 
headquarters — in 


George T. Olson, former 
prducts adviser to the 
Board, has been appointed market 
consultant to the Soderhamn Ma- 
chine Manufacturing Co., Talladega, 
Ala., manufacturers of debarking 
equipment and other saw mill and 
pulp mill machinery 


forest 
Munitions 


Latest addition to the staff of the 
West Coast Lumbermen’s Association 
is George D. Ward, who will be as- 
Sistant to technical services director 
T. K. May. 

Ward, 1953 graduate from Oregon 
State college in civil engineering, has 
to his experience credit, former em- 
ployment with the traffic engineer of 
Portland, a surveying and drafting 
job with the Washington State High- 
way Commission, work with a civil 
engineer in Oakland, Calif., land sub- 
dividing, and a short hitch surveying 
for the California state 
partment. 


forest de- 


BuILpING Propucts MERCHANDISER 


The Deluxe Saw and Tool Co., a 
subsidiary of Rockwell Mfg. Co. of 
Pittsburgh, Penna., is transferring 
its national headquarters and out-of- 
state manufacturing facilities from 
Chicago, Ill. and Columbus, Ohio, to 
its High Point, N.C. plant, W. F. 
Rockwell, Jr., president of the par- 
ent company, announced. 


OBITUARIES 


TIMOTHY J. BURKE, 8&7, one of 
the oldest lumbermen in New York 
State and head of the T. J. Burke 
Lumber Co., Oswego, N. Y., died 
Aug. 3. He had been connected with 
the lumber business since the age 
of 16 


CHARLES E. WASHBURN, 86 
retired lumber mill operator from 
Delanson, N.Y., died July 26 in a lo- 
cal hospital in St. Peterburg, Fla. 


CLARENCE F. HACHMEISTER, 
executive vice-president of Hach- 
meister-Inc., Pittsburgh, Penna, man- 
ufacturers of mastic floor tile and 
plastic wall tile, died on July 31, at 
Pittsburgh. 


NORRIS F. OLDENBURG, 47, 
prominent Seattle lumber wholesaler, 
died Monday, June 29. His death 
came suddenly and apparently was 
from a heart attack. He was presi- 
dent of the Morton Lumber Co, of 
Seattle and was owner of the F. C. 
Oldenburg Lumber Co. 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 
1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word tor each insertion. 
Minimum charge of 35c per line. 
All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify 
edit or reject any classfied i 
No agency commission or 
allowed. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


Wanted—-A salesman to sell Softwood Lum 
ber wholesale in the Ohio territory. Preter 
ence given to a man with experience and 
who knows the trade. If interested write to 
Post Office Box 1192, Boston, Mass. 


a 4 
acver 


cash discount 











OFFICE SALESMAN—Needed by prominent 
well established Wholesaler of Western Lum- 
ber and Southern Pine to work Chicago and 
surrounding territory. Should have good sales 
ability and some experience. Excellent op 
portunity and compensation. Give details in 
first letter. Address Box L-46, American Lum- 
berman, Inc. 





Young, active salesman to sell cedar lumber 
and shakes to and for jobbers. Travel Mid- 
West. Write Pacific Timber Company, Ever 
ett, Washington. 





HELP WANTED 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section of the U.S. or Canada. 
Qualified persons with good records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 





WANTED 
DETAILER and BILLER 


b one of Indiana’s leading Architectural 

oodworking Plants, employing 30 men. 
Must be fully experienced in making large 
scale details from architects’ blue prints of 
schools, hospitals, churches, public and com- 
mercial buildings and residences. Steady em- 
ployment, ase wages. Ability to take off 
and price not essential but desirable. Write 
tully, stating age, experience, etc. 


P. O. Box 2514, Fort Wayne, Indiana 


SHIPPING CLERK 
Experienced in lumber and millwork. 
Washington Lumber Co. 

1901 Washington Blvd. 

Baltimore 30, Md. 





Help Wanted: Aggressive retail dealer in 
fast growing city Florida East Coast, inter 
ested in contacting middle-aged energetic 
man, experienced in listing, pricing, selling 
and detailing to millwork plant, principally 
rsidential. Excellent opportunity. Reply 
Box L-47, American Lumberman, Inc. 





Bookkeeper—either man or woman. Should 
have some knowledge of lumber business so 
they can take telephone orders and wait on 
counter trade. Good wages. Yard location— 
Two Harbors, Minn. Address Box L-48, Amer- 
ican Lumberman, Inc. 





Salesman—Must have knowledge of light con- 
struction so he can figure house jobs from 
blue prints. We want some one who is neat, 
alert and aggressive. High wages, profit shar 
ing, car expenses. Territory radius 30 miles. 
Yard location—Two Harbors, Minn. Address 
Box L-49, American Lumberman, Inc. 





Wanted: An experienced estimator, detailer 
and biller for special cabinet wood mill work 
and veneered doors. Hyde-Murphy Company, 
Ridgway, Penna. 


RETAIL EXECUTIVES 
We are in need of several top flight retail 
lumbermen in the $15,000 to $30,000 bracket 
who have proven record in management and 
administrative positions. 





Interested only in men stymied in their pres 
ent position. No job-hoppers or unemployed 
men considered. Must stand rigid investiga- 
tion. Confidential and your present position 
protected. 


Send full details to Hines Executive Service, 
5355 W. North Ave., Chicago 39, Illinois. 


LUMBERMAN 

We need a young man for our main office, 
who has had a number of years’ experience 
in the retail lumber business. If you are 
not satisfied with your present location or 
salary address a letter of application to the 
Whelan Lumber Company, 715 E. 4th. Topeka, 
Kansas. If you are qualified, our offer may 
interest you. 








Wanted: Assistant manager for retail lumber 
yard with bookkeeping experience. Must be 
capable of general yard management with 
background of retail lumber experience. Pro- 
ressive city of over 7,000 in Northwestern 
hio. Address Box L-33, American Lumber 
man, Inc. 


HELP WANTED—Man to work in retail lum- 
beryard who has had experience in figuring 
lumber and millwork, waiting on customers, 
etc. Reply to ELKHART LUMBER & SAWMILL 
Co., Elkhart, Indiana. 


CREDITS AND COLLECTIONS 
Florida Retail Lumber and Building Material 
concern, operating several yards, wants to em- 
ploy young man with Accounting, and Credit 
and Collections experience. Address Box L-60, 
American Lumberman, Inc. 
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HELP WANTED 





HELP WANTED 
DETAILER AND BILLER 
by one of Penna.’s leading A 
ene Plants, employing 30 t_ sSast 

‘u experienced in making ge scale 
details Len architects’ blue prints of schools, 
hospitals, churches, public and commercial 
buildi and resid Steady employ- 
ment, good wages. Ability to take off and 
price not essential but desirable. Write: 

P. ©. Box 366, Pottstown, Penna. 


hitact: 1 











LUMBER AND MLLWORK SALESMEN 
AND OPERATING PERSONNEL 


Expanding Chicago retail merchandising 
operation has created employment op- 
portunities in sales and operating de- 
partments for aggressive young men 
with lumber and millwork or building 
constiuction experience. Replies in writ- 
ing shall be addressed to Mr. V. Laine, 
and shall give personal details and ex- 
perience records. Edward Hines Lumber 
Co., 2431 So. Wolcott, Chicago 8, III). 


SALES REPRESENTATION 
WANT 


WANTED SALESMEN with following to sel} 
Inland Empire Lumber. Idaho White Pine, 
Ponderosa Pine, Engelmann White Spruce, Fir 
and Larch and Canadian Western White 
Spruce, both KD and AD. Can ship highly 
mixed cars, good sized capacity. 
FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE, WASHIINGTON 


WE ARE EXPANDING OUR SALES OUTLETS. 
In 1952 over $1,000,000 in retail sales were 
made in the ga Detroit area on Tay- 
lor Made Garage rs. Plans are now under 
way for a big advertising campaign in 1953. 
We want sales representatives who are now 
actively calling on the lumber dealer trade. 
Most territories are open. If you are looking 
ahead, write today giving qualifications, other 
lines you are handling, and the territory you 
cover. See our ad in this issue. Taylor Made 
Garage Doors, 12430 Evergreen Road, Detroit 
28, Michigan. 


SALES REPRESENTATIVES 
AVAILABLE 


Manufacturers Agent and Jobber of Wood 
Products in Western New York could handle 
additional lines. If you wish representation, 
and have an interesting offer, advise. Address 
Box L-57, American Lumberman, Inc. 

















EXPERIENCED ESTIMATOR needed by wood. 
work manufacturer and jobber, located in 
North Central states. Duties: required to list 
from blue prints all building materials for 
resid i 2 would have to work 
on a blue print for church or school; make 
listings for quotati make shop drawings 
where required. A good opportunity. Please 
state experience, availability, salary, etc. All 
information confidential. Address Box L-45, 
American Lumberman, Inc. 


SITUATIONS WANTED 


Excellent background in all hases retail 
lumber business. Man of 35 7 a challeng- 
ing pestition with pregressive concern where 
more than average talents and efforts are re 
uired. Outline position first letter. Address 
ox L-38, American Lumberman, Inc. 














Lumber and plywood executive, presently 
employed, desires positi with m fact 


or wholesaler. Several years’ experience in 
this capacity. Under 40. Complete knowledge 





of plywood and all West Coast lumber spe- 
cies. Well acquainted with mills, jobbers and 
wholesalers throughout the United States. Ex- 
cellent sales record. Address Box L-42, Amer- 
ican Lumberman, Inc. 





Lumberman with 20 years experience selling 
softwoods and hardwoods to Industrials in 
Chicago area is now available. Address Box 
L-50, American Lumberman, Inc. 


Man, early 40's, seeks new connection with 
responsibility in administration or sales, 
wholesale or retail. Complete background in 
accounting and control. ccustom to large 
volume sales from general contractors, indus 
trials and builders. 16 years in the trade. Will 
ee anywhere = — eo ay if in 
lersted, please write to Box L-51, American 
Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 








DOOR DISTRIBUTORS WANTED 


for complete line of interior and exte- 
rior imported flush doors made by one 
of the world’s foremost factories— 
reputable, competitive. Can offer aq-1 
gressive distributor territorial protec- 
tion and close cooperation. 


Address Box L-36 
American Lumberman, Inc. 


“Live wire’ commission carload lumber sales 
organization, desires additional mill connec- 
tions for all speci of d tic lumber, for 
sales to retail yards in Buffalo, Erie, and 
Cleveland areas. Please indicate your approx 

producti pacity and whether or not 
you publish transit lists. Write P.O. Box No. 
6621, Cleveland 1, Ohio. 
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Attention Door Manufacturers: Factory repre 
sentatiye with established following among 
wholesale and retail lumber industry in and 
around Chicago area seeks to represent rep 
utable manufacturer of flush and exterior 
doors, panel doors, door jambs, etc. Can 
uarantee intensive coverage this area. Ad 
ress Box L-58, American Lumberman, Inc. 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 
DYER 








W. #H. he . 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 
STEEL RAILS 
Any Quantity—Any Size 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 


RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bldq. 
New York, N. Y. Pittsburgh, Pa. 

105 Lake St.. Reno. Nev. 


BUSINESSES FOR SALE 


OREGON YARD FOR SALE 

A SUCCESSFUL building material business in 
a growing Western Oregon community. Oper- 
ation includes: smart large showroom; ample 
warehouses and lumber sheds: spur track, 
trucks, diversified inventory and competent 
well trained crew. Gross sales in excess of 
$135,000. Ideal opportunity for family man 
owner in a community with fine schools and 
wonderful recreational area. Easy terms. Ad- 
dress Box L-29, American Lumberman, Inc. 

















FOR SALE: Small yard and hardware store. 
Average annual sales $45,000.00. Can be 
very profitable for an owner. I must quit be- 
cause of health. Write or see Wesley Moore, 
Tennant, Iowa. 





Well established small yard in best location 
Phoenix, Arizona area. Address Box L-4l, 
American Lumberman, Inc. 





FOR SALE—Lumber Yard — Orange County, 
California. $5000.00 down, balance easy pay- 
ments. Further information write Box L-27, 
American Lumberman, Inc. 





For Sale—Retail Lumber and Building Mate- 
rial yard and Millwork Shop in progressive 
community in southeastern part of Wisconsin. 
Owner close to 70 wishes to retire. Priced 
to sell quickly. $35,000 full price plus in- 
ventory. Address Box K-38, American Lum- 
berman, Inc. 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively 
small investment will handle. Owner wishes 
to retire. Address Box L-30, American Lum- 
berman, Inc. 


BUSINESSES FOR SALE 


Lumber & Builder Supply Yard 

In ideal location—County-seat of prosperous 
agricultural area in Northeastern Pennsy!- 
vania. Annual sales about $100,000. Great 
possibility of building up sales. Ideal for 
owner resident; living quarters on site. Price 
reasonable. Address Box L-52, American 
Lumberman, Inc. 








LUMBER — BUILDERS SUPPLIES 
Because of illness owner is forced to sell 
= going business located in Chautauqua 
ounty. A bargain. Address Box No. L-53, 
American Lumberman, Inc. 


FOR SALE 
Well established Lumber and Building Mate- 
rial company in fastest growing city in South 
east. Reason for selling, failing health of pres 
ent owner. About $75,000.00 required, under 
terms favorable to purchaser taxwise. Answer 
care of Box L-54, American Lumberman, Inc. 





Small lumber yard, good business in small 
town, low overhead, located Central Kansas, 
owner has other interests. Reply Box L-55, 
American Lumberman, Inc. 





For Sale — City yard in heart of lowa 
corn belt. Price for plant $18,000.00. Stock 
about $40,000.000 at current market prices. 
Address Box L-59, American Lumberman, Inc. 





WESTERN YARD FOR SALE 
A successful yard in the “Big West” of Mon- 
tana where outdoor life and business can be 
combined. Established 40 years. Owner re- 
tiring. Volume $100,000 to $120,000. Address 
Montana Retail Lumbermens Association, 107 
East Main Street, Missoula, Montana. 


FOR SALE: Profitable Lumber and Hardware 
Business in Western Nebraska. Yearly busi 
ness $100,000. Prosperous community, owner 
must retire due to age and health. ll carry 
part to responsible party. For further informa- 
tion write to Box L-43, American Lumberman, 
Inc. 


USED MACHINERY FOR SALE 


We are changing to a 60x60" Carrier and 
Lift Truck package and have the following 
54x54” equipment for sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model, 
each with operator’s cab and steering wheel 
guards, F62' Continental motor. 


Also Two 1950 Model 10-H Ross Lift Trucks, 
one 20’ and one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all standard equipment otherwise added. 











Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 


2301 N. Racine Ave. Chicago 14, Illinois 


FOR SALE: Good UD 14 Diesel Power Unit 
with 12’ flat pulley, outbored bearing. Price 
$1,500.00. Also 28 Tower inserted tooth 
two saw edger, both saws movable, almost 
new. Price $300.00. O. W. Houts & Son, Inc., 
State College, Penna. 





REWORK YOUR TIMBERS OR 
SURPLUS STOCK 


1—Woods - 5 Head, 12 inch Moulder 
5-10 h.p. Motors 

1—FCClements Co. 48 Resaw chee 
1—Am. Woodsurfacing Double head 24 

inch Planer, 3 forward speeds with 

Reverse. 2 Motors, V Belt Drive $1000 
All in use and in good condition. Special 
price for all three. Call Akron, Ohio, STadium 
1295, Mr. Welsby or Mr. Ayers, 1860 E. Mar- 
ket Street. 





1—Planer—15"’x6" with 60 h.p. Motor S. A. 
Wood's No. 24 with square head at $2000.00 

1—Jointer—16" 

1—Cut-off Saw— 16” 

1—Hermance 4” Sash Sticker 

1—Table Cut-off Saw 

1—Jos. O. Colladay 36” Band Saw 

Must dispose of to make room for new ma- 

chinery. Can be seen in operation. Maryland 

Lumber Co., 1100 E. Fayette St., Baltimore 2, 

Maryland. 





ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
=~ Repair service. Send us your inquiries. 
. M. NUSSBAUM & CO., Fort Wayne, Ind. 


September 7, 1953, AMERICAN LUMBERMAN & 








PROMPT SHIPMENT 





BUILDING PAPER 


Glas-Kraft 
Reflective Insulation 
Asphalt Felt 

Red Rosin 


Nail Bags (larger opening) 
Twine (for tying lumber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 


Joist Hangers (in boxes) 
“Miter Fast’’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 


HOSKING PAPER & SUPPLY 
. Drawer 43 Wilmette, Ml. 





MISCELLANEOUS 
FOR SALE __ 


CARPENTERS APRONS 
Write for prices and information. 

THE MINNESOTA SPECIALTY CO. 
seemmntectamelh Minn. 
ADVERTISING YARDSTICKS — 
Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 

R. J. DUMONT CO. 
Melrose Ave., Elgin, M1. 


156 So. 


Make valances for windows as a hobby or 
business. Seven full size permanent patterns. 
Save their cost in making your own valances 
Full instruction on making and selling. Com- 
plete instructions and patterns $7.00 cash. We 
pay postage. 
Wood Novelty Co. 

P. O. Box 27 Warren, Ohio 


LUMBER & DIMENSION 
FOR SALE 


FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 








Popple and Pine 
Send us your car lot inquiries for 6/4 and 8/4 
Popple and 4/4 and 8/4 Norway and White 
Pine. Can resaw and surface. 
W. T. BAILEY LUMBER COMPANY 
Virginia, Minn. 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16 4 
also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly. 


Al Clements Lumber Co. 
- ©. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EGO49 





West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 





Canadian Hard Maple or Birch Dimension 
stock. Kiln dried—cut to specified widths and 
leugths. D4S and bundled with steel strap- 
ping. Mail enquiries, specifications and re- 
quirements to: 
The Pedwell Lumber Company Limited 
Oriltia Ontario Canada 





BUSINESS OPPORTUNITIES 





GUTTERS & LEADERS 


Facilities for fabricating galvanized, copper, 
aluminum, or stainless steel gutters and lead- 
ers. 3” plain round or corrugated, or 2°’x3” 
rectangular. Our automatic roll-forming ma- 
chines insure high production at low cost. 
We will supply materials or use yours. In- 
quiries invited. Eastern Building Products 
Corp., Dept. Y, 72-82 Lockwood St., Newark, 
N. J. 


YOUR COMMUNITY NEEDS 
A TOOL RENTAL SERVICE! 


We show you how to start a profitable new 
business or add a traffic building tool rental 
department in your store. Professionally 
planned and pre-tested sales aids get you 
started right. Puts you ahead of competi 
tion. “Do It Yourself With Rental Tools” 
market is ready made and waiting. For com 
plete details on exclusive franchise in your 
area write: 


ALLIED RENTOOL SERVICE 
YARDLEY 2, PA. 


Honey of a deal. 


Weatherstrip brokerage. 
E-Z ON. I. 


1009 Harvard, Evanston 66, 





TIMBER & TIMBERLAND 
FOR SALE 





Seating Timber A 160—Sec. 22, R.W.G. IST 

W.P. ISK, W.G.19, Sch. Dist. 16, also oil lease 
open for bids. Antlers, Pushmataka Co., Okla. 
Address Box L-56, American Lumberman, Inc. 


Information Offered in the Advertisements 


Do you wish detailed information on a specific 
service? Check through this easy-to- 
offered in this 
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issue's 
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year girls start looking for a 
me football player 


This is the time of 

fall outht wit, coat and handse 

° . . 

There's a new men’s cologne that drives women wild. It smells 
like money 


A young couple appeared before a judge on a petition for a 
divorce. The judge turned to the young wife and said, “There must 
have been something you liked about this young man or you 
wouldn't have married him in the first place.” 

“Yes, sir,” replied the young woman. “There was something | 
liked about him 


but he spent it!” 
. . 


Sign on an antiqu what 


our grandme ther thren atva 
> . 
Their marriage will be on a SO-SO basis. When he buys a fifty 
cent tle she gets a fifty dollar dress 
. 

Materially speaking ’s get right to the point. For 
example, ve lé the 1 Mill, operated by Re bert 
Gibson wih { é f¢ t operator in the state 
; Washingt n 

The Fortson Mil manufactures Fir and Hemloc k 
utting in Old Growth Yellow Fir and Highland soft 
textured Hemlock. Robert Gibson sees that the mill 

Hemlock Dimen 


Green Fir Dimension 


turns out very fine manufactured dr 
sion and dry Hemlock Roards 
and Timbers. 

These fine mill auc re available thre ugh 
M AUK, verthed ] one and the wisest bur 
for all oute gu MAUK Lumber C of 
courte 


Simple Celia says her brother believed in) dreams until he 


married one 
. 


said the catty one. “The 
and Pearl both took their teeth out 


“Her teeth are like pearl 
aE Benes ie ihe 
to show 


° . . 
\ man who can't forget business when he’s on his vacation is 


doomed to be a success 


bri, he 
ugh the 


Do You Know What Dep't 

Do vou know what evervbody has but it looks 
\natomy. (Hah, fooled ya 

Deo vou know what a man lhkes best ibout i girl? His arms 


Do vou know what dealers like best about MAUK? It’s best 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


better on a girl 
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(To obtain more data on advertised products see page 


NAILS, flooring, masonry, et« Independent Nail 
and Packing Co See adv't p. 40 

NAILS, metal roofing: Booklet and samples; The Denisto: 
Co. See adv't p. 202 

PAINT, ceiling and wall Envelope Stuffers or 
cards; Acme Quality Paints, Inc. See adv’'t p. 49 

VrAINT BRUSHES: Sales aids kdw E. Robinson, Ince See 
adv’'t p. 25% 

PAINT COLOR SYSTEM 
See adv't pps. 172-17 

PAINT ROLLERS 
adv't p. 157 

PANELS, translucent, fibre glass 
Chemold Co, See adv't p, 45 
ERFORATED HARDBOARD: Descriptive literature; Wood 
all Industries, Ine. See adv't p. 251 

Bulletin No. 54: Buss Machine Works. See adv't 


Handout 
Information; Colorizer Associates 
Display unit; Thomas Products Co See 


Descriptive informatior 


ASTIC LAMINATE 
— ints; 


kitchen cabinet Brochure blue 
National Plastic Products Co See adv't p. 143 
floor level type clothesline Information; Sawhi 
fg. Co. See adv't p. 199 
RESERVATIVES AND SE ALERS: Catalog 
Abesto Mfg. Cor See adv't p. 29 
PRIMER, cement oor Envelope Stuffers or Handout Cards 
Acme Quality Paints, Inc. See adv't p. 29 
RESTORER for asbestos siding, shingles 
Dewatex Mfg. Corp. See adv't p. 268 
RUBBER TILE CEMENT: Sample: Consumers Glue Co. Ses 
adv’t p. 256 
SANDERS, rental and retail. Booklet and Catalog; 
Floor Surfacing Machine Co. See adv’t p. 17 
SANDERS, rental: Booklet; Clarke Sanding Machine Co 


See adv't 
Hidalife Div., The Turner & Sey 
) 


and Warranties 
Information 
America: 


p. 34 
SASH BALANCE: 
mour Mfg. Co. See adv't 7 
SASH BALANCE: Sales aids; Puliman Mfg. Corp. See adv 
p. 267 
SASH BALANCE-WEATHERSTRIP, combination: Informa 
tion; Weatherproof Products Corp See adv't p. 211 
SAWHORSE PRACKETS: Sales aids: Grand Haven Stampe: 
Products Co See adv't p. 256 
SCREENS, tension, self-adjusting: 
Mills, Ine See adv't p. 21 
SCREENS, tension, aluminun 
Cloth Co See adv't p. 263 
SCREWS, wood L abel chart: 


Folder 


Information: Columbi 


Information: Keystone Wir 


Southern Screw Co. See adv't 
sHATHING, laminated: Sales kit; Insulite Div.. Minnesot 
& Ontario Paper Co. See adv’t pps. 158-159 
SHEATHING, wood fiber, laminated: Information: 

Plaswood Corp. See adv’t p. 244 
SPRAY ENAMEL, aluminum: Descriptive literature, sal 
aids; Sheffield Bronze Paint Corp Ss A p. 98 
STAIRWAYS, disappearing attic ‘ Ressler Tis 
appearing Stairway Co See adv't p. 
STAIRWAYS disappearing attic: Brochure 
Inc. See adv't p. 265 
STAIRWAYS disappearing attic 
dustries. See adv’t p. 167 
STORM PANELS for screens: 
Co See adv't p. 25 
Lh ~y BOARD: “Do-It-Yourself” Sales Kit \ & F Tileboard 
In See adv’t p. 41 
TIL iD RB OAR D: Samples and descriptive 
Mfg. Co See adv’t p. 258 
KE, cork: Information 
dv't p. 63 
Ek, metal: 


Souther 


EZ-Wavy Sales 


Catalog: Wuntington Tr 


Information: Winsulite Mfe 


literature Prestil« 


TI “Mastic Tile Corp. of America. Se« 


L 
at 
TIL Brochure, samples, merchandising aids: Vike: 
Tile Corn. See adv't p 195 
ILE, wall, plastic: Information and sales aids: Jones & 
een Inc. See adv’t p. 113 
nae wall, plastic: Information: Mastic Tile Corp. of Amer 
See advt a 215 
TILE CUTTER tental program JI.M.I 
adv’t p. 204 
TOOLS, glaziers’: 
TOOLS, masonry: 
p. 164 
TOOLS, power: 
18-19 
TOOLS, power 
adv't p 
TOOLS. nower: Catalog: SpeedWavy Mfg. Co. See adv't p. 197 
TRAILER, lumber yard: Descriptive literature: Hawkev« 
Industries. See adv'’t p. 250 
7 + Cc “KS, hand: Information: 


TU i SHOWE R ENCTLOSU + LD 
Door Co. See adv't pn 56 
WEATHERSTRIP, met: ¥, door and thre shold: 
All Metal Weatherstrip Co Ses adv't pn. 2 
WEATHERSTRIPPING, rubber: Display ah booklet an: 
sales alds: Bridgeport F; ibrics, Ine. See adv’t n. 95. 
WESTERN WHITE SPRUCE: Rooklet: Alberta Forest Prod 
ucts Assn See adv't pn. 9 
WINDOWS aluminum awning: Deseriptive literature: Mian 
Window Corp. See adv't p. 177 
WINDOWS, aluminum awning: Rulletin 
Renublic Steel Corp. See adv'’t p. 152 
WINDOWS. aluminum casement Rooklet 
Mfe. Co. See adv't pn. 133 
W adhere wood: Catalog 


Tl 
Industries, Ses 


Catalog: Hvde Mfg. Co. See adv't p. 2 
Catalog: Goldblatt Tool Co See adv't 
Merchandising Kit; 


Book 


Skil Corp. See adv’t pps 


Portable Electric Tools, Ine See 


Anthony Truck Co. See adv't 


: Display unit: American Showe 


, TaPorEaaties 


Trusecon Steel Dix 
Michael Flyin 
Brown-Graves Ca See adv't 


WINDOWS. wood, awning: Information: Gate Citv Sash & 
Door Co See adv't n. 227 

WINDOWS, wood, awning type Sales aids 
Se adv't p. 68. 

WINDOWS, wood. donble hung 
dow. See adv’t p. 253 

WINDOWS. wood, double hung: 
Collier Co. See adv't p. 24 

WINDOW MATERIALS, plastic: 
See adv’t p. 118 

WORK BENCH and picnic units: Catalog 
ucts Mfg. Co. See adv't p. 208 

WOODWORK, Ponderosa Pine: Samples and booklets: Por 
derosa Pine Woodwork. See adv't p. 187 


TLudman Corn 
Informatior Etlinge Win 
Booklet; Carr, Adams & 
Display unit Arvey Corp 


Andersen Prod 
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Full protection 


in any weather 


Valuable live stock, machinery and per- 
sonal property is always safeguarded 
against the ravages of seasonal storms 
and the destruction which usually follows 
in its path. 

Sliding doors equipped with Storm- 
Proof hardware glide open and closed 
with friction-free precision on steel, roller- 
bearing hangers operating on a fully en- 
closed and protected rail. 


Your trade appreciates the 
urgent need to prepare now 
for storms ahead — bringing 


rain, hail, sleet and snow 


MANUFACTURING COMPANY 


* $LEIN GIS 





BRILOWENT 


IS 


WATERPROOFED 


Brixment is permanently waterproofed. 
during manufacture. with the most effective 
air-entraining waterproofing agent known. 


The presence of this waterproofing can be 
demonstrated by making the crater test 
shown in Figure 1. Its effectiveness in 
preventing the passage of water through 
Brixment mortar can be demonstrated by 
making the test shown in Figure 2 


&*e#et#eist wet ét 
The waterproofing in Brixment gives you 
three practical benefits which are not avail- 
able in ordinary cement-and-lime mortars: 


i HELPS PREVENT LEAKY WALLS 


Even under pressure, water cannot read- 
ily pass through Brixment mortar, 
Therefore, if the face brick are back- 
plastered with Brixment) mortar, an Pe apes me, 
effective barrier is set up against the j «> Bates: 
passage of water to the inside of the wall. 


Sa Siete Boe 

FIGURE 1 
Pour out a pile of Brixment and a pile of ordinary cement and 
lime. Make a crater in the top of each pile. Fill each crater with 


water. Note how the cement-and-lime mixture absorbs the water 
immediately. Note how the waterproof Brixment holds it. 


2? GREATLY INCREASES DURABILITY 


Water cannot readily penetrate Brix- 
ment mortar, This prevents the mortar 
from becoming saturated — therefore 
helps protect it from the destructive 
action of freezing and thawing to which 
it is subjected many times each winter. 


FIGURE 2 





HELPS PREVENT EFFLORESCENCE 


Waterproofed Brixment mortar checks 
the passage of water and keeps it from 
percolating down through the wall, dis- 


solving salts which may be in’ the 
masonry materials, and carrying them 
to the surface. 


These advantages will be described in detail, 
in subsequent advertisements. Watch for 
them! 

Louisville Cement Co.. Louisville 2. Ky. 
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Prepare two slabs of mortar, one 
with Brixment and one with non-wa- 
terproofed materials. After mortars 
have hardened, sea! a !amp chim- 
ney to each of the mortar slabs, us- 
ing wax or candle grease, and fill 
with water. 


After 24 hours, note how much water 
has gone into and through the non- 
waterproofed mortar, and how little 
water has gone into or through the 


Brixment mortar me 








